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THE BREAKEVEN POINT —This determines the 
sales commission paid by one California supply 
firm. The primary factor involved in computing its 
omissions is the operating overhead shown on the 
previous month's financial statement. Page 98 gives 
a complete explanation plus examples 


fp nn 

SCATTERING your prof 
its? A series of charts can 
help to prevent your doing 
that. They'll also pinpoint 
non-productive operations 


—— 


IT’S A 50-50 PROPOSITION—this relationship 
between an industrial buyer and his suppliers. ‘To 
find out just what a buyer looks for from his sup 
pliers, we drafted a questionnaire (sample page at 
left) and had an objective research agency conduct 
its own quiz program. You'll find the results, start 
ing on page 113, are very informative 


rae 


ROUND IT GOES—with 


the help of a Philadelphia 
distributor salesman. Read 
all about what is consid- 


; 
: 
: 
; 
: 
: 
: 
i 


If you turn to page 103, 
you can chart your own 
course. 


ered one of the biggest 
advances in carnival ride 
design. It’s on page 108 
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Talk of the Trade. Supply Sales Trends.... .... 138 Door Openers 
Editorial The Outlook for Business .... 142 New Products 





They're Heading For Atlantic City 


Yes, distributors and manufacturers from every sec- 
tion of the country right now are making arrange- 
ments for the annual Triple Industrial Supply Con- 
vention. It'll be held in Atlantic City, starting 
Sunday May 18 and continuing through Wednesday, 
May 21. 

Your editors, too, are making arrangements for 
complete coverage of the “big doin’s”. They'll be 
on hand with cameras to take your picture. And, of 
course, the results will appear in the big June issue of 
InpusTRIAL DistRIBUTION, 


If you plan to attend the convention, you'll want 
to check on reports of any events you miss and, natu- 
rally, you'll want to read the reports on the events 
you attend. 

If your schedule doesn’t permit you to attend the 
convention, you'll still be able to know all the details 
of what is going on in the industrial supply industry 
just by aillen your June issue. 

Don’t miss the big convention report; you'll enjoy 
reading the report and you'll get a big bang out of 
seeing all the pictures of you and your friends. 





The First Name in Wrenches & Shop Tools! 


ACCEPTED and used by Industry’s craftsmen as standard 


for accuracy, quality, durability since 1869. 


MERCHANDISED and promoted through direct mail 
programs which build sales and goodwill for Billings 


Industrial Distributors. 


ADVERTISED consistently and forcefully in Industry's 
most-read business publications with the statement “Buy 


through your Billings Industrial Distributor”. 


SOLD and distributed in strict conformance with Billings 


Selective Distributor Policy. 


BOOTHS 238 and 240 


Triple Industrial Supply Convention 


Atlantic City — May 19-21st 


Sta 


WRENCHES + SHOP TOOLS * INDUSTRIAL FORGINGS SINCE 1869 
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Tin-plate line rolls at 1500 fpm on Link-Belt Roller Bearing Pillow Blocks. 


All Moving Surfaces of L-B Ball & 


schedules, Link-Belt 
Ball and Roller Bearing Blocks are 
Housing-Sealed. This means that all 


moving surfaces are 
* SALES completely enclosed 
MEETING 
IN PRINT 


tend lubricating 


cated from a large 
common reservoir. 
Only Link-Belt offers this important ad- 
vantage on ball as well as roller bearings. 
The seals maintain their high effective- 
ness regardless of alignment. Dirt and 


and effectively lubri- | 


_ Railroad Car Handling 


Almost every railroad siding is a poten- 
tial site for a Link-Belt Car Spotter. With 
one of these effective machines on the 
job of placing cars in loading or unload- 
ing position, only one operator is needed. 
The electric motor does the work—easily 
moving up to six loaded cars on 


moisture are kept out even under ex- | 


treme conditions. 
Other outstanding features 
Other built-in features provide for 
both dynamic and static alignment, pre- 
adjusted clearance and maximum capac- 
ity for 
Ample alignment capacity also facilitates 


a given boundary dimension. | 


mounting. Design of the housing assures | 


proper metal distribution for 
sturdiness. 

The complete, precision-built Link- 
Belt line of mounted bearings includes 


a type and size for virtually every pur- 


pose. This permits great flexibility of | 


application, as well as economical design 
and manufacture of supporting struc- 
tures. 

Ball and roller bearing pillow blocks 
are built for a full range of shaft sizes 
up to about 8 in. diameter. Flanged, 
flanged cartridge, cartridge, take-up and 
hanger blocks are also made in both 
ball and roller bearing types. 


utmost | 


a 

| a straight, level track. Power is consumed 
only when car spotters are being oper- 
ated. 


ee 


Cars can be moved over long or short 


distances—and in any horizontal direc- | 
tion, by direct pull from the Car Spotter 
or by the use of snatch blocks and an- | 


| chors. A guide roller or deflector guides 


Spotting railroad cars is just one of 


| the many jobs for which a Car Spotter | 


(Continued next column) 
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“Business Week” Ads 
Boost L-B Products 


| To inform more and more people about 
| . . 
Link-Belt products and facilities at work 


in all types of industries, Link-Belt ads 
appear in Business Week as well as in 
over 100 different trade magazines. 

The Link-Belt story is constantly told 
to all men in industry charged with the 
responsibility of selecting the right 
equipment for power transmission and 
conveying jobs. 

This prestige-building advertising 
helps Link-Belt distributors by creating 
and maintaining a genuine preference 


for Link-Belt products. 





the rope while pulling cars on curves. | 


(Continued from previous column) 
is utilized. Others include warping 


barges, pulling trucks, dragging heavy 
loads in industrial production work, etc. 





Link-Belt Car Spotters are built with 
| 5 hp electric motors for 1 to 3 loaded 

cars, and 10 hp motors for 3 to 6 loaded 
| cars. Motors can be mounted integral or 
| separate. Portable and stationary models 
| are available. 





LINK-BELT COMPANY 


Indianapolis - Philadelphia 
Atlanta - Houston - Minne- 
San Francisco - Los Angeles 
Offices in Principal Cities 


Plants in 
Chicago - 
apolis 


Seattle. 








13,843 











“Treadwell 


Tools do 
many jobs 


they can 


THREADWELL TAP & DIE CO. GreeNFietD. MASS 
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Industrial 
Distribution 


The Corer 


Our cover presents, in outline form, 
five main points in the relationship 
between an industrial buyer and his 
suppliers. For a detailed, 24-page 
report on this co-relationship, turn 
to page 113. 
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Glee 18” HEAVY DUTY 
=EUSING| DRILL PRESS 











With 6 “Bonus” Features 
For Better All-Around 
Heavy Duty Drilling 


* Head and Table Positioning Mechanism 
% 62” Spindle Travel 

* 39” Maximum Distance Spindle to Table 
3% 63/64” Spindle, No. 3 MT Nose 

* Vernier Depth Stop Control 


< Ball Bearing Drive 


You know how buyers are interested 
in tools that are mew and better. Here’s your 
opportunity to make important new sales by 
spreading the word about this Clausing 18” 
drill press. The 6}” spindle travel gives bigger 
job capacity, permits better use of production 
chucks. There’s 6” to 13” more capacity from 


spindle to table. Spindle is bigger, stronger— 
handles larger tools. Exclusive vernier control AND ALL THESE OUTSTANDING 


provides .001” depth accuracy. Positioning CONSTRUCTION FEATURES TOO! 


mechanism saves set-up time—moves both head 











: : Myf e Drills to center of 18's” Circle e@ Drills 24” in 
and table. Massive construction, precision- 


machining throughout, and the smoothness of 5 ts ‘i _ 
ball bearing races insure exacting accuracy on Vette © 12" 2 14" Precision Brened age 0 tinged 
every operation. Send today for catalogs and Motor Support Base ¢ Adjustable Feed Tension ¢ 
complete selling information. Double Coordinate Locks on Head and Table e 


Steel, 1” in Cast Iron @ 13’ x 18” Production Oil 


Massive Construction and Precision Machining. 


CLAUSING DIVISION 


ATLAS PRESS COMPANY, 510 N. PITCHER STREET, KALAMAZOO, MICH. 
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First 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





x 
FOR DODGE 
TRANSMISSIONEERS 

















‘92 PROMOTION IN FULL SWING 





NEW TRI-MATIC OVERLOAD 
RELEASE DESIGNED FOR 
TORQUE-ARM REDUCERS 


' ae 


> 








——ae 


Newest development by Dodge of 
Mishawaka is the Tri-Matie Overload 
Kelease for Torque-Arm Speed Re- 
rs. By mechanical and electrical 

tion the release 


automatically pro- 


Vides instant and 


to driven 


positive protection 
the 


machines, motors, and 
speed reducer itself 

The Tri-Matie Overload Release 
places the standard torque-arm regu- 
larly supphed with the Dodge Speed 
Reducer 
Pressut 
the mechanism which loosens the belts 
and cuts off the 
oOush \ warning 


1 te 


re- 


the two are interchangeable. 
eof an excessive load “triggers” 


simultane- 
be in- 
bell, siren or light 
is calibrated for ad- 


current 
system can 
cludes 

Ihe 
justinen 


Torg it'- 


nuetivate 
rri-Matie 
t to load conditions of any job 
allable sizes for all Dodge 
Arm Reducers--in both single 


ind double reduetior 


in 


series 





TRANSMISSIONEERS 
NOW TOP 1000 MAR 


By the 


Spring 


vidition of 60 


members ¢ 


nmvenr 
Dodge Dis 


ations thr the 


ighout 


Already a substantial number 
" 


itions have been 


received for 











“It’s the finest industrial merchandis- 
ing program I've ever seen!” 

This comment is typical of the 
enthusiastic response of Distributors 
after going through the Dodge Plan 
Book which outlines the advertising 
and sales promotion program for 1952. 

Broad base of the program continues 
to be the comprehensive schedule of ad- 
vertising in a long list of industrial 
publications covering the various mar- 
kets for Dodge power transmission 
machinery. These publications were 
selected after careful study of markets 


pot : 
ase 9" 
tee Me Cate gee 


This new double 

reduction speed 

reducer with ca- 

pacity to 43 hp, 

for output speeds 

from 12 to 110 

rpm, has been 

added to the line 

of Dodge Torque- 

Arm Speed Re- 

ducers to meet an insistent 

demand for this bigger size. 

The new large capacity No.7 

reducer is engineered for the same de- 
pendable performance and the same 





economy that have made the Dodge 
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BROAD MERCHANDISING PROGRAM 
SUPPORTS DISTRIBUTORS’ EFFORTS 


and reading habits of Dodge customers 
and prospects. The list has been ex- 
panded for the 1952 campaign. Space 
units include double page spreads in 
color and full pages. 

Direct mail pieces with special em- 
phasis on the new products in the 
Dodge line, display material, merechan- 
dising literature and demonstrators for 
use in salesmen’s presentations are in- 
cluded in the comprehensive support 
provided to Distributors. Below is a 
typical “‘spread”’ from the Dodge Plan 
Book for 1952 


a 


oe a. 


tes Only ONE 
T. 


M 
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43-HP SIZE ADDED TO SPEED REDUCER LINE 


Torque-Arm a nation-wide sensation. 

Like all models of the Dodge line, 
the No. 7 is shaft-mounted and an- 
chored with a torque-arm which fas- 
tens to any fixed object. A turnbuckle 
enables fast, easy adjustment of belt 
tension. Installation is simple and 
economical. There is no foundation 
to provide; no flexible couplings are 
needed. 

The new No. 7 reducer brings the 
number of sizes in the Dodge Torque- 
Arm line to eleven—divided in two 
series, single and double reduction 
with capacities from 1 hp to 43 hp, 
output speeds from 12 to 330 rpm. 
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Our Economy— 
When ‘Normal 
What'll It Be? 


By The Economics Department 


McGraw-Hill Publishing C y 
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| som AND THE COLD waR have 

made a great many changes in 
the U. S. economy. Government con- 
trols of various kinds now cover major 
portions of the economy. The eco- 
nomic situation right now may be 
called abnormal. 

But if Korea and the cold war were 
to dissolve by some miracle in the 
next year or two, there is still the im- 
portant question, “What will our 
‘normal’ economy look like?” 

We know that our defense econ- 
omies in World Wars I and II did 
have fundamental effects on the busi- 
ness activity following them, and it 
raises the important question as to 
just what our present defense economy 
is doing to permanently alter our 
economic way of life. 

To help develop a clearer under- 
standing of what the present defense 
economy means for the peaceful or 
“normal” one that may follow, the 
answers to the two following ques- 
tions would help: 

1) Will the various controls devel- 
oped during the defense economy— 


such as priorities and allocations, price 
ceilings, restraints on collective bar- 
gaining, and higher taxes—become a 
fixed part of the American economy? 

2) Will the tendency toward 
broad government intervention in eco- 
nomic affairs be made more perma- 
nent than it otherwise would have 
been? 


Will Controls Be Permanent? 


Priorities and allocations. Continu- 
ing controls of scarce materials after 
the defense economy’s peak is passed 
is highly unlikely. It is even now 
anticipated that these controls could 
be put aside in large part within the 
foreseeable future. 

Take the metals supply for example. 
As late as last Fall, the outlook for 
critical metals such as steel, aluminum 
and copper was bleak indeed—and 
not just for non-defense industries. 
But the decision to stretch out the 
defense program, coupled with a rap- 
idly mounting production capacity, 
has considerably eased this situation. 

So already arguments for continu- 
ing controls of materials through pri- 
orities and allocations have begun to 
weaken. If the international situa- 
tion were to ease, there is little doubt 
that controls of materials would be 
removed. 

Price ceilings. Price controls on the 
whole are looser now than they were 
during World War II. They have 
tended to bear more heavily on big 
business than on farmers, and have 
been somewhat tighter on automo- 
biles than on foodstuffs. But because 
the administration of price ceilings 
has tended to be done in a less ob- 
jectionable way than during World 
War II, the public may be inclined 
to view them with less alarm than 
otherwise. 

And there actually mav be some 
pressure to keep controls if prices are 
held down more rigorouslv than wages 
during the defense period. When it 
is seen that in removing ceilings prices 
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would rise rapidly in adjusting to 
wage increases, the opposition to such 
a policy could be formidable. _ 

Further irritating the situation 
could be a certain amount of ec 
poned inflation. During the defense 
production peak, or plateau, increase 
in the work week means extra take 
home pay. With the end of the de- 
fense economy, and a drop in the 
work week, workers will insist on 
wage compensation—as they did in 
1946. This would put upward pres- 
sure on ceilings. 

But a general system of e055 con- 
trols cannot be kept very long after 
the peak defense expenditures have 
been made. Prices are not tending to 
press against ceilings at present, and 
many areas of the economy find prices 
well below these limits. 

Already price controls are being 
shaken more and more laxly— 
the case for continuing controls thus 
becoming less and less convincing. 
And if ceilings otherwise tend to pre- 
vent producers from supplying the 
kind and quality of goods that buyers 
prefer, it will probably make price con- 
trols increasingly objectionable in the 
public mind. 

Wages and collective bargaining. 
Under the defense economy labor 
has been able to gain substantial wage 
increases, together with other benefits. 
It has been argued that the strong 
bargaining position trade unions have 
had in the defense economy will some- 
how arouse the public. 

When the defense period is over, 
it is insisted, the public will call for 
permanent machinery to make and en- 
force a national wage policy and to 
control the process of collective bar- 
gaining in the entire community’s in- 
terest. 

Even if it is conceded that strong 
trade unions, entrenched in all im- 
portant industries, are bound to push 
up wages fast enough to force a slowly 
rising price level on the community, 
it could take ten years for the com- 
munity to come to see this point. 

For the most part any gains trade 

(Continued on page 10) 








MEET THE GROWING NEED 


FOR CORROSION-RESISTANT VALVES 
IN YOUR TERRITORY 


Today, chemistry is involved in 
more than half of the nation’s 


total production. On all your 


territory need valves that can 
control one or more of these 96 


acids and corrosive fluids. 


calls, make a point of inquir- 
And bear in mind that this is 
ing about the new processing 


methods being used . . . you'll 





only a partial list. When your 


prospect has a corrosive-fluid 
be surprised at the rapid growth cottons ck ane bind, Gll-ent dhe 


of the “Causul” Metal Valve confidential information blank 


market. in Circular 592, send it to 


Cincinnati, and Lunkenheimer 
Refer to the opposite page of 


engineers will make specific 
this message. Note the points 


recommendations. 
in your price book. Use them 


in your talks with purchasing Cash in on the trend to 


agents, maintenance men, and _— chemical processing and sell 


engineers. Surveys show that  Lunkenheimer “Causul” Metal 


nearly half the plants in your Valves. 


PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR 
LUNKENHEIMER DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION © MAY, 1952 





~ 
a) 
} 
> 
< 
= 
o 

z 
° 
ra 
D2 
4 
oc 
- 
2 
a 
= 
<= 
ad 
” 
> 
a 
= 








See us ot 


TRIPLE MILL Our Economy— 
sue 
SC ONYENTION | When Normal 
Booth Nos. 322-324 Whafrf'll It Be? 


(Starts on page 7 





unions may have made in the de 
fense period will probably not be 
viewed too critically. The gains, such 
as they are, will be viewed in the ab- 
normal context of a national emer- 
gency. With this in mind it is highly 
unlikely that one of the immediate 
fruits of the defense economy will be 
a public policy of close regulation of 
collective bargaining 

However that may be, the conclu 
sion to be drawn is that as the defense 
economy draws to an end, present con 
trols on wages and collective bargain 
ing will be abandoned. 

Consumer Credit. Consumer credit 
curbs did not long survive World War 
II, and will probably not long outlive 
the present defense economy. Cer 
tainly the control of consumer credit 
cannot be said to be a popular meas 
ure. It is clear that when a potential 
customer—especially one with a small 
income—wants to buy a car or a re 
frigerator, he will want to get the 
best credit terms the seller can offer. 
While some argument may be made 
for maintaining credit controls in a 
completely non-defense economy, it 
appears quite evident that the Federal 
Reserve System will have to surrender 
its authority in this sphere. 

Taxes. In the defense period taxes 
have been increased substantially. 
What happens as that period draws 
to a close? The pattern will pretty 
much follow that of the close of 
World War II. The decision will be 
to cut taxes as rapidly as possible. 








Politics and Taxes 


First consideration—for solid politi 
cal reasons of course—will be given 
personal income taxes. So sensitive 
are most politicians to demands for 

A Dumore tool post grinder provided the only solution for this unusual problem. Mounted tax cuts on the part of their constitu 
on a vertical boring mill, it halved former production time for grinding on the pertorated, ents that there will be d strong temp 
tapered surtace of 43” cast iron strainer cores. tation to get through some tax relief 
: - fewe the defense & 
V HEN your customers put a ers are ideal, too, for tool-room and je bef re the defense economy has 
Dur Tool Post Grinder on maintenance work ended. 


my machine te turret lathe Sell Dumore Tool Post Grinders Relief for business corporations will 
planer, milling machine, shaper, bor on the premise they often pay for come second. It can be safely ex- 
ne mill rs -rinder t 1 ' > firs "hev offe P . 
ing | universal grinder hey themselves on the first job. They offer pected that the excess profit tax will 
get a e versatile tool. Not only an amazing potential for reducing la- be se -d. But littl f ‘ lias 
machin he workpiece, but finish bor and handling costs . increasing removed. ut little, 1 any, reduc- 
grinds hanging setups machine capacity improving prod tion in the ordinary tax on corporate 
switching jobs to another machine uct quality income is to be anticipated—again for 
lel es pr -. deol aia co 
elivers precisi And remember the usual political reason that taxes on 
accuracy Dumore workmanship corporations are more expedient 
Production men say the Dumore and Dumore distribution be : : phccgh x re expedient. 
grinder is the busiest tool in the shop policy give you an un- m any case the idea that taxes 
They like its flexibility the high conditional guarantee of should be continued at anything like 
quality work it turns out. These grind quality and profit. present levels will be given short 
shrift. 
THE DUMORE COMPANY Generally speaking we have seen 
1321 Seventeenth Street * Racine, Wisconsin (Continued on page 14) 
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DURKEE 


ATWOOD 
V-BELTS 


Sek eee ee a 


KEYSTONE FOR V-BELT SALES 


mae : Sea eae 
PMee RF nie, ie 3 Sonn aS tate 
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NATIONAL \ jf OEM 
ADVERTISING pS RESALE PLAN 


Durkee-Atwood gives you a solid 

"j structure for greater gross profit 
COOPERATION V-belt business from user, dealer, 
FROM +} and OEM accounts. Quality of [7 DISTRIBUTOR 


TERRITORY ‘| product and liberal policy are | RESALE PLAN 
SALESMAN : 


se 








backed up by every component 
available for securing and holding 
greater sales volume. 








COMPLETE . Here is an opportunity for alert DIRECT MAIL 
V-BELT LINE distributors. The Durkee-Atwood SELLING AIDS 
q Industrial V-Belt Program em- 

bodies the cooperation and sup- 
port of Durkee-Atwood’s complete 
MOLD EQUIPMENT | | engineering and production facil- ISO-DYNAMIC 
AVAILABLE FOR ‘| ities. You'll do well to investigate MATCHING UNDER 

SPECIAL ‘| its possibilities. Fill in and mail FULL LOADS 
APPLICATIONS 


the coupon below for our Master 


7 Industrial Distributor Proposal! 


See us at booth No. 429 
FACTORY Triple Mill Supply Show DESIGN 


ENGINEERING 2 Atlantic City, May 19, 20, 21 
COUNSEL b: a 


: oh See ee ee eee eee ee 
DAI MAIL THIS COUPON TODAY! 
is df 









































DURKEE-ATWOOD CO., Dept. Aé-5 
Minneapolis 13, Minn. 


p 
Gentlemen: I'd like to know more about your Industrial V-Belt 
DURKEE-ATWOOD (Beets 
COMPANY Kee r¢ 
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a ¢ NEAL LOYD 6 mize OSCAR i8ER WENDELL CLARK Al STEED LES BRENHOLTS FRED SWANSON wc TEARE 
@ € Weal Co. Inc ndustrial Sup. Corp O ther Compony Somvel Horris & Co Borrett Hardwore Co Horris Pump & Sup. Co. Globe Mchry. & Sup. Co Sterling Products 
Bulfelo WY Richmond, Vo Chicago, til Chicago, tH Joliet, Pittsburgh, Po Des Moines, lowo Co., Ine 
Chicage, tt 


i) 3 Gada T ® ADAMS €. t. PHILLIPS G Ff ® BAHNSON LEON WATKING MORRIS ABRAMS A. G. RICKERT T. WALKER LEWIS 
Siondard Equip & A V. Wiggins & Co Phillips & Easton Wm. 4. Taylor Co, Inc Wotkins, Inc Morris Abrams, inc Rickert Industrial Lewis Sup. Co 

Sup. Corp Syrocuse, WY Sup. Co Allentown, Po Wichita, Kanseos New York, N.Y Sup. Co Memphis, Tenn 

Hammond, ind Wichita, Kanses Milwaukee, Wisc 


WS CARNAHAN CARTER B OLIVER O M. EDGERLY JR GEORGE 8 HAYS MARSHALL J1M ALLEN LEON WARNER RUSSELL DUNCAN 
Industrial Stee! & Oliver Abrasive & Tool Interstate Mchry. & Hoys Sup. Co Marshall Tool & Allen Supply Co Warner Hardware Co R. C. Duncan Co 

Sup. Div Co, Ine Sup. Co Memphis, Tenn Sup. Corp Cedor Rapids, lowa Minneapolis, Minn Minneopolis, Minn 
Wichita, Konsos Buffole, NY Omaha, Nebr Los Angeles, Calif 


W ot ENRIGHT GEORGE LINDQUIST IRVINE RABLE 48 CLARK BERT FUCHS W. HM. HOCHSTETTLER RUDY ORLOS VIRGIL SCHENCK 
Eliteidt Menry & = Lindauist Hordwore Co Star Mchry Co White Stor Mchry & Fuchs Mehry. & Sup. Co The Stelihorn Co industrial Sup. Co Hort Industrial Sup. Ce. 

Sup Co Eridgeport. Conn Seattle, Wash Sup. Co., Inc Omoha, Nebr Toledo, Ohio Solt Loke City, Utoh Oklahome City, Okle. 
Kansas City, Me Wichite, Konsas 


MCRKEE, INC. 600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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JIM RUDDEL 
Central Rubber Sup. Co 
Indianapolis, ind 


J. F. BENNETT 
Couch & Heyle, Inc 
Peoria, Il 


8. J. CAHILL 
Production Tool & 
Sup. Co 
St. Lovis, Mo 


8. WH. CURRY 
Pacific Tool & Sup. Co 
San Francisco, Calif 


STANLEY D. PETTER 
Henry A. Petter 
Sup. Co 
Paducah, Ky 


HAROLD NORRIS 
Tracy, Robinson & 
Williams Co 
Hartford, Conn 


O. Ll. HALE 
W. S$. Nott Co 
Minneapolis, Minn 


WILLIAM P. TRANTER 
Tranter Mfg. Co 
Pittsburgh, Pa 


600 W. JACKSON 
CHICAGO 6, 


HARRY PULVER 
Pulver Machinists 
Sup. Co 
Chicage, I 


ROBERT 5S. MARS 
W.P & RS. Mars Co 
Duluth, Minn 


GUY DONAHUE 
Stocey Sup. Co 
Springfield, Mass 


BILL LOMBARD 
Southwest Sup. Co 
Glendale, Calif 


BARCLAY LEEDS 
Metropolitan Sup. Co 
los Angeles, Calif 


CARL ALMQUIST 
Almaquist Brothers M 
Los Angeles, Calif 


4. 8. WEHRLE 
Mcljunkin Corp 
Charleston, W. Va 


JOSEPH McLAUGHLIN 
Cosonove Sup. Co 
Philodeiphia, Po 


A. L. DARBY 
J. M. Warren & Co 
Troy, N.Y 


Bit CHRISTIE 
Borrett-Christie Co 
Chicage, It! 


4. PAUL HIVELY 
Lowry Electric Co 
Williamsport, Pa 


J. WARFORD CRAMER 
The Cramer Hdwe 
Co., Ine 
N. Tonawande, WN. Y 


BLVD. 


ILLINOIS 
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LEE MATHEWS 
English Bros. Mehry Co 
Konsas City, Me 


HARRY RUHF 
Cleveland Tool & 
Sup. Co 
Cleveland, Ohie 


CHARLES W. LITSEY 
id-States Indus. Corp 
Rockford, itt 


*. W. MANNING 
Wimberly & Thomas Co 
Birminghom, Ala 


®. W. HARPER 

Harper Fdry. & 
Machine Co. 
Jackson, Miss 


Madsen-Howell, inc 
Perth Amboy, W. J 


Al TAYLOR 
Taylor Sup. Co 
Baltimore, Md 


GEORGE KERBAUGH 
Stondard-Shannon 
Sup. Co. 
Philadelphia, Po 


, 1952 


A. J. GLESENER 


A. 4, Glesener Co., inc 
Son Francisco, Calif 


- 
Cc. 8. LYON 

C. S. Mersick & Co 

New Haven, Conn 


JOHN POTTS 
Galigher Co 
Salt Loke City, Uteh 


C. &. HAVEN 
Hoven Sow & Tool Co 
Ockiond, Calif 














Our Economy— 


When Normal 
YE KIN NO. 399A aie han 


(Starts on page 7) 


UNIVERSAL DIAL TEST INDICATOR 





DURABLE, SENSITIVE AND ACCURATE that the strong probability is that the 
various controls introduced into the 
economy by the Korean and cold wat 
are not likely to remain—each being 
a a climinated in turn The chances arc 
ment screws directly that none of these controls will be 
into base—requires no come a fixed part of the economy. 

supporting arms. That brings us to our second ques 
tion: “Will the tendency toward broad 
government intcrvention in economic 
Simplified mechanism re- affairs be made more permanent than 


pene nn enghte-ag it otherwise might have been?” 
smooth, sensitive action 


No oiling required. Indi- 
cator furnished complete More Permanent 

with attachments. Government Intervention? 
Sunibteep beaten Despite the answer to continuation 
gives smooth operation of specific controls given above, there 
and assures accuracy are still those who fear that the wide 


Bezel is adjustable so : nae. alee . 
and long life san eueimaa ies dene spread intervention of government im 


any position in relation economic matters will yet cause the 
to pointer. Bezel clamp community to look more and more 
for adjusting tension or for government to guide and control 
locking bezel in position. economic activities 

While it may very well be that 
there is a long range tendency for 
government to intervene in economic 
matters, it mav very well not be that 
this tendency will be strengthened ex- 
119” diameter 0-50-0 4 tensively by the current defense econ 
dial gives plus or omy. 


minus readings The reason for this is that the de 
+ gene he orale ing fense economy has brought with it the 
Die! is cleerly Sensitive plunger has kind of government intervention that 
a doesn’t create a demand for more in- 
pe neater yar tervention. Most of the controls ac- 
ented en the diel face companying a defense economy are 
by the pointer hand. not popular. They are brought in 
only under the pressure of necessity, 
uae undertaken with considerable reluc 
enenegtece bene end tance, and then removed as soon as 
shank for rigid, accurate possible 

alignment. Hairspring on But this is not true of all govern 
main shaft. Ruggedly ment intervention in economic affairs 
butte fer yours of corvies. The government's attempt to adjust 
industrial disputes—those threatening 
tndicater hes full 200” an interruption of production—is a 
range—two complete case im point. 

revolutions around .100” When the defense emergency is 
dial. Hole attachment has over, it could be that the staffs of 
io pie annie mediators developed by the govern- 
wilaad heneb tech ant ment may make it more capable of 


SELL UFKIN aes helping employers and unions resolve 


their differences. 
The political power of certain 
TAPES * RULES * PRECISION TOOLS groups are important in making eco 


SOLD THROUGH DISTRIBUTORS nomic policies. And it is on this 


power that the defense economy may 
2 , have more or less lasting effects. In 
The Lufkin Rule Co., Saginaw, Michigan deed the defense economy may also 
132-138 Lafayette St., New York City * Barrie, Ontario alter the public’s attitude toward gov 
175 ernment in a fairly significant wav 
(Continued on page 18) 


marked and easy 
to read 
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Production 
is looking up! 


WITH THE HEVI-LIFT! 


That’s how it is wherever the Hevi-Lift takes 
over. Loads up to 15 tons “go places” in a 
hurry. One man with a push button does it 
all — without effort — without delays. Five- 
step variable speed control gives you a 


change of pace for every need in lifting, 
transporting, lowering and stacking. And 
every load goes with the safety and reliabil- 
ity that make the Hevi-Lift first choice 
among hoist-wise men who want the best. 


P&H’s true motor ratings protect you against 
failure at full capacity loads and speeds. 
P&H builds motors with current control of 
only 110 volts at push-button and thermal 


overload protection. You pay nothing extra pe Vj- L FT 
for these P&H Added Values. nn wie 
{E) Hoist DIVISION 


HARNISCHFEGER corpPcorRATION 


4538 WEST NATIONAL AVENUE © MILWAUKEE 14, WISCONSIN 


POWER SHOVELS + CRAWLER AND TRUCK CRANES - OVERMEAD CRANES - MOISTS ~ ARC WELDERS AND ELECTRODES 
SOIL STABILIZERS + DIESEL ENGINES + PRE-FABRICATED HOMES 





handle it 
“thru-the-air’ 


faster for less 





were's way DLANTIARD seces 


A comparison of a Standard Twin Wheel Tool Grinder with any other grinder 
clearly shows Standard’s tremendous time and labor saving advantages. Check 
the comparison chart below. Point for point, feature for feature, you’ll see why 
every grinder prospect is a Standard prospect. 


check 
these 


STANDARD 


cost- 
cutting 
features 


PATENTS PENDING 


ne OT AND _ 











THe OLD way 


Wheel on each end of shaft 
i space on four sides of 
r. Floor space wasted. Log 

nd effort carrying t 

» wheel to the other. 


Carbide 
serious w, 
» moving pa 
maintend Chatter 


ground t 


Renewa 
plates 


Graduate 
venient to o 


Mounting yheel requires 
dismantling o eel guard, mov- 
ing table and sh pan, refitting 
guard, etc., revent leaking 
MINIMUM equired — 30 
minutes; (t one hour). 
Heavy cas ard 


Each p two coolant 
control 


switch away from 
working 


ted space insid 
e coolant and sett! 
pump and motor. 


belt drive in center 
The simple operatio 
‘ing V-belts involves ° 
intenance job of moving 
noving splash pans, w 
hards, covers, bearing hou 
heel spindle, etc 


Only two ball bearings to ; 
pe ort the double end wheel spindle 
for this precision grinding opera- 
tion 





THE MEW STANDARD WAY 


ey ——— 
Ss. & 


VU Both wheels at front. Aisle on one side 
only. Place Grinder against wall. 

“One Step.” Distance _— wheel 
centers: 10TD, 21”; 14TD, 

Resilient (center) tray _ tools and 
honing stone 
@ For details on wheel wear and struc- 
tural plate steel hinged wheel guard, see 
Figs. 1 and 2. Splash pan built integral 
with base 
VV Tilting table remains stationary. No 
moving parts. Table lock and non-wearing 
features assures a solid, rigid table and 
precision ground tools for life of Grinder. 
wv Renewable (DOUBLE LIFE) Reversi- 
ble table top wear plates 
Yr Legible graduated table dial conveni- 
ent to normal standing position. 

To mount new wheel—see Fig. 2. 
MAXIMUM time required — five (5) min- 
utes. 


Y Hinged structural plate steel guard for 
maximum safety 

~~ Each wheel served by one built-in 3- 
way coolant control valve on top of guard. 
Turn to ‘right’ when wheel is rotating 
clockwise. ‘Center’ for off position. ‘Left’, 
when wheel rotation is counter-clockwise. 
V Waterproof reversing switch mounting 
in center of panel at either operator’s 
working position 


Complete operator comfort. Absolutely 
NO SPRAY or SPLASH. Use copious 
coolant supply. Operator need not wear 
apron. 

W Comfortable access to large area inside 
the base. See Fig. 3 

Mount new belts in less than five (5) 
minutes. Remove cover, per Fig. 3. Locate 
belts on each spindle sheave (see Figs. 1 
and 5). Locate belts on motor sheave. 
Adjust motor base for belt tension. NO 
DISMANTLING or TOOLS involved. 


Heavy spindle head for each wheel. 
Perfectly balanced. Each wheel Head on 
Type 10TD has three ball bearings (total 
of six bearings): 14TD with four ball 
bearings (total of eight bearings). Next 
to each wheel are two matched pre-loaded 
precision Bakelite Retainer Ball Bearings. 








stantardige with 
the STANDARD electrical tool co. 


2520 RIVER RD @ CINCINNATI 4 ¢ OHIO 


See us at Booth 203, Triple Mill Supply Convention, 
Atlantic City, N. J., May 19 through May 21 
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Hy-T—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


Score Another “Assist” 
for the G.T.M.— 


You can have 


LARGE Aeronautical Research Center oper- 
A ates 3 vacuum pump units—each with a 
250 HP motor driving 2 pumps at 440 RPM. 
They called in a Goodyear Distributor to rec- 
ommend V-belts for this severe drive with its 
high load requirements. 


This distributor called in the G.T.M.— 
Goodyear Technical Man—for help in belting 
this high HP drive —just as you can call on the 
G.T.M. for help on your tough problems. With 
the technical assistance of the G.T.M., this 
distributor was able to belt the drive—supply- 


GOODFZYEAR 


ing sheaves and matched sets of Goodyear 
Hy-T Belts. Results: one brief shut-down for 
take-up after 10 hours’ operation—and no fur- 
ther interruptions of service since! Another 
satisfied customer! 


The help of the G.T. M. is but one of the many 
reasons why the Goodyear franchise has been 
—year after year—one of the top money- 
makers in the Industrial Supply field—always 
at work to build your profits. 


THE GREATEST NAME IN RUBBER 
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We think you'll like “THE GREATEST STORY EVER TOLD”— Every Sunday — ABC Network 


7 

















FINEST QUALITY 
WELDED STEEL 


'. . SUPPLY 


PROFIT BUILDERS 


all from ONE source! 


SUPPLY CANS  PUMPOILERS RAILROAD 


Sell the Best. . 


PYRAMID 
OILERS 


and Craftsmen 
for over 54 years! 


Since 1898 GEM welded steel Oilers and Supply Cans have been the 
favorites of mills, mines, railroads and all other industries, as well 
as in the home. They've always been the favorites of jobbers and 
dealers too. If YOU are interested in: 1. highest QUALITY; 2. com- 
pleteness of line; 3. quick sales; 4. fast turnover; 5. good margin of 
profit; 6. prompt deliveries . . . then make GEM the line you stock 
and sell! Start now by sending the coupon below for complete new 


catalog today! 
GEM MANUFACTURING CORPORATION 
; 1229 GOEBEL STREET @ PITTSBURGH 33, PA. 
’ @@ SEND COUPON FOR COMPLETE CATALOG 
—_—_——— — — ee er 
GEM MANUFACTURING CORP., Dept. ID-5 
1229 GOEBEL ST., PITTSBURGH 33, PA. 
Please rush _.copies of new GEM Catalog No. 100; 
also information on GEM LINE profit opportunities. 





NAME (PRINT TITLE 





COMPANY 


AOORESS 


city ZONE —s STATE 
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Our Economy— 
When Normal 
What'll It Be? 


Starts on page 





Both the farmers and the trade 
unions could lose political power as a 
result of the public’s experiences dur 
ing the defense economy. For one 
thing the farmers’ political influence 
may suffer from their very success in 
winning special treatment for them 
selves in the formulation of price con 
trol policies. 

heir influence may not drop, it is 
estimated, in predominantly agricul 
tural states,’ and doubtless they will 
continue to receive substantial sub 
sidies from the government. 

But their claims for help may fall 
on less sympathetic ears as time goes 
on. Other segments of the public— 
such as those living in cities—could 
become more reluctant to accept tax 
ation intended to keep the prices of 
farm products up. 

In the case of the trade unions, a 
rise in the total union membership 
may not be linked to gains in the 
unions’ political power. As has been 
pointed out before, the public may 
have become aware of the tremendous 
economic strength of the unions under 
the defense economy. 

In the long run their success in 
raising the standard of their members’ 
living standards in the defense period, 
while the living standards of the rest 
of the community are unchanged or 
dropping may have important reper 
cussions on the public 


Taxes and Government 


One further aspect of the question 
regarding the permanency of govern 
ment intervention in economic life 
remains to be explored. It is the im- 
pact of the defense economy’s stiff 
demand for taxes 

To what extent the high rates of 
taxation will have a permanent effect 
on the public’s attitude toward gov- 
ernment and government intervention 
in the economy is not clear. Among 
the points that could be raised now 
by the public, and carried over into 
the non-defense economy, is a more 
careful scrutiny of how government 
expenditures are planned. This in it 
self could bring far-reaching changes 
in attitudes. 

In general then, the defense econ 
omy may not be expected to extend 
the limits of government intervention 
in economic affairs, making the in- 
tervention a more permanent feature 
of the economy than it otherwise 
would have been 





WRION 01/0 Local Distributor 














FIRST TEAM IN CUTTING TOOLS... 


UNION 





HERE’S WHY EVERY UNION AD 


iS AN AD 


That’s the big, eye-catching sign-off you'll see from now on 
in every Union advertisement. Your customers and pros- 
pects will see it, too, because well over 1,000,000 Union 
messages are appearing this year in the following leading 
metal-working magazines: AMERICAN MACHINIST ... 
MACHINERY ... TOOL ENGINEER . . . MODERN 
MACHINE SHOP ...WESTERN MACHINERY and 
STEEL WORLD. 


Besides this continuous promotion giving you fifty-fifty 


FOR YOU 


prominence, Union supplies a fine group of sales aids de- 
signed to help you reach new customers and keep old ones. 
These sales aids include eye-catching counter displays, ad 
reprints, colorful product folders, handy and useful wall 
charts and gauges — plus net price sheets to assist you in 
pricing and bookkeeping. 

These sales aids will be imprinted with your name and ad- 
dress without charge. This leads business straight to you. 
Join the “First Team in Cutting Tools.” 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS - milling Cutters » Gear Cutters + Twist Drilis + Hobs + Reamers + Carbide Tools 


We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates... 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers, Twist Drills . . . 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 


Welcome to our Booths 337, 339, 341 at the Triple industrial Supply Convention. 
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To NORTON 
pistributors 
Salesmen: 


Sell Norton portable 


\ 
‘ 
a ys » 


TELL YOUR CUSTOMERS that Norton 
wheels cut their portable grinding costs. Tell 
them it’s because Norton wheels hug that 
work . . . keep on the job with continuous 
cutting action that pays off three ways. It 
means faster grinding, longer wheel life and 
less operator fatigue. 

Tell your customers that this cost-cutting, 
work-hugging feature of Norton portable 


INDUSTRIAL DISTRIBUTION 


grinding wheels comes from controlled uni- 
formity and built-in balance . . . recently ob- 
tained by Norton technicians to a degree 
never before achieved. 

That’s the sales message which Norton 
grinding wheel advertising is delivering dur- 
ing March, April, and May. It will pay you 
to follow through. 


© MAY, 1952 





grinding wheels as the ones that 


...and land the orders 
For jobs like these: 











WNORTON} 
ABRASIVES 





| Making better products to make 
other products better 





NORTON COMPANY, WORCESTER 6, MASS. 


Abrasives * Grinding Wheels * Grinding and Lapping 
Machines * Refractories * Porous Mediums * Non-Slip Floors 


SMOOTHING DOWN WELDS Boron Carbide Products 


iain e@) 1a as b Whee A y t 
BD and the new, f 


just about any t 
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more and more industrial users are saying it .. . 


‘make mine 


. . and Thor distributors are 
selling more of these new, 
modern Thor Portable Electric 


Tools than ever before! 


Atlantic City Conference Booth Nos. 438-440 
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Silver Line! 


PORTABLE ELECTRIC TOOLS 


TOOLS | 


ee me eth atin SAE 


DRILLS © IMPACT WRENCHES @ SCREWDRIVERS © TAPPERS 
NUT SETTERS ©@ GRINDERS © SANDERS @ BENCH GRINDERS 
POLISHERS @© SAWS @© HAMMERS © NIBBLERS 
BALANCERS @ BELT SANDERS © VALVE SHOPS @ ACCESSORIES 


FACTORY SERVICE BRANCHES IN 20 PRINCIPAL CITIES 
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COL) SRE TRIER” 


LUBRICATING EQUIPMENT 
GIVES US GOOD VOLUME...1IS PROFITABLE... 
QUALITY IS HIGH... 
SALES VOLUME GROWS YEAR AFTER YEAR”’ 


Jos. H. Yerkes 

Jos. H. Yerkes & Co 
Lubricating Engineers 
St. Louis, Missouri 


The hope and dream of every Distributor is that any line he handles will have 

general acceptance by the trade; have sales volume and profit margin sufficient to 
establish it as a ‘Major Account’; that it will represent the highest quality in its field; that 
the manufacturer of it will support the distributor to the fullest possible extent, and that 
the manufacturer's sales policy will be founded on a practical understanding and 
knowledge of the Distributor's problems. 


During the fourteen years in which we have been selling Lincoln Industrial Lubricating 
Equipment, we have enjoyed a healthy increase in sales volume each year; we have been 
given the maximum of support and cooperation by the Lincoln organization; there 

seems to be no saturation point so far as the potential market for Lincoln Lubricating 
Equipment is concerned, and, of course, there can be 

no question regarding the quality and performance 


of any Lincoln merchandise 


THIS 1S ANOTHER EXAMPLE 
Equipment is one of our major lines and we are happy building UePeaaf, 


It naturally follows that with us Lincoln Lubricating 


to be able to offer it to our trade, since we know Prous), 
it will keep our old friends and make new “Cope, 
ones for us.’ . ang 

Jos. H. Yerkes 


WRITE FOR INFORMATION ON HOW YOU CAN BECOME A LINCOLN INDUSTRIAL DISTRIBUTOR 
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Linco/n 
OFFERS 
INDUSTRIAL 
DISTRIBUTORS 


eeeseeeoeneeee rere 


* ¥ 











* © © PIONEER BUILDERS 


LUBRICATING EQUIPMENT @ © - 
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SHOULDER SCREWS have a BROAD Market D seat 


Although their primary market is die-making, these threaded z Shoulder Screw 
industrial fasteners have diversified use throughout industry. 


Flat Head Cap Screw 





Self-Locking Set Screw 


UNBRAKO SOCKET SCREW DIVISION => 


Visit Booths 305-307, Triple Mill Supply Convention Knurled Head Cap Screw 
Atlantic City, N.J., May 19-21 
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New American Tiger 








20% INCREASE IN WIRE ROPE LIFE. 
When this 14 cu. yd. drag line was 
equipped with the new Tiger Brand 
24” Drag Line, the average service 
life of the rope was increased 20% 
over other brands tested. 


AMERICAN 
TIGER BRAND 
SAVES MONEY AND TIME—INCREASES PRODUCTION. This new Tiger Brand Drag Line Rope 
quickly pays for itself through increased life and greater production. Try it next me 


you have to replace your drag rope. 
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Brand Drag Line 
increase in service life 


wo “on the job” tests of the New U-S-S American 
Tiger Brand Drag Line were recently made by 
the Marshall Mining Company, North Lima, Ohio. 
Accurate records had been kept on the service life of 
various makes of wire rope used before so the tests show 
a fair comparison. 
One test on a 24” Tiger Brand rope showed a sizeable 
20% increase in service life above the average of the 
other ropes. The second test on a 1548” rope showed a 
“whopping” 83% increase above the average of all ropes. 
Digging conditions in all cases were the same. DRAG LINE LIFE INCREASED FROM 600 HOURS TO 1100 HOURS 
This new Tiger Brand Drag Line was designed espe- | —83%. The best service on this drag line using 15%” rope 
cially to resist the severe operating conditions imposed  #¢F#8ed 600 hours for other brands of rope. But with 
by this class of service. the new U-S-S Tiger Brand Rope, eorview life jumped to 
1100 hours—almost double the previous average. 





The use of this new rope on your drag line will mean 
substantial savings in your wire rope costs. It will cut 
your down time and help to keep machines at top 
capacity. 


U-S°S AMERICAN TIGER BRAND WIRE ROPE 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Licellly Cofrmed 
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W. E. LOWLES, 


General Sales Manager 
The Cleveland Tool & Supply Company 
Cleveland, Ohio 
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ee decided on 
Dayton VBelts 


for a humnber of reasons!" 


“The Dayton V-Belt Line is unsurpassed in 
quality; it is nationally advertised; the Dayton 
sales policy is extremely attractive to us; Dayton's 
service is excellent; the line is complete; prices are 
competitive; Dayton’s exclusive Cog-Belt and 
Variable Speed Be lt give us many plus advantages; 


and we are extended excellent advertising, mer- 
chandising, and field sales support.” 

Those are the reasons Mr. W. E. Lowles gives 
for choosing Dayton when the 54-year-old Cleve- 


Dayton ‘‘Twins’’ Cut V-Belt Costs! 


land Tool & Supply Company recently established 
its special power transmission division. The com- 
pany had carried V-Belts for years, of course, but 
special emphasis on power transmission required 
the best V-Belt available. Mr. Lowles’ reasons for 
choosing Dayton speak for themselves. 

Look into those reasons—ask a representative 
to show you how valuable the Dayton Franchise 
can be to your firm! Just write, wire, or phone. 
DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


©D. R. 1952 


Dayton Thorobred, with patented Dayton Cog-Belt* —for unusually tough 


three prime section design, is the universal 
belt for all normal applications. It has set 
completely new standards for long life 
and trouble-free service at minimum cost. 





as your finger. 


yY Dayton i 


Since /905 


drive problems! Delivers 40% more power, 
size for size, than any other belt. Oper- 
ates over smaller pulleys, because it’s 
scientifically designed to bend as easily 


*T.M,. 


woo Io 3 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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YOU a are the Pattern pit 


a." 





for B-RIGHT-ON “"< ve 
SOCKET SCREW <<a 
SERVICE 


A SRE ae cis tee on o one-woy 

' t. ore swith all traffic flowing to his customers. To back 

‘ <i him up he must have his supplier giving the same 

~ prompt service and assistance to him that his customers 
: expect from him. 

_ Brighton gives this service to its dealers, the kind of 

that simplifies your sales job. A compact, 







fast-on-its-feet organization devoted exclusively to 
manufacture and sale of top quality socket 
screw products, Brighton is behind you all the way. 


Get the service 
you like to give... 


oe with B-RIGHT-ON! 


e@ Socket Set Screws 

e@ Socket Head Cap Screws 
e@ Socket Pipe Plugs 

e@ Socket Head Stripper Bolts 
e@ Socket Screw Specials 

@ Socket Screw Key Kits 


VET aly, 


2. : aid , 
‘% : eee 















OUR PRODUCTS 
ARE NOT FOR = 


EXCEPT THRU 





Here are 3 PERMACE | profit-makers 
—proved through performance: 


PERMACEL 68 


Waterproof Cloth Tape 
Plast ted wate 


TEXCEL ag Acetate Fiber Tape 


A translucent, waterproof packaging 
tape, meeting Govt. Spec. JAN-P- 127 
Type II] & IV Grade C. The perfect 
waterproof tape for general industrial 
and overseas packaging and labeling 


INDUSTRIAL TAPE CORPORATION 


Sond +hig coupon today! 


PERMACEL 77 Department 1Y 


INDUSTRIAL TAPE CORPORATION 


New Brunswick, New Jersey 


Crepe Paper Masking Tape 
PERMACEL 77 isthe all-around all } 
I'm interested. Have your representative call me 
weather masking tape and is specially 


treated to resist moisture and tem like to see your films entitled “Markets Unlimited” 
perature extremes. Resists lacquer ind “That Extra Five,” to learn more about sales oppor- 
enamel, paint and solvents 


NAME 


ADDRESS 
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HIGH 
TURNOVER 
HIGH PROFIT 


A Complete Line of Saws 


by Rockwell 


They're here, Rockwell's complete lines of hand saws 
ond circular saw blades . . . products of one out- 
standing organization . . . with one brand identity 
to cover all requirements for wood sawing operation. 


Nothing finer in design, construction and quality .. . 
truly competitive in price . . . exceptional profit 
margins... all lines available to industrial Distributors! 


SHELF ITEM SALES 
MONTH IN—MONTH OUT 


There are no seasonal sales slumps for Rockwell 
distributors. The complete range of quality wood 
sawing products offered by Rockwell bridges seasonal 
sales dips in specific items . . . keeps turnover and 
profits high. Inquire today about this biggest profit- 
making franchise ever offered industrial distributors. 


Rockwell Tools, Inc. 
1314 KINNEAR ROAD . COLUMBUS 8, OHIO 
Subsidiory of ROCKWELL MANUFACTURING CO., Pittsburgh, Penne. 


100 Years of Fine Zuality Saw Making 
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We work together... 





You and every other distributor of 
the products of Manning, Maxwell 
& Moore are an important part of 
our organization. For it was proved 
long ago that the distributor meth- 

od of sales and service is vital to 
for indicating and recording 


pressures of steam, air, wa the continued growth of American 
ter, oil and other media used industry. 

in power and process in 

dustries. The famous Nylon 





Movement", standard in Ash , Over the years, your customers 
roft Duragauges, outwears ee F 8 
oii others have learned to depend on your spe 

opekenan cialized knowledge, experience and 


facilities to solve their pressure 
gauge, industrial instrument, valve 
and load-handling problems. Your 
field engineers are recognized for 
know-how that saves time, effort 
and money for them. You contrib- 
ute to the smooth operation of their 
businesses by your ability to make 








ee 


— 





ndustrial Glass, Dial and 


Recording. Mercury, vapor } 
pressure, gas, bi-metal or | 
t thermocouple actuated | 





All types are dependab! { 
accurate, easy to rea 

ruggedly constructed for 

ng service life 


















protect air com- 
pressors and low 
and high pressure 
steam boilers 
against overpres- 
sures. ‘Consolida- 
ted’ Safety Relief 
Valves protect un- 
fired pressure ves- 
sels — tanks, pipe 
lines, pumps in 
process industries 
of all kinds 





in Globe, Angie, Gate 
and “‘Flocontrol” de- 
signs including No-bon- 
net Joint ‘‘Weldvaives."’ 
Many other types to con 
trol the flow of steam, 
water, air or other 
media 























MAXWELL 
° 


Min MANNING, 


CONSOLIDATED ASHCROFT HANCOCK DIVISION, Stratford, Connecticut 
MAKERS OF ‘ASHCROFT’ GAUGES, ‘AMERICAN’ INDUSTRIAL INSTRUMENTS. 
HANCOCK’ VALVES AND ‘CONSOLIDATED SAFETY AND RELIEF VALVES 
SHAW-BOX CRANE & HOIST DIVISION, Muskegon, Michigan 


BUILDERS OF ‘"SHAW-BOX"’ CRANES, "BUDGIT’ AND ‘LOAD LIFTER’ 
HOISTS AND CRANES AND OTHER LIFTING SPECIALTIES 
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| TO SERVE INDUSTRY BETTER 


prompt delivery of our products | 
from your local stocks. 





Your customers are our customers 
That is why all our sales-training, 
advertising and promotional efforts 
are planned to create preference 
for our products and to pave the 
way to sales for you. 








Today, expanding industry is seek- 
ing new methods and equipment 
to speed production, to safeguard 
product quality, to make proccsse 
and load handling more efficient, 
and to reduce operating costs. Ou: 
mutually helpful relationship will 
continue to build good will and eco- 
nomical operation in every phase of 
American industry. 








are fast-acting, heavy-duty 
wire rope hoists. They re- 
duce tough lifting to a mere 
push-button operation. Made 
in capacities of ¥2 ton and 
up, with single and two- 
speed control 








are the second step 
we started toward 
lightweight hand 
1 hoists that anyone $ 
can carry to the job 
and use alone. The 
i 4 ton size weighs 
but 29 Ibs. A chain 
pull of only 25 Ibs 
lifts the full load 
Capacities: % to 2 
tons 


er 





























4— 











popularized elec 





PR ret re ss nt 






































tric lifting. That's 
why so many of the portable lever | 
these portable operated lifting and | 
hoists are serving pulling tool of un 
and saving in so limited versatijity | 
many plants today It's been used for 
Operators like everything from 
their speed, mus tretching cable to | 
cle-saving power lifting car wheels. | 
and safety. Capac Operates at any an- i | 
ities range from gie. Built like a hoist 
% to 2 tons with gearing and 
load brake. Capaci 
ties: 1 and 2 tons 
t 





MAXWELL & MOORE 


INCORPORATED 
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JOHNSON 
SLEEVE BEARINGS 


| ANUFACTURERS of all types of 

| equipment use Johnson GP Sleeve 

Bearings in products and for maintenance. 

They are cast in finest quality bearing 

bronze alloy and are machine finished to 

standard tolerances. These GP Bearings 

are available in 48 inside diameters from !, inch to 
4!'. inches, in various wall thicknesses and lengths. 


JOHNSO 


Sioowe: 














Ad 











I JOHNSON 


LEDALOYL 
Powder Metallurgy 
BEARINGS and PARTS 


Many sizes of straight, flanged 
and self-aligning Ledaloyl self- 
lubricating bearings are available 
from stock. 





JOHNSON UNIVERSAL BRONZE BARS 


These bars are highest quality bearing bronze 
alloy, completely machined inside diameter, out- 
side diameter and ends. Cored and solid bars. 


Over 350 sizes. 


JOHNSON EM ELECTRIC 
MOTOR BEARINGS 


Every Johnson EM Bearing, over 
250 different items, is ready to 
install . . . completely machined, 
with flanges, oil holes, oil grooves 
and tolerances correct for every 
make of motor. 


e 


is 


JOHNSON CAST BRONZE 
GRAPHITED 
SLEEVE BEARINGS 


Only Johnson Distributors are 
able to furnish Graphited Bear- 
ings from stock. Johnson Graph- 
ited Sleeve Bearings provide 40 
to 45% actual graphite contact 
with the shaft. 





JOype 


Sleeve Bearing 
Headquarters 
Since 1901 


Now... Only 
Westinghouse 

Gives You The 
Fluorescent 


Mercury Lamp 


With Golden- 
White Light 


Here’s the biggest lighting news since the introduction of the 
fluorescent tube! The new Westinghouse 400-watt fluorescent 
mercury lamp produces a golden-white light suitable for prac- 
tically all industrial lighting. In addition, the J-H1 has all the 
important mercury lamp advantages of high light output, top 
efficiency and long life. You can get complete technical data 
and practical application information by contacting the Wes- 
tinghouse Lamp Sales Office nearest you. Or simply mail the 
coupon below. 


you CAN BE SURE...1F ITS 


Westinghouse 
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ror INDOORS > 


The J-H1 gives plant interiors 
golden-white light from stand- 
ard H-1 sockets; needs no ad- 
ditional equipment other than 
the usual mercury lamp auxil- 
iaries. 


4 
4 
: 
* 


> 


@ ror ourpoors 


The J-H1 is ideal for lighting 
large areas to combine the effi 
ciency. high light output, and 
long life of mercury lighting 
with a whiter light 


NEWS FROM 
WESTINGHOUSE, THE 
FASTEST-GROWING 
LAMP MANUFACTURER 


by Sam Hibben 


DID YOU KNOW? Though your eyes ad- 
just pretty well to semi-darkness in five 
to ten minutes—say at the movies—they 
are not fully adjusted for about thirty 
minutes or more. At that time your dark- 
ness-adapted (scotopic) vision is about 
1,000 times as acute as it was during the 
first few seconds of darkness. The pupil- 
lary opening into the eye increases mark- 
edly. You may see the flame of a candle 
as much as 10 miles away. 


EFFICIENCY NOTE: A few increases in 
lamp efficiency have been big jumps, but 
most are small increases. Steady, patient, 
thorough technique in details of manu- 
facture is about as important as great 
inventions. Most people know that the 
filament in an incandescent lamp is 
coiled, but how many know that the coil 
is coiled again? It’s as if you wrapped a 
wire around a nail to get a coil, and then 
stripped it off and wrapped the coil 
around a nail again. Surprisingly, this 
way of conserving heat increases the effi- 
ciency of the lamps by about ten percent, 
and it’s a feature of almost all Westing- 
house lamps 


DITTO NOTE: To conserve heat, most 
lamp bulbs are filled with nitrogen gas, 
or argon, or the rare krypton gas—and it 
just has to be pure! None of these gases 
are harmful—they are extracted from 
clean air—but the science of using them 
in right proportions is a classic in the 
records of skilled industry. Each differ- 
ent shape or design of lamp bulb and 
filament must have its own peculiar gas 
mix if it is to burn long and brightly 


HELPFUL HINT: Did you ever try using 
Westinghouse flash bulbs to supplement 
weak daylight while taking outdoor pic 

tures? At shutter speeds of 110th or 
1 25th they do wonders for lighting faces 
(at faster speeds they darken the sky 

Incidentally, the electrical contact on the 
base end of all flashbulbs today tends to 
tarnish, so should be rubbed on rough 
cloth or a shoe sole before using. Never 
touch a flashbulb when it is being flashed! 


More next month. 











DISTRIBUTORS NOTE: 


Here's another example of the strong 

advertising support Westinghouse gives you. 
This ad, appearing in the leading industrial 
trade magazines, reaches your top prospects, 


helps boost your sales! 
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BUY NOW AND SAVE! 
WESTINGHOUSE 
FLUORESCENT LAMPS 
STILL COST YOU LESS 
THAN THEY DID 

IN 1940, YET BURN 
SEVEN TIMES LONGER! 


ETN a DORAN IAS SF AAI 





COOPER ALLOY world’s 


leading producer of stainless steel valves, 


fittings and castings, supports its nationwide 
distributor chain with every trick in the 
book. Here is some of the ammunition used 
to build acceptance for the COOPER 
ALLOY name, and to provide its distributors 


with a clear cut edge over competition. 
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A GOOD PRODUCT 


The Processing World has confidence in COOPER A\.LOY vaives, fittings and 
accessories, for it knows thot behind these products is an unporulleled 
history of stainless steel foundry research, product development and tech- 
nical know-how 


NATIONAL ADVERTISING 


Through the constant use of leading business and trade publications, news- 
popers, regional magazines and numerous directories, COOPER ALLOY 
keeps on making new contacts, cementing old friendships ond creating 
acceptance and preference for its line of quality products. 


NATIONAL PUBLICITY 


A competent Public Relations staff sees to it that news about COOPER 
ALLOY'S men, products, developments and plans reach the editorial pages 
of select trade and business publications. 


TECHNICAL ARTICLES 


By encouraging our engineers to supply needed articles for the technical 
press, we have earned the respect and thanks of millions. Our library of 
reprints, the largest of its kind in the world, fills an average of 10,000 
requests each year. 


PRODUCT LITERATURE 


The COOPER ALLOY catalog is modern in design, simple to use, complete 
in every detail. Available with your imprint, this unique catalog sets a new 
standard for clarity and simplicity. Numerous bulletins, stuffers and folders 
designed to ease the selling job, are yours for the asking. 


DIRECT MAIL 


A systematic direct mail campaign to help remind customers and prospects 
of the COOPER ALLOY product line is directed monthly to 15,000 executives, 
purchasing agents, engineers and operating men in the chemical and 
allied industries. 


i en 


STAINLESS STEEL 


Personal contact with customers and prospects is aided through participation 
et vorious industrial conventions. The COOPER ALLOY booth is always 
colorful, attractive and informative. It is always staffed by top men from 
our soles and engineering departments. 


VALVE CLINICS 


A COOPER ALLOY first—technical meetings to which are invited leading 
buyers, and users of stainless steel volves. Held throughout the country, 
they bring our product to the attention of leading users, keep us aware of 
service problems, and give us the data needed to stay ahead of competition. 


SPECIAL PROMOTIONS 


We point with pride to ALLOYS in COOPERLAND. Awarded first prize in a 
recent “most original” contest, acclaimed by editors, educators, executives, 
engineers and non-technical people in all walks of life. This unusual promo- 
tion piece has spread our name and product reputation far and wide. 


SALES HINTS 


By meons of a weekly letter from the “professor,” COOPER ALLOY distribu- 
tor sales people are kept up to date on product dato, market information 
é¥id the technical facts needed to help them sell. 


COOPER ALLOY 
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INDUSTRY'S MOST VERSATILE HYDRAULIC TOOL! UTILIZE THE MAGIC of Blackhawk gauge-equipped 
With its all-directional hydraulic power its hydraulic jacks—to measure or test a load, check 
separate pump and ram connected by a flexible the weight of cumbersome members, draw cables 
hose...its wide variety of attachments—"Porto- to specified tension. Here a gauge-equipped 
Power” will lift, pull, press, clamp, bend or push. jack fits into a specialized shop-built press. 





Headquarters for the world’s most complete line 
of hydraulic equipment 


Whether your customers need 2 tons or 50 tons of versatile 


Porto-Power”” — or hydraulic jacks up to 100 tons — you can 
sell the right hydraulic tool for the job from the complete Black- 
hawk line. And because Blackhawk combines mass manufacture 

Hydraulic jacks AM 


with precision quality, it costs less to own the best. 


LACK 


Power-driven fs =i Hydraulic pipe 
“Porto-Power” hydraulic pumps C~— benders and knockout punches <<<@\ 
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up to 100 tons 


a jacks 








No. 1 Source for 


and HAND TOOLS! 


COMPARE ALL WRENCHES you'll sell Black- HERE'S THE MOST PRACTICAL LINE of torque in- 
hawk. Complete line of interchangeable socket dicators. It's a complete line with dial type 
wrenches creates dramatic advantages over slow, wrenches up to 1000 ft. Ibs. capacity. Also 
cumbersome, solid types. Exclusive features give famous “Torkflash” that indicates the correct 
more nut-settings per socket. tension by a flash of light 


c 





Headquarters for hand tools designed especially 
for industry Identify YOURSELF as 


To reach production goals or cut maintenance costs, today Headquarters for Blackhawk 
more than ever, it pays to equip men with the best in hand 


° 
tools. That’s why so many leading firms have standardized on Hydraulic Tools and Hand Tools! 
Blackhawk. And, remember, there is no premium for Black- 
hawk superiority ! Blackhawk is the only single source for 
all this essential equipment! You'll clean 
up with a “clean” line. Every item is a 
fast-mover—your assurance of quick turn- 
over. What's more, you get protection — 
because Blackhawk has selective distribu- 
tion and a policy that measures up to the 
highest ideals of the industrial supply 
fraternity. A big advertising campaign and 
reciprocal missionary program lay prefi.- 
able business right in your lap. 
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‘selling boos 


Customers are pre-sold 
with these typical Disston Sales Helps: 


Sound ... practical... the kind of material users of woodworking 
tools need... keep...and use! And every piece sells Disston 
Products— make your job easier! 


DISSTON CUTTING ANGLES —a regular series of Cut- 
ter Head Service Bulletins and special binder sent to 
buyers and technical men in planing mills. Contains 
practical, down-to-earth information on how to increase 
production, get better quality, and reduce costs. 


WOOD PATTERN WALL CHART- sent to planing 
mills upon request. Contains standard woodworking pat 
terns and dimensions—acts as a constant reminder in the 
plant that ‘for best results—use Disston Cutter Heads’’! 


SPECIAL CIRCULAR SAW PROMOTION PIECE 
—typical of the regular and timely support Disston gives 
you in selling products that are new or in special demand. 


tool prospects respond to 
Disston Sales Aids like these: 


In the metalworking field too, Disston emphasizes practical helps 
for customers. And, at the same time, every piece helps you sell 
more Disston Files, Hack Saws, Band Saws, etc. 


The folders illustrated are typical Disston Metalworking Sales Helps. 
Subjects: DISSTON METAL CUTTING BAND SAWS— describes 
various Disston types; contains valuable reference material on better 
Band Saw operatioa. DISSTON HACK SAW BLADES.- tells cus- 
tomers how to get the most out of both hand and machine | lack Saws, 
and lists Disston Blades for all operations. WHAT FILE AND HOW 
TO SHARPEN YOUR SAW~—a “how to do it” booklet that works 
wonders in creating demand for Disston Files. These and other 
“working” aids make Dir on Tools easier to sell—more profitable 
to handle! 


BAND SAWS FOR WOOD AND METAL * FILES AND RASPS + HACK SAWS + CUTTER HEADS 





MAKE YOUR JOB EASIER~ He; p 
YOUR SALES AND PROFITS Gao), 


THE FAMOUS DISSTON INDUSTRIAL DISTRIBUTION SALES 
POLICY “LAYS IT RIGHT ON THE LINE” IN ASSURING YOU 
OF STRONG COOPERATION IN YOUR SELLING EFFORTS. 
HERE'S HOW DISSTON SUPPORTS YOU WITH "... NATIONAL 
AND TRADE ADVERTISING ... PLUS PLANNED PROMOTION 
-+- PLUS A VARIETY OF EFFECTIVE SALES TOOLS.” 


7 YOUR STRONGEST SALES 
> acceptance a oT 


of Disston Products—the famous iin Mimliatin, 3 
isston Quality in Every 
DISSTON ‘‘FIGHT WASTE’’ Program! Bteetdn Goeiuast 


Industrial Distributors are really enthusiastic 

about the way Disston’s ‘Fight Waste’ Pro- 

gram helps them make more contacts with 

the men actually in the plants. Already more 

than 650 leading companies—including cus- THE DISSTON INDUSTRIAL 
tomers in your own territory—have been DISTRIBUTION POLICY 
introduced to the pian... liked it... are 

using it. Real proof that customers want this 1 Direct Factory Sales Representation 
valuable tool conservation plan in their plant means prompt, thorough, expert ser- 
—welcome the distributor who promotes it! vice to you and your customers 


OE LT ANS ETO CT RM, 


Disston Market Analysis of your ter- 
. ’ 
ritory’s current tool demands and 


oh x e sales potential helps you direct your 

" S a | Pp Ss A 1 d Ss sales effort where it will do the most good. 

" = a. Sales Engineers available to help your 

lable to Disston customers improve their tool applica- 

are aval tions and productivity. Result: added 
good will and sales for you. 


Distributors FREE / silica seamed oka aes 


2 3 . a * tising plus Planned Promotion . 
You can give your customers any or all these Disston Sales plus a variety of Effective Sales Tools 


Aids: material for both metalworking and woodworking speed up selling, build repeat business 
customers and the Disston ‘‘Fight Waste’’ Program will be sup- and steadier volume, put you in line for 
plied you upon request. It’s all FREE—all material that can bigger income. 

help you turn cold prospects into customers! 


, a ake The benefits of Disston’s We invite all Association Members to 
consistent national advertising! aeaediesetinig tbe 


AT THE INDUSTRIAL SUPPLY CONVENTION 


Your customers get the Disston story often in Atlantic C . J, May 19- 
and regularly through hardhitting Disston ity, W. J, 19-21, 1952 


advertising in such sales-making national We'll be looking for you! 
publications as MILL & FACTORY, 
AMERICAN MACHINIST, and PUR- 


CHASING. These and many other specially HENRY DISSTON & SONS, INC. ro 


selected publications carry the story of 

Disston products to customers everywhere— 523 Tacony, Philadelphia 35, Pa., U.S.A. ** 
men with the influence and authority to oe 
swing an order. And all Disston advertising Branches: Chicago, Seattle, Portland, Oregon, Van- 
to industrial customers carries the urge: couver, B. C. Canadian Factory: Toronto 3, Ont. 


DEFT RIRU TORT SOUR INDUSTRIAL Australian Factory: Sydney, N.S.W. 


CARBOLOY-FITTED SAWS AND KNIVES * SOLID AND INSERTED TOOTH CIRCULAR SAWS * MACHINE KNIVES + CHAIN SAWS + TOOL STEELS 








Every shop’s a live prospect for... 


pig 
A) 


GORHAM TOOLS 











MILLING CUTTERS « SLITTING SAWS « REAMERS 
END MILLS + TOOL BITS + CUT-OFF BLADES 
WEAR-RESISTANT CENTERS « SPECIAL TOOLS 





HERE’S A FAST SELLING LINE... 


that you can put into every shop in your territory! 
In fact, you can sell three different Gorham tools to 
a shop with only one lathe . . . and all three are 
repeat sellers! They're basic needs for any shop... 
tool bits, wear-resistant centers, cut-off blades . . . 
and because they're basic, they're the best “door 
openers” you'll ever find for all your other lines! 


The tool bits are available in three distinctive mate- 
rials developed by Gorham to meet most metal 
working requirements. This gives you “tailor-made” 
tool bits for widely varied applications, yet they're 
standard, carried in stock. 


The centers are Gorham ‘‘M-40-U” Alloy; they resist 
wear, heat and abrasion from 3 to 10 times longer 
than high speed steel and other ferrous or non- 
ferrous alloy centers. Their exclusive feature . . . 
a deep, solid core of wear material . . . allows many 
more redressings than are possible with capped or 
tipped centers. 


Gorham Cutoff Blades are exceptionally good repeat 
items, too. Available in 17 stock sizes, made from 
high-speed steel with ground clearances and hold- 
ing faces. 

The tools on this page are just part of the vast Gorham 
line that includes “the right tool for every cutting 
job.” And selling these tools can be a mighty profit- 


able proposition for you! They're backed by more 
than thirty-five years devoted to research, develop- 
ment and production of fine cutting tools ...Gorham’s 
reputation for high quality and fair dealing ... and an 
extensive advertising program that’s consistently 
selling for you in major trade papers. 


The coupon below will bring you the whole story 
on this profit-producing line. Clip it and slip it in 
the mail today! 


, TOOL COMPANY 


14406 Woodrow Wilson 
Detroit 3, Michigan 


WEST COAST WAREHOUSE: 
576 North Prairie Ave., Hawthorne, Calif. 


GORHAM TOOL COMPANY 
Please send me the following: 


' Toot Catalog Alloy Center Gorham Dis- 
literature tributor Plan 


120-page Cutting [] Tool Bit and * [| Details of 





NAME 
COMPANY 
STREET 


CITY ZONE ___ STATE 


——--—-—-—---------4 








Donnelley-Built 


CATALOGS OF 1951 





Count the total copies of all editions, 
and you have 

a whale of a lot of books. 

And multiply the per-volume sales 
effectiveness of all these box ks, 

and you have 

a tremendous addition to 

distribution power in 

the United States, and one unmatched 
by all other catalog producers 

put together! 

This record means much for every 
catalog user—and there are good ideas 
for you, too, in the organization 

that produced those 


fine new tools of distribution. 


Let Us TELL You About Them In Booth 111 


Atlantic City - May 19-20-21 


R. R. Donnelley & Sons Company 


Catalog Compiling Department 
350 East Twenty-second Street, Chicago 16 


PRINTERS «+ BINDERS + ENGRAVERS + LITHOGRAPHERS 
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The Time to 





Stop Selling s.. MEYER! 


Let’s face it—it’s been a long time 
since any of us have had a so-called “‘nor- 
mal” year in which to produce and sell. 
Quite likely it’s going to be some time 
before we see such a year. 

It’s easy, in times like these, to let a 
‘‘what’s the use” philosophy take over— 
to pull our selling punches and coast. It’s 
easy —but it’s wrong. 


Here at Lyon, we’re still producing 
1500 standard items of steel equipment. 
We aren’t producing as much as we’d like. 
Deliveries aren’t as fast as we'd like them, 
either. Whose are? But a lot of steel equip- 
ment will roll out of our two plants during 
1952—and it will be sold, at a good profit, 
by dealers who know that the time to stop 
selling is—NEVER. 


2 STRATEGIC PLANT LOCATIONS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 553 Monroe Avenue, Aurora, Illinois 
Sold Notionally through Factory Branches and Declers 





LYON PRODUCTS 


helving © Kitche 











STILL SERVING INDUSTRY + BUSINESS + INSTITUTIONS « HOMES 
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‘ b iy 


PORTABLE 
eLecrric 
TOOLS 


r gives you over 100 tools, hundreds of access: 
ae the biggest, most complete line in the po: 


‘pects, more sates, more profits for you! 


the‘World’s Best Preitiotion! 


lt powerful full-page, two-color “ge the May 17 issue of 


gpThe Saturday Evening Post is party a consistent, powerful 
*“ B&D program of monthly adg«in The Post and 24 widely- 
read trade magazines . . . o¥@l 53 million messages this year, 

all sending prospects to Blas & Decker Distributors! 


é& 
the World’s Largest Sales! 
5. 


Many m ack & Decker Tools are sold each year than 
any brand. And that sales total is built on B&D Dis- 
trititors, like you, who out-sell their local competition . . . for 

an "Black & Decker sells exclusively through Distributors, was the 
first company to establish and publish a policy of selling 
portable electric tools by this method! 





LEADING DISTRIBUTORS EVERYWHERE SELL 


Yack & Decker 


PORTABLE ELtEcTRIC TOOLS 
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SERVICE 
CONSTRUCTION 


It pays to buy powerful, easy-handling, quality-built 
Black & Decker Tools to save time, money and muscle 
on job after job! And it pays to buy through your Black 
& Decker Distributor, whatever your needs, for the 
purchasing economies that go with this simpler, more 
convenient system of buying . . . lower inventories, less 
paper work, lower shipping costs, faster delivery, expert 
help in every tooling problem! THe Brack & DEckER 
Mpc. Co., Dept. B-8, Towson 4, Md. (In Canada: 80-86 
Fleet St., E., Toronto 2, Ont 





“Trade Mark Reg. U. 6. Pat. OF 


FOR INDUSTRY, SHOP AND FARM 


D) Blacks Decker 


portasie erectric TOOLS 
Also: Biack & Decuen, Limited; England Brace & Decuen (A‘asia) Pty, Ltd.; Austrailia 
Busce & Decase, Inc; Brazil Biace & Decuen, S.A; Mezico. 
WORLD'S LARGEST, MOST COMPLETE LINE 


Gres tll detells en over 
100 speedy B&D Took and 
hwadtreds of accessories! just 
fil out the coupon, attach te 
your letterhead, ond mail 
Name 

Company 


Street 


IT PAYS 


, TO BUY THROUGH BLACK & DECKER DISTRIBUTORS! 
—that’s what this full-page ad is telling over 4, 


000,000 readers in the 
May 17 issue of THE SATURDAY EVENING POST. 
INDUSTRIAL DISTRIBUTION * MAY, 1952 








alg MARVEL has this 


MARVEL MACHINE TOOLS reftect the high quality re- 
sulting from 57 years of progressive development and special- 
ization in the metal cut-off field. included are sawing machines 
in capacities ranging from 4°x4”" to 24°x24". included are MARVEL 
Metal Sawing Machines for every requirement—Series 1 & 2 
MARVEL Hack Saws for the smaller shop or maintenance depart- 
ment; Series 4B MARVEL High Speed Hack Saws, for fast accurate 
and economical cutting-off; Series 6 & 9 MARVEL High Speed, 
Heavy Duty Hack Saws for around the clock operation; Series 6A & 
9A MARVEL Automatic Production Sawing Machines, the world’s 
fastest, most accurate high speed production saws; Series 8 MARVEL 
Metal Cutting Band Saw—the most versatile machine tool in any 
shop; and Series 18 & 24 MARVEL Universal Hydraulic Roll Stroke, 
Hack Saws, Big machines designed for Big work, that handle the 
largest and toughest jobs easily. 








MARVEL 





P } 
High-Speed-Edge 
HACK SAW BLADES 
Realizing that a saw blade to be efficient had to be not only fast . MARVEL 
cutting but also positively unbreakable, long-lasting and safe “"\ i High-Speed-Edge 
MARVEL refused to make or sell ordinary hack saw blades. In ~_% HOLE SAWS 
stead, after almost 20 years of intensive research and develop 7 


ment, they created the MARVEL High-Speed-Edge Hack Saw 
Blade the unbreakable composite blade with the fast-cutting 
long-lasting high speed steel edge, integrally welded to a tough 
heavy-loading, chrome vanadium body. Today MARVEL High 
Speed-Edge Hack Saw Blades are universally preferred for 
machine sawing. Universally preferred, they are being almost 
universally, though unsuccessfully, copied. There is no substitute 
for MARVEL's 32 yecrs experience in the perfection of the com 
posite blade and in the development of special machines and 
methods for its manufacturing and quality control 


MARVEL Hole Saws embody the identical composite con- 
struction which distinguishes MARVEL High-Speed-Edge 
Hack Saw Blades from all others. Being UNBREAK ABLE 
AND SHATTER-PROOF, they are safe to use in any port- 
able tool, drill press or lathe tailstock. They will saw large 
holes—vup to 4'2 inches—in any machineable material, 
to a depth of 1's . They too, are the most copied (but 
never equalled) hole saws on the market. ‘Hole Saw” 
and “MARVEL have become synonomous terms to 
users thru years ‘of satisfying experience 





metal-sawing background 





this compl re cove rac in the 
metal cut-off field 
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MARVEL 
MARVEL > Hand Tools 


Metal-Cutting “> 
BAND SAW BLADES 


MARVEL Metal-Cutting Band Saw Blades are custom 
made, welded endless to size, and are clearly identified 
as to size and type. They have always been individually 


MARVEL Hand Tools include 
. " MARVEL Rod Cutters, MARVEL 
Splitting Shears and MARVEL 
Drill Press Vises. All have ex 
clusive features and all have 
boxed for protection against marring, kinks and rust, and a definite place in every metal 
arrive ready for use in ‘bright new’ condition. MARVEL working shop, supplementing 


ve Ale RU pctene o- . 





Metal-Cutting Band Saw Blades can be stocked as easily 
as a shelf of books and in practically the same space. Thru 
stock numbers they aré as easy to specify as a hat size 
and in many cases the same number fits several different 
machines, thereby reducing stock requirements 


or complementing power tools 
They are standard equipment 
in shops everywhere and have 
always been sold thru Indus 
trial Distributors 





When the #A7SOW-STILLMAN 
Story is Unfolded... 


...it may be in the form of 24 informa- 
tive pages on stainless steel and alloy 
fittings; or maybe it's the big 44-page 
catalog on carbon steels... or hydraulic 
tools ...or the sensational new feather- 
lite line. However it's told—in technical 
literature or through striking big ads- 
in-color to a half million industrial 


readers every month—it's always the 
WHY of W-S Double-Diamond Forged 
Steel Fittings, and the WHERE to get 
them: 

THROUGH LOCAL DISTRIBUTORS. 
Yes, wherever the Watson-Stillman 
Story is unfolded, you can be sure it’s 
YOUR STORY, too! 


warson-STULMAn 


Designers and Manufacturers of Forged Steel Fittings, 


Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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Picture of a 
suecessful sales team 


A one-man sales team? 

Not by a long shot! This successful sales 
team consists of an alert, aggressive DISTRIBUTOR ... 
AND the complete line of LINK-BELT power trans- 
mission and conveyor products. Together, they 
command the confidence of the industrial community 
which they serve. 

Link-Belt is justifiably proud of the perform- 
ance of this team—that functions 
in every industrial area in the nation—and 
is meeting, and will continue to meet, its everyday 


goal of SERVING INDUSTRY BETTER. 





LINK{©;BELT 


See us at the Atlantic City Convention 
Booth 508 
Convention Hall 
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<S=STMONDS 


the TOP LINE of Cutting Tools.. 


...- Offering TOP VOLUME and 
TOP PROFIT for DISTRIBUTORS! 


From logger to sawmill to 
f€manufacturer, SIMONDS 
high quality SAWS, KNIVES 
afd FILES speed production, 
CUE costs, increase profits 
ingure repeat orders. 


Saw Sharpening Files Thick and Thin Planer Knives Inserted Tooth Saws — Bits Narrow Band Saws 
and Shanks 


Solid Tooth Circular Saws Wide Band and Band Resaws Carbide Tipped Saws 


Cross-cut Saws, Handles and Tools Beveled Edge Shaper Steel Pulpwood Saws, Frames and Tools Veneer, Chipper, Hog, Paper 
and other Knives 




















The plus-performance of SI- 
MONDS metal-cutting CIRCU- 
LAR, BAND and HACK SAWS, 
FILES, SHEARS and DIE STEEL 
means lower production costs 
and greater consumer prefer- 
ence. 


Hand and Power Hack Saw Blades Solid, Inserted Tooth and Machinists Files 
Segmental Saws 


Oil and Air Hardening Die Steel 


Metal Cutting Band Saws Non-ferrous ~ Plastic Cutting 
aws 


Squaring Shears 


SIMONDS longer lasting 
cutting edges step up output 
of Pulp and Paper Mills, Graph- 
ic Arts and Paper Converting 
Plants ... reduce costs and win 
continued loyalty 





Slitters and Circular Cutters Paper Trimmer Kaives 


SIMONDS 
— AND STEEL CO,| 


Factory Branches in Boston, Chicago, San Francisco 
and Portland, Ore. Canadian Factory in Montreal, Que. 








Slotting Segments and Tips Graphic Arts Saws 





4 
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VENTION GREETINGS! As you Indus- 

lal Distributors gather for your 1952 
conclave, we can think of no better way of 
expressing our confidence in your service 
to the national economy than to emphasize 
this fact from the history of our Company: 


More than 80 years ago the founder, 
William T. Nicholson, began selling files 
through distributors (although it had not 
been the customary practice of contempo- 
rary file makers). This system has domi- 
nated the Nicholson sales policy ever since. 


The reasons are self-evident. The In- 
dustrial Distributor is indispensable in a 
nation of varied and farflung industries. 
Especially with a product so widely and 
extensively used as files, your role is one 
that offers valuable economies and facili- 
ties to both the manufacturer and the user. 


Through you, the manufacturer is able 
to reach the smaller as well as the large 


industrial file users. Through you, they 
all have a sure and convenient source of 
supply. 


All, too, can enjoy benefits from the file 
knowledge you have acquired over the 
years —especially toward selecting The 
right file for the job, whether it be for 
exacting or mass-production work. 


These are but “samples” of the advan- 
tages your system of marketing offers. 
There are many others —all of which we 
appreciate as your manufacturer. We 
promise you the utmost co-operation these 
critical times permit. 


IN YOUR BEHALF. Nicholson is a running 
in your customers’ favorite mag ge em- 
phasizing the above principles and asian 

for said message in these industrial publications: 
American Machinist—Factory Management and 
Maintenance—Iron Age—Machine and Tool Blue 
Book — Machinery— Mill and Factory—Modern Ma- 
chine Shop—New Equipment Digest — Purchasing — 
Steel — Industrial Equipment News, Purchasing 
News, Production Engineering and Management. 





NICHOLSON FILE COMPANY 
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WHITMAN « BARNES 











Sleeves, Interchangeable Punches, 
Carbide Tipped Teols, Special Tools. 





PLYMOUTH, MICHIGAN ifihseites Has” 

















Year-Rowhd 


cuLLMan Advertising 


in Publications with 304,176 circulation 


Regular monthly Cullman advertising 


appears in more than a dozen leading 


publications throughout the country. 


Cullman points out to your prospects and 


customers the inherent advantages of 


using Cullman Roller Chain, 


Sprockets, and Flexible Couplings in the 


satisfactory solution of their 


power transmission problems. 


More than that, Cullman’s 
Sales Aids—catalogs, 
envelope stuffers, direct 
mail pieces, imprinted 
literature, bulletins, sample 
boards, technical 
assistance, all combine to 
make your job of selling 
presold Cullman products 
easier. Make this year 
your Cullman year—your 
year of quality, 


performance, and profit. 








ADVERTISING REACHES 
EVERY TYPE OF BUYER 
IN ALL FIELDS 


(Typical Examples) 





PURCHASING 
AGENTS 


FACTORY 
SUPERINTENDENTS 


MASTER 
MECHANICS 


PRODUCTION 
ENGINEERS 


DESIGN 
ENGINEERS 


PLANT & 
MAINTENANCE 
ENGINEERS 











CULLMAN 


ower Cranimisdstou 


— White Today 


for full particulars 
or see your 
local Cullman distributor. 


ROLLER CHAIN and SPROCKETS 





CULLMAN WHEEL COMPANY 1347M ALTGELD STREET CHICAGO 14, ILLINOIS 
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DEPENDABLE PRODUCTS from a DEPENDABLE SOURCE 


Federated Solders and Babbitts are carefully alloyed, quality-controlled, and backed by the 


resources of a nation-wide organization. As a supplier of these products to the industrial distribu- 


tor, Federated’s aim is always to be a dependable source for these lasting quality products. 

Federated Acid Core, Rosin Core and Solid Wire Solders are in demand everywhere 
because they are nationally advertised... they are known... they are liked. For display 
purposes, Acid Core Solder is packed in a bright blue and white package: Rosin Core in 
distinctive orange and black: Solid Wire in neat black and gray. 

When you stock Federated CASTOMATIC® Solder you carry a unique product that sells 
and re-sells because there is nothing like it on the market. No other bar solder compares 
because no other bar solder is machine-cast. Customers return to buy over and over again 
because they know these Federated Solders make soldering easier and faster. 

With a stock of Federated’s “Big 3” Babbitts — Merit Metal*, XXXX_ Nickel*, and 
Frictionless*— you can fill practically any maintenance bearing requirement which your 
customers may have. Inventory and stock list are reduced, the risk of shortages minimized, 
turnover and opportunity for profit increased. 


f American Sime and Refining Company 


Fedele Melati Division (fe 


AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N.Y. 





To Help You Sell These Fast-Moving Products... 
FREE! 4 SALES BOOSTERS 


CATALOG CUT SERVICE 


HINTS on 


BABBITTING 
HOW TO SOLDER 


PRACTICE 








To Help Your Customers with their To Help You promote sales of Feder- To Help You inform your cus To Help You prepare your catalogs 
everyday soldering, Federated will ated’s exclusive CASTOMATIC bar sol tomers how to make perfect and other advertising material, Fed 
supply you with a stock of a new ders, we offer you this 16” x 22” easel babbitt bearings, Federated erated gives you free the new book 


16-page, 2-color bulletin, ‘Practical back, 3-color counter display card. It has published “Hints on Bab let, Catalog Cut Service.”’ Offered in 
advantages of CASTOMATK bitting Practice This 12 


Hints on How To Solder.” This lists the it are copy, photographs and cuts 
pocket-size brochure is packed full a revolutionary solder of excep page, 2-color bulletin de of Federated Solders, Babbitts and 
of handy soldering tips, yet it is brief uonal uniformity that is automatically scribes in outline the common Lead Products. You are free to 
con causes of bearing failures and use without permission any of the 
tails. Space is reserved for Federated trolled machines. This display card in how to avoid them by correct cOpy material which describes these 
to imprint your firm name and ad cludes a pocket for Federated’s CASTO babbitting. Also included are Féderated 
dress. There is no cost to you for MATIC booklet-blotters which you can descriptions of " Federated’s 
this extra service. Here's a sure-fire distribute with 


and free of burdensome technical de cast on patented electronically 


products. You may also 
order photographs suitable for photo 
your name imprinted Big 3° Babbitts. Federated lithography reproduction, or letter 
way to promote Federated’s Wire The 24-page booklet-blotter, which 


will imprint your firm name press cuts from this Catalog Cut 
CASTOMATIC Solders explains 


in picture-caption style the and address at no cost to you Service booklet. Order your copy of 


entire CASTOMATIC process, may be Order these handy sales boost this advertising aid TODAY! 
ordered separately ers in any quantity TODAY! 


FEDERATED METALS DIVISION, AMERICAN SMELTING AND REFINING COMPANY 
120 Broadway, New York 5, N. Y. 


Please send me FREE a Cut Service Catalog and 


Number Number 
of Copies of Copies 


Practical Hints on How To Solder CASTOMATIC Booklet-Blotters 


Fasel-Back CASTOMATIC Counter Display Hints on Babbitting Practice 
Cards With Booklet-Blotters 


Please tell us how you want your imprint worded. 


NAME ‘ — 
COMPANY NAME 
ADDRESS 


CIty 





FOR MACHINE BOLTS '_ ...CARRIAGE BOLTS 


OR LAG BOLTS THINK OF 


Bethlehem 
Every Time 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


—— 
pETHLEHEN 
STEEL 
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Carton No co 
BRACES for six Moc 
able KD Stools 


H f LLOWE } ad Li 
ADJUSTABLE 
STOOLS 


packaged and 





YOU PROFIT BY SAVING WITH THIS NEW STOOL SET-UP 
YouSAVE in inventory — You stock standard OTHER HALLOWELL FEATURES 


parts only—an inventory of 13 basic items 
enables you to supply HALLOWELL Adjustable 
Stools in 15 different heights (18’’ through 32’’) 
from stock. 


Sturdy, long-lasting steel construction 

All standard HALLOWELL parts fit KD stools 
Seats are plain or Presdwood-covered 

You SAVE in shipping costs— Your average Angle braces and angle legs provide maximum 
freight bill will go down 20% to 30% on less strength and rigidity 

than carload lots, 30°% to 50% on carload lots Adjustable in height by inches 

and over. Dome-shaped steel feet of glide type 


, Aare : Leg tips—all rub ith steel glid 
You SAVE in storage space— You can stock a oF Tay Cees Set Gide 


over 200°% more HALLOWELL Stools in the area "Knocked down 


now required to store set-up stools. CEO SHOP EQUIPMENT DIVISION 
® 


And because they are packaged in sturdy fiber 
containers, HALLOWELL Stools remain in A-1 
condition until sold. Write for information. 


STANDARD PRESSED Steet CO., Jenkintown 13, Pa. mnamrews PENNSYLVANIA 


WORK BENCHES + CABINET BENCHES + POSTURE STOOLS AND CHAIRS 
FOREMAN'’S DESKS + TOOL STANDS + HAND AND PLATFORM TRUCKS 
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Card covers your selling-field with 


> BEST 


You know these magazines. They’re five of the best read, 
most powerful selling-agents in industry. 

Together, this year, they're carrying 830,572 Card ad- 
vertising messages to every metal-working trade. They’re 
reaching plenty of cutting tool users right in your area — 
selling Card and telling every reader that the man to see is 
his local Card Distributor. 

Card backs up this nation-wide advertising with a full line 
of merchandising aids, prompt deliveries from seven ware- 
houses across the country and with factory-trained repre- 
sentatives who are always ready to help your customers and 
you in any cutting-tool problem. 

For over fifty years the advantages of Card’s liberal, 
forward-looking sales policy have been bringing steady 


Welcome to our Booth 341 at the 
Triple Industrial Supply Convention 


INDUSTRIAL DISTRIBUTION 


sn 


"Pep, 


ELLERS 


profits to Distributors. Your Card representative will gladly 
give you the details. S. W. CARD MANUFACTURING 
COMPANY, Mansfield, Massachusetts. DIVISION OF 
UNION TWIST DRILL CO. 


Also makers of DIES + SCREW PLATES + DIE STOCKS 
TAP WRENCHES 
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Donald Miner (right), salesman for 
the Herrick Company, looks on as 
Walter Hill, service manager in 
SKILSAW'S Boston factory branch, 
reconditions an armature from a 


SKIL Tool. Miner says, “Having a 
local factory service branch is a real 
sales point. Every user of portable 
electric tools considers the availabil- 
ity of repair parts and service be- 
fore buying!" 








with 450 


is a partnership! 





— says Thomas E. Halloran, 


manager of the Tool Machine Department, 
HERRICK COMPANY, Boston, Mass. 


“It's like a partnership to do business 
with SKILSAW,” says Tom Halloran of 
this 75 year-old industrial distributor. 
“For the past 25 years we have serviced 
all New England states with the SKIL 
line, working hand in glove with the 
SKILSAW organization. Factory and 
branchpeopleconstantly co-operate with 


—— 
> 
y] 
og 


SKIL Belt Sander 


SKIL Drill 


For complete information 
about top-quality SKIL products 
and SKIL sales support, 
call your conveniently located 
SKILSAW Factory Branch Office. 


PORTABLE 


our salesmen. Factory service depart- 
ments provide our customers with fast, 
expert tool repairs. Why, even SKIL- 
SAW advertising says, ‘Ask your dis- 
tributor for a demonstration.’ And, be- 
lieve me, the record speaks for itself. 
We've done a whale of a volume, in- 
creasing every year, with SKIL Tools.” 


SKIL Driver 


TOOLS 


SKIL Products are made only by SKILSAW, Inc., 5033 Elston Avenue, Chicago 30, Illinois 


Skilsaw Factory Branches in principal cities + 


in Canada: Skiltools, Ltd., 3601 Dundas Street West, Toronto 9, Ontario 








Man the pumps 


and let « er " snow! 


Service stations with steel pipe 


snow melting get the business 


It takes a constant flow of cars at the gas 
pumps to keep a modern service station oper- 
ating profitably, for traffic and sales go hand- 
in-hand. Anything that interferes with the sta- 
tion's capacity to fill ‘em up and keep ‘em 
moving, naturally reduces the profit. 

Sudden and heavy snow falls that slow down 
normal operations, sometimes for days at a time, 
not only result in disgruntled customers but, 
perhaps, in permanent loss of business as well. 
It need not be so! Foresighted operators of 
service stations with steel pipe snow melting 
systems do “business as usual’ . while com- 
petitors shovel! 


Sreel Pige 
\s Fst CHAE 


COMMITTEE ON 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 


The known economy of steel pipe makes in- 
vestment in a snow melting system practical for 
service stations, just as it does for super-markets, 
decentralized shopping areas and any business 
dependent upon automobile patronage. And in 
service, steel pipe has a performance record 
proved in more than 60 years of conventional 
hot water and steam heating applications. Add 
to this the advantages of formability and weld- 
ability for coil fabrication and you know why 
steel pipe is first choice for snow melting 
systems, too, and why it is the most widely used 
pipe in the world. 
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STEEL PIPE RESEARCH 





/ of BULLETINS and 
| GENERAL eam 
\ caTacoe Wie 


‘\, SENT UPON 
REQUEST 


@ No. 42-61. A 16- bul- 
letin designed specifically for 
industria! distributors 

the industrial 

agent 

cations and detailed specifi- 
cations of our complete line 
of power driven brushes, 
wire hand maintenance 
brushes, flue, foundry, bench, 
floor, window, ond sanitary 
brushes. 


No. 48-12 4-poge bulletin covering the well 
known high quality line of MILWAUKEE Stee! 
Wire Scratch Brushes. Shows the 9 features of 
construction thet moke these brushes out- 
Standing in volue. The general uses are given 
and application pictures shown. 


sue FOR GOOD 
Fw: INDUSTRIAL BRUSH 


number of different 


SALES 


ALL THROUGH 
THE YEAR 


®@ No. 36-R-7. General catalog contains 73 pages with 
Every distributor 


prehensive listi : 
the needs of industry and other activities. 


jz A a Lf Cea hily 


| a 
ae 
] 
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PRODUCTION 
SAVING... 


Picked from the Plant Waste Barrel ! 


It sounds unbelievable, but it’s true! 
A small piece of scrap abrasive belt- 
ing can help you make production 
savings of 50% and more. 

Given a letter-size sample of a 
used abrasive belt ( preferably with 
joint included), picked at random 
from your plant waste barrel, expe- 
rienced Jewel Brand Abrasive En- 
gineers can usually recommend a 
Jewel Brand Belt that will do a 
better finishing job, faster, easier 


and at a much lower cost to you. 

Numerous “waste barrel’ tests 
have proved that the replacement of 
previous abrasives with longer- 
wearing, faster-cutting Jewel Brand 
Belts brings an immediate increase 
in productivity. Recent results show 
that the careful selection of a proper 
Jewel Brand Belt generally results 
in record-breaking production sav- 
ings on a wide variety of polishing 
and grinding operations. 


on e f 

I'ry the easy, profitable waste barrel 
test now. Simply send us your used 
belt sample, together with completed 


coupon, and we'll do the rest. . . at 


no obligation to you. 


ABRASIVE PRODUCTS, 


519 Pearl Street 


South Braintree 85, Mass. 


Yes, | wish to complete the Waste Borre! Test! 
Enclosed is a sample of used belt from our plant 


NAME 


COMPANY 


ADDRESS 


TYPE OF PRODUCTS 


WE USE APPROXIMATELY 


BELT LENGTH 


POSITION 


MATERIAL 


BELTS PER MONTH 


BELT WIDTH 
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Jewel Brand 
Abrasive 
Distributors 


Urge your prospects to make 
the “Waste Barrel Test’. Jewel 
Brand Abrasive Sales Engi- 
neers will help you to recom- 
mend the proper belt for the 
job. It’s a sure-fire way to turn 
abrasive prospects into long- 
term customers. 

The ‘‘Waste Barrel Test’ 
has been tried and proved in 
many plants . . . put it to work 
for you! 








Durable, 

Long-lasting, 

Spring ond 

Drow Bors 

oxis of 

compression 

spring coincident 

with King Pin 

center line SH-300 Swivel Plote 

to equolize Truck Caster shown 

load force with Vulcanized Rubber 
Tread Wheel 


LOAD LEVEL 


Note how large, long-lasting spring compensates for 
floor irregularities, eliminates bounce or shock, pro- 
tects both load and caster. 


~ 


{ {| 
svi a 


‘ela’ 


SH-700 Rigid Plote 
Truck Coster com 
panion to SH-300 
Series 


FAULTLESS CASTER CORPORATION 


INDUSTRIAL DISTRIBUTION © MAY, 1952 











for Safety and Long-Time Service 


Be @ @ 


For 2000, 3000 and 6000 pounds service — Sizes !/," 


SCREW END TYPE. 


82 @ @ 


For schedules 40, 80 and 160 pipe — Sizes 1/3” to 4” 


SOCKET WELD TYPE 


Shocks and stresses imposed by high pressures and high temperatures are taken 


Vogt Ells, Tees, Crosses, etc., are 
forged from carbon steel or various 
alloys to meet specific operating con- 
ditions. Catalog F-9 will aid you in 
their selection and proper application. 


in their stride because Vogt fittings are uniform in structure, fine grained, and 
free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 
in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 
Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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always a best-seller 


U.S. Security Rubber Tape 

ae eae pe pred U.S. Security can’t help being popular. It’s got every- 
U.S. Security Friction Tape. thing contractors and electricians want, and more. 
Strong adhesion, high-tensile strength, high-dielectric 
strength, is straight-tearing, non-ravelling, no pinholes 
to cause dangerous leaks. Security sells steadily, speedily 


all year ‘round. Check your stocks today. 


UNITED STATES RUBBER COMPAN Y 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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industrial 
need ! 





The American Stock Gear line includes... With American you offer your customers the highest quality 
Sous Gouve toival Geers stock gears made. Precision dimension . . . laboratory-tested 
a pa aii strength . . . smooth, quiet performance . . . all help 

Bronze ‘os make American the finest to sell. 

Rocks 


ra Worm Gears American is a complete stock gear line and includes brass, 


Bronze 
Brass 


Cast Iron bronze, steel, semi-steel, cast iron and non-metallic gears 
internal Geers Werme 


Bross _— in a range of from 48 to 3 diametral pitch. 


titre @eere Seestiete, eG Ote Perfection’s 30 years in the manufacture of automotive gears 
= provides a background of experience and ability for its 
Universal Joints newly-acquired American division. Its complete facilities . . . 
ae metallurgical laboratory, modern heat treating and scientific 
or Power Transmis- . rm : ra ’ 
sion Supply Items testing equipment . . . make American Stock Gears 


the finest available. 


Write for complete details on obtaining a fully protected fran- 
chise for the distribution of this profitable stock gear line. Your 
inquiry is respectfully solicited and will be treated confidentially 


@OPOC6eEO 


AMERICAN Stock GEAR ...DIVISION - PERFECTION GEAR COMPANY - HARVEY, ILL. 
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CELFOR TOOL COMPANY 


THE INDUSTRIAL SUPPLY DISTRIBUTOR has 
long been accepted by industry as the most eco- 
nomical and efficient source of supply for its 
cutting tool requirements. We fully recognize the 
importance of this function and being firmly 
convinced that our interests are best served by 
marketing our products through Industrial Dis- 
tributors, we, Celfor Tool Company, firmly pledge 
ourselves to the following Distributor Policy. 


|], We will advise our Authorized Distribu- 
* tors of all inquiries and orders received 
direetly from consumers in their territories 
and suggest to such prospects and customers 
that they order our products through our 
local Authorized Distributor. 


We will not sell directly to consumers 

* except in those few cases where the con- 
sumer insists upon buying directly from tool 
manufacturers. In all such instances, we will 
cooperate with our local Authorized Distribu- 
tor in his efforts to obtain such business.* 


3 We will not authorize more than one 

* Celfor Distributor in any given market 
unless more than one Distributor is required 
to adequately serve the consumers in the 
area. Furthermore, we will not add a new 
Celfor Distributor without consulting with 
the established Authorized Distributor in 
the area. 


3a 


WL 


FACTORIES 


AND 
lolisia sm vi 


4 We will at all times adequately support 
* the sales and service efforts of our Dis- 

tributors with an ample staff of factory 

trained Sales and Service Engineers. 


5 Celfor catalogs, sales and engineerin 
* data, and other sales promotional aids 

will be supplied in generous quantity to 

Authorized Distributors and their customers. 


6 We will maintain three strategically 

* located factories (New York-Chicago- 
Los Angeles) to enable our Authorized Dis- 
tributors to give better service to their 
customers. 


7 We will maintain adequate inventories 
* of our tools in important consuming 
centers. 


8 We will continue the extensive research 

* program which has enabled us to intro- 
duce several industry “firsts,” including such 
exclusive items as Black Devil Type M 
(ground-from-the-solid), “All Flute” Shank- 
less Typeand Roll-Forged Taper Shank drills. 


* in some creas ovr Industria! Distributor business repre- 
sents 90 to 100% of our volume. On @ country-wide 
besis, 81% of our civilian business is being dene through 
Industrial Supply Distributors. 
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-S\ training 


Complete and factual market data is combined 
with answers to common selling problems in 
regular Armour sales managers’ meetings with 
distributor salesmen 


and sales aids like these 


Armour's complete line of quality coated abra- 
sives is covered in informative, easy-to-read 
booklets which are a big help in closing sales. 


backed up by advertising here 


And every ad stresses the line, “Buy through 
your Industrial Distributor.” 


a? 
-~_- 


open doors for you” RS Sy) nice’ 


Armour's advertising and direct mail campaigns 
pre-sell prospects—and open doors for you. 











afe 


“They all help you sell more 
Coated Mrsice 


Armour and Company + North Benton Rood . Alliance, Ohio 
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PROTECTED TERRITORY 


for aggressive distributors 


COMPLETE LINE 


Our cored and solid bars are available in over 400 sizes, in a wide range 
of alloys that meet many S.A.E., A.S.T.M. and government specifications. 
They cover practically every bronze bar requirement. 


HIGHEST QUALITY 


Federal-Mogul has specialized in bearings and bearing metals for over 
50 years, and is one of the world’s largest producers of these products, 
operating six plants in various parts of the country. Quality controls are | 
of the most modern type, and assure you of true-to-alloy bronze bars, of 
uniform grain structure, free from hard spots and blow holes, with uniform 
wall thickness, all surfaces machined. 


NATIONALLY KNOWN NAME 


Federal-Mogul products are known for quality and dependable 
service the world over. If your territory is still open, here is an 
opportunity to add a valuable new source and dependable sales 
volume for yourself—write for full information. 


FEDERAL-MOGUL CORPORATION 
11057 Shoemaker, Detroit 13, Michigan 


Th 
PHONE, WIRE OR WRITE .. . : . 1 — 
A few territories are still available for aggressive ] i 


distributors. Get full information! 
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TO MAKE YOUR SELLING EASIER—ADVERTISING ! 


GILMER 
SHOCK 


Mounting these heavy punch presses on Gilmer Shock 
Pads successfully isolated vibration .. . eliminated 
bolting presses to the floor. 


THESE MODERN MACHINERY-MOUNTS 


* Eliminate drilling and bolting down 
¢ Facilitate retooling and relocating 
* Isolate vibration and noise 


save floors . . . save your buildings, equipment, 
m the harmful effects of excessive vibration! Mount 
Jo away with drilling and bolting... can 
sed if desired. 
hinery mounting method can give 
<quipment and speeds retooling! . 
in hiner rome Industry's Sensational, 
ion machinery taster! stele 
New Power Transmission 
rene, in two types: Fabric Back for Medium, the 
r lighter equipment. They are highly GILMER “TIMING” 
Ing Cc mpounds ...do not harden or BELT DRIVE 


—now used as original equipmer 
> thicknesses (4, 5@, %, % and %”) in hundreds of thousands of mc| 
mount for a broad range of static loadings chines in scores of industries —wi 
a a Rati a ia t soon be available through locc 
square 1oc an be used on machines up [to distributors as Standard Stoc 
ids or in rolls for your convenience. Drives, for immediate applicatior 

’ . Watch for announcement. 


ly bonds these mounts to wood, concrete or 
illy permitting machinery to be put in opera- 
er cement is recommended for this purpose. 


BUY FROM YOUR GILMER DISTRIBUTOR — He will gladly help 
you select the correct thickness for your particular mounting problem. 


L. H. GILMER COMPANY 


Diviston of United States Rubber Company 
504 Tacony, Philadelphia 35, Pa. 





TO MAKE YOUR SALES PROFITABLE—A POLICY! 





GILMER V-BELTS — Multiple and Light Duty. Set the 
standards for pulling power! Made with durable 
rayon pulling cords; Gilmer quality. Gilmer’s aasort- 
ment of V-molds—the world’s largest— assures a 
complete line of precision-built V-Belts. 


a. 


ee ee Ne. 
= ES a 


GILMER TAPE—Friction and Rebber. A handy pair for 
extra profits! Gilmer Friction Tape is straight-tearing, 
non-raveling; has high insulation and adhesion quali- 
ties. Gilmer Rubber Tape has excellent insulation 
qualities; fuses readily without heat. Both Friction 
and Rubber Tape available in bulk and handy 
10-roll shop packages. 





INDUSTRIAL PACKINGS. A top-quality line for indus- 
trial needs. Various types to meet conditions of high, 
medium or low pressures super-heated or satu- 
rated steam, air, water, many acids and alkalies. 
Gilmer Packings include Asbestos Rod, Braided Rod, 
Cross Expansion, Square Plaited, Asbestos Sheet. 


PERE NG Se 


DISTRIBUTORS 


me 


KABLE KORD ® FLAT BELTS —both endless and in rolls. 
Gilmer’s “number one” flat belt! Combines two belts 
in one—contactor and power. This unique feature, 
together with extra-strong Kable Kord construction, 
makes it a top seller! 


GILMER INDUSTRIAL HOSES —« popular line of rugged 
constructions for Air Drill; Small Air, Welding and 
Cutting; Steam; Water; Suction; Lacquer Spray and 
Solvent, among others. All are made with tough, 
wear-resistant cover over a strong carcass, and fine 
quality tube, according to requirements of use. Take 
standard couplings. 


GILMER SHOCK-PADS. A general purpose machinery 
mount and shock absorber. Minimizes effects of both 
machine and building vibration —eliminates need for 
bolting equipment to floor. Built of molded Neoprene 
resists oil, heat, water, and cleaning compounds, 
Simply cement to the floor. No bolting required. 


Gilmer iming™ Belt Stock 
Drives (belts and pulleys)— 
now in preparation—will pro- 


vide sensational new +s 
opportunities ... open sc 


of new accounts for Gilmer 


Distributors! 


Advertisement at left in industrial 
publications, like all Gilmer ads, 


BELTS 


‘il Gift Sil ila 


SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad line 
for all your customers’ needs: Saw Mill Belts; Tube 
Winders; Sand Slingers; Band Saw Bands; Light 
Conveyor Belts; Planer Belts for the lumbering indus- 
try; Lickerin, Cone, Winder, and Spinner Belts for 
textile plants; Farm Belts. 


NOTE: Besides standard V-Belta 
and Flat Belting, Gilmer also 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; need 
not be carried in stock; are not 
subject to general 

Another extra profit opportunity 
in the Gilmer line! 


AND DON'T FORGET THE 
SOUND GILMER SALES POLICY! 






1. A strict “buy through Distributor 
policy; no factory sales in come 
petition. 


2. A widely-experienced District 
Manager available for direct 
sales help. 


Branch stocks strategically located 
as listed below. 


Sr RIN site 9) 8M 6 OLN 


Factory power transmission spe- 
cialists to give engineering assist- 
ance when needed. 


Distributor protection. 
Uniform discount schedules. 
A profit on every sale. 


Full jobber profit on non-stocking 
Special Purpose Belts. 


A balanced promotional program 
featuring national advertising and 
valuable catalogs. 


Monthly bulletins from the factory. 


PACKING 








+ business 


By selling these standard, all-purpose 
machine tools, Industrial Distributors can 
enjoy plus business, extra profits from any 
given territory. 

With very little added effort, your 
salesmen can build a substantial volume in: 
SHELDON Precision Lathes, SHELDON 
Milling Machines and the SHELDON 12” 
Shaper. 

Universally needed in large and small 
shops and plants, moderate in price and 
established as quality machine tools, each 
makes a profitable unit to sell. 


Write for Catalog 


SHELDON MACHINE CO., INC. 


4232 North Knox Ave., Chicago 41, Illinois 


SHELDON Size “0” 
Milling Machine 





SHELDON 
No. TS56B 
Precision Lathe 





SHELDON 
12” Back-Geared 
Shaper 


= 








: SS a) 


SHELDON Machine Tools come fully 
assembled, ready to “plug-in” and operate. 
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The better the valve, 
the less it will 
require maintenance 


7 
n 
¢ 
: 
: 
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Jacking Up Sales 


Ry 


(% ; PS a 2 
, 2 he 4{° fe — 
| SPRING HAS BUSTED 


x 
‘OUT ALL OVER . 


> 
V and now's the time to get those 


outdoor customers. Catch ‘em 
“busy-days 
nood and show them how the 
Simplex line can help whip 
through those outdoor jobs 
that have piled up during the 
winter weather. Construction, 


n their mellow 


publi utilities, contractors, 
and builders— they're all natu- 
rals in the spring. Show ‘em 
Simplex Jacks and Pullers and 
watch sales boom The sunny 


sky is the limit 
J 


HERE'S THE STARTER 


Simplex Util-A-Tool is the starter for the big spring offensive 
It's needed for maintenance and repair on big machines like 
tractors and graders, to put them in tip-top shape for the hard 
ome. Util-A-Tool’s the do-it-all tool for shop work 
ntenance, too. For all-around pushing, pulling, 

el and gear pulling, lifting and lowering, 


TWO .. . THREE FOUR 


The maintenance ganes of your customers with railway siding 
ind trackage can march right through those tough track repair 
jobs—if you make sure they're Simplex equipped. Show the 
whole line of Simplex products that speed and simplify main 
tenance and construction of track in yards and sidings. It's my 
wrapped up in a neat package for you, too Bulletin: RR-5 

just off the press, is six pages containing the complete linc of 


Simplex Railroad Jacks and all the dope 


( Advertisement) 


CHECK YOUR 
CUSTOMERS’ 
BRIDGEWORK 


Introduce your con- 
tractor customers to 
really painless bridge 
repair and construc- 
tion. That is, on their 
exterior bridgework. 
Simplex Bridge Jacks 
can help whip many a 
tough bridge problem 
easily and speedily. 
Remember, too, that 
the Aluminum Alloy 
Jack Supports pair up 
with the Bridge Jacks 
to make a high effi- 
ciency lifting team 
where support for the jack must be provided 


A BIG GEAR THAT’S 
EVERYBODY'S FRIEND 


This big boy, the Simplex Geared 
Jack, is eve rybody’s frie nd where 
BIG lifting power is needed. Push 
the Geared Jacks where it takes 
heavy duty lifting to get the job 
done. Construction, oil field, tank 
erection, rigging and heavy re- 
pairs people will snap at these 
when you point out the time and 
labor saving advantages. They're 
low in cost, too, when compared 
with other heavy lifting methods 





NATURE BOY 


Here’s another Simplex outdoor lover. It’s a lover, too, where 
cable reels or drums must be handled quickly and easily. The 
Simplex line or Reel or Drum Jacks is a real help for public 
and private utilities. Rope, wire and belting makers and ware- 
houses find multitudes of uses for these jacks in reel and drum 
handling. Be sure to give the lowdown on the new A1022 Cable 
Reel Jack . . . it’s a honey—has all the features and its alumi- 
num alloy housing makes it lightweight, too 


TELL ’EM 


USE THE MUSCLE IN THE JACK, 
NOT THE MUSCLE IN THE BACK! 


That's the crux of the whole deal, and your customers can 
hardly argue about it! And you, with the complete line of 
rugged, powerful, safety-tested Simplex Jacks—designed and 
engineered for every lifting, lowering, pushing, pulling or sup- 
porting job-—to back you up . how can you miss? 


Your action now means the attractive profit-spread is yours! 


TEMPLETON, KENLY & CO. 


1036 S$. Central Ave Chicage 44, i 
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Sell them ) 
The original ... genuine... Alemite Fittings 


re! <ak, 
Fe ~ pre 


Te hae 
$ 
fete ; : 


Ls . x % Pek 
4 PR 


hoy Cat... be ee Cat ay oad 


ETT) 6 W S This Alemite hydraulic fitting is 
8 ER AYS accepted as standard the world 
be over. Know . . . feature these 6 

Be points and clinch more sales. 
“— 1. Sharp dirt-cutting edge bites 
Be through dirt and old grease. 
2. Exact contour and shape of 
tip gives o wider sealing 

angle. 

- Small opening and solid col- 
umn of lubricant seals against 
entrance of dirt and grit. 

. “Armor-Hard” body resists 
scratches, nicks and bending. 

. Hardened steel ball check 
prevents grease leakage. 

. Best quality music wire spring 
retained byextraheavy crimp. 


It’s The Mightiest Lubrication Story Ever Told! 


It’s the largest Alemite advertising campaign ever! About 
you. and the role you play in industry as an Alemite 
“Friction Fighter.” Presented to 15,000,000 Post and Col 
lier’s readers—every 2 weeks throughout the year—Alemite 
advertising keeps you in the picture as the man backed by 
the world’s largest manufacturer of lubrication equipment. 
Spotlights you as the man to see, to listen to, to send for 
first! 


ALEMITE 


Modern Lubrication Methods That Cut Production Costs 





a af 


Genuine Alemite Hydraulic Fittings 
Only Alemite offers so complete a line—all designed and perfected 
by Alemite. Precision ball tip gives full 35° sealing angle between 
gun and fitting — so necessory for hard-to-reach points. All types 
and thread sizes. 


re 


Genuine Alemite Fittings For Specialized 
Alemite fittings cut time, cut waste, cost! Pin type 
. .. Button Head for volume flow. Dot for heavy lubrication at 
pressures. Don’t settle for less. Sell the genuine Alemite. 


FREE ene wath 


Alemite “Sales Power.” Shows where to look for 
more Alemite sales . . . how to move in and 
clinch them fast! Send for your copy now. Fill 
out and mail coupon today. 


Alemite, Dept. H-52 
1850 Diversey Parkway, Chicago 14, Ili. 


Nome 
Compony 


City 
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New Tapes and Coated Abrasives 








Tape speeds plating 


Masking of difficult plating jobs is made easy with 
“Scotch” Pressure-Sensitive Tape No. 470. This remark- 
able plastic film tape withstands highly caustic solutions, 
masks racks and odd-shaped parts through plating cycles. 
Electroplaters report rejects are cut as much as 85°, com- 
pared with usual “stop-off"” masking methods. 


ADVANTAGES: Sticks at a touch, whisks off cleanly when 
job's done. Leaves sharp lines with no solution “creep 
under.’ Plastic backing of tape won't crack or chip— 
won't loosen or become soggy in strong caustic, either 
Tape stops excessive solution dragout 


MARKETS: Any manufacturer doing electroplating work, 
all special plating shops 


Strapping success 


No matter how he tugs and strains, the “Angel” — 
French wrestler Maurice Tillet, can’t break an inch-wide 
strip of “Scotch” Brand Filament Tape—the unbelievably- 
strong, thin, flexible tape for heavy-duty strapping and 
banding. Thousands of continuous rayon or glass fila- 








ments reinforce this remarkable tape just as steel bars 
reinforce concrete. 


ADVANTAGES: Pressure-sensitive adhesive is resilient to 
absorb shocks and strains again and again without failure. 
No special applicating equipment needed. No sharp edges 
to injure workmen. As much as 10 times stronger, with 
50 times the tear-resistance of most industrial tapes. No 
disposal problem after shipping. 


MARKETS: Your own shipping room. All industries con- 
cerned with heavy-duty packaging and materials-handling 
work—shippers, wholesalers, warehousemen, freight lines, 
airlines and railroads. 


Tape that sticks twice 


Adhesive on both sides of “Scotch”’ Pressure-Sensitive 
Tape No. 400 makes this a versatile new tape-tool for 
industry. A paper liner protects the adhesive on one side 
of the tape until it is ready for application. Many types of 
holding jobs are now being handled faster, easier, cleaner 
with this handy stick-at-a-touch tape. 

ADVANTAGES: Handy, ready-to-use tape eliminates muss 
and fuss, requires no drying time. Strong adhesive sticks 
at a touch and holds fight. Dispensers are available to 
deliver the tape with either one or both adhesive sides ex- 
posed—ready to apply. 

MARKETS: Engravers; electrotypers; printers for mounting 
plates to bases; boxboard manufacturers for holding 
“packing” to press during creasing process; novelty, 
jewelry manufacturers for fastening items to displays; 
airlines for securing carpeting in place; paint shops for 
holding objects to paint racks for spraying. 


Sealing & visibility unlimited 


What's the best way to package consumer products, 
swiftly, safely and attractively? Seal them with transparent, 
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(Advertisement) 


Open new industrial markets... 





tight-sticking ““Scotch’’ Brand Cellophane Tape! Packages suits, production delays. Sell it for steps, ramps, catwalks 
look better, hold better, sell better. and walkways. 

ADVANTAGES: Transparent tape doesn’t cover labels or 
mar package design. Won't dry out or loosen. Production 
line operators like this neat, clean sealing method: no 
soiling or injury to hands, no messy clean-up jobs. Taping 
equipment is available to handle virtually all packaging = ; : 
jobs: manual, semi-automatic or high-speed, fully-auto- MARKETS: Your own shipping room. Steel mills, furniture 
matic operations. plants, metal-working plants, railroads, hospitals, paper 
MARKETS: Box sealing applications for famous “Scotch mills, tanneries, aircraft industry, machine chop 

Brand Cellophane Tape extend to all manufacturers:com- |... ge eeeecee eae eee ae re 
panies sealing paper or cardboard folding boxes of food- 

stuffs, candies, toys, hardware items. 


ADVANTAGES: Gives perfect traction—even under water, 
oil or grease! Goes on in a jiffy—simply pull off the liner 
to expose pressure-sensitive adhesive, lay in position and 
—press... it’s on! 


Abrasive Specialties 


3M Abrasive Specialties provide a wide selection of sizes 
and shapes for mechanical sanding of hard-to-get-at areas 
which would otherwise have to be sanded by hand. 








Here’s the latest from 3M Abrasives Methods Engineer- ; ale . } 
ing—a belt with a “Scallop-Edge” that was decane oe ADVANTAGES: 3M Abrasive Specialties give you a wide 
break a production bottleneck for the jet aircraft industry. selection of material for every grinding application. Faster 
Because it conforms so well to small radii, this new belt cutting, longer lasting, they help speed production, reduce 
enables the operator to grind the root of a jet blade and labor costs. 
the blade surface in one operation. MARKETS: Aircraft industry; for maintenance of dies and 
ADVANTAGES: Conformity to work area such as the root moulds in all industries; automotive and aircraft engine 
of a jet blade, the recess area in cutlery and trigger guards manufacturing. 
means stepped-up production, finer finishes and fewer re- 
jected parts. 








MARKETS: Aircraft engine manufacturers, hardware and Minnesota Mining & Mfg. Co. 
firearm manufacturers. Dept. ID-5, St. Paul 6, Minn. 


wT Te Ss SS eee eS ae ae ee ee ee le Please send more information on the products checked below: 


(J “Scotch” Brand Pressure-Sensitive Tape No. 470 
() “Scotch” Brand Filament Tape [7] “Scotch” Brand Pressure- 
Sensitive Tape No. 400 [] “Scotch” Brand Cellophane Tape 
() 3M Abrasive Belts [() “Safety-Walk’ Non-Slip Surfacing 
(J 3M Abrasive Specialty Items. 


NAME 
FIRM 
ADDRESS 


CITY 


Len css env nancan>enbemncennneans 





Made in U.S.A. by Minnesota Mining & Co., St. Paul 6, 


e e 
Non-slip life saver | 
Minn.—also makers of “Scotch” Sound Recording Tape, 


““Safety-Walk"’—the mineral-coated fabric with pres- | “Undersea!” Rubberized Coating, “Scotchlite” Reflective Sheet- 


aie ing, “3M” Adhesives. General Export: 270 Park Avenue, New 
Sure-sensitive adhesive—stays put, stops injuries, damage | York 17, N.Y. In Canada: London, Ont., Can. 
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SALES 


follow the leader, too! 


The going iv always easier when a recognized 
leader shows the way. 


So is the selling. Take Jacobs Chucks, for example. 
Unequalled for gripping power, accuracy and dura- 
bility, they’ve built up a tremendous stockpile of good 
will throughout nearly fifty years of world leadership. 
That’s why they’re not only easy to sell but first class 
door-openers for your other lines. 





Make Jacobs Chucks your sales leaders for smoother 
related selling. Backed by Jacobs’ continuous national 
advertising to your customers, they’ll do a steady, 
profitable job of getting —and holding —business for 
you. The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 


FITS A 


JACOBS 


IT HOLDS... Business for You 
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® Valves for 9 out of 10 plant and fac- 

tory applications can be supplied from 

the O-B line of bronze gates, globes, checks, 
and angles. Whether they are used on steam, 
water, air, oil, or other general industrial 
service, O-B’s complete bronze line can pro- 


vide the valves needed. And remember, 





with the “right’’ valves on the shelf, orders for 
other profitable items come your way - - 


often you end up selling the whole 





job because of O-B valves. 


(A BRONZE GLOBES e GATES e ANGLES 
CHECKS e FOR INDUSTRIAL SERVICE 
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You'll see rope like this aboard an ocean 
liner, or on a big freighter—and if your 
customers need it larger, we can make it 
for them. The two-story rope-making 
machine in the Brooklyn, New York mill 
of American Manufacturing Company will 
turn out a line up to 


twenty inches in 


circumference! 


For more than sixty years we've been 


making rope for farmers, fishermen, ship 
operators and industry. Io all this time 


‘American Brand’ Pure Manila Rope has 
been made to the very highest standards 
of quality. It has earned a universal repu- 
tation for uniformity, dependability and 
service value 


It's easy to tell 
other ropes 
green 


“American Brand” from 
Just look for the red and 
markers—our trademark. These 
colored yarns are a guide to quality 
like the insignia on a car, the brand on 
a food product, or the tailor’s label in 
a suit 


American Manufacturing Company, Brooklyn 22, N. Y. 


ROPE + TWINE - CAKUM 


+ PACKING - CARPET AND ELECTRICAL YARNS 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
Sales Offices: Boston + Chicago * Houston + New Orleans + Philadelphia + San Francisco 
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Want to boost your rope sales? Let us 
tell you how Handy Coils of packaged 
“American Brand” Rope can help. Write 
today. 


Look for the red and green markers. 


“American Brand” 
PURE MANILA ROPE 





Talk of the Trade 


FOOLING UP: Even though thousands of people from 
all over the country attended the ASTE show in Chicago, 
it wasn’t difficult to find friends . . . Many of the manu 
facturers who sell through industrial distributors were 
exhibiting and, in addition, you couldn’t walk the length 
of a full aisle without running into distributor friends 

Frank O’Laughlin (Commander Mfg.) was telling 
us that a March report in this column about his mar 
riage brought him a flood of telephone calls and letters 
from all over the country . . . Frank and Mrs. O’Laughlin 
were co-hosts at a dinner party staged during the tool 
show by Mr. and Mrs. Jay Chamberlain (he’s head of 
Commander) in their Hinsdale home A very nice 
party 


IFURN ABOUT: George Katzer and Bill Atchley (Na 
tional Twist Drill) turned the tables on us when we 
visited their suite in the Palmer House . . . They took 
our pictures . . . It didn’t take me long to get each 
hair on my bald head in place The entertaining 
done by National, Standard Tool and Winter Bros., 
made you think you were at the Triple Convention 
instead of the ASTE 


STORY TIME: A salesman walks up to a bar and orders 
a verv, verv dry martini. . . “Make it 300 to 1”, he tells 
the bartender. The barkeep takes a vermouth bottle cork 
and touches it to a cocktail glass; pours two ounces of 
gin over ice; swishes it around in a mixer, pours it into 
the glass and then takes a twist of lemon peel and 
squeezes it over the martini . . . The salesman reaches 
icross the bar and punches the bartender in the nose. . . 
“Listen,” he shouts, “when I want a lemonade, I'll ask 
for it 


oe 


KICKBACK: Clyde Mansur (Simonds Saw) has been 
taking quite a ribbing about an item published here a 
couple of months ago We told about meeting Clyde 
in Los Angeles Ihe item was fine but the cartoon 
that accompanied it showed both Clyde and yours truly 
with a flock of hair Clyde's friends now want to 
know if he has taken to wearing a wig The answer 
is no, we just took poctic license 


PRIVATE EYE: Allen B. Harden (Farquhar Machinery, 
Jacksonville) recently received a prospect lead from a 
manufacturer of water softeners and pumps . Al im- 
mediately passed it on to Salesman Mason who followed 
up and submitted this report 

Customer’s Name: Dr. R. P. Slariaauis 

Kind of Business: Monkey Business 

Followed up hot lead sent to us by Mr. ........--- 
of the . ctas Co. on water softeners and pumps 
that the above named doctor wanted. After spending 
two hours of detective work, checking with tele hone 
company, court house, medical center and finally the 
Post Office, I found that P.O. Box 428 belonged to a 
Dr. Stubbins. I then called on the dear doctor and 
asked him if he had a partner named Dr. Slariaauis. He 
informed me that he did not. After thinking a few min- 
utes, he asked me to excuse him. He returned shortly 
with his 14-year-old daughter and informed me that 
she was the so-called Dr. Slariaauis. It scems she likes 
to answer ads. She was also the doctor who was inter 
ested in .... ... I informed her in a 
very nice sort of way that she needed something softened 
but not water. 


(signed) Private Eye Mason 


THOUGHT FOR THE MONTH: Vacation time is 


coming 


R.W.B. 


INDUSTRIAL DISTRIBUTION © MAY, 1952 93 





88 th job 
years On rhe same [OD .. «| 
/ 


’ 


VELGOME 


fe 
ht 
my ¢ * 





spreading Welcome mats for 


Jenkins Di 


Persuading valve buyers to put out the “Welcome” mat for 
Jenkins Distributors is a job we’ve worked at steadily since the 
company was founded in 1864. 


Part of that job is making the finest valves money can buy. 
Part of it, too, is the solid sales support of 60 Jenkins Sales 
Representatives, backed by an able staff of Jenkins Engineers, 
who work with and for the Distributor. 


Another part is the strong, persistent program of publication 
advertising covering every valve buying influence, and the 
steady supply of some of the industry’s best sales and service 
literature, plus merchandising aids. 


But, Jenkins adds an important extra . . . tells all industry 
over and over again why the Distributor is essential to the 
nation’s marketing system, with messages read by over 250,000 
of the men who control industrial buying at all levels. Latest 
chapter in this long record of Distributor promotion is shown 
at the right. 


Does this job deliver the planned results in good-will and 
sales? For the answer, look over the list of Jenkins Distributors, 
all leading suppliers in the trading areas they serve . . . Dis- 
tributors who stock and sell the products in top demand .. . who 
agree it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 100 Park Avenue, New York 17, New York. 
Jenkins Bros., Ltd., Montreal. 


at the Jenkins Booth 
a, 
Thiplle Supply Convention. 
Stop im amd Ace us. 





SELLING ALL INDUSTRY on the advantages 
of Distributor service, these three ads are part 
of a series currently reaching over 250,009 
readers of BUSINESS WEEK, MILL & FACTORY, 
and PURCHASING. 
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LEE RUBBER AND TIRE CORPORATION 


1, Ohio 


po YOU SAVE MONEY WHEN you BUY INDUSTRIAL RUBBER PRODUCTS DIRECT? 


Far from it} 


True economy is effected througn your local Republic 
Distributor. He's the man to know when you need transmission 
belting, conveyor belting, @ length of hose or any of the thou- 
sands of high-quality industrial rubber items made by Republic 
Rubber. 


Because he's familiar with local conditions, he can give 
better, faster service; whatever the hour, day or night. 


He keeps accurate records on your purchases. « «knows wnen 
and on what machines you'll need replacements. He's prepared 
to give jmmediate delivery from his own inventory - 


Your Republic Distributor is the man to know when special 
problems arise. He'll get tne rignt product on the job, and, 

if necessary, work out an entirely new solution, designed for 
your profit. Because his success depends entirely upon perform- 
ance records made in your plant, he makes an jdeal source for 
unbiased information. 


And, don't forget, your Republic Distributor is a volume 
buyer. Give him a call today or let us arrange an introduction. 





REPUBLIC RUBBER DIVISION 
Lee Rubber and Tire Corporation 


MEMO - 

We think all Republic Distributors will agree to the ideas 
expressed in this open letter now appearing 45 an advertisement 
in Mill & Factory magazine. 


It is only fitting that Republic, first Industrial Rubber 
Producer to establish 4 written Distributor Sales Policy, should 
continue to champion the cause of the Industrial Distributor. 


REPUBLIC'S 5-POINT SALES POLICY 


@ A LINE of rubber eA QUALITY of @ A PRICE basis in e@ FREEDOM from @ SELLING helps of 
jtems sulticiently product uniformly ducing and making competition from his reasonable amounts 
complete to permit geod and capable ble aggressive source of supply: so that his sales 
ettectively supply of delivering serv tion with either rt force may be given 
ing the require ice results that c i profit direct. among u the advantage of 
of the trade should reasonably trade covered by specialized training 

be expected his day to day so and a knowledge of 

licitations the product sold 
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Industrial Distribution 





What Is Important? 


F all the essential management activities which 
O must be performed in any successful distribut- 
ing organization, I'd like to suggest that one of the 
most neglected is that of customer relations. I’m 
not talking about the social contacts that may be 
made at the club, nor the necessary entertaining that 
so frequently passes for customer relations. loo fre 
quently, under these circumstances, the buyer is too 
nice to tell you the truth. Rather, I’m talking about 
objective appraisals, of just what your customers really 
think of your service. 

We know, in the consumer goods field, manufac- 
turers spend millions of dollars each year to find out 
what customers actually want. Why shouldn't dis 
tributor management earmark a fair proportion of its 
time and some money in finding out what industrial 
buyers expect in the way of distributor service? How 
frequently have you called on your customers, sat 
down with them and asked, “How can we improve 
the service we are giving you?” 


The Buyer Tells You 


In this May issue (see pp. 113-36), the editors of 
InpusrriAL Disrripution present the results of a 
survey we have made among industrial buyers across 
the country, to supply you with general answers to 
the questions; What do your customers think of 
you? What do they think of your services? What 
part of supply and equipment business placed by 
buyers goes through distributors? What do they 
say of the job distributor salesmen are doing? 

By the nature of the job, we have to present the 
results in terms of averages and in terms of trends 
Because of the confidential nature of the informa 
tion, we can’t tell vou specifically what the ABC 
Manufacturing Co. in Dayton, Ohio, for example, 
thinks of the service being rendered by the XYZ 
Supply Co. in that city. We've got the facts, of 
course, in the seven-page questionnaires which our 
field staff worked out in perscna! conferences with 
industrial buyers. Indeed, these questionnaires pro 
vide the factual information upon which our report 
is based. But the story of individual firms is merged 
in the telling 

The point is, in this survey we have gone about as 


far as we can in helping you to find out what your 
customers think of you. Here is the story of what 
industrial buyers think of distributors generally. 
That, however, is only part of the story. For the other 
part, each distributor must do his own digging. What 
do your customers think of you specifically? What 
do they think of the various aspects of your service? 
When you get the answers to these questions, you 
will be in a much better position to gear your opera- 
tions to meet the demands of the competitive days 
that are with us now 

Not all of this can be done by you personally in 
an interview with each of your major customers. 
While they probably would give you their impres- 
sions of the level of your service, they would be re 
luctant to give you the dollar breakdown of their pur- 
chases. Almost every industrial city, however, has 
organizations whose job it is to conduct interviews 
on an objective basis. They have done this sort of 
work for other organizations and they can help you. 
Your best bet would be to start with simple opinion 
questions on four or five aspects of your service, then 
work toward more detail in subsequent projects. 


The Customer Is Boss 


I come back to the title of this editorial, what is 
important? Sure, distributor management must con 
cern itself with buying and selling, inventory control 
and sales analysis, order routine and warehousing, 
display and promotion and a score of other activities 
But all these activities, I submit, are just part of the 
picture. They are aimed, of course, at customer serv- 
ice—at least what you think will be good service 
for the customer. But what does the customer really 
want? What does he expect? His likes and dislikes 
ire all important. You can’t get the answers to these 
questions in an ivory tower. This type of activity 
will be new to many distributors. The stake and the 
rewards, however, are big. In the hierarchy of man- 
igement activities, this is important 


> ee ee 
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out commission checks. Standing are Bill Forst, Joe Pimen- 
tel, Erv Wright, George 


Lombard and Bill Morton 


Overhead Comes First, Then Commissions 


By W. F. 


Lombard, General Manager 


Southwest Supply Co., Ine. 


Glendale, Calif. 
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would be $100,000 (five times the operating overhead). 
his figure, whatever it might be, is used as the com- 
bined base of all salesmen. Sales commissions start from 
that point. 

Each salesman is assigned a percentage of the overhead 
to carry. ‘The percentage is based upon the potential 
business in his territory, the length of time he has spent 
in the company’s service and the individual’s sales ability. 
The important point is, though, the percentage of all 
salesmen must always equal 100 percent of the actual 
overhead. This assures management that sales commis 
sions will start when, and only when, the sales breakeven 
point is reached. For example, if a company has ten men 
participating in sales, and all men are on an equal foot- 
ing, each man carries a base of 10 percent of the break- 
even point. After he reaches this he’s on commission. 


Morale Up 


An analysis after Southwest adopted this system showed 
that the morale of salesmen was considerably improved 
because, regardless of all other factors, they participate 
proportionately in the profits of the company. 

One of the headaches faced by sales managers and man- 
igement, is that quite often it becomes necessary to 
change the base of certain salesmen or sometimes the 
whole organization. At that time, individual salesmen 
ften feel that they have not gotten a fair break and that 
the company has taken advantage of their efforts by re- 
dividing territories, thus giving the company an oppor- 
tunity to pay less in commissions. Under our method the 
idjustment is between salesmen, not between salesmen 
and management 

\t Southwest Supply, if it is necessary due to changing 
conditions, to adjust a salesman’s commission, the men 
involved get together with management and the reasons 
for the change are explained to them. It has been found 
that no difficulties are encountered in such an adjustment. 
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1. Each salesman will carry as a base the percentage 
of our overhead assigned to him determined by 
multiplying the gross overhead by four (which de 
termines our breakeven point) and then taking his 
percentage which makes his base. For example if 
our overhead was $12,000: $12,000 x 4 $45,000 
If your percentage was 20%, your base would be 
20% of $48.000 or $9.600 


The base will be determined by the financial state 
ment of the preceding month 


The percentage assigned includes use of car for 
both personal and business use 


We will hold back a reserve of $2,000.00 payable 
when the salesman leaves Southwest Supply or is 
transferred from outside sales. 


Ihe sales commission above each individual bas« 
vill be paid is follows: First $5,000 above base 5 

second $5,000 3% and evervthing over $10,000 
ibove base 


All sales over $100.00 will be reviewed for cost 





How Southwest’s Commission System Works 


analysis and sales credit given as follows: If our 
gross profit is 20% or better -full credit, if our 
gross profit is between 11-20% 4 credit, if our 
gross profit is 74-10% salesman will receive } sales 
credit. Sales under 74 gross profit no sales credit 
to salesman 


Any credit losses taken by Southwest Supply will be 
charged back to the salesmen in the amount of the 
gross sale. For example if we have a write-off of 
$500.00 that amount will be deducted from a sales- 
man’s total sales in the month in which we write 


the bad debt off 


I'he percentage’s carried by each salesman will be 
reviewed each January, April, July and October and 
the total must always equal an amount equal to 
100% of our overhead. 


If additional salesmen are added as soon as they 
go on a commission basis the carried by each 
salesman will be adjusted accordingly 


0. Your base is 








If any man feels his percentage is not equitable, he can 


discuss it with management or at an open sales meeting 

Business cycles vary, and overhead varies with them 
One of the dangers of a fixed base method is best ex 
plained by considering the difference in volume before 
and after Korea. Many companies found that when they 
had a sudden increase in business after the Korean out 
break it was necessary to hire a good deal of help in the 
office, shipping department, counter and order boards 
Yet the sales department remained the same. Due to 
national market conditions each salesman was bringing 
in a great deal more in sales than before Korea and, on 
the basis of this fixed quota or base, his commissions wer« 
out of proportion to the company’s increase in profit 
Under Southwest's plan, sales bases automatically went 
up as this additional overhead was added, and sales com 
missions went up but only in direct relationship to profits 
The same results would be obtained if market conditions 
suddenly required a reduction in overhead and an increas¢ 


in the sales force—each man’s base would go down 


The Old and the New 
— 


Year fore taxes became such a problem to busi 
ness, many men in the merchandising business followed 


the theorv that the greater the volume in anv given period 
after the breakeven point had been reached, the larger 
the sales commission that could be paid on each succes 
sive unit of sale. For example, if the volume subject to 
commission was $20,000, they would pav as follow 
First $5,000 Y 
Second $5,000 % 
Third $5,000 % 
Balance 6% 
resent tax laws, I do not feel that this 
method In boom periods, sales commissions g 
too high and the company’s share of the profits are eaten 
up by excess profits taxes, leaving the company at the 
close of a boom period with verv little gain in capital 
worth but with a lot of receipts for paid taxes. Conse 
quently, sales commissions should be figured on the basis 
of a decreasing percentage such as first $5.000 over base 


5 percent, second $5,000 over base 3 percent, etc. 

The sales commission arrangement used by Southwest 
Supply gives each salesman an incentive to stnve con 
stantly to increase his sales. He realizes that regardless 
f changes that are made due to variations in conditions, 
his efforts will still be rewarded accordingly. If it becomes 
necessary to subdivide his territory and add additional 
salesmen, the average business received from the accounts 
taken away from him is taken into consideration in estab- 
lishing the percentage of the overhead to be carried by 
the additional new men. For example, if a company 
employs ten salesmen the average percentage of overhead 
carried by each man is 10 percent but, if the company 
increases the sales force to 12 men the average drops to 
$.3 percent, consequently, the salesmen do not balk at 
the addition of men 


Salesmen Help Plan 


When a new man is assigned an outside territory he is 
given a form briefly explaining the system (see above). 

At Southwest Supply Company, before starting any 
new project which will increase overhead such as addi 
tional advertising or good will gestures to the trade, the 
planned project is discussed with the salesmen as both 
management and salesmen are after the same thing 
profit and security. If the proposed project will benefit 
one it will benefit the others and it has been found at 
Southwest they, the salesmen, like to help in making 
the decisions and once made thev cooperate fully 

It is the opinion of Southwest Supply Company that 
this program has definitely made the relationship 
between salesmen and management stronger. That it has 
trengthened the security of both parties by keeping the 
ratio of profits and business conditions on an equal foot 
ing at all times and has increased the effort of salesmen 

There are many variations of this program that can 
be adapted to different businesses according to the prob 
lems involved. However, the one important point to keep 
in mind in adapting this program to any business is that 
the total assigned percentages must equal 100 percent of 
the sales at the breakeven point each period 
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EXECUTIVES & SALESMEN o rskine-Healy, In mportant lines This fixes their faces and personalities 


Rochester, N. Y., appear in its new line of ads, endorsing im the public mind, as well as plugging the manufacturer 
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A SIMPLE EXPERIMENT ENGINEER George J 
ilealy, Inc., Rochester, 


Walt Viergiver 
that the distributor 


convinced 


Braun is Erskine-Healy’s conveyor 
N. ¥ 


borskine 


should put mor 


than a list of lines in his advertising 


specialist—his face, name and reputation are used to under 
line the company’s line of materials handling equipment. 


ERSKINE-HEALY TIES KEY PERSONNEL IN WITH KEY LINES TO MAKE SURE ITS ... 


.. . Advertising Works Both Ways 


\ NEW SLANT In industrial advertising 
sponsored by i rskine Healy, Inc > 
Rochester, N. Y., made its appearance 
in two local publications starting the 
first of the vear 

The magazines—The Genesee Val 
ley Buver (a purchasing agents’ associ 
ation publication and Rochester 
Commerce—are monthly publications 
which feature a good deal of distribu 
tor advertising 

'raditionally these ads consist of 
some featured line or lines, descrip 
tion of the tools, and the distributor's 
name and address. Erskine-Healy had 
been advertising in this manner for 
some time—until they put their heads 
together with Randall G. Beachner 

Beachner Advertising Agency) to 
think up a new angle. 

“Most of our men are specialists,” 
Walt Viergiver, manager of the indus- 
trial supply division, said 
decided to publicize them 


“So we 
pushing 
their special lines at the same time 
We figure readers will recognize a 
face and connect it with the line. Next 
time thev have a use for that item 
thev'll remember who has it.” 

Kickoff ad in the series showed 
Walt Erskine, industrial sound  svs 
tem engineer; Carl Yoder, sales rep 
resentative: George Braun, materials 
handling expert; and Chuck Weston, 
sales manager, standing on a huge 
snowball—**4 Men Really on the Ball 

’ the ad read. And at the bottom 
of the was the Erskine-Healv 
name with a list of its many lines. 


page 


“T’ve had some experience with in- 
stitutional advertising,’ Mr. Viergiver 
said in reference to the new campaign, 
“and I always wondered just how 
much notice the reader gives to an 
advertisement which simply gives the 
distributor's name and address and 
lists his lines. 

“An advertising specialist and I 
conducted an experiment some time 
1go—to see just how much readership 
such ads got. We simply printed our 
company’s name, then, in fine print, 
listed our entire line. Inserted in the 
middle of the list was a notice set in 
equally small type: ‘Send this ad to 
us and you will receive a fine gift.’ 

“We stocked 400 magnifiers bound 
in leather to give away to those who 
caught the offer. 

“We had six requests.” 

That’s one reason, Mr. Viergiver 
said, why he’s behind the new cam 
paign one hundred percent 

Februarv brought forth Don Ers- 
kine (president of Erskine-Healy) and 
Rav Healv (treasurer), holding a sign 
between them: “In our fourth decade 
of serving Rochester with industrial 
equipment, tools and supplies.” Com 
panion ad in the purchasing agent pub- 
lication was a large photograph of Walt 
Viergiver himself, captioned simply, 
“Walt Viergiver, Dean of Industrial 
Supplies . The company figured 
Mr. Viergiver’s many years of indus- 
trial experience had made many ac- 
quaintances for the firm—and they 
wanted to cement those friendships 
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Another ad shows five Enrskine- 
Healy men, each holding a strip of 
B. F. Goodrich Highflex. Twisting 
his piece of Highflex, Walt Erskine 
says, “It’s Flexible!” Squirting oil 
on his length of Highflex, Carl Yoder 
says, “It’s Oil-proof!” Chuck Weston 
stretches his length: “Shows its tough 
ness!” “Sure is Durable,” says George 
Braun as he hammers a strip. And 
Don Erskine holds a roll of Highflex 
in one hand and a feather in the 
other as he comments, “Light as a 
feather!” 

Thus the company familiarizes the 
reader with its many faces and plugs a 
line at the same time—making the ad 
do two jobs where formerly it per- 
formed only one. 

Next to come is a large drawing of 
Ken Raby, sitting at a desk surrounded 
by Sylvania Lamps and fixtures. “‘Syl- 
vania lamps and fixtures . . . I love 
‘em,” he says. Clincher is the text 
below the drawing: “Call Ken Raby 
for the imaginative approach to any 
lighting problem. Ken’s thirty years 
of experience, combined with the 
magic of Sylvania guarantee the most 
advanced application of lighting tech- 
nology!” 

On the drawing board is a display 
which will feature Materials Handling 
Expert George Braun—other specialists 
will be featured in the future. The 
company has already received favor 
able comment on the program, and 
has high expectations for the future 
when the series goes into high gear. 
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THIS PROSPECT WAS INTERESTED ENOUGH TO TAKE THE TIME 


TO WRITE A LETTER. HE EXPECTS ATTENTION: HE IS 
PROBABLY READY TO BUY. 





Following Up 
Sales Leads 


When a manufacturer fur- 
nishes you with a prospect’s 
name, have you a clear-cut 
system for following up? This 
is how a Hartford distributor 


handles the matter 





Suppose A FIRM in your areas sees a manufacturer's advert 

tisement in a business or general magazine, and writes 

the manufacturer asking for more details. And suppose, 

ifter answering the inquiry by sending literature or cata 

logues, the manufacturer passes the prospect's name and 

details of his inquir' ilong to you, the industrial dis 
' 
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esting 
Hlow do you then g 


uu follow up on your salesman t 


n the prospect 





PROSPECT 








sent inquiry for 





to 





This prospect has been referred to us. Contact them by 
phone or in person. 

RESULT: 

DATE CALLED 





REPORT 











LITERATURE & SAMPLES FURNISHED 








FACTORY REP. TO POLLOW UP? 





ENSWORTH ASSISTANCE NEEDED? 





OFFICE ACTION 























Ir'WO MEMOS in one is form used by L. L. Ensworth Co., Hartford, 


Mass., to follow up suppliers’ leads. ‘Top half is memo to salesman, bottom 
half salesmen’s memo to sales manager 


The second part of the form is the salesman’s memo 
to the sales manager, reporting the results of his call on 
the prospect. Headed tersely “Result,” this part provides 
space for the salesman to report the date on which he 
called, what happened, literature and samples furnished, 


whether or not a factory representative is to follow up, 
etc 


ibout making certain vour sales Mr. Sprague keeps a carbon copy of the form in a folder 
n actually gets im touch with the prospect? How do 


dated a week or 10 days ahead. At that time, he goes 


to see that he follows up through the folder and can discover if the salesman has 


called on the prospect. If he hasn’t, the salesman gets a 


At L. L. Ensworth in Hartford, Conn., they’ ve adopted reminder to do so. 


yvstem that really works. Besides 


ntial to any good system—simplicity 


J. J. Sprague, Ensworth’s vice-president has designed a 
nimeographed form which is really a two-way memo. The 


to write a letter. He expects attention 
ready to buy.” 
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rst part of the form is a memo to the salesman, and 
umimarizes all the information relevant to the prospect's 
inquiry. It is headed up with these instructions 

his prospect was interested enough to take the time 


He is probably 


it has the ingredient Before this form was used, there was actually little 


system in the way such sales leads were handled. Often 
the original letter from the manufacture was passed from 
hand to hand, or written or verbal memos flew back and 
forth. Very frequently, it turned out this method was 
only as good as someone’s memory, and sometimes good 
prospects were forgotten. 

Although the new system is still too young to stand 
final judgment, Mr. Sprague is sure it has a far bette: 
batting average than the previous method. 
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How’re You Doing? 


Here are some charts that will give you a picture of your efficiency. They'll help 


you pinpoint your non-productive operations, help stop you scattering your profits 


RUNNING AN INDUSTRIAL SUPPLY BUSI 
NEss and running af automobile are 
alike in one respect. In both cases, you 
expect to get the most results with the 
least cost. If you know, for example, 
that your particular brand of car should 
give you at least 18 miles to the gallon 
and you're getting only 10, you'll be 
pretty disturbed 

It’s the same way with vour business. 
If your annual sales are around $500, 
000 and you're employing 15 salesmen, 
maybe you're happy. You're happy, 
that is, until you find out that some 
other distributors ‘‘on the average” do 
the same volume with only 10 sales 
men. Then you begin to wonder why 
it costs in terms of 
men, to do the same 


sales 
umount of busi 


you more, 


necss 

That's the point of the accompany 
ing “scatter charts” (see following 
pages They show how effectively 
industrial distributors in all parts of 
the country are using their chief means 
of producing sales—inventory, em 
ployees, and outside salesmen A 
fourth chart presents another picture 
of distributors’ operating efficiency 


the number of invoices billed in rela- 
tion to sales. 

These scatter charts were prepared 
from figures INpUsrRIAL DisTRIBUTION 
gathered from distributors for its 1951 
Annual Survey. You read the results 
in the March issue. ‘The Survey figures 
have merely been re-interpreted in the 
form of charts showing annual dollar 
sales expressed in terms of the level of 
inventories, number of invoices billed, 
number of employees, and the number 
of salesmen. 

All figures are for 1951 operations; 
inventory figures are for January 1, 
1952. There will be no great harm in 
using your 1952 figures on these charts, 
if they are more readily obtainable 

The inflationary price spreads which 
have occurred between 1951 and 1952, 
by the time they have been reduced to 
charts like thos« 


$O seTrous as 


shown here, are not 
to bar vour using figures 
for the current vear 

However, it was because of the tre 
mendous upsurge of prices from mid 
1950 to 1951 that it was felt advisable 
to redraw the scatter charts appearing 
in ID’s May 1950 issue. The charts 
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presented are a much truer reflection 
of present price conditions. 

What's the principle behind a scat- 
ter chart, anyway? It’s really quite 
simple. On Chart I, for example, each 
dot is actually a pin-point portrait of 
the relationship existing between one 
distributor's annual sales and the value 
of his inventory. There's a dot for each 
distributor. So, on this chart there’s a 
great number of dots, indicating how 
much distributors differ from each 
other in this particular relationship. 
All the same, the dots do tend to clus- 
ter in one general areca of the chart, 
thus showing a certain consistency 
imong distributors in the — sales 
inventory relationship 

I'he same method was used in mak 
ing up the other charts showing three 
other relationships. A similar pattern 
to the dots can be noted. 

The straight line drawn through the 
dots on each chart represents the aver- 
age relationship existing in each case. 
As can be seen, the line roughly fol- 
lows the dot pattern. Statisticians call 


(Next page, please) 











HOW’RE YOU DOING? (Continued) 
|, RELATION OF INVENTORIES TO SALES 








Sessler 





RELATIONSHIP between the value of inventories and volume of sales is shown 
here. There is a dot for each distributor. Straight line is average of relationships. 
If you plot your sales and inventory as shown on this chart, you'll see at a glance 


how you stand with respect to the overall average. 























'$ 


00 








NUMBER of invoices billed in relation to annual sales i, this chart’s story. Take 
point on bottom scale equivalent to your annual scales and read up to straight line. 
Now read back to left-hand scale; this is number of invoiced billed by average dis- 
tributor. If your actual figure is much more, you've perhaps a small-order problem 
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this a “line of average relationship.” 
It’s nothing more or less than an easy 
way of finding the happy medium 
among the dots. In other words, any 
point on the straight line shows the 
average relationship between annual 
sales and one of the other four factors. 

By using the charts on these pages, 
a distributor can see at a glance how 
his business compares to the average. 
To see how your sales-inventory po- 
sition looks on the charts, for example, 
take a pencil and mark the amount of 
your annual sales on the bottom scale. 
Suppose your sales volume in 195] 
was $1,700,000, then you'll mark this 
point on the chart (see Chart 1), and 
drew a line vertically from it. Now, 
suppose on January 1, 1951 your in- 
ventories were valued at $230,000. 
Mark this off on the left-hand vertical 
scale, and draw a line across the chart. 


“X” Marks Your Spot 


Where this line crosses the vertical 
line, put on ““X”’ as shown on Chart I. 
You have now plotted the relationship 
of your inventories to your annual sales. 
As you can see, this ratio is slightly 
below the average for all distributors. 
rhis can mean that, because of local 
conditions, you’re able to do more 
business with less inventories than the 
average distributor. Or, it could 
mean you're getting more turnover 
than the average. Perhaps it indicates 
more direct shipments from your sup- 
pliers to your customers than the aver 
age. On the other hand, it might be a 
danger signal warning you that your 
inventories are not adequate to render 
the service your customer expects of 
you. 

Whatever interpretation you finally 
arrive at, your use of the scatter chart 
has helped you throw a spotlight on 
an essential phase of vour business. 

By plotting your position on the 
other om in the same way, you can 
obtain other measures of your pro- 
ductivity. In the case of Chart II, 
showing the ratio of invoices billed to 
sales you may find that your dot falls 
far above the straight line, or average. 
If, in fact, it does, then you're un- 
doubtedly in the throes of an expensive 
small-order problem. Again, you must 
interpret the result in light of your 
own circumstances, otherwise you may 
be steered toward the wrong conclu- 
sion. 

The charts should prove yaluable in 
gauging the productivity of your em 
ployees and salesmen (Charts III and 
IV). A distributor whose emplovee 
payroll, for instance, is high above the 
average in relation to his sales might 
look into his office organization and 
procedures. He might well find out 





why he’s plagued by slender profit 
margins 

On Chart IV, dots falling above the 
straight line indicate that salesmen for 
these distributors are producing less 
than those of distributors whose dots 
fall below the line. 

It should be pointed out that these 
charts can be worked in three direc 
tions, depending on what you want to 
find out. Above, you have been guided 
in using two sets of data to find out 
your position vis-a-vis the average. But 
by a simple switch you could well use 
iny one of the charts to set average 
sales quotas. Suppose, for example, you 
have 12 outside salesmen. By working 
from this point on the vertical scale of 
Chart III over to the straight line, you 
can see what your average annual sales 
should be for this number of salesmen. 
The third way vou can use the chart is 
to start with a knowledge of your 
annual sales and find out how many 
invoices you should be billing, how 
much inventory vou should have, or 
how many salesmen and employees 
should be on vour pavroll—on the 
average 


Remember, It’s an Average 


It must be stressed, however, that 
the straight line on all these charts still 
represents an average. It doesn’t define 
an objective. In one simple stroke of 
the pen it tells you how distributors 
the country over are doing. However, 
an average, like an angry woman, must 
be carefully handled. Just because an 
average says one thing doesn’t mean 
you should make haste to conform. As 
suggested above, vou mav have excel 
lent reasons for being above or below 
it on the chart 

An average can’t possibly anticipate 
everything that makes your business 
different from a typical industrial sup- 
ply business in the next county. But 
if you think your firm hues pretty close 
to the generally-accepted pattern, you’) 
find the scatter charts helpful. 

Like a road map, a scatter chart 
shows vou where you are in relation to 
your ultimate destination: lower costs 
and higher profits. Today, more than 
ever before in our economic history, a 
business prospers more through hold- 
ing a tight rein on its costs than 
through an increase in its volume of 
sales. This irony does not sit too well 
with too many businessmen, but, re- 
gardless, the scatter charts help you 
cope with it. 

They put the instruments on your 
productive motor, tell you where its 
efficiency is lagging, and whether or 
not you should be getting more mile- 
age out of inventories, invoices, em- 
ployees, and salesmen. 


NUMBER OF EMPLOYEES TO SALES 
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PRODUCTIVITY of employees can be graphically shown on a scatter chart. You 
can also use the chart to figure out how your sales per employee compare with the 
average. Just plot your performance as shown on previous charts. If you're high 
above the average, you likely have an organization or procedure problem. 





IV. NUMBER OF SALESMEN TO SALES 
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NUMBER of salesmen in relation to annual sales is another important indicator of 
a distributor's efficiency. Here again you can find out how productive your salesmen 
are. Results obtained from this and other charts should be carefully mterpreted in 
light of your own local conditions before you reach conclusions 
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Convention Plans Set 
For Atlantic City 





INDUSTRIAL DISTRIBUTION ¢ 


MAY, 1952 


Triple meeting gets under- 
way May 18; contact booths 
again will be feature; awards 
to be presented to manufac- 
turers for advertising pro- 


gram in 1951 


It’s convention time! 


Distributors and manufacturers in all 
sections of the country — north, south, 
east and west—are preparing for a 
trip to Atlantic City where they'll meet 
with other distributors and manufac- 
turers for the annual Triple Industry 
Supply Convention May 18 to 21. 

Committees and secretaries of the 
three associations — National Industrial 
Distributors’ Association, Southern In- 
dustrial Distributors’ Association, and 
American Supply & Machinery Manu- 
facturers’ Association —are busy mak- 
ing last minute arrangements for the 
iffair. 

As in recent former years, the con- 
tact booth program will be a major 
feature of the convention. Booths, 
manned by executives of manufactur- 
ing companies, will be open in the At- 
lantic City auditorium all day Tuesday, 
May 20. 

Although a majority of the conven- 
tioneers will arrive in Atlantic City 
Sunday, May 18, the only official ac- 
tivities on that day will be individual 
committee meetings of the three asso- 
clations 


Opening Day Activities 


Business activities will start with a 
joint meeting of the three associations 
in the civic auditorium Monday morn- 
ing, May 19. The principal speaker at 
this session will be Dr. Norman Vin- 
cent Teale, minister of the Marble Col- 
legiate Church in New York City. Dr. 
Teale is known nationally as a writer 
and lecturer. He has a regular radio 
program — “The Art of Living” — which 
is broadcast over the National Broad- 
casting System. His convention talk is 
entitled “Confident Living”. 

Another feature of the opening ses- 
sion will be the presentation of the 
idvertising awards by the two distrib- 
utor associations. The awards will be 
made by C. Mc D. England, Jr., of 
Logan Hardware & Supply Co., Logan, 





THREE JUDGES were to select the firms that will receive 
The judges, left to right, 
Industrial 


placques for their 195] advertising 


are J. F. Apsey, Jr., the National 


W. Va. Mr. England is chairman of 
the Joint Advertising Committee of the 
two distributor associations 

Ihe awards will be to manufacturers 
for six types of advertising done during 
1951. Specifically, the awards will be 
for excellency on the part of manufac 
turers in telling users about the qual 
ity distribution behind their products. 

Entries for awards were solicited by 
the committee in a letter accompany 
ing a 12-page booklet entitled “How 
to Increase the Effectiveness of Your 
Advertising and Sales Promotion.” The 
booklets were mailed to manufacturers 
who sell through industrial distribu 
tors and to advertising agencies that 
represent such manufacturers. The bro 
chure, in addition to urging manufac 
turers to submit entries, was designed 
to guide manufacturers in developing 
advertising that will capitalize more 
fully on their method of selling through 
industrial distributors. 

Entries were to be judged early this 
month by three advertising experts 
J. F. Apsey, Jr., president of the Na 
tional Industrial Advertisers’ Associa 
tion; Albert W. Frey, professor of mar 
keting, The Amos ‘Tuck School of Busi 
Administration, Dartmouth Col 
lege; and H. F. Jones, past president of 
the National Association of Purchasing 
Agents 

All entries will be displayed in the 
booth of the National and Southern 
Associations at the convention 


ness 


Afternoon Meeting 


On Monday afternoon members of 
the distributor associations will mect 
in a joint session to learn about the 
“Plus Selling Program” developed by 
the Joint Film Committee of which 
Eugene F. McCarthy, Beals, McCar 
thy & Rogers, Buffalo, is chairman. The 


Advertisers 


program is a planned series of seven 
sales training meetings, each meeting 
consisting of one general sales training 
sound slidefilm, one accompanying 
specialty sound slidefilm, and a meet 
ing guide containing suggested remarks 
for the meeting leader and an outline 
for open discussions. It is designed to 
be presented to all distrigutor person- 
nel and particularly to distributor sales 
men 


The “Plus Selling Program” origi 
nally was begun in the summer of 1950 
but was shelved temporarily in Octo 
ber, 1950, because of the Korean inde 
cision. In the latter part of last year 


work was begun again, association 
members feeling that the need to im 
prove service with a stronger sales force 
was once more evident 

In each of the seven meetings, one 
sales fundamental is presented, first as 


Association; Albert W. Frey, Amos Tuck School of Business 
Administration, Dartmouth, and H. | 
ciation of Purchasing Agents 


Jones, National Asso 


a general sales principle expenenced by 
all salesmen, second, as the sales prin 
ciple is encountered specifically in the 
industrial supply field, and third, as 
the principle applies to the individual 
group at the local level. 


Final Day Plans 


On the final day of the convention, 
Wednesday, May 21, separate meet 
ings will be held by the three associa 
tions; the Southern and National will 
meet in the Claridge Hotel while the 
American, it is expected, will meet in 
the Traymore Hotel. 

After an hour of mecting separately, 
the two distributor associations will 
join forces to hear reports from joint 
committees. 

All three associations will announce 
the results of their election of officers 
for 1952-53 


FILM COMMITTEEMEN go over last minute details in preparation for showing 
the distributors’ film at the Atlantic City Convention. They are Lloyd Mize, Industrial 


Supply Corp., Richmond 
John Failing, Chas. A. Strelinger Co., 


Gordon Vaughan, W. M 


Pattison Supply, Cleveland 


Detroit; Eugene McCarthy, Beals, McCarthy 
& Rogers, Buffalo, and George R. Cheadle, of Henning and Cheadle, Inc., the 


firm 


that handled the production of the program 
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“Whirlo” 


now has a new and more efficient drive 


When It Pays 
To Go In Circles 


With the help of a distributor’s sales- 


man, a carnival ride manufacturer 


evolved a new transmission that’s a 


minor revolution 


\BOUT THIS TIME OF THE YEAR all over the country, in 
thousands of amusement parks and sand lots, the carnival 
rides begin a-turning, sending their freight of yelling 
kids and breathless adults into giddy ecstasy.. 
Like the circus, the carnival business has 
to it than shows out front. Behind the bright paint 
ind calliopes and sawdust, there’s an industry hard at 
rk designing and manufacturing carnival ndes. And in 
this imdustry what counts most is senous engineering, 
rxecause each ride must conform to a host of local safety 
laws and must be casy to assemble and take down. Above 
a ride must stand up to gruelling, continuous service 
in their short season, operators can’t afford down-time 
Wr re pals 
And a manufacturer of carnival rides depends—like any 
other—on the industrial distributor for equipment, sup 
plies, and advice 
Recently, illiam F. Cassidy, part-owner of the 
Pretzel Amusement Ride Co., Ridgeton, N. J., took a 
transmission problem to a distributor, Maddock & Co., 


a lot more 


1952 





Manufacturer William F. Cassidy (left) shows John Graham old shaft-snapping center drive 


Philadelphia. Maddock put young salesman John Graham 
on the job, and he helped Mr. Cassidy engineer what is 
considered to be one of the biggest advances in carnival 
ride design. 

For years, along with other manufacturers, Mr. Cassidy 
had been installing powerful center drives in his rides 
They were husky and did the job, but nomadic carnival 
men swore at them—they were so heavy and clumsy to 
move on and off trucks. Besides, the 5-h.p. motor drank 
juice like an elephant drinks water, and then there was 
always the replacement problem—the center drive had 
a habit of snapping drive shafts 

Mr. Cassidy knew there must be a better transmission 
system. With the help of Mr. Graham, he got the idea 
off blueprints and into production 

His idea was simply this: Why not drive the ride from 
the circumference of the circle by means of small motors 
placed under two cars on opposite sides? By the laws of 
mechanics, such an idea was feasible since it reduces the 
twist required to start the ride 

Mr. Graham, a Boston Gear alumnus, worked closely 
with Mr. Cassidy. Together they evolved a satisfactory 
new drive for two rides—“Whirlo” (which spins pairs of 
riders in a madcap ride) and “Circus Ride” (where kids 
ride a simple merry-go-round in seats resembling circus 
wagons). 

First of all, they tried a spur-gear drive powered by 
two 4 h.p. motors, but on test runs this was too noisy and 
needed too many repairs. Finally they settled on using 
two 4-h.p. motors with a sprocket drive, the “Deluxe 
Boston Ratiomotor.” This proved to be the solution to 
their problem. 

When the newly-engineered rides were exhibited in 
Chicago last fall at the annual convention of the amus« 
ment ride manufacturers’ trade association, Mr. Cassid\ 
received the top award for his contribution to the 
industry. 

Easily assembled and taken apart by two men, both 
Whirlo and Circus Ride are practically free of mainte 
nance problems. So carnival men have what they've 
always wanted, Mr. Cassidy has a best-seller, and Mr 
Graham has a new customer, simply because like any 
good distributor salesman he came to the rescue with 
service 


SKELETON 


place. 
form 
ride, 


of “Circus Ride,” showing new motor in 


Rubber-tired wheels run on smooth wooden plat- 
Formerly, shafts radiating from central motor drove 


SEAT, resembling fancy circus animal cart, is put in place 
over assembly 


apart 


boon to 


Ride is now easy to put together and take 
carnival men short on time and labor 
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WASHINGTON BULLETIN 


APRIL: Renegotiation Board gives some views on 


defense-supporting service by sellers . . . No discrim- 


ination against direct shipments held likely... i. 


products makers get preference rating for components 


.. Rail systems MRO order is liberalized . . . Howe 


replaces Bergstrom as Metalworking Division head... 


Board Clarifies 
Distributor’s Direct 
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Renegotiation Board 
Recognizes Services 


Some indication of the considera 
tions which the Renegotiation Board 
will weigh in determining whether o1 
not your profits are excessive was con 
tained in a proposed regulation (Part 
1940, Brokers, Manufacturers’ Agents 
published in the Federal 
Register on April 5. You can obtain a 
copy from The Renegotiation Board, 
Washington 25, D. C. Although the 
proposed regulation (April 25 was the 
revisions by 
industry is directly applicable to 
brokers, manufacturers’ agents and 
dealers, expectations are that the state 
ment of considerations will be the 
ime for distributors. If vou're 
with the pos ibilities 
of the 
prove helpful 

In the first place, the 


suggested 


faced 
1 resum¢ onsiderations should 
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Board attorney 
direct shipment” 
ire different than 
regulation, and 
50,000 
renegotiable business 
In “direct shipment” sales, the attorney 
commented, there is a transitory o1 
implied’ “change of title” from the 
manufacturer to the distributor to 
the customer. In most cases, the dis 
tributor “makes” the 
responsibility and 


sale on his own 
certain 
collection. Therefore, 
regarded the same as 
tock sales” for renegotiation pur 


issumes 
such as 


1 poses 
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of renegotiation, | 





ognizes, as a general consideration, 
that a manufacturers’ representative 
or salesman “‘can render a useful serv- 
ice in the defense effort” by: 

1. Making sources of materials 
available to defense contractors; 

2. Coordinating procurement needs 
with the productive capacities of his 
principal; 

3. Expediting shipments; 

+. Rendering expert technical as- 
sistance to the buyer, the seller and 
the Government. 

However, the Board feels that the 
demand for matenals during emer 
gency conditions is so enhanced that 
a normal return to a “person compen 
sated on a commission basis or per- 
centage may become excessive 
when considered in relation to the 
character and amount of work per 
formed.” 

Consequently, while the Board 
feels there is a definite value in the 
services of sales representatives, it is 
still necessary to maintain compensa- 
tion for such services at a “reasonable 
level” 

The Board doesn’t intend to apply 
1 fixed formula for what it will con- 
sider a fair profit. It will determine 
that by an overall evaluation of the 
particular factors present in each case. 
There will be no profit based on the 
principle of a percentage of cost. 

Brokers, agents and dealers who 
render valuable service to defense cus- 
tomers through bringing production 
facilities into defense work; furnishing 
technical assistance in the use and 
maintenance of products or otherwise 


basis 








facilitating Or improving execution of 
the defense program “will receive a 
more favorable determination than 
those who do not’’. Since distributors 
perform these services also, the same 
considerations may be allowed when 
renegotiation is undertaken’ with 
them 

Regarding favorable recognition for 
“efficiency”, here are some of the fac 
tors you can check on: 

1. Have you been able to service 

and expedite an expanded volume of 
renegotiable business without a corre- 
spondingly expanded organization? 
2. Have you been able to maintain 
high standards of service, advice and 
technical assistance to defense cus 
tomers in spite of increased volume of 
work? 

3. Have you been able to maintain 
deliverv schedules? 

4. Have you been able to reduce 
costs? Example: decrease in promo 
tional expense as compared to previ- 
ous years and with other distributors 
5. Have you economized in use of 
materials, facilities and manpower? 
Example: Using less skilled help in 
jobs normally requiring high skills 
when high skilled help wasn’t avail- 
able 


On Costs And Profits 


The Board will consider compari 
sons of your costs and profits with 
those of previous years and with cur 
rent costs and profits of the industry 
In making comparisons for fiscal peri 
ods ending before Jan. 1, 1951, profits 
during World War IT will not be con 
sidered determinative. 

The Board doesn’t intend to freeze 
your profits at the peacetime level. It 
hopes to allow you a reasonable reward 
for your “effort, skill and success” in 
helping the defense effort. The rea- 
sonableness of profits will be deter 
mined on a dollar basis rather than on 
a percentage of sales 

You also gain consideration for 
undertaking financial risks in connec 
tion with renegotiable business. It has 
to be unusual, though, not merely 
expending the efforts and capacities of 
vour sales force 


New Allotments Due 
For Gas, Oil Men 


Small oil and gas operators who got 
priorities assistance to purchase oil 
country tubular goods in the first quar 
ter but couldn’t place their orders, can 
file for new allotments under Direc- 





Rail Systems’ MRO 
(Order Is Liberalized 


Your rail transportation customers 
street railways 


railroads, subways, elevated lines and 


can do more with their maintenance, repair and operating order 


rating, the U-3, as a result of the liberalization of NPA Order M-73. 
lhe most important change is the raising of the dollar limitation on minor 





FRANCIS A. KELLY of the Cutting 
lool Section, Metalworking Div., NPA 
will leave the post to return to Cleve 
land Twist Dnill job. Mr. Kelly served 
NPA for a year 


tion 2, M-46, with PAD 

Delays at mills reduced deliveries of 
pipe to M-6A_ stocks (field stocks 
reserved for operators who normally 
drill eight or less wells a year). As a 
result, some supply houses were unable 
to accept the authorized orders of 
some small operators 


Howe Takes Over 
Metalworking Unit 
As New Director 


Ralph S. Howe, executive vice presi 
dent and director, New Britain Ma- 
chine Co., succeeded Swan Bergstrom 
of Cincinnati, as director of the Metal 
working Equipment Division, NPA. 
Mr. Bergstrom has returned to the 
Cincinnati Milling Machine Co., of 
which he is vice president and director. 

Mr. Howe has been with the New 
Britain company for 31 years. He was 
graduated from Cornell University as 
a mechanical engineer 
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capital additions from $750 to $2,500. 
According to R. W. Rogers, director 
of the Railroad Equipment Division, 
NPA, this was done to enable oper 
ators to get up to $2,500 in minor 
capital additions without — being 
required to file a CMP-4C application. 
This procedure was required in the 
past if the cost exceeded the $750 
limitation. 

Thus, the operators can now buy 
new tools, equipment or proc eed with 
the construction of a project without 
authority from the Defense Transpor 
tation Administration and NPA, 
providing the cost isn’t over $2,500. 

Included in the order for the first 
time are “installations”. This is de 
fined as the setting up or relocation 
of machinery, fixtures ot equipment 
where the total cost of all materials 
involved isn't greater than $1,000. 
However, the controlled materials 
required for the installation must not 
exceed two tons of allov steel and 
200 Ibs. of copper. Use of aluminum, 
stainless steel or carbon steel is pro 
hibited. Such an installation isn’t con- 
sidered as construction according to 
revised CMP Reg. 6 

The amended order also clarifies the 
position of your rail customers whose 
quarterly maintenance, repair and 
operating supplies and minor capital 
additions quotas are less than $25,000. 
Previously the order provided that such 
companies would be governed by CMP 
Regulation 5 (MRO) unless they 
elected before last July 28 to operate 
under NPA Order M-73 

The amended order now stipulates 
that if such a customer’s MRO needs 
and minor capital additions in any 
one quarter run over $25,000, the 
company can for that particular quar- 
ter operate under M-73. But, in no 
such case will an advance allotment 
or quota be given 

The DO-U-3 rating cannot be used 
to obtain any item of construction 
machinery as defined in NPA Order 
M-43 if the cost of the item is in 
excess of $1,000. It can be used to 
obtain repair or replacement parts 
for anv of the construction machinery 
order items. 


Ae: 


J RSA aE 








B-5 Added To Rating 
Gives It Preference 


gyctting ome 

B-5 idded to the 
that vou have 
first if you can 
D©Q-rated orders on 


ratings 
regular 
) ind it mean 
fill such an order 
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Atomic Energy Commission 
hine tool 


Coming 


you! 
as you do to any 
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military, 
ind ma 
programs 
from a Cla B product 
manufacturer (industrial upplies are 
Class B products) the rating may look 
lik DO)-P-2-B-5 
call for production materials 

NPA 


mayor 


Such orders will 


made this possible by two 
ictions recently to speed the 
flow of materials and component parts 

AEC and machine tool 
Parts and materials needed 
in such production are now accorded 
the same preference as the aircraft, 
tanks, guns and other end-products in 
vhich they are used 

These actions (Amend. CMP Regs 
1 and 3) are part of a series which 
have built within the framework of 
CMP a system which is 
the basic system 
ind which 
the necessary 


for military 
programs 


wiiliary to 
of materials distribu 
iutomatically 
priority. to 


tron assures 
military 
production 

They pros de that defense 
priority rating identified by the CMP 
symbols A, B. C, F and Z2 mav be 
passed down through the entire chain 
of procurement and thereby place the 
needed materials and parts on the 
level of preference as the 
product 

Henry Hl. 1 
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order 


samme end 
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pointed out that the 
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crue 
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in the military 


industry 
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participation 
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| third 
Bowe 


i with ¢ 


| by the end 


of applicants for controlled material 
ind thus assure with greater certainty 
in adequate allotment of materials. In 
this way, the B-5 priority rating sym 
bol wall larger allotments to 
companies supplying “B’’ components 
lot of industrial supplies among 
them) to makers of “B” products for 
military programs 

2. Deliveries against ACM _ orders 
bearing the B-5 suffix are given the 
samc preferential acceptance status at 
the mill level as is now accorded to 
orders bearing A, B, C, E or Z-2 sym 
bols. ‘This assures producers of “B” 
products and components for military 
programs, acceptance of their orders 
for controlled materials. 

3. Deliveries against rated orders 
for production materials and compo 
nents identified by the B-5 suffix will 
be protected against schedule slippage 
as provided by NPA Reg. 2 which 
states that if a company cannot fill 
all DO rated orders on schedule, it 
must give preference to any DO rated 
order bearing a military, AEC or 7-2 
symbol 


assur4©e¢ 


Lamp Makers Seek 
End of Schedules 


Discontinuance of the dollar author 
ized production schedules set by NPA 
was recommended by lamp bulb manu 
facturers as of the third quarter. The 
schedules which have been used since 
the fourth quarter of 1951 have been 
used by NPA as a_ supplementary 
issuring manufacturers an 
distribution of controlled 


means of 
equitabk 
materials 

Actual 


reached 


shipments durnng 1951 
i net value of $264,135,000, 
iccording to the Bureau of Census 
The figure included exports, but not 
cost of freight shipments 

NPA officials told the industry that 
the metals supplv situation in_ the 
fourth quarters would be 
improved Tungsten and 
olvbdenum is eased in comparison 
ynditions a vear ago 


ind 
somewhat 


Increased 
in increase 
aluminum and a 
copper production 
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Scott Succeeds 
Peritz In NPA Post 


Robert W. Scott of Portland, Ore.. 
succeeded Joe H. Peritz of Syracuse, 
N. Y., as chief of the materials han 
dling equipment branch in the General 
Industrial Equipment Division, NPA 
Mr. Scott was formerly parts and 
service manager of Hyster Co. At 
NPA he was chief of the industrial 
truck section 

Mr. Peritz, who was with NPA 
since Nov. 1950, will join the sales 
department of Clark Equipment Co. 
Succeeding Mr. Scott as chief of the 
industrial truck section is Carl Duck 
witz of Philadelphia, former sales 
manager for a jobber of Clark Equip 
ment Co 


Finishes Limited 
(in Machine Tools 


Hopes for speeding up production 
and delivery of new metalworking ma 
chines were implied a new order 
(M-104) which minimizes require- 
ments for protective coatings. Effec- 
tive April 9, no producer can apply 
a primer, sealer, filler, paint, lacquer 
or enamel in excess of the following 
limitations 

1. Not more than one coat of primer 
or sealer. 

2. No filler except for the 
filling of bad cavities or fissures 

3. Not more than two coats of 
paint, lacquer or enamel Tools 
affected by the order are those in 
Exhibit A, Order M-41 


spot 


Warehouse Steel 
Embargo Revoked 


Directions 10 and 10A of CMP 
Reg. 1 which set up an embargo on 
warehouse steel have been revoked 
Ihe directions were issued April 
ind § in expectation of a work stop 
page in the steel mills. With normal 
steel supplies issured under 
Government operation, the temporary 
restrictions are ended 

The purpose of the embargo was to 
1 part of the existing stocks of 
steel held by ind jobbers 
for emergency defense needs. It pro 
hibited deliveries for export or on 
orders carrving a “V” allotment svm- 
bol less essential civilian tvpe 
products 


now 


Save 


warehouses 











The Industrial Buyer Tells You 


e Why he buys from you 

© What share of his business you get 
© How supply salesmen impress him 
© What he thinks of your services 

e How he uses your catalog 
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The Results 
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or even percentage 
friends 
imswer, therefore, lies 
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following page 
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results 
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Krom 36 
products. 
From 2] 
products 
+. Less than 2 


ucts. 


50 percent of buyers’ dollars on 6 


35 percent of buyers’ dollars on 3 


percent of buyers’ dollars on 2 prod 


Other Answers 


Answers to other questions in the surve vealed 
1. A vast majority of buvers consider distributors are 
doing a good job. 
More than 50 percent of the buyers consider some 
one distributor as a chief supplier 
Most complete stocks” was mentioned most 
frequently as reason for buyers giving a single dis 
tributor a majority of their business. 
Catalogs are valued by buyers and used primarily 
for checking specifications 
\ majority of buyers want prices included in cata 
logs even though they recognize that the prices 
not firm 
Most buvers want catalogs to include both stock 
items and items the distributor can obtain. 
conduct the INDUSTRIAL DstRIBUTION 


iT 


lo 


survey, 
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How The Distributor Fares in Selling 51 Products 


This Share of the Buyers’ Dollars Goes to Distributors on This Number of Products 


215 to 500 
Employees 


Less than 250 More than 500 


Employees Employees 





Less than one-fourth 
One-fourth to one-half 
One-half to three-fourths . 


More than three-fourths 





utilized the services of the McGraw-Hill Research De 
partment. Interviewers in eight key cities (see map 
on Opposite page) were supported with a detailed seven 
page questionnaire 

Number of employees was the yardstick used to de 
termine size of plant. A breakdown of the return shows 
that 

44.2 percent of the interviews were in plants with 
250 or less employees 

28.7 percent of the interviews were in plants with 251 
to 500 employees 
27.1 percent of the interviews were in plants with 
more than 501 employees. 


Who Answered Questions 


In most cases the men interviewed carry the title of 
purchasing agent or director but the survey did include 
others. A breakdown by titles showed 

Title % of Interviews 
Purchasing agent or director pee eee 
\ssistant purchasing agent 7 
President and assistant to president 

Vice president 

ysecretary-treasurer , 

Production and plant manager 

Others 


IK—nnwys 


Types of Plants In Survey 


Industry Percent of Plants 
Represented in Survey 
Metal Working 50.7 
Fabricated Metal Products 9 
Machinery (except electrical + 
Electrical machinery, equipment 
ind supplies 
Transportation equipment 
Other metal working 
Metal Preducing 
Chemical 


Paper 


10.7 
18.1 


Processing 


ind allied products 


Chemicals and allied products 
Products of petroleum and coal 
Rubber ins rg 
Stone, clay and glass products 
Food and kindred products 
Textile mill products ... 
Other manufacturing 
printing, etc.) 


8.2 
ae 
aon 
0.8 
he 
L9 
. 3 
>, 
mabe 
2.5 


(furniture ‘ 
14. 


l'o make certain the buyers being interviewed would 
discuss only industrial distributors, the questionnaire 
included a listing of distributors in each area. Addi- 
tional space was left open for buyers to indicate the 
names of any other distributors. A check of the com 
pleted questionnaires showed that the services of 279 
distributors were held under constructive discussion by 
the buyers. 

The facts developed were obtained through so called 
“depth interviews”. To obtain the answers the interview 
ers spent an average of one hour and a half with each 
buyer. This, of course, does not include the time inter 
viewers spent waiting to see respondents. 

Dollar figures were not obtainable in all cases, because 
of individual company policy. They were obtained, 
however, in the majority of cases. The interviewing, of 
course, had to be on a sample basis but the substantial 
number of buyers questioned in the eight cities affords a 
reliable measure of trends. Nevertheless, in a sampling 
of this size, it is not unusual to encounter some distor 
tions. An unusually large buyer of a particular product 
tends to throw percentage figures out of line, especially 
in the results tabulated by plant size. Such distortions 
ire balanced out when total figures are computed as they 
ire on pages 116, 118 and 120. 

It is interesting to note that the dollar figures given 
on the 51 products totalled $22,901,849. ‘The dollar 
figures were the buyers’ estimates of the amounts they 
spent during 1951 on the particular products. Each 
buyer also indicated the way in which he divided his 
dollar—through distributors or direct from manu- 
facturers. 
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Pattern of Industrial Purchases 


All Plants 


% of plants that buy from... 








Distributors 
PRODUCT | DISTRIBUTORS ONLY Get This °, of 


MANUFACTURERS ONLY * Total Dollar 
ij som Purchases 











Abrasives — Coated . ti 75.4 





Bars, Sheets, Shapes 





Bearings — Anti-Friction 


EE 





Bearings — Plain 








Belts — Conveyor 


22 Ss 
editeeuinain Sn eR ey 


19 











Belts — V 


w 
om 
™ 





Bolts & Nuts 


°o 





Brushes & Brooms 


Casters 





Chain 








Compressors 





Cordage 


wn 
os 





Drills — Twist 


| 
co 
> Ned 
oa ~ 





Fans, Blowers, Heaters 





Files 





Hand Tools — 
Mechanics — Machinists 





The chart above should be read across. It shows, for ex- manufacturers, and 12 percent buy from both distributors 
ample, that 83 percent of the buyers purchase abrasives and manufacturers. The last column shows distributors get 
from distributors only, 5 percent purchase abrasives from 75.4 percent of all dollars spent on abrasives. 
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Purchases 


THE INDUSTRIAL BUYER TELLS YOU 
of Industrial Products 


by Plant Size 





PRODUCT 


Im PLANTS 
EMPLOYING 


16 PLANTS 
EMPLOYING 
251 TO 500 


IN PLANTS 
EMPLOYING 


from 


Abrasives — Coated... . 82 
Bars — Sheets & Shapes. . 58 
Bearings — Anti-Friction. . . . 80 
Bearings — Plain 85 
Belts — Conveyor 8] 
Belts — Transmission (except V) 87 
Belts — V 79 
Bolts & Nuts 80 
Brushes & Brooms... . 89 
Casters 
Chains ..... 92 
Compressors .. . 63 
Cordage 91 
Drills — Twist : 93 


Fans, Blowers, Heaters. . . =: 75 


Hand Tools — Mechanics & Machinists 98 








250 AND UNDER 


This % of 
Plants Buy 


Distributors 


500 AND OVER 


Distributors This % of Distributors This % of Distributors 
Get This % Plants Buy Get This % Pients Buy Get This % 
ofS from of $ from ef $ 
P Purchases Purchases Distributors =P Purchases 


99.2 95.9 75 56.5 
26.4 31.3 62 14.8 


Distributors 





81.2 15.1 70 53.3 
58.8 43.8 67 27.1 
68.5 39.6 55 88.7 
67.7 76.9 65 61.0 
49.5 ‘on 66 45.6 
82.9 77.4 70 16.3 
99.4 80.8 19 85.2 
, 100 | 63.1 93 96.5 
65.0 85.3 80 31.6 
50.9 46.9 46 73.8 
69.4 63.7 83 42.3 
90.2 100 %6 94.1 
84.9 31.6 44 25.1 
| 100 100 97 95.3 
99.9 96.8 97 99.8 




















Iwo percentage figures are listed in the above chart for 
each product in three different sizes of plants. In abrasives, 
for example, the chart shows that 82 percent of plants with 


In the ever present selling battle — distributor vs. direct - 
the industrial distributor is holding his first place position 
by a wide margin 

Ihe table on the opposite page shows that on only four 
of the seventeen listed products does the distributor sell 
less than 75 percent of all surveyed plants on an exclu- 
sive basis. To put it another way: direct selling manufac- 
turers of thirteen products get no business whatever from 
75 percent of the plants. 

I'he four exceptions, as shown in the table opposite, are 
bars, sheets and shapes; conveyor belts; compressors, and 
fans, blowers and heaters. In all four cases, however, the 
distributor has no reason to take a back seat; he can count 
on more than 50 percent of all plants as being purchasers 
who deal exclusively with distributors 

On the other hand, the direct selling manufacturers of 
the listed products chalked up only one case of getting 
one-third or more of the plants as exclusive purchasers. 
Chat one case is compressors. 

\s was to be expected in the case of dealing with dollars, 


less than 250 employees buy abrasives from distributors and 
that the distributors get 99.2 percent of all dollars spent 
on abrasives. 


the distributor's percentage position (see last column of 
table on opposite page) is under the plant percentage 
figure in most cases. This is onbietiendiis in that those 
who do buy direct are, in most cases, extremely large 
buyers — large buyers who are under the mistaken impres 
sion that they are saving money. 

Just how such large buyers influence the total dollar 
percentage figures can be seen from the breakdown of 
sales of one product in the table above. Take bars, sheet 
and shapes, for example. The figures show that although 
the distributor sells 62 percent of the large plants on an 
exclusive basis, he gets only 14.8 percent of the total dol 
lars spent. 

A similar situation exists in the case of anti-friction 
bearings. The distributor fares well in the overall figures 
on selling plants exclusively; 79 percent of the plants buy 
only from the distributor. But the distributors get only 
24.4 percent of all dollars. The cause for this low per 
centage can be traced directly to a few extremely large 
buyers in the 251-500 employee class (see table above ) 
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THE INDUSTRIAL BUYER TELLS YOU 
Pattern of Industrial Purehases 


Aull Plants 


% of plants that buy from... 


Distributors 
DISTRIBUTORS ONLY 


Get This % of 
PESeus: deface MAnuractureRs ONLY caaek Gite 


Purchases 











BOTH 











Hangers 86.9 





Hoists — Chain 


SS 





Hoists — Electric 











Lamps — Incan. & Fluor 





Light Machine Tools 





Machine Tool Access 








Oils & Greases 








Packing 





| 
| 
| 


10 
7 


Paint 





os eS; 
Pipe 
: a 13 


Pulleys 











S 
| 
= 











Pumps 


i Safety Equip 83.5 
Ee 6 


The chart above should be read across. It shows, for manufacturers exclusively and that 1 percent buy from 
example, that 94 percent of the buvers purchase hangers both distributors and manufacturers. ‘The last column shows 
from distributors only, 5 percent purchase hangers from distributors get 86.0 percent of all dollars spent on hangers 
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Purehases of Industrial Products 


by Plant Size 








PRODUCT 


im PLANTS 
EMPLOYING 


im PLANTS 
EMPLOYING 


This % of 
Plonts Buy 
from 
Distributors 


750 AND UNDER 


Distributors 
Get This % 
ofS 
Purchases 


251 

This % of 

Pients Buy 
from 

Distributors 


TO $00 


Distributors 
Get This % 
of $ 
Purchases 


This % of 
Plants Buy 
from 


Distributors 


Hangers | 95 
Hoists — Chain 87 
82 
90 


97 
Lamps — Incandescent & Fluorescent | 77 





Light Machine Tools | 95 
Machine Tool Accessories 91 
Motors | 54 
Oils & Greases | 53 
Packing 76 
44 
70 
89 
89 
82 
87 








Distributors 


97.1 %6 
86.9 84 
73.3 78 
88.9 88 
96.6 92 
50.0 79 
77.3 94 
71.3 88 
48.5 58 
54.1 50 
31.6 70 
8.2 48 
35.3 76 
28.7 8] 
33.5 93 
16.8 62 
97.6 85 


97.8 90 
86.9 81 
84.5 69 
80.0 79 
98.1 83 
70.8 80 
96.5 85 
96.4 65 
61.3 4] 
38.7 23 
82.7 82 
18.1 37 
72.9 52 
48.9 79 
33.3 8] 
37.9 46 
90.0 78 




















I'wo percentage figures are listed in the above chart for 
each product in three different sizes of plants. In hangers, 
for example, the chart shows that 95 percent of plants with 


Dollars are of prime importance in any sales organization 
ind the distributor's is no exception. Therefore, a distrib 
utor handling any of the seventeen products listed on 
these two pages will find the figures of unusual interest 
Actually, from the percentage of dollars standpoint, 
the distributor showed up very well in the survey. Of the 
cventeen products listed on the opposite page, there are 
mly four on which the distributor does not receive a 
healthy majority of dollars spent by plants of all sizes 
Ihe poorest showing of all for distributors was on 
paint’, On this product, the distributor gets business 
exclusively from only 44 percent of the plants, while 
direct-selling manufacturer rolled up a 46 percent tall 
he receives only 11.8 percent of the dollar purchases 
To most distributors, the paint sales figures will not 
be alarming; direct-selling manufacturers in this line far 
sitnumber those selling through distributors and thus, 
»y sheer weight of numbers, the direct sellers were bound 
to influence the survey results. 
It is interesting to note, though, that the distributor's 


less than 250 employees buy hangers from distributors and 
that the distributors get 97.1 percent of all dollars spent 
on hangers. 


greatest strength on paint was in plants with 251 to 500 
employees. The distributor showed up poorest in the 
smallest plants, those with 250 employees or under 

Chain hoists present an interesting picture: 84 percent 
of all plants buy only from distributors and the percentage 
of dollars the distributor gets on this product is even 
greater, 88.0 percent. Size of plant (see chart above) 
seems to make little difference; in the largest plants, the 
distributor gets 90.6 percent of the dollars while in each 
of the other two groups he gets 86.9 percent 

Motors and oils and greases, however, show a wide area 
for improvement by the distributor. In each of these two 
lines, the distributor gets only about one-third of the 
dollars spent by the plants in the survey. Here, again, it 
is the plants with over 500 employees that give the great 
est portion of their dollars to manufacturers 

Pulleys present just the opposite picture: the distribu- 
tor’s share of dollars spent is low in the first two brackets 

33 percent), but very high in the 500 and over bracket, 
88.3 percent). 
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Pattern of Industrial Purchases 


All Plants 





PRODUCT 


% of plants that buy from... 
DISTRIBUTORS ONLY 
MANUFACTURERS ONLY 
BOTH 


Distributors 
Get This % of 
Total Doilar 
Purchases 





Saws — Circ. & Band 





Saws — Hack 


Screws — Machine 


Screws — Socket 


Sheaves 








Tools — Port. Pneu 


Valves & Fittings 


Vises 


Welding Equip. Sup 


r Welding Rods 


EEE 


Wheelbarrows 


——EEEE 


Wheels — Grinding 


Wheels — Wire Brush 


= 


Wire Rope — Odd Lengths 





Ihe chart above should be read across. It shows, for ex- 
unple, that 89 percent of the buyers purchase circular and 
band saws—from distributors onl, seven percent purchase 
circular and band saws—from manufacturers exclusively, and 





92.9 
































that four percent buy from both distributors and manufac- 
turers. The last column shows that distributors get 92.9 
percent of all the dollars that are spent on purckmses ot 
circular and band saws. 
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Purchases of Industrial Products 


by Plant Size 





PRODUCT 


Nw PLANTS 
EMPLOYING 
250 AND UNDER 


This % of Distributors 


1m PLANTS 
EMPLOYING 
251 TO $00 


This % of Distributors 


Plants Buy 
from 


Get This % Plants Buy 
of $ from 


Get This % 
ofS 


IN PLANTS 
EMPLOYING 
$00 AND OVER 


This % of 
Plents Buy 


Distributors 


85 
100 
87 
91 
88 
Steam Specialties 84 
Taps, Dies, Reamers 91 
Tools — Portable Electric 98 
Tools — Portable Pneumatic 88 
Valves & Fittings 96 
95 
Welding Equipment Supplies 82 
Welding Rods 89 
Wheelbarrows 88 
Wheels — Grinding Ree 82 
Wheels — Wire Brush ; 
Wire Rope, Odd Lengths... . 94 








Distributors 


Purchases Distributors Purchases Distributors 


78.7 100 100 8] 
100 100 100 97 
92.2 79 80.4 76 
93.0 81 91.2 79 
34.7 89 22.5 79 
94.5 %6 87.1 86 
81.1 94 96.8 90 
96.7 91 98.5 64 
78.6 88 99.6 7\ 
95.3 94 99.8 86 
92.5 100 92 
90.0 97 97.3 92 
98.1 78 75.6 76 
64.4 100 92 
76.0 76 76.1 76 
100 96 96.9 85 
43.9 90 89.2 76 


Purchoses 


92.1 
96.9 
25.2 
33.9 
96.7 
90.2 
84.0 
58.2 
92.8 
95.4 
95.6 
98.6 
56.6 
94.4 
83.3 
43.4 
21.1 























I'wo percentage figures are listed in the above chart for 
cach product in three different sizes of plants. In circular 
& band saws, for example, the chart shows that 85 percent 
Phat the 


indust 


listributor is the leader in selling to American 
is obvious from the figures shown on these two 
pages and on the four preceding pages. That fact, however, 
does not mean that the distributor has reached his peak 
[here is still room for improvement; in every product 
classification where the distributor's dollar percentage 
figure is under 100 there is a selling job to be done. 

Just why do customers buy direct? Buyers supplied 
i variety of answers but the most recurring comment 
was that they preferred to buy direct when large quantities 
were involved. As was to be expected this comment was 
more prevalent among buyers in plants having more than 
500 employees. However, even in the smallest group, there 
were buyers who voiced the same preference. 

[here, of course, is no overall answer to switching buyers 
from direct to distributor buying. It is an individual job 
for each distributor and each salesman. 

Price is, and probably always will be, the major factor 
in the buyer’s thinking that he fares better by going direct. 
Ihe distributor has a potent answer for this: if all factors 


of plants with less than 250 employees buy circular & band 
saws from distributors and that the distributors get 78.7 
percent of all dollars spent on circular & band saws. 


connected with buying direct — buyer's time, warehousing, 
insurance, paper work, etc. — are weighed, the distributor 
is the most economical source. Topping such factual infor 
mation, is the distributor's all important asset: delivery 
from local stocks. 

Product knowledge was cited by buyers as being the 
econd most important reason for buying direct. Buyer: 
listing this reason believe that manufacturer’s men havc 
uperior knowledge of products and applications. It is 
understandable that a manufacturer's man devoting him 
elf to a single product or a single line could be more expert 
in that line than the distributor's representative who 
handles a multitude of lines. Fortunately for the distribu 
tor, though, this is not always the case; there are numerou 
instances where the distributor salesman is superior. 

And, this is the important thing, in cases where he is 
not, there is no reason for the situation to continse. Prod 
uct information is available from a multitude of sources; 
the reward is great for the salesman who accepts the chal 
lenge. What are you going to do about it? 
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HOW BUYERS DISTRIBUTE 
LARGEST SHARE OF BUSINESS 


(IN PLANTS OF ALL SIZES) 








THIS PERCENT OF 
BUYERS SAY... 


ONE DISTRIBUTOR GETS 
THIS SHARE OF BUSINESS 





24.4 
23.4 
12.7 
8.7 
16.4 
4.8 
6.7 
2.9 








From 1 to 19% 
From 20 to 29% 
30 to 39% 
40 to 49% 
50 to 59% 
60 to 69% 
70 to 79% 
80-up % 
(*) Median 


From 
From 
From 
From 
From 
From 








luk MOST OBVIOUS ANSWER to the 
juestion “What is a chicf supplier?” 
the distributor who gets the largest 
hare of a customer's distributor busi 
mM Industrial buyers, however, do 
ot regard that as the sole qualifica 
m on the basis of the results shown 
this survey 
According to the 
viewed than half (55.7. per 
cnt) regarded one of the distributors 
they dealt with as a chief supplier 
The remainder (44.3 percent) would 
not designate spite of the 
tact they awarded a substantial por 
their business to one dis 
tributor as compared to the business 
they gave the others 


\ “chief supplier 


buyers inter 
more 


OTM in 


tion of 


according to 
ndustnal buyers, receives between 40 
to 50 percent of the average 
ind the 
ustomer deals with 13 
Compare this to the 
warded to a singk 
who 


cus 
tomer’s business werage 
distributors 
largest share 
distributor by 
would not 
chief supplier This share 
mounts between 20 and 30 percent 
on the average Vhes deal 
with an average of 16 distributors 


those buyers 


desig 
nate a 


buvers 


Small Plants 


Rehance on a “chief supplier” is 
oncentrated in the small plants, 
those employing less than 250. Half 
“chief 
categors 


of the buvers who designated a 
uppher this 
medium sized 


trom 
the 


came 


me quarter from 


122 


plants 
500), 


employing between 251 and 
and about one quarter from 
plants employing more than 
he number of buyers who did 
not designate a “chief supplier” were 
about equal in all three categories 

There is a wider range of large 
shares of business to a single distribu 
tor among those buyers who regard 
one of them as a “chief supplier” 
than among those buyers who have 
no such source. A little more than 
a tenth of the buvers with a chicf 
supplier gave up to a fifth of their 
business to him, but of the 
other buyers gave as much as four 
fifths of their business. The highest 
portion awarded to a single distribu 
tor by anv buyer who did not consider 
him a chief supplier ran between 50 
ind 60 percent 

Ihe same pattern holds good in 
the small plants. Yet, it is interesting 
to note that the average small plant 
who considers he has a chief 
supplier deals with 12. distributors, 
while the average buver without a 
chief supplier deals with 14 


those 
500. 


some 


buver 


Medium Plants 


The buver in the medium sized 
plant does between 30 to 40 percent 
of his total distributor business with 
a chief supplier. In addition, he 
usually has 14 distributors with whom 
he does business 

Where the buver does not conside1 
he has a chief supplier in plants of 
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What Is A 


More than half the indus- 


give 40 to 50 percent of 


distributor. Here is how 


this size, his largest purchases from 
a single distributor amounts to be 
tween | and 20 percent of the total 
Such buyers deal, on the average, 
with 16 distributors. 

Just as in the smaller plants, buy 
ers in the middle-sized plants tend 
to go higher in the largest amount 
of business awarded to a single dis 
tributor, some of them giving more 
than 70 percent. Among those who 
do not consider they have a chief 
supplier the top share runs up to 50 
percent of the total business 


Plants 


same pattern which prevails 
among the buying practices of buy 
ers in medium-sized plants holds 
good among the buyers in the large 
plants with one exception. Among 
the large-plant buyers who do not 
consider any of their distributors as 
a chief supplier, the average largest 
share to anv single distributor runs 
between 20 and 30 percent of the 
total. 

On the average, buyers in_ these 
plants who have chief suppliers deal 
with 14 distributors while those who 
do not have a chief supplier deal 
with 17 

The advantages of being consid 
ered a chief supplier by a customer 
are, according to the statistics com 
piled in the survey, quite concrete 
They can be summed up as 


Large 
The 


1. The potential “lion’s share” of 
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nena, 
HOW BUYERS DISTRIBUTE 
LARGEST SHARE OF BUSINESS 


(BY PLANT SIZE) 











Chief Supplier? 


IN PLANTS 
OF THIS SIZE... 


THIS PERCENT 
OF BUYERS SAY... 


ONE DISTRIBUTOR 
GETS THIS SHARE 


trial buyers in this survey 


their business to only one 


they divide it up, and why 


the business is greater than 
without the designation. 

2. There is slightly less competi 
tion to deal with, but only 
shghtly less 


The Overall View 


On the assumption that many dis 
tributors may be interested in the 
werage largest share of business doled 
out to a single distributor by the 
iverage industrial buyer, we present 
the results of the overall computation 

his shows 

l. The industrial buver 

gives between 20 and 30 per 
cent of his total distributor 
business to a single distnbutor 
2. The average industrial buyer 
deals with 14.2 distributors. 

\gain, it is the small plants that 
favor distributors. ‘The average largest 
share awarded by these buvers runs 
between 40 and 50 percent of the 
total business. Such buyers deal with 
m average of 12.9 distributors. Some 
of the buyers award above 80 percent 
of the total business to a single 
distributor. 

Ihe pattern among buyers in the 
medium and _ large-sized plants is 
ibout the same with the largest shares 
running between 20 and 30 percent 
but with the highest awards running 
only beyond 70 percent 

The average middle-sized plant 
deals with 14.9 distributors and the 
large ones with 15.4. 


iverage 


LESS THAN 250 
EMPLOYEES 


OF BUSINESS 


Up to 19% 
.From 20 to 29% 
.From 30 to 39% 
.From 40 to 49%, 
.From 50 to 59% 
.From 60 to 69% 
.From 70 to 79% 
-From 80-up % 





FROM 250 10 
500 EMPLOYEES 


Up to 19% 
.From 20 to 29% 
.From 30 to 39% 
.From 40 to 49% 
.From 50 to 59% 
.From 60 to 69% 
.From 70-up % 





FROM 500 
EMPLOYEES 
AND UP 








(*) Median 


2 





.....Up to 19% 
.From 20 to 29% 
-From 30 to 39% 
.From 40 to 49% 


.From 50 to 59% 


.From 60 to 69 % 
.From 70-up % 
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This Percent of Business 


Goes to One Distributor 1 t0 19 |20-29 | 30-39 | 40-49 


From This Percent of Buyers 


. 11.5 | 164 [13.1 | 98 
Who Say They Have Chief Suppliers 


And From This Percent of Buyers 


‘ 42.9 ’ : 7.1 
Who Do Not Have Chief Suppliers 



































Why Buyers Pick Chief Suppliers 





IN PLANTS EMPLOYING LESS THAN 250 





This Percent of Business 


Goes to One Distributor {11219 |20-29 | 30-39 | 40-49 | 50-59 


From This Percent of Buyers 
Who Say They Have Chief Suppliers 


And From This Percent of Buyers 
Who Do Not Have Chief Suppliers 


9.0 | 15.2 | 3.0 | 15.1 | 363 


30.7 | 7.6 | 7.6 | 15.4 














IN PLANTS EMPLOYING FROM 251 TO 





This Percent of Business 


Goes to One Distributor 11019 }20-29 |30-39 /40-49 


From This Percent of Buyers 


Who Say They Have Chief Suppliers V4.3] 14.3 [28.6 | 7.1 


And From This Percent of Buyers 


Who Do Not Have Chief Suppliers 50.0 ’ 7.1 | 7.1 





IN PLANTS EMPLOYING MO 





This Percent of Business 


Goes to One Distributor Tto19 }20-29 


From This Percent of Buyers 


Who Say They Have Chief Suppliers 143 [214 


And From This Percent of Buyers 


Who Do Not Have Chief Suppliers 46.7 | 33.3 
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Complete stock, prompt delivery, ring bell with the industrial buyer; 
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need for 


improvement indicated in follow up and delivery information. 


OBVIOUSLY, THERE IS a pretty big dif- 


ference between getting the largest 
share of business from an industrial 
buyer and being classified by him as a 
“chief supplier”. The statistics show 
that the sodesignated distributor has 
a chance of getting a larger share of 
the customer’s business (beyond half) 
than a distributor who is not con- 
sidered as such by the buyer. Since 
the figures also show that volume is 
not the only answer to what makes 
a distributor rate as a chief supplier, 
what does? 


Service 


The answer came from the indus- 
trial buyers who picked chief sup- 
pliers. These buyers stressed the 
value of their choice’s “most com- 
plete stocks” and “prompt and im- 
mediate deliveries”. 

Supporting this are some comments 
by those industrial buyers who do not 
consider they have a chief supplier 
even though the business they give 
to one particular distributor is pretty 
substantial. It will be remembered 
these buyers give one distributor out 
of the average 16 they deal with be 
tween 20 to 30 percent of their busi- 
ness. These buyers believe they are 
spreading their purchases and the 
large — may be attributed to 
either large purchases of one required 
line or range of items carried by one 
distributor, and/or company policy 
requires buying from as many local 
sources as possible. 

But, to return to the reasons for 
designating a chief supplier From 
the accompanying chart on the char- 
acteristics required of a chief supplier 
by buyers, it will be noted that the 
three top-ranking requirements deal 
almost exclusively with service. Regu- 
lar calls by salesmen ranks fourth and 
his services sixth. 


Maintain Inventories 


The buyers’ ranking of qualifica- 
tions indicates and stresses the im- 
portance to the distributor of main- 
taining a close watch on customers’ 
requirements and maintaining inven- 
tories from which these requirements 
can be met. In fact, the second quali- 
fication cannot be very well met with- 
out first attending to the top one— 
complete inventories. 


Neither can a salesman’s work of 
selling and servicing be implemented 
properly without adequate inventories 
which probably explains why the sales- 
man’s efforts receive secondary recog- 
nition. 

While a pleasing personality and an 
ability to make frends are assets to 
a salesman, it is also interesting to 
note that only one fourth of the men- 
tions were about “liking the individual 
salesman.” ‘This would indicate that 
as a buying motive, a salesman’s per- 
sonality and ability to make friends is 
not as major a selling tool as some 
would like to believe. 


Under Pressure 


An impressive majority of indus 
trial buyers (94.1 percent) consider 
that industrial distributors are meas- 
uring up to their responsibilities which 
shows considerable understanding of 
the difficulties under which distrib- 
utors are operating today. The ques- 
tion was based on current conditions 
of mobilization for defense. 

The buyers generally are of the 
opinion that distributors are making 
deliveries as well as they are able. The 
opinions range from “fair” to “Swell, 
under the conditions’. In the case 
of dissents, some buyers think de- 
liveries are very poor but that it is 
not confined to any one item but a 
general condition. Others think it is 
“tough, but it had been worse”. In 
isolated cases, some buyers think poor 
deliveries can be attributed to the 
fact that “distributors don’t want to 
carry enough stock”. 


Delivery 


However, while praising distribu- 
tors generally for their deliveries, 
some buyers emphasized that delivery 
was a prime factor in determining 
from whom to purchase. As one put 
it, “the delivery situation is good = 
cause we shop for good delivery.” 

Another buyer remarked, “Distrib- 
utors don’t keep up with the current 
delivery schedules of their lines; their 
salesmen don’t specialize in a certain 
line of products like they used to.” 

Still another buyer made this sig- 
nificant comment, “Deliveries are all 
right. If I thought it was my dis- 
tributor’s fault that delivery was slow, 
I'd change.” 
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Che general opinion of most buyers 
was that distributors’ inventories at 
the present time were not adequate 
but they qualified the criticism with 
the explanation that this was not the 
distributor's fault but due to mate- 
rials difficulties on the part of supply 
manufacturers. 

There was a marked opinion on the 
part of a substantial group of buyers 
that the inventories of standard items 
seemed adequate. 


Sales Follow-Up 


A majority of the ee thought 
that industrial supply salesmen do a 
pretty good job of follow-up on sales. 
Some, in fact, think they do too good 
a job in this respect. As one buyer 
put it, “Yes, too much. They bother 
us with personal and phone calls and 
try to sell extra items as well’. 

There were just enough divergent 
opinions, about one-fourth, to indi- 
cate that there could be some im- 
provement in the general salesman’s 
performance with respect to follow-up. 
The criticisms are relevant: 

“Yes, the follow-up is good. But, 
on second thought, they are not so 
good on back orders. The salesmen 
should cancel orders if they can’t do 
their own follow-up on them.” 

“No. Not enough company’s ac- 
knowledgement on a sale. On anything 
that can’t be delivered immediately, 
that is very important, particularly on 
a factory delivery. I want to know 
when I can expect delivery. Sometimes 
I can do a better job by contacting the 
factory direct.” 

“Follow-up varies with the sales- 
men”, but generally men call every 
week checking on back-orders and 
shortages.” 


Other Criticisms 


One of the other criticisms men- 
tioned deals with selling technique: 
going over the P. A.’s head. “Some 
salesmen have a tendency to destroy 
their chances of selling by calling on 
people in our plant other than the one 
who places an order.” 

Another buyer complained about 
the general lack of interest in cus- 
tomers’ problems by distributor em- 
ployees. “This”, the buyer remarked, 
“is mainly concerned with obtaining 
delivery information on orders.” 
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What Makes A Chief Supplier 


The importance of analyzing and keeping stock of your customers’ needs is 
strongly emphasized in the industrial buyers’ own version of “‘what makes a 


chief supplier?”’. Here’s how they star their reasons for a “Chief Supplier”: 


* HE CARRIES MOST COMPLETE STOCKS 
He's the only supplier who has a complete stock for industrial use here. 
In other words our chief supplier is in that position because he has the 
tocks to render prompt, efficient service.” 


** * * HIS DELIVERIES ARE IMMEDIATE AND PROMPT 
“I deal with this house because of efficient deliveries. The main thing is 
being able to get what I want when I want it.” 


HE RENDERS OVERALL SUPERIOR SERVICE 
‘He tries to get us what we need even if he doesn’t have it in stock.” 
Lack of errors in follow-up orders and pricing is a deciding factor’. 


*** HIS SALESMAN CALLS ON US REGULARLY 


“The salesman calls on us every week checking on back orders and shorts.” 


Hk. SELLS NAME BRAND PRODUCTS 


“We can rely on virtually any product he sells.” 


sic HIS SALESMAN KEEPS US APPRISED OF NEW PRODUCTS 
AND NEW APPLICATIONS 


“We know we get extra good service from him.” 


HE SUPPLIES ENGINEERING AND TECHNICAL HELP 
He services national brands and engineers are always available when we 


need them.” 


HIS SALESMAN IS LIKEABLE 
“Their salesman is a fine man, personality is good and keeps one’s good 
will by contact and service, keeping strictly to business.” 


In addition to the above outstanding reasons whv industrial buvers 
selected and patronized chief suppliers, they had others which they 
mentioned less prominently. Here’s a digest 

My supplier has lots more stock to choose from than his com 
petitors. ‘The others may not have what you want or even a sub 
stitute and you have to get it from another anyway . . . Our supplier 
handles our line so there is a natural reciprocity . . . We regard 
superior service as of first importance We respect his honesty 
and service on stocks, delivery and attention . . . He has a reputa- 
tion and we have found him reliable . . . It’s a sense of security to 
know we get extra good service from them . . . He has the best 
stock of varied supplies . . . They are conveniently located and we 
can get things very quickly from them . . . Their phone service is 
excellent and accurate 
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Ordering By Brands 


In What % of the Orders You Place 


Do You Specify Brands? 





BETWELN ONE FOURTH AND ONE HALI 
of the orders placed by industrial buy 
ers specify the brands of items re 
quired, according to the tabulation 
of the answers to the question: In 
what percent of the orders you place Of Buyers Said. . In This Share of Orders 
do you specify brands? F 7 

About one twentieth of the buyers 
said they did not specify any brands. 

\ little more than a quarter of the 5.0 None 
buyers specified brands in 25 percent 
of their orders 

Slightly under a quarter of the buy : 
ers mentioned brands in from onc - Up to one-fourth 


This Percent They Specify Brands 


quarter to one half of their orders. 

More than one quarter of the buy 
ers specified brands in from a half to 
three quarters of the orders they is 
sucd. — 

\ sigmficant tenth of the buvers 
mentioned brands in more than three From one-half to three-fourths 
fourths of their orders 


From one-fourth to one-half 


More than three-fourths 














Approximately What % of Requisitions or Requests I'HE BUYERS WERE ASKED about brand 


names on requisition with the follow 
ing results: 

One sixth of the buyers received no 
requisitions or requests with brands 
This Percent Shop Requisitions Name Almost a third reported brand 
names were specified on up to one- 
fourth of the total requisitions re 
ceived from the shop; an equal num 
ber of buyers reported receiving brand 
16.2 ee names on from one fourth to half 
. of all requisitions. 

One fifth of the buyers received 
brand names on half to three quarters 
Up to one-fourth of all the requisitions. 

Less than a twenticth of the buyers 
received brand names on more than 
three fourths of the requisitions. 

A comparison of the orders and 
requisitions on which brand names ap 
pear indicates that the buyers ar 
From one-half to three-fourths more aware of the importance of 
brand names than the people who 
write requests for orders OT requis 
tions 


For Purchases From Your Shop Specify Brands? 


Of Buyers Said... Brands in This Share of Orders 


From one-fourth to one-half 





More than three-fourths 
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Special Items in Catalogs? 





Industrial buyers nearly all 


Opinion Why? 


use distributor catalogs, 


Even though distributor doesn't 
stock items, we'd like to know 
where to get them 


find them valuable for 


The catalog can't be too complete | 1) Distributor could 


as far as I'm concerned 


fit, too! 
Otherwise, he 


termed an 
tor.” 


} items 


away 


NO 
21.2% | 


| 


What one 


carry, another will 





{| so can we 


It would be to distributor's bene- 


could hardly be 
“industrial distribu- 


Saves time telephoning and writ- 
ing letters trying to locate special 


In our particular business, we 
usually want special items right 


distributor 


If distributor has to go elsewhere, 


issue a supplement to 
| his regular catalog, 
» showing which special 
items he can obtain 


2) Indicate in catalog 
items he does not 
normally carry 

in stock 


does not 








checking specifications, 
don’t want prices omitted, 


and want them to be as 


complete as possible 


The Distributor’s Catalog: All in Favor 


SILENT SALESMAN FOR you, the indus 


trial distributor, is your catalog. This 
compendium of product pictures, 
spec ifications, and prices is your direct 
representative in your customer's 
office It carries your imprint, de 
scribes your service and facilities, and 
may tell something of your history 
and reputation. 

You go to some expense in printing 
a catalog, so naturally you would like 
to know what your customer, the in- 
dustrial buyer, thinks of it. Does he 
find it valuable under todav’s erratic 
price conditions? Does he use it? 


128 


Industrial Distribution has just fin- 
ished asking your customers some 
pointed questions about your catalog. 
And right off, it can be reported that 
95.9% of all buyers queried said 
“Yes! We use distributors’ catalogs.” 
This resounding affirmative prevailed 
regardless of the size of the manufac- 
turing firm questioned. 

Getting down to cases, the survey 
then wanted to know if buyers used 
catalogs primarily for checking specifi 
cations. Again the majority—81.2% 

said yes, and again this percentage 
remained fairly constant despite firm 
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size. Presumably the remaining 18.8% 
found catalogs useful for additional 
reasons. 

Bracketing the target now, the sur- 
vey went after the question of prices. 
First, it asked buyers if they derived 
any benefit from hist prices in catalogs. 
Second, it asked them if it would mat- 
ter if prices were omitted. 

Although less than half of the firms 
questioned maintained they received 
little actual benefit from catalog 
prices, a good many more backtracked 
on the second question—60.3% ob- 
jected to omitting prices. The re- 
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Should Catalogs Show Prices? 





Majority 
Opinion 


ipproximate 





They're out of 


*60.3°, of the buyers 
told the survey they 
didn’t want prices 


omitted 





maining 39.7% said such an omission 
wouldn't matter to them 

On the question of omitting prices, 
the gap between yes and no became 
progressively narrower as the buyers 
surveyed increased in size (sec table, 
opposite indicating that the 
larger more facilities for 
shopping around than the smaller 
firms. It did mean, as 
spondent suggested, th 
firms “‘a few dollars 
ter.” Replies from large firms showed 
quite as much inteest in 
those from the smallest 

In addition to 
should 


page), 
firms had 
not one TK 
it among large 


more doesn’t mat 
prices as 


prices, what els 
1 catalog contain? Should it 
include only items normally carried in 
stock? Or should it include special 
items which the distributor doesn’t 
but can obtain? 
By far the greatest number of buy- 
78.8% —plumped for the cata- 
log listing special items. The minority 
21.2%, according to their own state 
ments, fell into a specialized groups 
manufacturers who either need special 
items in a hurry, or very rarely require 
ivthing but regularly-stocked items 
Incidentally, the feeling on this 
subject was found by the survey to be 
stronger among small firms (82% 
favored catalogs listing special items) 
than among large firms (74% in 
favor From this it may be assumed 
that larger firms again have facilities 
for tracking special items. 
Nevertheless, buyers have registered 
in ‘overwhelming “ave’’ in favor of 


stock 


cTs 


down 


ea 


Prices are only 


brands 


They don't apply 
to current market 


Catalog prices give a 


close enough figure 


differer tial 


Size of 
Buyer 


250 employees 


and under 


251 to 500 


employees 


501 employees 
or more 








what one called a “complete” catalog 
Although they were not asked spe- 
cifically, several of the buvers came 
forward with suggestions concerning 
the listing of special items in catalogs. 
One suggestion was that these items 
could be listed in the catalog in the 
regular way, but carrying a notation 
they were not regularly-stocked. A 
couple of other buyers recommended 
a supplement to the catalog, a sep- 
arate publication issued at intervals 
and informing the buyer what special 
items the distributor can obtain 
Comment received by the survey 
on the merits of list v. net prices in 
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On Other Hand... 


Without them, would 
not be able to compare 


can always work out the 


So, Why Not 


Print catalog 
without prices and 
issue @ separate 
price list 


periodicall y? 





Leave Out Prices ... Would It Matter? 


YES 


NO 


YES 
NO 


YES 
NO 





catalogs wasn’t too conclusive cither 
way. A few buyers wanted list priccs 
shown, saying they could then work 
out final prices despite current price 
changes. Others were just as solidly 
for net prices, maintaining — pricc 
change difficulties could be by-passed 
if prices were issued in periodic sup 
plements to the catalog 

But the evidence is in. The buyers 
want your catalogs. They use them, 
both for checking specifications and 
comparing prices. And they want 
them to be complete catalogs, a faith 
ful reflection of your lines and service, 
in accurate source of information 





THE INDUSTRIAL BUYER TELLS YOU 


How Often Should Salesmen Call? 


This percent preferred ... 


Size of Once a Every Every Every Twicea Only when 
buyer month 3 weeks 2 weeks week week buyer asks 


250 employees 
and under 


251 to 500 
employees 


501 employees 
and over 


Shall We Visit the Buyer? 


By all means, says he. I like talking to distributor 
salesmen (at sensible intervals). I like getting the 
low-down from one of your executives, too. And if 


you invite me to a clinic or open house, I'll come 


(and learn a lot) 
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lo SELL AND SERVE, the industrial dis 
tributor must make personal contact 
with the buyer. He makes contact al 
most wholly through his outside sales 
men and occasionally through visits of 
an executive membcr of his firm to the 
buver. 

In this matter of buver-distibutor 
contact, how often does an industrial 
buyer want a distributor's salesman to 
call on him? Does the buyer look 
forward to visits from an executive? 
Does he derive any benefit from these 
visits? And then, how about a dis 
tributor’s clinics and open house af 
fairs? Does the buyer attend these? 
Does he get anything out of them be- 
sides good fellowship? 

INpusrRIAL Disrripution put these 
and other questions to buyers. The 
results bristle with significance for the 
distributor. He can now see himself 
through his customer’s eyes. 

First, how often does a buyer want 
an outside salesman to call? Among 
buyers of all sizes, here’s how the 
answers came out 


Frequency % in favor 
I'wice a week 1.8 
Once a week 27.4 
Every 2 weeks. 1. 
Every 3 weeks. . 5. 
Once a month. . 33.6 


100.0 
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Do Executives’ Visits Help the Buyer? 


Opinion Why? 


Executives are not restrained in conversation; I learn more from 
them than I do from salesmen. 


In talking over specific problems, I get an overall picture salesmen 
66.7 don’t usually present. 
Ww. 4 


I get a better idea of the industrial distributor and his suppliers than 
YES I do from salesmen. 

All salesmen know their lines, really. It just bolsters my ego to have 

executives call. 


These visits give us an idea of what the distributor intends to carry, 
and how they can improve their service. 


We get a chance to find out why distributor doesn’t acknowledge 
orders and delivery dates. 


They're a social gesture only. 
They just take up valuable time. 
Not if distributor has an efficient salesman. 


It all depends on whether we're interested in what they are selling. 








il RTS wt TOTES TES AIO 





As you can see, well over half the 
firms questioned prefer salesmen to 
call at from two- to three-week inter ° ~ ‘ 
vals. A third of them (33.6%) don’t Do Executives Call on Buyers? 
want them around any oftener than 
nce a month 

However, these figures should not 
be accepted without further analysis 
For instance, along with the direct re 
plies to the question went illuminating 
comments, such as: “It all depends on } 
the a se —— we * Under,250 251 to 500 Over 501 
WT, aon wan oO De DOTHCTCC | 

employees | employees ees 

phone the distributor whenever I _— ei ta employees 
want anything.” Thus, the results 
ibove depend, to some extent, on (a) 
what the distributor is selling, and (b) 

what the customer needs 49% 55°, 
When percentages were recast ac 


Percent of firms replying 


670; 
( 
cording to the size of the buyer sur- | N 51 45 33 
veyed, it was found the bigger buyers | 

wanted to see salesmen more often 
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Do Buyers Attend Clinics and Open Houses? 


Size of 
buyer 


250 employees 
and under 


251 to 500 
employees 


501 employees 
and over 


This percent said 


YES 








NO 


or 








maller firms (sce table on 


the ! 
ite page The reason for this 
| 


is Obvious: Big customers usu 


require more specialized attention 
Hall ONS 

of industrial distnbution 
enter into the personal contact 
At least, they should, and 
ought to learn how much 


the 


than 
hxecutives 
him 
picture, too 
I) urs 
leading ques 
f industrial dis 
split 
ind no. If 
thtly more than half of the 
quizzed—52.5 sal sono, 
didn't. ‘This left 47.5 
lled a distributor's 


1} 5 
Call m you ) 


xetween ves 


who re 

executive having 

led recenth 

When r plies to thi 
muped ac 


i 
question were 
ot the 


] 
results 


ording to the siz« 


ns surveved, the took 
ma ne twist: Executives arc 
to visit the large customers 

small While this 


sTnACK negiect on 


mor 
inclined 
mhAN 
f y the executive 
part, don’t forget that it is the smaller 
istomer who doesn’t want to sce the 
ibuto 


i month 


cist salesman more than onc 
Vhe buvers replies by num 


kets iT 


ber-ofemplovees — br nut 
helled in the table 

As to how 
VC phes showed a_ pretty 
rd. About half the buvers 
visits at 


TCC 


on page 13 
often executives called 
fa 
said thes 
; 
nge 
months. An 


, 
received vals no 


than every ree 
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other sakl they were 
six months. The 
remainder said executives got around 
to them only once or twice a yea 


Here's the breakdown 


smaller group 


visited about every 


Frequency % replying 


Once a week 


Everv 2 weeks 


Once a month 


Every 2 months 


Every 3 or 4 months 


Everv 6 months 


Once or twice a vr 


24.3 
\ small proportion (5.7%) stated 


executives request only” 


called ‘‘on 
or “infrequently.” 

lo secure something of a check on 
the above results, the survey put buy 
cers through a simple recollection test 
The question: “When was the last 
time an executive from an industrial 
distibution firm called on = you?” 
Here the distributors’ men came out 
with their halos shining 

According to the vast majority of 
the buvers—78.8%—they remem 
bered an executive called anywhere up 
to a month ago. The remainder re 
membered visits up to a vear ago. The 
breakdown 
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Last call “% remembering 
24.5% 

Weck ago 17.0 

13.1 


Vins week 


2 weeks ago 
3 weeks ago 5 
Month ago 17.0 

months ago 9.4 


11.4 


Up to vear ago 


100.0 


Do these visits by top distributor 
brass serve any purpose- Plenty, say 
buyers. Most said they welcomed a 
chat with someone who could give 
them more “inside” information than 
a salesman. A small minority of buvers 
regarded these visits only as passingly 
pleasant social interludes that fre 
quently wasted their time . (See table, 
page 131.) 


Visiting Buyer 


Occasionally, the buyer has to be 
stir himself to get out and meet the 
distributor. These contacts take place 
at clinics and open house functions the 
distributor organizes. How does the 
buyer respond to these overtures? 

Well, it’s a toss-up. Only 54.9% 
of the buvers said they ever attended 
these affairs. A few of these who did 
attend more or less regularly (11%) 
found them too social to be instruc 
tive. Most (89%), however, wel 
comed the chance to meet competi 
tors and customers, and take a close 
look at the distributor's shelves. The 
size of the buyer firms has no apparent 
effect on these results. 


Shrinks With Size 


The size of the firms did show up, 
however, in discovering who did and 
who didn’t attend clinics and open 
houses. The survey uncovered the fact 
that it’s the large buyer who’s invited 
and goes—67%. This percentage 
shrinks with the buver’s size—only 
49% of the smaller customers said 
they attended. One of these firms 
made the wistful comment that they'd 
like to go “if they were invited.” 

The above survey findings should 
not lead to the hasty conclusion that 
industrial distributors and their sales 
men cultivate the big customers at the 
expense of the smaller. In the first 
place, the small customer usually 
makes less demands on the distributor 
in the way of specialized service; like 
the quiet-living man, his wants are 
few. This is borne out by opinions he 
gave the survey, and also in the pre- 
ponderance who preferred that sales- 
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Opinion 





Do Clinics and Open Houses Help the Buyer? 


Why? 


We like to see products at first hand. 


We get a chance to observe the distributor's stock, and see what con- 
dition his house is in. 


We learn of new items and of improvements in old ones. 
We enjoy the instructive films and lectures. 


They help us create a mental picture of the distributor's stock, his 
warehousing methods, etc. 


We would if we were invited. 
They seem to be more of social than business affairs. 


They are interesting, probably, but not “helpful.” 





men call no more often than from two 
wecks to a month. 

In contrast, the big industrial buyer 
looks for the distributor's salesman 
once every week or two. He has more 
problems, more requests, a greater 
need for continual contact with the 
distributor. 

For these reasons alone the above 
results are not out of line. 

Nevertheless, the survey does turn 
up a good score as far as executives’ 
calls on small customers are concerned 

49% of these buyers admitted to 
such visits. 

In general, then, what goes on the 
record? It’s this 

1) Buyers expect distributor sales 
men to call; they consider these calls 
part of the industrial distributor’s 
service; 

2) They welcome the visits—infre 
quent or not—from executives of dis 
tributor firms; they want to meet 
face-to-face with a policy-maker, a man 
who can give them fact-based advicc 
and assistance; 

3) They like attending distributors’ 
clinics and open houses, from both a 
business and social standpoint; they 
like to see inside a distributor's prem 
ises, what products and services are 
offered, how the distributor works 

This, then, is the buver’s eveview of 
how industrial distributors maintain 
personal contact with him 








Checklist for Distributors 


Does the buyer want to see you? 
Does he want to see you twice a week? 
Every two weeks or so? 

Does the buyer like to see an execu- 
tive of your firm? 

How often? Every 3 or 4 months? 
Does he like purely social calls? 

Does he want to talk mainly business? 
Does he like to attend your clinics and 
open houses? 

Does he come to them just to meet 
the fellows? 

Does he come to see your products 


and services? 
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goo 


OF BUYERS QUERIED, 54 percent indicated that they 
d 


llent service from their distributors. Dissatisfied 


with distributor relationships were 25 percent, while 21 


percent were noncommittal 


Stock Is Distributors’ Best Selling Point, While 


It 1S INPERESTING TO NOTE that it is the service qualities 
i the industrial distributor which are valued by the 
muver in this most recent survey Appreciation for com 
plete stocking of items; rapid supply; and the important 
place of the suppler in the industrial cycle are reasons 
vhy the buyer endorses the distributor 

Written on the red ink side of the ledger is the criti 

m that distributors do not adhere to their delivery 


promises; that they are inefhcient in regards to paper 
work—invoicing, notice of shipment, directions for de 
hivery-—and their phone personnel are poorly trained 

Ihe implication seems to be that distributors have 
insured a place for themselves in industry, and that they 
are fulfilling their function. But buyers wish they would 
concentrate on streamlining operations—smoothing out 
kinks in the routine performance of their job. 


Comments—Pro and Con 


C,ood Stocks 


They are in business to stock items put 
chasers 


want, and they do a good job.” “I think we have 
ome of the best in the U.S. Our distributors have 
items other plants have to come here to get” 


Quick Source: “They supply what we want with a mini 
imum of errors, giving prompt delivery.” 
ind you can get it without delay.” 
ible for immediate use.” 


“They have it 
“Their stock is avail 


Definite Need: “They are a definite need.” “They play 
in important part today as the tele 
phone.” “They are necessary to do a super 
human job; they please us.’ 


they are as near 


and have 


Provide Service: “If they don't have what we need, 
they'll run it down and find it.” “TI like them because of 
the service they give and the time they will take in order 
to secure items for you.” 


Interested In Buyer's Problems: 
our problems.” 


lems 


“They show interest im 
Have men available to help with prob 
Quite helpful in solving our problems of supply 

often their suggested substitute is better than original.” 


Cooperative As a whole 


they are very cooperative.” 
They cooperate 


All that we have are 
Always get fine service and coopera 


ind assist us.” 
very Cooperative 
tion from them 


Specialists Help on Problems: ‘Industrial 
have men available to help with problems.” 
the benefit of their 
information.’ 


distributors 
“| appreciate 


experience Valuable source of 


Friendly: “All very helpful and friendly.” “We have 
friendly relations—they are fair on claims and backing up 
salesmen.” “We get along with them fine.” ‘They are 


close bv: thev are friendly, and give good service.’ 


Fail To Keep Delivery Promises: “Don’t tell the truth 
the way they should.” “Dislike their not meeting delivery 
promises.” “Promises of delivery not kept. Should lay 
true picture on the line.” 


Paper Work Inefficient: ‘Items not properly checked 
against purchase orders. Makes invoice checking diff 
cult.” “Don’t acknowledge orders or tell shipping date.’ 
“Lax in correspondence and billing.” 


Telephone Personnel Untrained: “You call in; they don’t 
know who to connect you with.” “Leave you hanging on 
phone.” “Need increased phone service and more per 
sonnel in order department—situation is exasperating.” 


Neglect To Follow Up On Orders: “‘In place of a follow 
up they say: ‘Oh, that comes direct from the factory’.” 
“Hard to get urgent information on delivery.” “Lack of 


follow up on purchase orders.” “If the picture is bad, | 
want to know.” 


Stock Inadequate: ‘‘Some firms call themselves distribu- 
tors and do not carry stock; just agents as it were; a real 
distributor carries a complete line.” “Fail to carry sufh- 
cent stock of most commonly used items.” 


Do Not Schedule Salesmen: “Too frequent calls by 
salesmen.” “Could train their salesmen not to waste our 
time.” “Expect their men to call on customers too fre 
quently.” “Make their salesmen pests.” “Should sched 
ule their salesmen’s calls.” 


Merely Order Takers: ‘I wonder sometimes if we couldn't 
get our material direct.” “Some are just order takers.” 
“Don’t see need of distributor; some items we buy 
direct are billed through distributors and I don’t believe 
in that.” 


Prices Out of Line: “Can buy all items cheaper from 
manufacturer.” “No difference in prices.” 
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PRAISE FOR the distributor salesmen came from 58 per 


were 26 percent; 16 percent indicated a neutral attitude, 
ent of the buyers. Dissatisfied with salesmen’s qualities 


refusing to commit themselves either way 


Salesmen Are Evaluated On Technical Background 


IN THE SURVEY PRINTED in December 1947, the quality 
most buyers demanded of a good salesman was product 
knowledge. Thus it is encouraging to note that this 
characteristic is the one given most frequently as a 
favorable quality found in the salesman today 

Ihe salesman’s desire to be helpful ranked high, and 
personality took third place in the list of reasons why 
the buyer looks forward to the salesman’s visit. 


Criticisms hinged on salesmen overstaying their wel 
come. This is not surprising since the purchasing agent 
of today is an overworked man—he prefers that the 
salesman’s conversation be limited to business; that the 
call be kept as short as possible; and that it does not 
become too frequent an event. Second in importance 
was the lack of product knowledge—still the weak point 
of salesmen who haven't quite made the grade. 


Comments—Pro and Con 


Good Technical Knowledge: “Well informed men.” 
“They are helpful on technical data.” “They give good 
technical information.” “They give us information and 
can provide particular items for particular job.” 


Helpful: “They all try to give good service.” “Good 
fellows and most helpful.” “We find salesmen helpful 
they help us work out our problems.” “Most helpful 
and cooperative.” 


Personable: “Interested, likeable men.” “Good bunch of 
guys.” “High type men.” “Fine group of men.” “Like 
able, capable, well-informed men.” ‘Look forward to 
seeing them because of personality.” 


Brief And To The Point: ““They don’t hang around too 
long.” “They state their business and leave.” “They 
leave promptly if they see I’m time-conscious.” “I like 


those who present their story and leave.” “Brief and to 
the point.” 


Interested: “Try their best to fill our needs.” “They 
stop in and if we have a problem we can discuss it with 
them—they’re a nice lot.” “They bring up our problems 
at their sales meetings.” “Like to have them stop in— 
well informed and interested.” 


Honest: “They are as concerned about broken delivery 
promises as the buyer.” “I know from past experience to 
trust them.” ‘Men are earnest and sincere.” 


Considerate: “Do not annoy by too frequent calls.” 
“They do not antagonize me by pressing me too far.” 
“As a whole they are considerate.” “Considerate—don't 
keep us too long.” 


Alert: ‘Interested, alert group of men.” “Active, on the 
ball group of men.” “They take time to check our stock 
to help us keep supplied.” 
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Overstay Welcome: “I dislike those who take up too 
much time they should know when to leave.” “I 
don’t like salesmen to stay too long.” “They take morc 
time than is necessary.” 


Poor Product Knowledge: ‘Some salesmen from old line 
houses haven’t the industrial background to make intelli 
gent application of all their items.” “Do not know their 
lines thoroughly.” “Do not know their products.” 


Call ‘Too Often: “Calls too often—in fact, gives too 
much attention.” “If all salesmen called weekly would 
take most of my time interviewing them. They are 
necessary but not so often.” “Call too often.” 


Talk Too Much: “Want to visit after sale.” “Less visit 
ing and more business.” “Some take too much _ timc 
gabbing about world affairs, etc.”” ““T'alk too long.” 


Lack Facts On Price And Delivery: “No actual knowl 
edge of delivery dates.”” “Do not check delivery.” “So 
many times ‘matter will have to be taken up with the 
home office.’” 


Too Persistent: “Too much perseverence.” “Should ex 
crcise more discretion about frequent contacting when 
inquiry is made.” “Persistency has a place in selling, but 


only to a point.” They press me too far—that antagonizes 
me.” 


Spread Themselves Too Thin: “Usually they have too 
many accounts to give adequate service.” “Give them an 
order and then we never see them again.” “Those who 
have a large territory should have an answering service so 
you can contact them.” 


Go Over P.A.’s Head: “Go into our shop without per 


mission. Talk to foremen, and people use their equip 
ment. This should not be done.” 


135 


(PRT. Sila GORI 


Se 








“What Can | Do About it?” 


Factual information of a type that few if any distributors have collected for themselves has 
been presented on the twenty-three preceding pages. It is important information that came 
direct from your customers, industrial buyers. A thorough study of the facts and figures pre 
sented is bound to be helpful but to let the matter drop there is like limiting yourself to 
window shopping: you get ideas but do nothing about them. 

l'o reap the full benefits of this survey, which cost thousands of dollars to conduct, the 
individual distributor and salesman have to take action. The survey results set up the guide 
posts that will open the door to increased sales. 


Competition 


(he distributor and salesman who hope to 
channel a greater percentage of buyers’ busi 
ness through their firm, must face up to the 
fact that direct sellers and other distributors 
have their eye on the customers’ buying 
dollars. 

Personal likes and dislikes for individuals 
are not major factors in buyers’ decisions as 
to where to spend their company’s money, 
according to the buyers themselves. In all 
probability this idea of buyers is truer in 
theory than in actual practice; it is almost 
impossible to escape the fact that human 
beings prefer to deal with people they like. 

Vhe fact remains, though, that buyers get 
to know and like the salesmen whose firms 
render service, the type of service the buyers 
want. 


Service —As The Buyer Sees It 


Of all the things that buyers look for in 
distributors, “complete stocks” is the most 
important. As one large buyer phrased it, 
“| don’t care what a distributor does just so 
he has stock when I want it.” 


It is this desire of purchasing agents for 
protection in obtaining items when they 
want them that of them to 
spread their business over many sources. It is 
not at all uncommon for a buyer to admit 
that he would prefer to deal with fewer 
sources if he could be sure that he would 
not wind up in the position of having to 
call on a source for a hard-to-get product 
when he has not been giving that source anv 


leads many 


share of his business regularly. 

Protection, therefore, is what the buyer 
wants most. There is nothing to prevent any 
distributor salesman from getting a candid 
opinion from buyers as to what they think 
the distributor should stock for them. In 
fact, many buyers have expressed a desire for 
this type of query from distributors — and, 
of course, they want the distributor to follow 
through by keeping the named products in 
stock. 

Going hand in hand with maintaining 
complete stocks is the second most important 
point of service from the buyers’ standpoint 

-“‘prompt and immediate deliveries.” To 
meet this demand of buyers is merely a mat- 
ter of delivering products from stock. 


Planned Action Needed 


For a distributor to sav he is going to take 
action is important. For a distributor to take 
action is more important. And for a dis- 
tributor to study and plan and then take 
action is most important. 

Not all of the facts presented from the 
survey are applicable to every distributor's 
individual operation. The first step, there 
fore, is to decide which are most important 
to you and then plot your own action from 
that standpoint. 

The buyers have told you, through these 
pages, how they buy which products, what 
they think of your services, what you can do 
to improve your services, and how salesmen 
impress them. 

Now, what are you going to do about it? 
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A MESSAGE TO AMERICAN 


INDUSTRY ° 


ONE OF A SERIES 


Where you will find 
THE REAL REVOLUTION 


"lf we keep in mind the values of 
opportunity, competition, democracy, 
productivity, then it is our capitalist 
society which is the truly revolutionary 
one — the orly society which offers true 
hope to the masses for release from the 
long nightmares of tyranny. It is we, 
not the Marxists with their reactionary 
ideas of the good dictator, who have the 
truly constructive, the truly revolution- 
ary ideal.” 

— from “Capitalism” by David McCord Wright. 


If we can only win recognition of this truth, 
we shall win the struggle of free men against 
communism. This editorial discusses some of 
the hurdles that must be cleared. 

To win the needed recognition that “our 
capitalistic society...is the truly revolution- 
ary one,” we must keep pounding away both 
abroad and at home. That is because the 
communists simultaneously attack us on an 
international front and try to undermine us 
from within. 

The present drive to rearm ourselves and 
our allies is crucial to our self-protection on 
the international front. We must be prepared 
to meet the armed force of aggressive com- 
munism with armed force if we are to secure 
our physical freedom. 


Arms are not enough 


But to re-establish parity in arms is only 
half of the battle. In the last analysis it is 
not the more important half. To be effective, 
our arms must be backed by loyalty of men 


to our ideals. So, both abroad and at home, 
we must win men to the faith that we do have 
“the truly constructive, the truly revolution- 
ary ideal.” 

On the international front, the effort to 
win adherence to such faith in our capitalist 
society meets tough going. That arises from 
the fact that in some of the countries that are 
allied with us in the fight against communism, 
capitalist society has offered to its people no 
such ideal. In varying degrees “the values of 
opportunity, competition, democracy, pro- 
ductivity” —those key aspects of American 
capitalism—are either absent or subordinated 
in their economic life. Indeed, the Wall Street 
Journal recently remarked that “to the 
European, capitalism has become synony- 
mous with cartels—and with the disregard 
cartels foster for the consumer, the worker 
and the over-all well-being of the nation’s 
economy.” 


No Simple Solution 


Nonetheless, many European labor and 
governmental leaders sincerely believe that 
cartels are essential to their economic salva- 
tion. They believe that without such restric- 
tions in congested European markets there 
would be intolerable cut-throat competition 
and instability of employment. Thus, when 
we point out that the cartel capitalism so 
prevalent in Europe lacks the constructive 
qualities of competitive American capitalism, 
we may offend European leaders whose 
wholehearted cooperation we need in the 
fight against communism. 











But, if we soft-pedal that contrast, we 
sacrifice the opportunity to win understand- 
ing and loyalty from millions of Europeans 
who have had no chance to learn that capi- 
talism can be the constructive aid liberaliz- 
ing force that it is in the United States. In- 
deed, when many of these millions embrace 
socialism it is not because they love it. They 
are rather desperately seeking a tolerable 
middle course between what they consider 
the hateful extremes of communism and the 
undesirable aspects of capitalism as they un- 
derstand it. 


New name not the answer 


We know that there is no easy way to 
handle the problems created by such mis- 
understanding of American capitalism. 
Neither do we share the belief that much of 
the difficulty would be overcome if we were 
to call American capitalism by some other 
name. By doing that, the argument runs, we 
shall relieve it from the unpleasant conno- 
tations that are attached to the word capital- 
ism in some other parts of the world. But, 
after all, if we are to give up all the terms that 
have come to mean something else in other 
parts of the world, we must begin by ditching 
the term “democracy” which, in the official 
jargon of the Kremlin, seems to mean what 
we call dictatorship. 

In spite of the difficulties, however, we 
must stick to this job of exporting the truth 
that our capitalist system does offer oppor- 
tunity, competition and democracy. We must 
let the rest of the world see that it means a 
continuous drive for increased productivity, 
and the search for profits by increasing sales 
and consumption, not by trying to sell less 
for more. 


Export alone not enough 


The spreading of truth about American 
capitalism will not be effective if it is merely 
directed abroad. Unless it is carried on at 


home also, it will lack the driving faith that is 
essential to any convincing export of this 
type. Nor will export alone come to grips with 
the communist attack on our country from 
within—an attack that gets too much help 
from loyal Americans who short-sightedly re- 
pudiate the basic principles of our institu- 
tions in their efforts to reform some of their 
deficiencies. For success both at home and 
abroad, we must have right here at home a 
much more militant recognition that it is in 
fact our capitalist society which offers “the 
truly constructive, the truly revolutionary 
ideal.” 

Here at home, too, this raises difficult com- 
plications. Businessmen who are among the 
leaders and principal practitioners of capi- 
talism, have generally been catalogued as 
conservatives. Hence, many people must 
stretch their imaginations a bit to see that 
businessmen are leaders of a development 
which has so greatly and so rapidly improved 
the lot of free men in America that it is truly 
revolutionary. 

These difficulties of definition, however, 
are relatively superficial aspects of the prob- 
lem of seeing our capitalist society clearly. 
The basic facts are that: 


American capitalism is leading free 
men to an ever higher material standard 
of living while respecting their spiritual, 
social and political freedom. 

Communism is leading its people back 
into a life of servile regimentation under 
dictatorship. 


American capitalism advances to high 
ground never before attained by free men. 
Communism retreats to ground that men 
with an appetite for freedom throughout the 
ages have sought to escape. If we can estab- 
lish this truth firmly, around the world, we 
shall no longer need to worry about com- 
munism. It will be hopelessly sunk. 


McGraw-Hill Publishing Company, Inc. 








This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 


Diamond-saving idea 
makes them do 80% more work! 


Lounger Lily and faster production from critically scarce industrial 


diamonds are being obtained by this method of dressing diamond wheels: 


When wheels become grooved and out of square, true them by grinding, 
two at a time. After truing, mount wheels together in grinder and dress with 
counter-rotating 8-inch Osborn wire brush. This brushing removes some 


brass matrix, exposing the diamonds. One plant reports that this increases 
the wheel’s cutting action 80%. 


This is typical of many production aids available through your Osborn 


Brushing Analyst. Call him today or write The Osborn Manufacturing Com- 
pany, Dept. 671, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osbou Brushoffy 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


TRUE THE SURFACE. With this set-up 
true two diamond wheels at a time. 
Surfaces become uniform and perfectly 
flat. Usually takes about 15 to 30 min- 
utes. 


BRUSH THE MATRIX. Rotate the two 
wheels counter to rotation of Osborn 
wire wheel brush. This dressing re- 
moves some of the brass matrix. Leaves 
the diamonds exposed. 


SEE THE DIFFERENCE. Two wheels on 
left show grooves before truing. Sur- 
face is arched. Two wheels on right 
have been trued and dressed. Dressing 
increased cutting action 80%. 








— 
U.S. TOTALS 


February 1952 
Compared with 
January 1952 


+1% 


ddd 








February 1952 
Compared with 
February 1951 


+1% 


ddd 


First 2 Mos. 1952 
Compared with 
First 2 Mos. 1951 
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Supply Sales Trend 


Final Figures For February 1952 





February 1952 
Compared with 
January 1952 


February 1952 
Compared with 
February 1951 


First 2 Mos. 1952 
Compared with 
First 2 Mos. 1951 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE 
New Jersey 
New York 
Pennsylvania 

SOUTH 


Delaware 


ATLANTIC 


Florida 
Georgia 
Maryland 
North Carolina 
South . Carolina 
Virginia 

West Virginia 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 





EAST NORTH CENTRAL 





—-1% 
-2% 


+3% 


+2% 





No 
Change 


+4% 


-9% 


-3% 





+1% 
+4% 


-10% 


+1% 
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ROGER TEWKSBURY ART GOULD TED BONNEMA HARRY VAN OSTEN 


AT BOOTH 501-503 


TRIPLE INDUSTRIAL SUPPLY CONVENTION 


You'll see us at the Oster Booth the moment you enter 
Convention Hall...right in front...at the main entrance. 
Let’s get together...size up things in general...Oster 
threading equipment business in particular... 
yes, we welcome the opportunity to discuss 
details with you about the most advanced 
line of threading machines in Oster’s 59 years. 
Remember...optimism is tax-exempt...so let’s use 
it freely at this Convention! We'll be seeing You! 


EE SE CIO EBERLE ELE CREP LE ARENA IAD 


THE OSTER MANUFACTURING COMPANY « 2041 EAST 61ST STREET * CLEVELAND 3, OHIO 








BUILDERS OF COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued) 





February 1952 February 1952 First 2 Mos. 1952 
Compared with Compared with Compared with 
January 1952 February 1951 First 2 Mos. 1951 





EAST SOUTH CENTRAL 


Alabama No 
—, Change | “270 | -9% 


Tennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 


daho New Mexico - 

_ ose rn +6% y No 
Kansas South Dakota 

Minnesota Utah Change 


Missouri W voming 
Montana 


WEST SOUTH CENTRAL 


— +9% | +2% | -3% 


Texas 





PACIFIC 


California No 
Washington - 2% Change - 27% 























Introducing: George THE Salesman 


BECAUSE IT IS NATURAL for salesmen 
to find themselves in interesting, em- 
barrassing, and odd positions almost 
daily, your editors this month are in- 
troducing “George THE Salesman.” 

George is a typical industrial supply 
salesman; he blunders sometimes, other 
times his work is brilliant; at all times, 
though, he’s 100% salesman. 

Got any ideas for George situations? 
Send ‘em along. Each acceptable one 
will bring you a $5 bill. Send them to 
Editors, INpusrriaL DuisTriBuTIoN, 
330 West 42nd St.. New York 36. 
Meanwhile, you'll find George holding 
forth in the news columns; check 
pages 218, 246, 272, this month and 
look for him every month. 











“Mr. Peabody, you'll get that pump if Three A. M. 
| have to build it myself!” 
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Is higher production your aim? 


Then Yarway is your steam trap. Best steam 
trap performance requires condensate drainage p/us— 


PRODUCE 


MORE 


WITH 


YARWAYS.. 


1. Air and gas removal. 


2. Velocity scrubbing of condensate from 
heat transfer surfaces. 


- Keeping highest average temperature 
in the equipment. 


Yarway Impulse Steam Traps do all this, 
sending the most premium B.T.U.'s at top 
temperature into your process or product. 


That's why equipment drained with Yarways 

gets “hotter, sooner’’ . . . why better quality and higher 
production rates are so often reported, 

and at lower steam consumption per unit produced. 


The Yarway “Impulse’’ design makes this possible— 
also makes possible small size, only one moving part, 
straight-through piping, low cost, low maintenance, 

. and it’s good for all pressures. 


Sense Gees esens cones 20eneoemn 


- Ra OE 





Over 750,000 Yarway Impulse Steam Traps have 
| already been installed. You can buy them at a nearby 
industrial distributor—216 sell Yarways. 


pol 


EE “YARNALL-WARING COMPANY 
_®* 111 Mermaid Avenue, Philadelphia 18, Pa. 


wee NeorrTy ? uw 
1 UO ae 5 


— Si aay _— 
FREE OFFER ! 


Don't take our word for it. 
Test Yarway's production advantages in your 


own plant, without cost or obligation. 
mete YAR WAY the steam trap 
a epi designed with production 
3 in mind 
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The Outlook For Business 


SETBACK IN ‘53? The Wage Stabilization Board’s recent recommendations for a boost in wage and 
fringe benefits for’the steel workers could increase the chances of a business setback 
in 1953. Briefly, the resulting outlook is for higher costs, lower profits, and less 
business spending on plant and equipment. 





Just how a business recession could be brewing as a result of these factors can 
be seen by taking a closer look at each of these factors. 


Wage increases in steel will push industry costs to a higher level. Best guess is 
that the direct and collateral effects of the WSB’s recommendations may boost steel 
prices more than $9 per ton. 


But higher costs won't be limited to steel. There’ll be additional expenses for 
other industries. Unions——with an eye on how the steelworkers went about getting 
their raise——will start bargaining, and getting, boosts in wages and benefits. Soon 
the pattern set in the steel industry and by the Wage Stabilization Board will begin to 
be felt throughout the economy. 


With fixed costs up, even price relief won’t help individual industries. Granted 
that the government gives the steel industry some price relief, it won’t solve steel’s 
real problem. 


STEEL POSITION This is because the basic position of this industry is changing. Steel rationing 
—~and rationing of a lot of related products——is about over. The scramble for buyers 
is about to begin. With prices high when the hard sell begins, management has two 
alternatives: 1) to cut prices——even if they’ve just been raised——so that demand will 
be kept up, or 2) to cut production. 


Either alternative, when coupled with high fixed costs, means a slash in profits. 
And as costs bite deeper into profits, companies can be expected to cut back on their 
previously planned capital expenditures. 


In recent years business profits have paid for most of new industrial plant and 
equipment. And that spells trouble when increasing costs are chopping down the 
money available for this new equipment. 


And business confidence could drop sharply. The general state of business op- 
timism, uncertainty, or pessimism has a powerful effect on the willingness to make 
capital expenditures——maybe more than it ought to have. But the fact remains that 
with profits down, business jitters will increase. And that, too, will lessen the out- 
look for business spending. 


SPENDING LEVEL So with costs going up, and profits going down, the level of spending on new 
plant and equipment will ease off. Since business spending is in large part the key to 
prosperity, it could be that a decline in business will be under way. 


But that doesn’t mean that a business recession is to be expected in ’52. Busi- 
ness can be expected to carry on at a fairly high level for the rest of this year. 


The increased spending power of the workers could actually mean a substantial 
boost for the soft goods and consumer durable goods industries——both of which have 
found the going tough during the past year. 


And there’s even the possibility of some inflation. If defense expenditures were 
to be stepped up sharply in the near future, the new round of wage increases could 
make the inflationary possibility the inflationary fact. A few threatening moves by the 
Russians would be all it would take to do the job. 


But barring war, there’s an ominous chance of business recession in 1953. 
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nar says: Check these | 
“NATIONAL” LINES 


for your needs i 
FASTENERS + CH/ ¢ HOISTS 4 





makes the most complete line of fasteners produced 
by any single manufacturer. You can simplify your 
ordering and stocking by standardizing on this 
complete quality line—check the * National” line. 


makes a type and size of top-quality chain, electric- 


welded and weldless, to meet practically every in- 
dustrial requirement. Check the complete Hodell 


rag 


produces a complete line of hand chain hoist and 
trolley equipment: Spur-Geared Chain Hoists and 
Trolleys in sizes from Y% to 25 tons... Differential 
Hoists from % to 14 tons. Check with Chester for 
complete information. 








THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Hodell Chain Company Chester Hoist Division 
Cleveland 3, Ohie Lisbon, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 

Los Angeles 22, Cal. 





\ 
 Valiona / 


see” 
eT rasteners ‘9 VA HODELL CHAINS CHESTER HOISTS 
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inzas: LLOW you can... 


... take advantage of an “event” 


To Jim Haseltine, sales promotion 
manager of J. FE. Haseltine & Co., Port- 
land, Ore., falls the job of spurring 
sales of the many lines handled by his 
company. Many lines ¢ ill for a lot of 
ideas which are, in most cases, limited 
by the particular line being promoted. 
However, there is one “idea” which 
Mr. Haseltine always exploits as a basis 
for promotion because of its adapta- 
bility to all lines. This idea is the 
“event” —anniversary, etc 

Take, for example, Mr. Haseltine’s 
development of a recent “event”. One 
‘f the company’s suppliers commemo- 
rated its 75th year in business last year 
by awarding bronze plaques to its dis- 
tributors. This, in Mr. Haseltine’s 
book, called for some spirited sales pro- 


motion and extra selling effort on the 
line 


and developed some of his own on the an eye to their variety and their utility 
In addition, the anniversary plaque anniversary theme. in the area. He also arranged the dis- 
gave Mr. Haseltine an opportunity to To anchor the campaign to a focal _ play shown in the picture. 
indulge in some institutional advertis point, Mr. Haseltine ordered the main Result: the sales campaign was suc- 
ing for his company, which happens window display to be made over to cessful. Not only did sales of the line 
distributor of this particular feature plaque, products and Hasel- shoot upward, but new customers were 
since 1890) tine nameplates. The display was found and many were impressed with 
Consultation with the sales man- maintained for the duration of the the long association of Haseltine and 
ager resulted in an organized sales cam- sales campaign. the supplier. 
paign on the line for a month. Sales- Stands to hold products and back- For another example of Mr. Hasel- 
men were prepped at a meeting and drops were provided by the manufac- _ tine’s capitalization on an “event”, see 
the rest was up to Mr. Haseltine. The turer. Sam Shimmens of the Haseltine INpustriat Distripution, Jan. 1951, 
latter assembled supplier's literature sales staff selected the products with page 85. 


..- handle long quotations from the field 


Dallas Richardson of the Henry Walke Co.’s Charlotte, 
N.C. branch is busy with a device that saves considerable 
time for Walke salesmen “out on the road” who have 
just been handed four or five pages of quotations by a 
good customer. 

The salesman will call in and ask for an inside man. 
Mr. Richardson, or some other salesman on the inside, 
will pick up the phone, listen long enough to get the 
general idea, then switch the call from “phone” directly 
over to “dictaphone”. A flick of the lever and the wax 
record begins to pick up the salesman out in the field. 
Mr. Richardson, meanwhile, monitors the call long 
enough to be sure all goes well. Then back to his own job 
he goes until the line alongside runs dead. 

The wax cylinder is pulled and sent to transcribing 
As the sheets come off they’re dropped on the pricing 
clerk’s desk. Any quotations that are “sticky” are tele- 
tvped to the manufacturing supplier for confirmation. 

By the time the salesman out on the road calls in again 
that afternoon, all quotations are ready for delivery to 
the customer 
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This 1”-pitch x 8”-wide Hy-Vo Drive replaced a 1”-pitch x 


12”-wide silent chain drive. Eight hours a day, five days 
a week, the Hy-Vo transmits 150 HP to a pug mill in a brick 


and tile factory, requires no maintenance work other than 


routine inspection and lubrication. The Hy-Vo Drive has 


lightened overhung load, reduced noise and bearing load, 


provided greater capacity in less space. 


Can your customers use 


chain drives like this one? 


If your customers are searching for 
improved high-speed, heavy-duty 
power transmission, the sensational 
Morse Hy-Vo Drive, pictured above, 
will deliver it. 

Hy-Vo cuts power transmission costs 
up to 50%, gives one-third longer 
service life. It transmits up to 5000 
HP. It is capable of rotative speeds up 
to 3600 RPM and linear velocities up 
to 6500 FPM. It opens brand-new 
sales, service, and profit opportunities 
for you. 

Hy-Vo is the latest development in 
Morse’s complete line of power trans- 
mission products — ranging from 
quality-built stock roller chains and 
silent chains to small, flexible cou- 
plings. Your customers accept Morse 


quality by reputation. They are pre- 
sold on Morse performance. Let us 
give you details on the profitable line 
of Morse Power! Transmission Prod- 
ucts. Write today. 


M=PT Morse means Power Transmission 


MORSE CHAIN COMPANY 
Dept. 317 
7601 Central Avenve . Detroit 10, Michigan 


-—S SS ee ee Oe ew ew ewe oy 


MORSE 


MECHANICAL 
POWER TRANSM/SS/ON 


Ppaoouctrs 


grrr erer=s 
\eemenoeoe 
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As a Morse Distributor, you 
would handle, and profit 
from, these Morse stock 
products: Silent Chains and 
Sprockets @ Roller Chains and 
Sprockets e Cable Chain, 
Double-Pitch Roller Chains e 
DSC Flexible Couplings e DRC 
Flexible Couplings e Morse- 
Rockford Over-Center Friction 
Clutches @ Morflex Couplings 
e Morflex Radial Couplings. 


As a Morse Distributor, 
you would sell and profit 
from these custom-ordered 
Morse products: Morse- 
Rockford Pullmore Clutches e 
Morse-Formsprag Over-Run- 
ning Clutches ¢ Morflex Drive 
Shafts ¢ Morse Hy-Vo Drive. 








AINE Se Takl RNAS BCE Ni 2 nd 


a 


Sell 





An Industrial Milestone 


23 years ago, Holo-Krome set forth and 


adopted the Distribution Policy given on these pages. 
It was right then and is still right today. 
No need for changes. 


The Holo-Krome completely cold forging method 
revolutionized the manufacture of Socket Screws. 


To support our Distribution Policy and fulfill 
our responsibility to Industry, all Holo-Krome 
Socket Screw Products are Guaranteed to give 
Unfailing Performance. 


THE HOLO-KROME SCREW CORP. 
HARTFORD 10, CONN. 


HOLO-KROME 


lomple Zeky | y (old porged 
SOCKET SCREWS 
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HOLO-KROME 


“We Sell Through 
Authorized 
Stock Carrying Distributors” 


HOLO-KROME has proven, through years 
of practical experience, that Industry is 
served better, more economically and more 
efficiently because of this fact. 


HOLO-KROME FIBRO FORGED Socket 
Screw Products are sold through Author- 
ized Stock Carrying Distributors. 


HOLO-KROME considers its Distributors 
as advantageously located Branch Ware- 
houses and, as important a part of the 
Holo-Krome organization as any depart- 
ment of the Company. 


HOLO-KROME authorized Stock Carrying 
Distributors, staffed with trained repre- 
sentatives fully conversant with Holo- 
Krome Products and Policies, serve In- 
dustry and Government in a manner not 
matched by any other method. 


HOLO-KROME at all times, realizes its 
responsibility to Industry . . . to serve 
economically and efficiently. 











INDUSTRIAL DISTRIBUTION © MAY, 1952 








DISTRIBUTOR 











Philadelphia Distributor 


A. Kerba 


igh right 
1 than ! t 


" x s for submit 
iducted by Nicholson | 
> R. Ashbey and E. A 


‘NEWS - 


Picks Winning Name 


president, Standard Shannon Supply Co., Philadelphia, 


ting winning name for a shoe rasp in a 
ile Co. The name: ‘*4-In-Hand Mak 
Neal of Nicholson 





nnation 


les manager 


ourse for distributor salesmen receive 


of Parker-Kalon Corp., N. Y., while 


r, looks on 


Graduates « 
indoctrination 


cent sales 

for distributor 
salesmen sponsored by Parker-Kalon 
Corp., New York City, received 
“diplomas” on Feb. 29th at the con 
clusion of th« 
Students were: G Grady, Guest 
Keene & Nettlefolds, London, Eng 
land; Fred Pope, Perkins Bassett & 
Wright, Inc., Keene, N. H.; Edgar 
Thompson, A. Y. McDonald Mfg 


course 


course 


W 
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Co., Des Moines, lowa; Alex Hutchin- 
son, Caverhill, Learmont & Co. Ltd, 
Montreal and Ralph Weis, A. Y. 
McDonald Mfg. Co., Dubuque, Iowa. 

Parker-Kalon personnel who _par- 
ticipated were Harold Elfenbein, 
P-K Advertising manager; George 
Schwartz, sales dept.; W. A. Toepel, 
senior sales engineer; S. Harzfeld, sales 
dept.; L. Oest, engineer; and C. J. 
Geis, sales promotion manager. 
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Three New Assistant VP’s 
Appointed by Thermoid Co. 


Thermoid Co., Trenton, N. J., has 
added three new assistant vice presi- 
dents, Fred Matheis, Alvan Campbell, 
Jr., and Tharon J. Ellis 

Mr. Matheis, assistant sales manager 
of the company’s Industrial Rubber 
Div., has been associated with Ther- 
moid for 35 years. During World War 
II, he served on the WPB Industrial 
Rubber Advisory Committee. 

Mr. Campbell, production planning 
manager and service manager of the 
Special Sales Div., joined Thermoid in 
1938. Mr. Ellis is factory superintend- 
ent of the Rubber Div. With the com- 
pany three years, he was previously 
an executive of the Firestone Rubber 


Co 


AMF Purchases 
Thompson-Bremmer 


American Machine & Foundry Co., 
New York, has completed the pur- 
chase of the Thompson-Brenner Co. 
of Chicago, manufacturer of indus- 
trial fasteners and electrical terminals. 
The Chicago firm becomes a subsid 
iarv of American Machine & Foundry, 
and will operate as part of its general 
products division. 

Management of Thompson-Brem 
mer, headed by Henry T. Chamber- 
lain, president, will remain unchanged. 
Acquisition of the firm will bring 
American Machine & Foundry Co.’s 
plant total to 14. 


North New Jersey ASTE 
Holds Annual Dinner Dance 


Ihe American Society of ‘Tool En 
gineers, Chapter No. 14 of Northern 
New Jersey held its fourteenth annual 
dinner dance recently at Mountain 
View. Four hundred and fifty mem- 
bers attended the affair, which was 
arranged by James Bosted, H. D. Mills 
& Co., Passaic, entertainment chair- 
man. 

Chapter officers are James Allan, 
chairman; G. H. Grossnickle, Ist vice 
chairman; Clyde C. Shannon, 2nd 
vice chairman; H. Wilson Ryno, sec 
retary; and Arthur J. Wotowicz, treas 
urer. 





‘‘Industrial Clinic’’ Brings Manufacturers, Customers Together 


President E. H. McLaughlin of Union 
Hardware & Metal Co., Los Angeles, 
with E. E. Hey, industrial sales mgr 


Union Hardware & Metal Co., Los 
Angeles, recently opened its doors to 
manufacturers’ men and customers in 
1 three-day “Industrial Clinic”’ featur- 
ing product exhibits, lunch and 
movies. 

Representatives were on hand from 
29 manufacturers, and more than 600 
customers and prospective customers 
attended 

Mornings were devoted to inspec- 
tion of the displays and demonstration 
of equipment. After lunch in the 
company’s employee cafeteria, movies 
were shown of various suppliers’ manu- 
facturing operations and a tour of the 
distributor’s plant followed. Door 
prizes were handed out at the end of 
each day. 

In setting up the program, Union 
arranged displays for all the manufac- 
turers whose lines were carried, utiliz 
ing the large 40 by 56 ft. display room 
in the company’s new building. Cus 
tomers were left alone to talk with 
salesmen and watch demonstrations. 

During lunch, no sales talks were 
given. “We felt they'd probably heard 
enough sales talk in the display room,” 
Elton E. Hey, industrial sales manager, 
said. 

To attract attendance, Union as 
signed territories to 10 salesmen, who 
were expected to bring in 15 to 20 
customers each day of the program 
Superintendents, purchasing agents, 
ind other interested executives were 
invited. Each guest was registered at 
the door on entry, so that Union has 
names for follow-up work. 

Some spot sales were made, but 
iccording to Mr. Hev, “We didn’t 
drag out out order books and solicit 
business.” Main objectives were the 
stimulation of customer interest and 
friendship, and customer education 
through seeing equipment in action. 


Prospective customers inspect exhibits at Union Hardware & Metal Co.’s open 
house in Los Angeles. Later they joined manufacturers’ men 

at lunch in Union Hardware’s spacious employee cafetena. Movies, tour of 
the distributor's plant, and door prizes rounded out the day 





Distributor Honors Manufacturer, Salesman 
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Participating in a two-fold silver anniversary dinner party of W. W. Wilson Corp., 
New York, were Ray Page, retired purchasing director of Federal Shipbuilding; Frank 
Parker, W.S. Wilson safety salesman and one of the honored guests; Hugh Hirshon, 
W. S. Wilson, president; ‘Tom Willson, head of Willson Products, Inc., and H. H 
Finn, purchasing head of Esso Standard Oil Company of New Jersey. The affair 
was held in the Waldorf Astoria, New York 


W. S. Wilson Corp., New York 
distributing firm, had a dual reason 
for staging a silver anniversary dinner 
last month. The month marked the 
25th anniversary of the distributing 
firm handling the products of Wilson 
Products, Inc., and also marked the 
25th anniversary of Frank Parker, saf 
ety specialist joining the W. S. Wil 
son firm 

lo celebrate the two events, Hugh 
I]. Hirshon, president of W. S. Wil- 
son, arranged a dinner party for about 
40 guests, all but two of whom are 
afhliated with the safety field. ‘The 
two exceptions were Ray Page, a re 
tired purchasing agent and friend of 
long standing of Mr. Parker's, and 
H. H. Finn, purchasing agent for 
Esso Standard Oil, who was instru 
mental in Wilson Corp., becoming 
distributor for Willson Products 25 
years ago. 


Mr. Hirshon, back at work after 
spending almost two years in bed, 
presided at the party and presented 
both Mr. Willson and Mr. Parker 
with silver placques. Mr. Willson 
also was prepared for the event; he 
presented Mr. Hirshon and Mr. Pat 
ker with silver platters. 


New W. S. Nott Co. Branch 
Opened in Hibbing, Minn. 
The W. S. Nott Co., Minneapolis, 


Minn., has opened a service supply 
branch in Hibbing, Minn 

It occupies space formerly owned 
by Bedard Supply Co., at 1721 First 
Ave. Wayne Thompson, formerly of 
the Minneapolis headquarters staff, 
will manage the branch. 

The company, established in 1879, 
distributes industrial supplies and 
equipment. 


FOR ADDITIONAL NEWS SEE NEXT PAGE =m 
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Purtell Writes Saturday Evening Post Article: 
‘I’m A Boss—And What’s Wrong With That?’’ 


William A. Purtell who, as presi 
dent of the Holo-Krome Screw Corp., 
iid a past president of the Amencan 
Supply & Machinery Manutacturers’ 
Association, is well known throughout 
the industrial supply field, last month 
moved into the public eve. He wrote 
in artich I'm A Boss—And What's 
Wrong With That?”, which was pub 
in the April Sth issue of The 
Saturday Evening Post 

In the article Mr. Purtell mentions 
that he 1 candidate for the Re 
publican nomination for governor ot 
Connecticut. Delegates to the 1950 
Triple Industrial Supply Convention 
in Atlantic City, will recall that Mr. 
Purtell was on the program that year 
ind said that he had to return to Hart 
ford immediately after his speech to 
resume his campaign for the nomina 


lish d 


Was 


AST year, after friends had paid 
me the compliment of offering 
my name in nomination as the 

Republican candidate for governor of 
Connecticut, a young man came to 
me, troubled 
You can’t be elected, Bill,” he 
said Not only are you a manufac 
turer but you are president of the 
Connecticut Manufacturers’ 
tion 
I didn't 
started to say 
felt my status was similar to 
that of an associate of Lucky Luciano 

That made me think. I knew a few 
manufacturers like Senator Flanders, 
of Vermont, had made the grade, but 
not too many. Why not? I started as 
sembling the facts that seemingly 
made manufacturers unlikely political 
candidates. I had been working some 
forty and twenty-two of thos« 
vears | had been running a small fac 
tory. It is a very small factory, but it 
gives employment to about 300 of my 
triends and neighbors. During those 
twenty-two vears I have paid out mil 
lions of dollars in wages and in taxes 

Those millions have into my 

community to support families, to 
build schools and to maintain public 
health. Was there something about 
ill this that was shameful? Trwv as I 
would, no feeling ef shame for a mis 
spent life could be developed 


As sOocla 


think that bad,” I 
but his expression told 


Was 


me he 


vears 


, 
fone 


* Reprinted by special permission 
of The Saturday Evening Post 
Copyrighted 1952 by The 
Publishing Company 
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William A. Purtell 


tion 

Mr. Purtell’s Saturday Evening Post 
article* is reprinted here in it en 
tirety 


During those twenty-two years we 
have had no labor troubles. We pay 
the highest wages we can. We pro 
vide as good working conditions as 
possible. At the end of the year | 
divvy up what remains between stock 
holders and workers. I treat my work 
ers decently, and if I call them by 
their first names, no disrespect 1s 
meant. ‘They also call me by my first 
name 

I couldn't find anything about my- 
self that set me apart from the law 
yers, insurance men and professional 
politicians who were aspiring for pub 
lic office. 

I am as much interested as any 
other citizen in the welfare of my city, 
my state and my country. The future 
of my children and the children. of 
my fellow workers concerns me deeply. 
Why, then, should anyone speak 
to me accusingly and imply that I 
could not succeed in public office? I 
started to wonder: Why are men who 
make a career out of holding public 
jobs and never produce a usable thing 
in their lives considered better leaders 
and deserving of higher esteem than 
those who, like myself, have created 
jobs for our neighbors and added to 
the real wealth of the country by pro 
ducing usable goods? 

I cannot develop a feeling of guilt 
bout being a manufacturer, no mat 
ter how hard I trv. To be sure, I 
have known men who made a lot of 
money quickly in legitimate enter 
prises and who, after they made their 

Continued on page 248) 
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Worthington Pump 
Votes Name Change 


Ihe name of the Worthington 
Fump & Machinery Corp., Harrison, 
N. J., was changed to Worthington 
Corporation, at a recent stockholders’ 
meeting, during which the present 
board of directors was re-elected. 

Reasons given for the name change 
centered around the fact that Worth- 
ington has extended its manufacturing 
activities into many other fields be 
sides pumps. 

“Because of our wide diversifica- 
tion,” H. C. Ramsey, president, said, 
“we believed that the continued refer- 
ence to ‘pumps’ in the corporate name 
tended to lead the public into the er 
roneous conclusion that pump manu 
facture was our only endeavor.” 

Worthington’s history stretches back 
to 1840 when twenty-three year old 
Henry R. Worthington invented and 
shortly thereafter started manufactur- 
ing single direct-acting steam pumps 
in a small shop opposite the old 
Brooklyn Navy Yard. Since then 
Worthington has grown to a world- 
wide organization, with plants in Calli- 
fornia, New York, Colorado, New Jer- 
sey, Massachusetts, Minnesota, and 
Pennsylvania. Foreign and associated 
plants are located in Argentina, Aus- 
tria, Brazil, Canada, France, West 
Germany, Great Britain, Italy, Mex 
ico and Spain. 

Besides pumps, the company’s line 
includes air and gas compresors, Diesel 
and gas engines, air conditioning and 
refrigeration equipment, steam power 
generation apparatus, electric motors, 
generators and switch gear, V-belt 
transmission drives, construction 
equipment and liquid meters. 


Laminated Shim Appoints 
Errico Sales Engineer 


Michael E. Errico has been ap 
pointed sales engineer for the Lami- 
nated Shim Co. of Glenbrook, Conn. 
He will contact industrial plants and 
distributors throughout New England. 

Mr. Errico has been with the com- 
pany for six vears, most recently as 
sales office manager at the factory. 


Taylor Opens New Division 
The H. D. Taylor Co., Buffalo, has 


opened an industrial and heavy hard- 
ware division at its branch store at 
33 Aurora St., Lancaster, N. Y. Under 
the management of Leonard Stenzel 
floor space has been enlarged to ac- 
commodate the new department. 





Ellfeldt Machinery & Supply Co. Celebrates Golden Anniversary 


Ellfeldt Has It” is the slogan of Ellfeldt Machinery & 


Supply Co., Kansas City, Mo 


anniversary this year 


W. L. Enright 


Warren H. Ricketson 


which celebrates its fiftieth side the 


tomer service 


Harold M. Tidwell 


‘Norman Hamilton 


New branch store opened at Wichita, Kan., is located out 
downtown area, and is convenient for drive-in cus 


his year is an eventful one for Ell 
feldt Machinery & Supply Co., Kan 
sas City, Mo., one of the Mid-West's 
oldest industrial supply houses. It 
celebrates the fiftieth year of its found 
ing; a new president has been elected; 
and a branch store was opened in 
Wichita, Kan 

Ihe new Wichita branch is located 
it 312 Laura, outside of the down 
town area and convenient for drive-in 
customer services as well as for speedy 
delivery. ‘Teletype communication is 
maintained between the two houses. 

Ellfeldt’s was founded by A. F 
Elifeldt, a German emigrant who came 
to this country at the age of 17. Today 
the business he founded is one of the 
largest of its kind in the country, serv- 
ing Kansas, Missouri, Nebraska, Iowa, 
Oklahoma and Arkansas. 

W. L. Enright, newly elected presi- 
dent of the company has been vice 
president of Ellfeldt’s for the last 
cight years, and since September 1951 
has been general manager. He has 
been owner since 1944. 

Other officers include, Harold Tid 
well, secretary and sales manager who 
started with Ellfeldt as a delivery boy 
when he was 17. He worked in all 
departments before reaching the top 
in the sales department. 

Another executive who started in as 
a delivery boy is Warren Ricketson, 
company treasurer and manager of the 
machinery department. Mr. Ricketson 
came in on the ground floor 20 years 
ago when the firm began branching 
out in machinery and equipment. 

In charge of the Wichita branch is 
Norman Hamilton, who had been Ell 
feldt’s representative there. 


FOR ADDITIONAL NEWS SEE NEXT PAGE =D 
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Goodyear Registers Distributors For School 


R. S. Mars, Jr., W. P 
States Rubber Co., Salt Lake City, Utah; 


( Macon, Ga., regi 


Mechanical Goods division of the 
lire & Rubber Co., Akron, 
Ohio, conducted a discussion program 
ind training recently for +43 


industnal rubber 


(Joodvear 


school 
presentatives of 25 
ids distributors 

Lhe 


epresentatives 


program is designed to give 
of firms that handle 
mechanical goods practical 
knowledge of the products. First day 
if the school was devoted to manu 
facturing processes, which included 
on-the-spot observation of mechanical 


Goodveat 


& R. S. Mars Co., 


ter with R. W. Sabine, 


Duluth, Minn.; Bill Reese, Mountain 
S. Tharpe, Taylor Iron Works & Supply 
of Goodyear 


rubber goods being manufactured 

Ihe remainder of the week incor 
porated talks by department heads of 
the mechanical goods division and dis 
cussions between Goodyear personnel 
and the industrial rubber goods dis 
tributor representatives. 

Distributor representatives attended 
from 19 states. Bill Reese, sales man 
ager of Mountain States Rubber Co., 
a Goodyear distributor, traveled the 
greatest distance, a total of 1,800 miles 
from his office at Salt Lake City. 


W. S. Ehrenfeld Co. Marks Third Anniversary 


Guests at party given by York, Pa., distributor include Howard L. Pruner, (American 


Saw), Lee Brown (Lyon Metal Products 
Johns-Manville), and C. B. Derrington 
s seated on the left 


Hewitt-Robins 


Bill Owens (Browning), Henry Owen 
Host Walter S. Ehrenfeld 


Richard B. Davis 


Davis Made Sales Manager 
Of Hendrie & Bolthoff Unit 


Richard B. Davis has been ap 
pointed sales manager of the indus- 
trial supply division of Hendrie & 
Bolthoft Co., Denver, Col. 

Mr. Davis entered the employ of 
the company in 1934 and has pro- 
gressed through various sales capacities 
with the company. He has been sales 
promotion manager of the industrial 
supply and hardware divisions for the 
last two years. 


Chain Company 
Changes Name 


William J. McElroy, president of 
all Round Chain Companies on the 
West Coast, announces that the name 
of Seattle Chain & Mfg. Co. has been 
changed to Round Seattle Chain 
Corp. The company is located at 
6921 East Marginal Way, with 
branches in Portland, Ore., and Bell- 
ingham, Wash. 

The new name of this company, 
which was acquired by the Round 
group in 1920, identifies it more closely 
with the nationwide Round organ- 
ization. There has been no change in 
ownership or management. 

Other Round Chain Companies 
are: The Bridgeport Chain & Mfg. 
Co., Bridgeport, Conn.; The Cleve- 
land Chain Mfg. Co., Cleveland, 
Ohio; Ohio Hoist & Mfg. Co., Cleve- 
land Chain & Mfg. Co., Cleveland, 
ing Co., Cleveland, Ohio; Round 
California Chain Co., So. San Fran 
cisco, Calif.; Round Chain & Mfg. 
Co., Chicago, Ill.; Round Los Angeles 
Chain Corp., Los Angeles, Calif.; 
Southern Chain & Mfg. Co., Bir- 
mingham, Ala.; Woodhouse Chain 
Works, Trenton, N. J.; and Round 
Alloys Mfg. Co., Trenton, N. J. 


ADDITIONAL NEWS STARTS ON PAGE 284 





your pulleys will drive your machines 
only as well as your belts drive your pulleys 


28-inch 3-ply Heart Ook leather 
= with fixed idler, in woolen 
mill. 


* 


GRATON 
LG icing 


Get a Graton & Knight “Live Traction” Leather Belt — 

because it is engineered to transmit maximum uniform 

horsepower at correct speeds and sustained R.P.M. — 

with ample reserve for load peaks, and “fluid drive and keep your 

action” to absorb starting torque and load shocks. <= ) belts pulling for you 
For tough conditions, cross, shifter and idler drives, , Stop belt slippage — prolong belt 

HEART OAK top grade center stock oak tannage. For ie inn, com GRAKOSCLEAR Bel Bros 


ing, result of 100 yeors experience 


short center, small pulley, cone pulley and serpentine COPPGIE Socture, Preserves tend lubsicates the 


facture. Preserves and lubricates the 
precision drives, RESEARCH® premium quality. For S Oe So gee 
ambient conditions (steam, oil, water, acid and alkali ssaancleasticiansnass 
fumes) SPARTAN® combination tannage . . . Whatever 
your conditions, you'll get more production-power with 


Graton & Knight Engineered Leather Belting. 


New Belting Catalog and Manual shows how to get more production-power 
with leather belting. Our representative will deliver your (free) copy upon request. 
GRATON & KNIGHT COMPANY, Worcester 4, Massachusetts. 


second centu Liesl : | engineered leather belting 


for more production-power 
GRATON 


KNIGHT 
® 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks. 


WHAT'S IN A NAME? ‘Three definitions of the word purchasing, as in pur- 
chasing agent, cast a shadow on that job. For instance, Chaucer: “Purchase— 
robbery, and also the thing stolen.” Shakespeare: “Anything of which posses 
ion is taken im any other way than by inheritance.” And Bacon savs_ that 


Purchaser was “a buver; one that gains anything for a price 


MINING FOR SCRAP. Gun club members in Hartford, Conn. 
shooting clay birds for 25 years. For scrap salvage programs. they “mined” 


out the range for lead pellets. ‘They sold the “lode” for $35,000, making a profit 
of about $17,500 


have been 


THE CHANGING MARKET. ¢ 


ut of every 13 persons makes up that market 
embracing people over 65 


Investigation shows that these oldsters have money 
to spend; will have more as pension plans mature. They 


have more time to 
travel; favor warm climate 


ireas; spend more dollars for medicine, and heating 
ind cooling device ind less for alcoholic beverages 


LET'S FACE IT. Anyone who still thinks there are only 52 weeks or 12 months 
in the vear is hopelessly behind the times. ‘Thanks to the efforts of alert press 
igents, 147 weeks and 22 months are now 


set aside for some sort of national 
ervation every vear 


PAN EREE UPPERS. ‘The New York State Senate has voted to exempt false 
tecth from the two percent sales tax which 
\pparently the legislators 
who int bite back 


counties are allowed to impose 
igree that it 1s unfair to take a tax bite out of someonc 


HOME SWEET HOME. City fathers have dug up some imaginative names 


with which to label their towns. There’s Lousy Level, Nevada, for instance. 
x Foul Rift, Pa. Crazy Woman Creek, Wyoming, o1 


Delerium ‘T'remens, 
California. On the other hand, there is a 


Damfino town in Missouri And 
ertain tribesmen in Gambia, Africa, are presumably happy to live in Sin 


INDUSTRIAL DISTRIBUTION © MAY, 1952 





RUST-OLEUM is one of the few products you 
handle that you can talk on every call! 





| The Practical Answer To Your Customer's Rust Problems 


So easy to use that one man often does the work of two. May be 
applied over surfaces already rusted by brush, dip, or spray... after 
removing rust scale and loose particles with wirebrush and sharp 
scrapers. Saves time, work, and money — there's a practical sales 
story your buyers understand and need! 


Beautifies As It Protects -- 
Available In All Colors, Aluminum, and White 


With RUST-OLEUM, you've got the answer — you Stop and Prevent 
Rust for your customers; and you provide double protection with 
RUST-OLEUM finish coats in all colors, aluminum, and white. This 
means your customers receive maximum rust prevention — and 
beautify as they protect! 


You Receive High-Profit, Fast-Turnover, Repeat-Sales 


RUST-OLEUM is a high-profit line backed by a sound, protected 
distributor policy for you. The fact that every type of plant, indus- 
try, and business is a RUST-OLEUM prospect means fast-turnover and 
repeat-sales for you the year ‘round. It’s one of the few products 
you can talk on every call. 


RUST-OLEUM < 


Dramatic 
National Advertising 
Month-After-Month 
in 
TIME MAGAZINE 
NEWSWEEK 
BUSINESS WEEK 
FACTORY 
MODERN INDUSTRY 
MILL & FACTORY 
and 50 other 
important publications 
makes your sales job 
easier! 
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Be Sure Your Company Is Signed Up 
For The Hard-Hitting RUST-OLEUM Direct 
Mail Campaign To Your Customers In 
Your Trading Area! It’s A Proved 
Business-Getter! Write For Details! 


RUST-OLEUM CORPORATION 


2412 Oakton Street, Evanston, Iilinois 


INDUSTRIAL DISTRIBUTION © MAY, 1952 





ON THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 




















Pillow Block 


Factory-Sealed 
Against Dirt 


Von unit pill vy block has been 
cloped vith a lubricant-retaiming 
| il and othe features to guard 
iwainst dirt contamination, and obviat 
the need of frequent lubrication 
Called the Hess-Bright “SY vit 
provides wiping action of th 
unst the inner bearing mng, ce 
ibed i mracticalls frictionl 
Orth feat ire rotating flings to 
<clude dirt, a collar with set \ 
ca installation phet il outer 
ing compensation for initial misalign 
nent, and re-lubrication through Ak 
nite fitting It iterchangeable with 
cistin installation bacton caled 
unst dirt t ( frequent 
ibricat 
Shatt met tange from | t 
iit 
Among it iccording ¢ thie 
manufacturer, a n connection with 
MNVEV light fans and blowers, light 
wer take-off units, jack shafts, and 
nachinery emploved in the agricul 
tural hemical, food, ginning nd 
textile industric 


Philadelphia 


SKF Industries, In 
lustrial Distribution, May 1952 


Indus 


Jack 


Light-Weight, 
Ratchet Type 
\ light-weight 


been designed to handle ] 
10 tons 
Called the Simplex A1022, it weighs 


156 


ratchet - lowering 
lever jack with aluminum housing has 
loads up to 


#2 lb. and has a minimum height of 
204 in., with 12-in. lift and a broad 
toe lift with a minimum height of 2 in 
Ihe toe lifts the full rated capacity of 
the jack. Other features are drop 
forged and machined alloy steel operat 
ing parts, double-lever sockets, adjust 
ible, cadmium-plated springs and links 
multiple-toothed lubricated 
trunnion bearings, and shorter fulcrum 
centers 
According to the manufacturer, the 
41022 is designed for lightweight ver- 
itility in a wide range of general pur- 
ose industrial, construction, oil field 
ind railroad uses 
Templeton, Kenly & Co., Chicago 
Industrial Distribution, May 1952 


pawls, 




















Drill Presses 


Redesigned Line 
Includes 72 Models 


\ redesigned line of 15-in. drill 
presses is now available in 72 different 
models. 

The presses have 4-in. capacity in 

ist iron, with spindle travel of 6 in. 

r 4} in. and four speeds ranging from 
600 to 5,000 rpm. A slow speed pulley 
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can be supplied where slower speeds 
are required. The machines are avail- 
ible in bench, floor, and multi-spindl 
models. 

The 6-in. spindle travel model is 
completely new, according to the man- 
ufacturer, and incorporates a calibrated 
depth gage and a _ micrometer-type 
depth stop. All models feature a com 
pletely enclosed motor switch housing 
built into the head casting. Belt 
guards are made of light-weight, strong 
steel stampings and are standard equip- 
ment 

Other features are 6-spline spindle, 
independently mounted spindle pulley, 
ind one-piece head castings. The No. 
6A Jacobs chuck 0-4 in. or No. 1 Morse 
taper spindle are optional equipment. 

Kearney & Trecker Corp., Walker- 
lurner Div., Plainfield, N. ].—Indus- 
trial Distribution, May 1952 


Pipe Machine 


New Die Head 
Adjusts Quickly 


\ new pipe and bolt threading ma- 
chine, the Ridgid “500,”’ features a 
self-contained die head that is instantly 
adjustable to different sizes of pipe 
without removing dies or die head 
from the machine. 

Che quadritype die head adjusts to 
thread 1 to 2-in. pipe, including over 
ind under size, regardless of position 
of the quick-opening lever. Dualtype 
die heads, one for } and # in. and one 
for 4 and 3 in., also provide for size 

hange in the machine. Monotype die 

heads, 4 to 2 in., and bolt die heads, 
$ to 2 in., which adjust to over and 
under size in the machine, are also 
ivailable. 




















“PODAY 


.-.PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Tools used in the machine cut and 
ream independently close to the chuck, 
and swing up out of the way when not 
in us¢ Ihe thread oil system is en 
tirely concealed The thread and 
length gage has large, easy-to-read 
numerals 

The chuck has 6 adjusting pinions 
The motor, which, according to the 
manufacturer, will supply ample power 
for pipe to 12 in. when geared tools 
ire used, is the universal forward re 
verse type, 115 volts, 25 to 60 cycles, 
AC or DC single phase, light socket 
power, 

The “500” is available in bench and 
stand models, with or without wheels. 
Stand models can be either open or 
closed 

I'he Ridge Tool Co., Elyria, Ohio 
Industrial Distribution, May 1952. 














Fan 


Motor Mounted 
Outside Airstream 


A new general purpose type fan has 
been developed for exhausting danger- 
ous or obnoxious fumes, dirt, heat, 
and smoke and other applications 
where it is desirable to have the motor 
outside the airstream. 

Explosion proof, enclosed or open 
type motors, from 4 to 74 hp, are 
available as required. The unit meets 
UL specifications for spray booths. 
It features sealed bearings in readily 
replaceable flange construction, dou- 
ble angle motor support to reduce 


vibration, adjustable motor base for 
belt takeup, and heavy cast aluminum 
fan blade in a range of sizes from 
18 to 42 in 

Standard Electric Mfg. Co., Phila 
delphia—Industrial Distribution, May 


1952 


Wood Screws 


Zinc Alloy, 
Die Cast 


Die cast zinc alloy wood screws have 
been developed for use in such ma- 
terials as soft woods, composition board 
and plastics. 

The screws are rust proof. Single- 
cavity precision dies in the manutac- 
turing process provide for the holding 
of close tolerances, it is claimed. The 
screws are cast and trimmed, ready for 
surface finishing, in a single automatic 
operation. 

The manufacturer is planning a 
complete line of sizes. 

Gries Reproducer Corp., New York 

Industrial Distribution, May 1952 














Pliers 


For Fine Wire, 
Thin Metal Cuts 


The Plier-Snip No. 101, a 44-in 


hand tool, has been designed for cut 
ting hne wire or snipping thin metal. 

Originally developed for use in elec- 
tronic and incandescent lamp manu- 
facture, the midget pliers have an ex 
tended throat for reach in cramped 
quarters without reduction in leverage, 
it is claimed. The tool is drop-forged 
for toughness, with the cutting edges 
hand-honed. 

Utica Drop Forge & Tool Corp. 
Utica, N. Y.—Industrial Distribution, 
May 1952 


Steel Rod 


Precision 
Threaded 


\ new threaded steel rod for indus- 
trial repair, installation and construc 
tion work has been put on the market. 
Known as Redi-Bolt, it comes in 
straight 36-in. lengths and in six diam- 
cters—4, fe, 8, 4, & and 3-in.—preci- 
sion threaded the full length. 

It is made of cold-drawn steel—said 
to be 20 percent stronger than ordin 
ary steel. A special coating is claimed 
to protect the rod against rust. 

Long straight bolts and adjusting 
rods can be made in seconds by hack 
sawing Redi-Bolt to size, and fitting 
with standard nuts. Or, after heat- 
ing the rod with a blowtorch, it can 
be bent into U-bolts, L-bolts, Eye- 
bolts or any one of a dozen other 
shapes. No threading is necessary. 
The part is ready for immediate in- 
stallation. 

Redi-Bolt, Chicago, Il.—Indus- 
trial Distribution, May 1952. 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 161 
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W be . N T ta E Your customer counts on you to prescribe and deliver the 


tap that will do the best job for him ‘‘when the chips are 
down.” And that, naturally, means WINTER Taps. 


WINTER BROTHERS COMPANY, Rochester, Mich., U.S.A. ; 
eo Distributors in principal cities. Branches in New York, Detroit, 
| Chicago, San Francisco. Division of National Twist Drill & Tool Co. | 


A WARM WELCOME FROM WINTER... 


...awaits you when you attend the Triple 
LY Mill Supply Convention in Atlantic City. 


We will be at the Claridge Hotel. 
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QUALITY PLIERS 
GOOD WORKMEN 
PREFER... 


TF ivere are good reasons 
, 


why Kleins are the top 
choice in pliers— 

@ Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
@ Kleinsare made right 
—of finest steel—pre- 
cision fited—each pair 
individually tested! 

@ And Klein has the 
widest selection for 
standard or specialized 
service. 

Be sure your stock in- 
cludes a representative 
selection of Klein Pliers 
for your best customers. 


Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
Today! 


DISTRIBUTED 

THROUGH JOBBERS 

Foreign Distributor: 

International Standard 

Electric Corp., New York 
“Since 1857" 


us KLEIN 


3200 BELMONT AVE CH AGO 





On The Market Today 


Starts on page 156 





Profile Grinder 


High Speed Motor 
Square Table 


The Milwaukee profile grinder, 
built to perform a wide variety of 
grinding operations, is said to be es 
pecially adapted to the precision grind 
ing of die clearances and the sharpen 
ng of cutter dies and punches 

Special features include a power 
ful, high speed motor; reciprocating 


spindle mounted in self-aligning bear- 
ings; an 1]-in. square table that tilts 
30 degrees to front and 15 degrees to 
side, and a collet chuck that centers 
ind firmly grips grinding wheel 
shanks. 

Built-in diamond wheel dresser is 
ittached to underside of table and has 
no loose parts to assemble. 

Rice Pump & Machiney Co., Graf 
ton, Wisc.—Industrial Distribution, 
May 1952. 


(Continued on page 164) 
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Lansing Co 164 
Valve 

A. W. Cash Valve Mfg 168 
Micrometer 

Brown & Sharpe Mfg 
Pallet Rack 

Berger Mfg. Div 
Detector 

Mine Safety 
Branding Iron 

Hexacon Electric Co 
Inserts 

Heli-Coil Corp 
Speed Reducer 

Dodge Mfg. Corp 
Pump 

Bell & Gossett Co 
Faceshield 

Mine Safety Appliances 
Twist Drills 

Butterfield Div 
Nut Starter 

Kenneth D. Clavson 
Blow Torches 

Clavton & Lambert Mfg 


\ppliances 





Index of Manufacturers’ Products 


Reinforcing Fabric 

Ihe Monroe Co., Inc 
Fastener 

Ramset Fasteners, Inc 
Cutter 

The Manco Mfg. Co 
Water System 

The Deming Co 
Grinding Machine 

Norton Co 
Jig Components 

Northwestern Tool & Eng. 
Conveyor 

Flexoid Convevor Co 
Rotary Tools 

M. A. Ford Mfg. Co 
Positioner 

Wilton ‘Tool Mfg. Co 
Welder 

Metal & Thermit Corp 
Hobs 

Michigan Tool Co 
Centrifugal Clutch 

Elgin Sweeper Co 
Die Filer 

Rice Pump & Machine 
Press 

Sales Service Mach. Tool. . 
Numbering Machine 

Wm. A. Force & Co... 
Scoop 

The Jeffrey Mfg. Co 
Air Valve 

Mine Safety Appliances. 
Cabinet 

Equipo Div.. 
Unit Drives 

Elliott Mfg. Co. 
Clay Digger 

Independent Pneumatic. . . 
Pumps 

Rice Pump & Mach 
Steel 

Allegheny Ludlum Steel. . . 
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with Asarcon 773 Bearing Bronze 


When you specify Asarcon 773 (SAE 660) bronze bearing stock you get exactly 


the length you need for your job there are no short scrap ends! 


Asarcon 773 bearing bronze is continuous-cast in 14” to 5” diameters, 


cored or solid. 216 standard sizes in lengths of 105” stocked 
by distributors throughout the country will be cut Jong or short 
to suit your requirements precisely. 
With Continuous-Cast Asarcon 773 there are virtually no rejects because 
there are no dirt or dross inclusions no blowholes or porosity. 
Quality is so high that every part passes the most rigid inspection 


Kound or symmetrically shaped bars and tubes. special alloys, and longer 
lengths can be made to your specifications 


Send for the FREE catalog on Asarco Continuous-Cast Bronzes. It ¢ 


ntains physical properties 
table of weights, photomicrographs, table of st 


ck shapes and sizes and other taluable data 


HOW 11” OF SCRAP ALMOST SCRAPPED THIS JOB 


j 
i 
b. Charlie needed three 5” ? As he had been doing for 
bronze bearngs years, he figured on using 
two 13" bors (with an I 
scrop loss 


GO MPINUVOUSSSAST 


| 


| 

BUT hefound that hecould £  Chorlie did just what you 
order one 15%" length would do he bough: 
of Asorcon 773 beoring Asercon 773 

bronze wst_the length 

he needed ond have | 


no scrap! 
West Coast Sales Agent: ‘ 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 
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Thermoid 


Industrial | 
Rubber Products 
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Now there’s a new Thermoid line of molded hose, designed 
to cut handling time and storage costs 70% or more in a wide 
variety of industrial and commercial uses! 


Five superior basic types of Thermoid Hose now do the jobs 
which formerly required eighteen different types! 

And, Thermoid’s new standard color identification elimi- 
nates confusion in storage and stock selection. 

Get the benefits of simplified buying... simplified inven- 
tory ... simplified handling with Thermoid Hose that’s 
ready ‘on-the-spot’? for replacement or emergency use. 
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THERMOID’S "BASIC FIVE” 


Versafiex, Versicon, Aquair, Utility, Power- 
flex, now combine simplification and versa- 
tility with Thermoid top-quality construction. 


VERSAFLEX 


Multi-purpose hose built to withstand higher 
pressures. Especially recommended for bu- 
tane, propane, insecticides, oil base sprays 
and for use as booster hose. Oil-proof tube 
and cover, high tensile rayon reinforcement. 
Color code: Red. 


VERSICON 


Multi-purpose hose for virtually every type 
of air, gas or liquid. Oil-proof tube and cover, 
high tensile rayon reinforcement. A true all- 
purpose hose. Color code: Brown. 


AQUAIR 


Rugged, dependable hose for handling air, 
water, welding gases. Rubber tube and cover, 
high tensile rayon reinforcement. Color 
code: Green*. 


* Also furnished with Red cover for 


* 


UTILITY 


Most practical hose for air, water and illumi- 
nating gases at pressures from 75 to 125 psi. 
Rubber tube and cover, rayon reinforced. 
Color code: Black. 


POWERFLEX 


Designed specifically for super heated steam 
at pressures from 100 to 200 psi. Mandrel 
built, with steel wire braid and asbestos yarn 
reinforcement. Color code: Black. 


In addition, Thermoid manufactures superior 
quality hose in constructions for handling paint, 
gasoline and for other specific uses. 


Get full details about the new “Basic Five’’ types 


Conveyor & Elevator Belting » Transmission Belting 
FHP. & Multiple V-Belts » Wrapped & Molded Hose 


Thermoid Company « Offices & Factories: Trenton, 


ihermol 


VERSAFLEX 


VERSICON 


AQUAIR 


UTILITY 


POWERFLEX 


of Thermoid Hose. Catalog contains complete 
information and tells you how to select the proper 
hose for hundreds of different applications. Ask 
for your copy of Catalog No. 3680. It’s free 


Rubber Sheet Packings * Molded Products 


tah 
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Industrial Brake Linings and Friction Materials 
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Easy to mount... and remove 
and Easy to change speed 





Wood's “Sure-Grip” Sheaves with 
one-piece, flanged hubs split from 
end-to-end for maximum grip on the 
shaft are easy to mount, quick to 
remove and interchangeable. More 
sheaves used with this hub construc- 
tion than any other type .. . available 
for prompt shipment in A, B, C, D 
and E groove sections. Of course, all 
sheaves operate smoothly and eco- 
nomically with Wood's “SU RE-GRIP” 
V-Belts ; “They're right in the 
eroove.” 
Free CATALOG _ sent 
WOOD'S PRODUCTS upon request on your 


SHEAVES © FLAT BELT PULLEYS © HANGERS business letterhead 
PILLOW BLOCKS © COUPLINGS ¢ BEARINGS 

COLLARS © ‘‘SURE-GRIP’ SHEAVES AND PULLEYS 

© “SURE-GRIP’ STANDARD, SUPER AND STEEL 

CABLE V-BELTS © COMPLETE DRIVES 


SONS COMPANY 
CHAMBERSBURG, PA. 


Mechanical Power Transmission Manufacturers—Since 1857. 


VELAND, OHIO 
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Bolster 


To Handle Lents 
On Lift Trucks 


A skid-type bolster has been designed 
to facilitate the handling of plywood 
and other self-supporting items on spe- 
cial hand lift trucks. 

The combination truck and bolsters 
will accommodate lengths up to 12 ft. 
and loads up to 8,000 Ibs. The gen- 
cral practice is to place two, three or 
four skid bolsters on the truck, de 
pending on the length of the road 
The entire load can be removed from 
one side with power fork trucks, if 
available 

It is claimed that use of bolsters will 
provide maximum utility of space in 
cramped areas, since plywood or other 
items can be assorted in sizes and 
stocked close together in long lanes. 

The manufacturer makes the legs 
for the bolsters, and the user may 
either order the hardwood cross mem- 
bers or make them himself. 

Market Forge Co., Everett, Mass. 
Industrial Distribution, May 1952 











Caster 


Heavy Duty 

High Speed 

A heavy duty, high speed caster for 
industrial trailers has recently been 
put into production. The caster, avail- 
able with 10-in. diameter metal or 
tubber wheels, comes in both swivel 


(Continued on page 168) 





IMPERIAL FLEX FITTINGS — The tube coupling IMPERIAL FLEXIBLE HOSE and FITTINGS 


with the vibration and shock absorbing sleeve For use where there is tube movement in lines for oil, 


ae 
yes 
4 
re 
be 
Se: 
¥ 
% 


grease, air, liquids, etc. 


GI@)— | z )g1— 


IMPERIAL HI-DUTY FITTINGS Unsurpassed 
for speedy, low-cost assembly. Withstands vibration 


No loose sleeves to contend with. No flaring. IMPERIAL ALUMINUM HI-DUTY FITTINGS 


st Pe 


sak: Sante A ot tae 


Ideal for all-aluminum installations. Lightweight, 


Rs - strong, good corrosion resistance. 
emt | = 
Se . IMPERIAL SHUT-OFF 


VALVES -2, 3 ond 4-way 
IMPERIAL FLARE FITTINGS — Beth standard ee a a 
and heavy-duty types. Withstands severe tensile pull types. 

and high pressures 


IMPERIAL 
“ye 4 3 a acs TUBING TOOLS 
iS A complete line of the 


leading tools for cut- 


Reena TaN OT anh thE NITE Ve cra eh 


ting, flaring, bending, 
IMPERIAL COMPRESSION FITTINGS reaming and swedg- 


—Simple, efficient, economical. ing tubing. 


Ask for Catalog No. 350 


IMPERIAL Pioneers in Tube Fittings and Tube Working Tools 


THE IMPERIAL BRASS MFG. CO. 511 S. Racine Ave., Chicago 7, Ill. Im Canada 33 Church St., Toronto, Ontario 





INDUSTRIAL DISTRIBUTION © MAY, 1952 








Month after month our advertising in the metal- 
working magazines is helping you sell C@eeland Tools. 
Last year alone, these full-page advertisements made 


more than seven million calls on your customers! Each 





month we give down-to-earth facts about the superior 
qualities of a C@celand Tool . . . backed up by 
actual figures from a test in a customer's plant. 
And each month, as for the last twelve years, we continue 


to emphasize the familiar reminder . . . 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street ” Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 - Chicago 6 + Dallas 2 + San Francisco 5 + Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 





Fhe 
++ without loss of 


@ccuracy or finish! 


TELEPHONE 
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BLADE SELECTION TABLE 

on WACK « BLADES 
ANDARD RECOMMENDATIONS 


MATERIALS 
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Hah Seeed 
High Speed, Flexible 
Urbreeteble pecia! 
High Speed, Flexible 
Unbreokeble Special 
we 
* tor more commonly used materials 
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Give your customers better results by 
selling them VICTOR hand and power 
hacksaw blades and flexible-back band 
saws. You'll get better sales results, be- 
cause those customers will come back 
for more. 


They'll appreciate, too, having copies 
of the timely, authoritative VICTOR 
Metal-cutting Looklet. Be sure you 
have a supply on hand. We're making 
sure, with consistent advertising, that 
seo your customers know about 


sold 
only 


recognized 
distributors 


them. 


VICTOR 


SAW WORKS, * MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hack Sau Blades, Frames and Metal Cutting Band Saw Blades 


® 1078B 
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d rigid models, and 11-in. wheels 
in the ngid tv pe 

Heat treated models of the caster 
ire rated at 2000 Ib. capacity at 8 
mph for trailer train operation. The 
Hi-tensile iron cast wheels are avail 
ible either with or without rubber 
tire ind have tape roller bearings 
Labvrinth grease seals are used on all 
models 

Lansing Co., Lansing, Mich.—In 
dustrial Distribution, May 1952 














Valve 


For Safety Relief 
Of Thermal Expansion 


\ safety relic lve has been devel 
yped to relieve ressure due to both 
thermal expansion of water and st 
in heating s\ nd 
ment. 

Labelled th ty] t Sal 
proved by the National Board of Pres 
sure Vessel Inspectors, and bears the 
AS.M.LE. stamp. It is intended for 
hot water space heating boilers 
ind heaters 

Available in’ pressure settings f 


> tank 


mh 
30 to 125 Ibs., with corresponding 
BTU ratings at various settings, it was 
developed in conformity with the Na- 
tional Board and A.S.M.E. recommen- 
dations, which specify that safety re- 
lief valves should be sized according 
to the BTU generating capacity of the 
hy viler. 

The valve is all-bronze, incorporat 
ng high lift design, stainless stecl 
pring, and —— seat disc. 

A. W. Cash Valve Mfg. Corp., 
Decatur, I].—Industrial Distributio nT 
\1 1 
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I On the occasion of the 1952 TRIPLE INDUSTRIAL SUPPLY CONVENTION 


® B. & 
», 
TRADE MAREK 


salutes with pride each 
member of its far-flung 
distributor family... 
over 250 strong 


e@ Everywhere in the nation 
the outstanding Industrial 
Distributors make abrasives 
by CARBORUNDUM available 
to industry 








CARBORUNDU 











UM is everywhere... 







































































ABILENE, TEXAS 

Malcom Supply Co 
AKRON, OHIO 

Hardware & Supply Co 
ALEXANDRIA, LA. 

Brown Roberts Hardware & 

Supply Co 

ALLENTOWN, PA. 

M.S. Young & Co 
AMARILLO, TEXAS 

Clowe & Cowan Inc 
ANDERSON, 5S. C. 

Sullivan Hardware Co., Inc 
ASHEVILLE, N. C. 

Tidewater Supply Co 
ATLANTA, GA. 

J] M.Tull Metal & Supply Co 
AUBURN, IND. 

Oren-Van Aman ( ompany 
AUGUSTA, GA. 

Augusta Mill Supply Co 
AUGUSTA, MAINE 

Heald Mill Supply Co., Ine 
AURORA, ILL. 

Dietz Industrial Supply Co 
AUSTIN, TEXAS 

Walter Tips Company 


BAKERSFIELD, CALIF. 
Hopper Machine Works, Inc 
BALTIMORE, MD. 
Maguire & McLernon Inc 
BATTLE CREEK, MICH. 
Kendall Hardware. Mill 
Supply Co 
BEAUMONT, TEXAS 
Norvell Wilder Supply Co 
BELLINGHAM, WASH. 
Morse Hardware Co 
BENTON HARBOR, MICH. 
Industrial Equipment & 
Supply Co 
BILLINGS, MONT. 
Great Northern Tool & 
Supply Co 
BINGHAMTON, N. Y. 
Babcock Hinds & Underwood, 
Inc 
BIRMINGHAM, ALA. 
Moore: Handley Hardware Co 
BLUEFIELD, W. VA. 
Bluefield Supply Co 
BOISE, IDAHO 
Idaho Hardware & Plumbing 
Co 


BOSTON, MASS. 


Butts & Ordway Co 
BRAZIL, IND. 

Industrial Supply Co 
BRIDGEPORT, CONN. 

Hawley Hardware Co 


BROOKLYN, N. Y. 
C.H. Tiebout & Sons, Inc 


BROWNSVILLE, TEXAS 
Alamo Iron Works 
BUCYRUS, OHIO 
Siferd-Hossellman Co 
BUFFALO, N. Y. 
R. C. Neal Company, Inc 
Weed & Co 
CAMBRIDGE, MASS. 
Butts & Ordway Co 
CARLSBAD, N. MEX. 
The Mine Supply Co 
CASPER, WYO. 
Wvoming Automotive Co 
CEDAR RAPIDS, IOWA 
Globe Machinery & Supply 
Co 
CHARLESTON, S$. C 
B. L. Montague Co 
CHARLESTON, W. VA. 
Baldwin Supply Co 
CHARLOTTE, N. C. 
Industrial Hardware & 
Supply Co 
CHATTANOOGA, TENN. 
Hajoca Corp 
CHEYENNE, WYO. 
Wyoming Automotive Co 
CHICAGO, ILL. 
Boyd-Wagner Company 
Crerar Adams & Cé 
Gustin Bacon Mfg. Co 
Northern Industrial Supply 
Production Supplies, Inc 
Pulver Machinists Supply Co 
Triangle Supply Co 
CINCINNATI, OHIO 
Allied Abrasives & Tools Inc 
CLARKSBURG, W. VA. 
Osborn Machinery Co., Inc 
CLEVELAND, OHIO 
Industrial Abrasive & Supply 
Co 
George Worthington Co 
COFFEYVILLE, KANS. 
Builders Lumber & Supply Inc. 
COLD SPRING, MINN. 
Cold Spring Equipment Co 
COLUMBIA, S. C. 
Tidewater Supply Co 


COLUMBUS, GA. 
Columbus Tron Works Co 


COLUMBUS, OHIO 
FE. W. Smith Machinery Co 


CORPUS CHRISTI, TEXAS 
\lamo Iron Works 
CUMBERLAND, MD. 
Tri-State Mine & Mill 
Supply Co., Inc 
DALLAS, TEXAS 
Briggs Weaver Machinery Co 
DAVENPORT, IOWA 
Globe Machinery & Supply 
Co 
DAYTON, OHIO 
Dills Supply Co 
DECATUR, ILL. 
Black & Company, Inc 
DENVER, COLO. 
Hendrie & Bolthoff Co 
DES MOINES, IOWA 
Globe Machinery & Supply Co 


DETROIT, MICH. 
Garner Shelton Co 


DODGE CITY, KANS. 
Scheufler Supply Co., Inc 


DULUTH, MINN. 

Marshall Wells Co 

W. P.& R. S. Mars Co 
DUNCAN, OKLA. 


Duncan Equipment Co 
DU QUOIN, ILL. 

Du Quoin Iron.& Supply Co 
DURHAM, N. C. 

Dillon Supply Co 
EASTON, PA. 

W. A. Tydeman & Son 


ELBERTON, GA. 
Bicknell Manufacturing Co 


ELKHART, IND. 
Borneman & Sons, Inc 


ELKINS, W. VA. 

Valley Supply Co., Inc 
ELMIRA, N. Y. 

Gierston Tool Co 
EL PASO, TEXAS 

Momsen Dunnegan Ryan Co 
ERIE, PA. 

H. P. Weller Supply Co 
ESCANABA, MICH. 

Delta Hardware Co 
EUGENE, ORE. 

J]. E. Haseltine & Co 
EVANSTON, ILL. 

H. Channon Co., Division of 

Hibbard, Spencer, Bartlett 

& Co 

EVANSVILLE, IND. 

Suppler Tool & Supply Co 
FALL RIVER, MASS. 

Congdon & Carpenter €o 


FORT SMITH, ARK. 
Bruce Co., Inc 
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FORT WAYNE, IND. 


Tools & Abrasives Inc 


FRANKLIN PARK, ILL. 


Brunner & Lay Co 


GALVESTON, TEXAS 
Black Hardware Co 


GARDEN CITY, KANS. 

Scheufler Supply Co., Inc 
GASTONIA, WN. C. 

Gastonia Mill Supply Co 
GOLDSBORO, N. C. 

Dillon Supply Co 
GRAND RAPIDS, MICH. 

Grand Rapids Supply Co 

W. P. Williams Co 
GREAT BEND, KANS. 

Scheufler Supply Co., Inc 
GREAT FALLS, MONT. 

Mike's Welding Supply Co 
GREENSBORO, N. C. 

Smith-Courtney Company 
GREENVILLE, S. C. 

Carolina Supply Co 
HANNIBAL, MO. 

Mark Twain Supply Co 
HARTFORD, CONN. 

Silliter-Holden Ine 
HAZLETON, PA. 

Jere Woodring & Co., Inc 
HELENA, ARK. 

Southern Hardware Co., Inc 
HICKORY, WN. C. 

Smith-Courtney Company 


HIGH POINT, N. C. 


Woodworkers Supply Company 


HOUSTON, TEXAS ° 

Peden Iron & Steel Co 
HUNTINGTON, W. VA. 

Banks- Miller Supply Co 
INDIANAPOLIS, IND. 

W. J. Holliday & Co 

Vonnegut Hardware Co 
IRON MOUNTAIN, MICH. 

Lake Shore Engineering Co 
JACKSON, MICH. 

Cc. E. Hamlin Co 
JACKSON, MISS. 

Mississippi Foundry & 

Machine Inc 

JACKSON, TENN. 

Southern Supply Co 
JACKSONVILLE, FLA. 


Farquhar Machinery Co 


JACKSONVILLE, ILL. 
Schlitt Industrial Supply Co 


JAMESTOWN, N. Y. 


Lundquist Hardware, In¢ 
JOHNSON CITY, TENN. 
Summers Hardware & Supply 
Co 
JOHNSTOWN, PA. 
Quaker Sales Corp 
JOPLIN, MO. 
Joplin Supply Co 


KALAMAZOO, MICH. 
J. E. Loughead Co 


KANSAS CITY, MO. 

The Faeth Company 

Gustin Bacon Mfg. Co 

Kirk Wiklund & Co 
KEENE, N. H. 

Perkins Bassett & Wright, Inc 
KINGSPORT, TENN. 

Dobyns- Taylor Hardware Co 
KNOXVILLE, TENN. 

Cc. M. McClung & Co., Inc 
LAKE CHARLES, LA. 

Norvell Wilder Supply Co 
LAKELAND, FLA. 

Mine & Mill Supply Co 


LANCASTER, PA. 
Steinman Hardware Co 
LANSING, AIICH. 
Central Michigan Tool 
Supply, Ine 
LARNED, KANS. 
Scheufler Supply Co. Inc 
LEXINGTON, KY. 
Wilson Machinery & Supply 
Co 
LEXINGTON, N. C. 
Furniture Makers Supply Co 
LIMA, OHIO 
Siferd-Hossellman Co 
LINCOLN, NEB. 
Port Huron Machinery & 
Supply Co 
LOS ANGELES, CALIF. 
Allied Tool & Abrasive 
Supply Co 
Garrett Supply Co 
Pacific Abrasive Supply Co 
LOUISVILLE, KY. 
Peaslee Gaulbert Co 
LUBBOCK, TEXAS 
Lubbock Hardware & Supply 
Co., Inc 
LYNCHBURG, VA. 
Barker-Jennings Hardware 
Corp 
LYONS, KANS. 
Scheufler Supply Co., Inc 
MACON, GA. 
C. W. Farmer Company 


MARION, OHIO 
Probst Supply Co 


MARQUETTE, MICH. 
Lake Shore Engineering Co 
MARSHALL, MICH. 
Kendall Hardware- Mill 
Supply Co 


MASSILLON, OHIO 
Hardware & Supply Co 


MEMPHIS, TENN. 
Hays Supply Co 


MERIDIAN, MISS. 
Soule Steam Feed Works 


MIAMI, FLA. 
Florida Machinery Corp 


MILWAUKEE, WISC. 
Engman Brothers 


MINNEAPOLIS, MINN. 
Williams Hardware Co 


MOBILE, ALA. 
McGowin-Lyons Hardware & 
Supply Co 


MONROE, LA. 

Weaks Supply Co 
MONTGOMERY, ALA. 

Teague Hardware Co 
MONTPELIER, VT. 

C. Bowers Supply Co 

MOSS POINT, MISS. 

The Spann Hardware Co 


MOUNT AIRY, N. C. 
Currier-Withers Supply Co 


MUSKEGON, MICH. 
Muskegon Hardware & 
Supply Co 
NASHVILLE, TENN. 
Keith-Simmons Co., Inc 
NEWARK, N. J. 
\brasive Machine & Supply 
Co 
NEWCASTLE, WYO 
Wyoming Automotive Co 
NEW HAVEN, CONN. 
The White Supply Company 
NEW ORLEANS, LA. 
C. 1. Patterson Co., Inc 
NEW YORK, N. Y. 
Morris Abrams, Inc 
Browning Bros. Inc 
Guarantee Specialty Co 
Hansen & Yorke Co., Inc 
King & Malcolm Co., Inc 
Masback Inc 
NIAGARA FALLS, N. Y. 
Elderfield- Hartshorn 
Hardware Co 
H. D. Taylor Co 
N. LITTLE ROCK, ARK. 
Mill & Mine Supply Co., Inc 
NORFOLK, VA. 
Tidewater Supply Co 
NORTH TONAWANDA, WN. Y. 
The Cramer Hardware Co 
Inc 
OKLAHOMA CITY, OKLA. 
Marshall Supply & 
Equipment Co 
OMAHA, NEB. 
Interstate Machinery & 
Supply Co 
ORLANDO, FLA. 
Mill Supplies Inc 


PADUCAH, KY. 


Paducah Lron Co 
PANAMA CITY, FLA. 
Panama Machinery & Supply 
Co 


PASSAIC, N. J. 
Industrial Pipe & Supply Co 


PEABODY, MASS. 

Hamblet & Hayes Co 
PEORIA, ILL. 

Isaac Walker Hardware Co 
PERTH AMBOY, N. J. 

Madsen & Howell, Inc 
PHILADELPHIA, PA. 

Griffth-Raguse & Co., Inc 

Maddock & Co., Inc 


PHOENIX, ARIZ. 
Pratt Gilbert Hardware Co 


PINE BLUFF, ARK. 
(Arkansas Mill Supply Co 
PITTSBURGH, PA. 
Colonial Supply Co 
Frick & Lindsay Co 








PONTIAC, MICH. 

Cutting Tools & Supplies, Inc 
PORT HURON, MICH. 

Marshall F. Campbell Co 
PORTLAND, ORE. 

] EF. Haseltine & Co 

The Ohio Knife Co 

Wall Lundberg & Co., Inc 
PORTSMOUTH, OHIO 

Standard Supply Co 
POWELL, WYO. 

Wyoming Automotive Co 


PROVIDENCE, R. |. 
7. Berberian Co 


The Congdon & Carpenter Co 


QUINCY, MASS. 

Bates Mig. Co 

A. Ruscitto 
RALEIGH, WN. C. 

Dillon Supply Co 
RAWLINS, WYO. 

Wyoming Automotive Co 


READING, PA. 
Ihe N. H. Reichenbach Co 


RENO, NEV. 


Sierra Machinery, Inc 


RICHMOND, IND. 
Miller Bros. Hardware Co 


RICHMOND, VA. 
Smith-Courtney Company 
RIVERTON, WYO. 
Wyoming Automotive Co 


ROANOKE, VA. 
lidewater Supply Co 


ROCHESTER, N. Y. 
R. C. Neal Company, Ine 
Weed & Co 
ROCKFORD, ILL. 
Rockford Tool & 
Transmission Co 


ROCKLAND, MAINE 
Bicknell Manufacturing Co 


ROCK SPRINGS, WYO. 

Wyoming Automotive Co 
ROCKY MOUNT, N. C. 

Dillon Supply Co 
ROME, GA. 

Battey Machinery Co 
RUSSELL, KANS. 

Scheufler Supply Co., Inc 
SAGINAW, MICH. 

Reichle Supply Co 


ST. CLOUD, MINN. 
Granite Supply Co 


ST. JOSEPH, MO. 


Independent Distributing Co 


ST. LOUIS, MO. 
Colcord Wright Machinery 
& Supply Co 
ST. PETERSBURG, FLA. 
Gulf Coast Industrial Supply 
Co 
SALINA, KANS. 
The Lee Hardware Co 
SALISBURY, N. C. 
Piedmont Mill Supply Co 
SAN ANGELO, TEXAS 
\lamo Iron Works 
SAN ANTONIO, TEXAS 
Alamo tron Works 
SAN DIEGO, CALIF. 
The Craft Shop 
SAN FRANCISCO, CALIF. 
Pacific Abrasive Supply Co 
SAN JOSE, CALIF. 
Pacific Abrasive Supply Co 
SALT LAKE CITY, UTAH 
Industrial Supply Co., Inc 
SAVANNAH, GA. 
Savannah Ship Chandlery & 
Supply Co 
SCRANTON, PA. 
Charles B. Scott Co 
SEATTLE, WASH. 
Cragin & Co 
SHELBY, N. C. 
Shelby Supply Co 
SHERIDAN, WYO. 
Wyoming Automotive Co 
SHREVEPORT, LA. 
Dixie Mill Supply Co 
SILVER CITY, N. MEX. 
F. Cosgrove, Inc 
SOUTH BEND, IND. 
Powell Tool Supply Inc 
SPARTANBURG, S. C. 


Montgomery & Crawford Co., 


Inc 
SPENCER, IOWA 
Globe Machinery & Supply 
Co 
SPOKANE, WASH. 
J. E. Haseltine & Co 
SPRINGFIELD, ILL. 
Schlitt Industrial Supply Co 
SPRINGFIELD, MO. 
Industrial Equipment Corp 
SPRINGFIELD, OHIO 
Dills Supply Co 
SUMTER, S$. C. 
B. L. Montague Co 
SYRACUSE, N. Y. 
Onondaga Supply Co., Inc 


TACOMA, WASH. 

Wall, Lundberg & Company 
TERRE HAUTE, IND. 

Industrial Supply Co 
TITUSVILLE, PA. 

United Hardware & Supply 

Co 

TOLEDO, OHIO 

Bostwick Braun Co 
TORRINGTON, WYO. 

Wyoming Automotive Co 
TRAVERSE CITY, MICH. 

Fochtman Motor Co., Inc 
TRENTON, WN. J. 

Warren Balderston Co., Inc 
TROY, N. Y. 

Fred. K. Blanchard, Inc 
TULSA, OKLA. 

Marshall Supply & 

Equipment Co. 

UTICA, N. Y. 

F. F. Despard Co 

Charles Millar & Son Co 
VICKSBURG, MISS. 


O'Neill-McNamara Hardware 


Co 
WASHINGTON, D. C. 
The Noland Co., Inc 
WATERBURY, CONN. 
The White Supply Company 
WEST POINT, GA. 
Georgia-Alabama Supply Co 
W. SPRINGFIELD, MASS. 
Peaslee-Wells Inc. 
WHEELING, W. VA. 
Wheeling Plumbing & 
Industrial Supply Co 
WICHITA, KANS. 
Phillips & Easton Supply Co 
WICHITA FALLS, TEXAS 
Wichita Supply Co 
WILKES-BARRE, PA. 
Luzerne & Lackawanna 
Supply Co 
WILLIAMSON, W. VA. 
Williamson Supply Co 
WINCHESTER, VA. 
John S. Solenberger & Co., Inc 
WINSTON SALEM, N. C. 
Kester Machinery Co 
WORCESTER, MASS. 
Lindco 
WORLAND, WYO. 
Wyoming Automotive Co 
YOUNGSTOWN, OHIO 
The Snyder-Bentley Co 
YAKIMA, WASH. 
Yakima Hardware Co. 
YORK, PA. 
Fulton, Mehring & Hauser 
Co. 
ZANESVILLE, OHIO 
The Roekel Company 
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his is the CARBORUNDUM story... 
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Here are only a few of the 30,000 reasons 
man with a complete line of branded abra- why you get the RIGHT combination of abrasive 
sives to meet every need you have. That's and method only from CARBORUNDUM 


why he can match his product to your 


Advances in abrasive techniques have mul- 
tiplied enormously in recent ycars— giv- 


ing you real cost-cutting opportunities 





in one of the few areas in your opera- 
tions where costs can still be controlled. 
That's why we suggest you re-examine 
your abrasive methods right now, to 


assure yourself you re getting maximum 





efficiency, lowest cost, highest output. 


To help you in this reappraisal, there’s 
nobody so thoroughly equipped as the 




















CARBORUNDUM man or distributor sales- 
man. He’s the only man who can recom- 


mend without bias, because he’s the only 





method — doesn’t have to persuade you to 
change your method to match his product. 


His experienced counsel is yours 
to command—backed up by 





the product quality which 
has made CARBORUNDUM 
the best-known brand 
name in abrasives 





throughout the world. 
Call him in today— 
it’s to your profit! 





Only CARBORUNDUM 


offersALL abrasive products...to give you the proper ONE 


PRINTED IN S.A 





the Fab 


SALESMAN CHAI 





NCE UPON A TIME there were two salesmen, 

Charlie and Pete. They worked for the same 

Industrial Distributor and during the boom war days, 

and for awhile afterwards, they both did well for 
themselves. 


But there was a basic difference in their selling philos- 
ophy. Charlie made many calls and sold hard at all 
times ... even though he didn’t have to. 


Pete, on the other hand, took it easy and lived on 
orders that came “over the transom”. 


Then one day the demand began to ease up. Of course 
“Let "Em Order” Pete, because he didn’t get around 


MACHINE SCREWS 
Precision made for 
fast economical 
assembly. 


anmbeaeeeenebe oe 


SQUARE AND HEX 
MACHINE SCREW 
NUTS 
Semi-finished, hot 
pressed, cold 
punched. 


SEMS 
Pre-assembled 
lockwashers on 
tapping and ma- 
chine screws. 


LOCK NUTS 

Economical, vibra- 
tion proof. Can be 
used repeatedly. 
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enough, missed the switch from a “‘sellers’’ to a 
“buyers” market. That guy is in bad shape!!! 


Charlie, on the other hand, was well known to the 





buyers and they naturally gave him preference on the 
business available. 


The moral? Keep selling no matter what the situation. 
It will pay off in the long run. 


P.S. If you're one of the many fortunate salesmen who 
can offer the highly acceptable Lamson & Sessions fast- 
ener line, you have a real advantage over competition. 
Sell it every chance you get! 


The LAMSON «& SESSIONS Co. 
1971 Wesi 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham « Chicago 


Check the products below that interest you; tear off bottom of ad 
and send to us for complete information. 
F@eeesewseeeqge ws eee ee & 
L TAPPING SCREWS i CAP SCREWS 
Choice of round, “1035” Hi-Tensile 
pon, truss, flat oval, 4 Heot-treated steel. 
hexagon and Phil- " 
lips heads. 


re ee ee =—_ ee se = = 
“1035” 
COTTER PINS SET 


I 
j Steel, brass, alumi- Cup point type, 
i 


hardened and 
heat-treated. 


num and stainless 
steel. 
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1. ARMSTRONG Tool Holders 
Standard the World Over, used by 96% of 
Machine Shops and tool rooms. Machine Shop 
Specialties, Eye Bolts, Hold Down and Set-Up 
Fp Lathe Dogs, “C” Clamps, Wrenches—in 
atterns, “AR STRONG BROS.” Pipe Tools 
including Chain Pipe Tongs 


ARMSTRONG Field Engineers 


Factory trained and supervised to assist 
and work with ARMSTRONG Authorized 
Distributors. 


ARMSTRONG Advertising 


wide spread and continuous publication ad- 
vertising that has run continuously without 
interruption since 1889, currently reaching each 
month over one and three quarters million 
potential users of ARMSTRONG products. 


ARMSTRONG Distributor Helps 
Catalog, circulars and display materials. 


ARMSTRONG Participation 


in trade shows and association activities such 
as the A.S.T. E. show, Machine Tool show, 
World’s Fairs, etc. 


. ARMSTRONG Sales Policy — Selective 


provide profitable margins; sell only through 
authorized distributors. 




















ee 





LEVELAND 


“The Tool Holder People’ FIELD 
5205 W. ARMSTRONG AVENUE CHICAGO 30. ILL. ENGINEERS 
a & * _ canes aed 
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FACTORY 


BRANCH 


ARMSTRONG BROS. TOOL CO. 











Air-Cooled! 


CABLE KING 
WIRE ROPE ELECTRIC HOIST 


A rugged and powerful electric 

hoist, designed with all the lat- 

est engineering advances and 

constructed with precision in 

every detail. Exclusive air cool- 

ing and positive load brake lubri- 

cation eliminate excess heat— 

assure top performance and long 

life in heavy-duty service. As a Capacities: 
result, the Yale Cable King contributes l4 to 12 tons 
greatly to increased production and de- Winches: 
creased costs. Lug, hook, plain, geared 

and motor-driven trolley types, parallel 

and right angle suspension. 


TALE WOIST 
ALES ne SER 





THE YALE & TOWNE MANUFACTURING COMPANY 





hoist service 


Quick-lifting! 
LOAD KING 


WIRE ROPE AND CHAIN TYPE 
ELECTRIC HOIST 


A light-duty electric hoist that’s 

ideal for many lifting jobs. Small 

dimensionally, but fast andstrong 

in lifting action. Push button con- PI 
trol leaves one hand free to guide 

the load— makes “inching” easy and accurate. 
Adaptable for lug, hook or trolley suspension. 

Saves time and effort and boosts production. 


Capacities: % to 1% tons 


Compact... Powerful! 


MIDGET KING 
CYALE) 
CYALED CHAIN ELECTRIC HOIST 


An all-purpose electric hoist with roller chain. 
Compact, light in weight, uses little electricity. 
Speeds maintenance, keeps machines busy and 
increases the productivity of workers. One-hand 
bar-grip control starts fast, effortless, safe hoist- 
ing action. Among its many other outstanding 
advantages are steel safety hook, self-actuating 
load brake, safety limit stops, life-time gears, 
precision ball bearings, ample motor capacity. 
Hook and trolley types. 








Capacities: 44 to 2 tons 


Fast... Efficient! 


LOAD KING 
CYALED 
ALUMINUM HAND HOIST 


High strength aluminum alloy castings and alloy steels, 
and fewer parts, make this hoist a cinch to move from job 
to job, quickly and without trouble. Efficiency up to 96% 
permits really fast hoisting with a minimum of muscle- 
power. Exclusive YALE Synchro-matic load brake in- 
creases speed, safety and greatly simplifies “inching”’ and 
spotting of loads. It’s exceptionally rugged, designed for 
minimum friction on all moving parts, gives years of top 
perf rmance 


Capacities '!» to 2 tons 
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Problem: New customer re- Problem: Customer needs 
quests information on stand- quick guide on recom- 
ard tools and blanks. mended grades and speeds 
Answer: Carboloy Tool Answer: Give him this spe- 
Catalog GT-250, available cial grade and speed selec- 
to you and your customers tor for Carboloy tools. All 
It contains a list of standard you do is set arrow to type 
tools and blanks, a list of of material to be cut, and 
special blanks, nonmachin- presto . recommended 
ing applications, technical grades and speeds are shown 
data. Free by indicator. Free. 


For Carboloy distributors — 


fre EVERY SELLING 
i HELP YOU 
“sc ocece = COULD WANT 


Df i i y in getting top 
! hrough carbides 
your customer's 


lis help is free Most comprehensive program in the carbide field 
today covers every sales and service need. Each help 
is part of an organized plan to give you maximum 
sales and service benefits. Any helps here that you 
are missing? Look at these services: 


iia ; Field help ¢ Buying information @ Factory training 
roblem ou want a trained cCar- e P ° 
n your sales staff In-plant training helps ¢ Local promotion ¢ Direct 


c nan to Car- . : ° : 
© Training School mail @ Distributor catalog service ¢ Packaging @ 
a - get Technical literature ¢ Displays 
cle raining iroug 
nstruction, shop practice 
| discussion. The training You also receive continued step-by-step assistance from 
ju pay only transporta Carboloy representatives to help you get the most effective 
ing expenses, use from the program 


ra ARBOLOY 
TOOL MARUAL 


Problem: Customer wants Problem: You need a direct- 
information on use of Car- mail campaign in your own 
boloy Cemented Carbides selling program. 

Answer: Carboloy Tool Answer: A top-notch, an- 
Manual GT-191 shows how nual direct-mail campaign 
to design, braze, grind, apply is available to you. Hard- 
Carboloy tools. Sections on hitting units arouse interest 
trouble shooting, tool con- and create preference for 
trol, method selection, in- your company and your 
specting. Manual, or sec- stocks of Carboloy Ce- 
tions, free. mented Carbides. Free. 





vroblem: Customer wants to 
get maximum carbide effi- 
ciency in his plant. 
Answer: Introduce him to 
the CCC Plan, showing 
how Coordinated Carbide 
Control can be set up and 
carried through for out- 
standing carbide benefits in 
any plant, regardless of size. 
Free. 


Problem: Customer wants 
help on applying carbides in 
woodworking operation. 

Answer: Bulletin GT-206A 
gives the maintenance and 
operating practices for tung- 
sten carbide woodworking 
tools. It shows how car- 
bides can bring sensational 
production in woodworking 
as in metalworking. Free. 


Problem: Customer needs 
material on carbides for 
shell machining. 

Answer: Just pass the word 
on to us for a free shell- 
machining operations kit, 
available to shell contrac- 
tors only. Contains techni- 
cal data indispensable for 
speeding up your customer’s 
defense production. 


Problem: You need display 
units promoting Carboloy 
Cemented Carbides. 
Answer: Attention - getting 
counter and display units 
will be available to you 
Also, larger display units 
are available to help adver- 
tise your company in shows 
and exhibits in your locality. 
Free. 


SPAPER 
NE ERTISING 


SERVICE 


gn 





Problem: You need help in 
preparing local advertise- 
ments and catalog pages. 
Answer: Advertising cuts 
and mats are available to 
you direct from the factory 
for use in local newspapers 
and magazines. Use them for 
a sustained advertising pro- 
gram. Cuts also supplied for 
your catalogs. Free. 


Problem: Keeping posted on 
current trade news about 
carbides. 

Answer: CARBOLOY SALE 
BLAZER brings you latest 
distributor news. Free. 
CARBIDE CLIPPINGS lists 
current articles on carbides 
appearing in trade press. 
Copies of complete articles 
available on request. 


**Carboley’’ is the trademark for the products of Carbeley Department of Genera! Electric Company. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY. 
11131 East 8 Mile Bivd., Detroit 32, Michigan 


Problem: Customer wants 
help on production machin- 
ing of holes with carbides 
Answer: Engineering Bul- 
letin GT-254 on the drilling 
of cast iron with carbide 
twist drills. Similar bulletins 
on deep-hole_ trepanning, 
carbides in gun drilling, 
etc., pin-point other cus- 
tomer problems. Free. 


Problem: Identification for 
your company in your local 
classified telephone book. 
Answer: National Telephone 
Directory Service. Space for 
a trademark heading and 
list of carbide products you 
sell paid for by factory. 
You pay only for space list- 
ing the name of your or- 
ganization. 


Problem: In-plant train- 
ing helps needed by cus- 
tomer. 

Answer: Six Carboloy 
training films. Available 
to your customers at ap- 
proximate print cost. 
Booklets on each film are 
available which describe 
film, how to use it, how 
to set up meetings. 


Problem: Stock that is 
easily handled, easily 
identified. 

Answer: All standard 
tools and blanks are 
clearly marked and 
quantity - packaged. En- 
courages larger orders 
and greater volume per 
order from your cus- 
tomers. 


In addition to these detailed helps, and step-by-step 
assistance in their application, there is another great 
plus in the Carboloy program. 

This plus lies in the continued assistance in sales 
training which is rendered by Carboloy sales-training 
specialists and field sales personnel —in the form of 
frequent meetings with distributor personnel and 
day-to-day passing on of all information to help your 
men sell more carbides, more easily. 

This constant assistance makes it more than ever 
true that the Carboloy program of sales and service 
aids is more comprehensive, more productive of 
results than any other in the carbide field. 


s 





Sales-scoring TEAMWORK 


pannee aloe 


Fut this man 
on your 


Frocurement Team 


Your 





con help you score extra savings 
in changing markets 


PARKER-KALON’ 
ho Oup-n~! SuLB-TAPPING SCREWS 
pd fo” SOCKET SCREWS 


ONO OTHER FASTEwiNe OLMIEES 
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takes steady practice 


This year—and every year — 
P-K’s pivot man in every play is the 
INDUSTRIAL DISTRIBUTOR 





The sales-scoring teamwork of Parker- 
Kalon and P-K Distributors could never 
result from aimless efforts. It’s the prod- 
uct of continuous cooperation and mutual 
confidence of many years standing. 

Early in its history, Parker-Kalon put 
this relationship on record in the P-K 
Policy. That policy stands unchanged— 
building the market for the P-K Dis- 
tributor and protecting his opportunity 
to profit. 

P-K advertising this year emphasizes 


more than ever the importance of the 


Distributor’s service to industrial buyers. 
It is further proof that the principles of 
the P-K Policy are put in daily practice, 
contributing in every way possible to the 
steadily increasing stature of the Dis- 


tributor in the industrial marketing scene. 


That is why the P-K “family” of Dis- 
tributors includes the nation’s ablest sup- 
ply specialists . . . and why they agree 
“We're O.K. with P-K” . . . for prestige, 
for sales, for profits. Parker-Kalon Corp- 
oration, 200 Varick St., New York 14. 


Stop mw amd. Ae us 
ak the Conpention,- 
P-K Booth 
Nos.701-703 





The Ouiginal SELF-TAPPING SCREWS 
(old-fog” SOCKET SCREWS 


AND OTHER FASTENING DEVICES 
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Micrometer 


Internal 

Tri-Point 

Ihe Intrimik provides advantages 

for measuring bores and holes—it 

takes inside measurements directly in 

increments ot .00Ol-in. from .275 to 

.500 in. or .0002 from .500 to 4.000 

Wherever you have to clamp a hose a re agen nF nad = 

connection tight...or wherever at depts o =n. a ic irce smalicr 
want to tack ene ofl of on -_ sizes and 3-in. in larger sizes. 

oe f coat ys pe By means of an extension, furnished 

together in an unshakeable bond... - © 4: an extra, measurements are made 

your best bet is AERO-SEAL. 


directly at depths up to 6-in. with 
three smaller sizes, and at depths up 
to 9-in. with larger tools. For measure 


ments at greater depths two exten 
sions may be used, permitting meas 
urements at depths of 10 and 15-in. 


Design incorporates three measut 
ing points, making the tool sensitive 
Threads of steel worm engage deep into to the true measurement of the bore 
: slots in stainless steel band—hold tight hole. These three measuring points 
Use of stainless steel under extreme vibration in automotive, make line contacts with the surface 
enajoet gpren. = aircraft and industrial applications. edi pnd fe het aro ae 
alig ‘ ately 
ment regulations CAN'T SHAKE LOOSE. ally and radially. 

. Intrimik utilizes a hardened pre 
cision screw, generated and ground 
on an accurate conic spiral, turning 
integrally with the rotating microm 
eter thimble. Measurements are read 
similarly to those made with a con 

ventional micrometer. 

ONE-HAND INSTALLATION RE-USE AGAIN AND AGAIN Where bore or hole sizes must be 
Install an Aero-Seal any place you can When hose is frayed and worn you determined accurately or where meas 
reach with thumb and one finger. Self- RE-USE the same Aero-Seal again urements must be taken over a range 
feeding when band engages worm and again. RE-USE Aero-Seals | 
threads, Thumb-grip and screwdriver scores of times on temporary clamp- 
types available. Four sizes cover 90% ing jobs — they hold any shape ob- 
of the automotive market — all with jects together, conform to any shape ; | 
stainless steel bands. without damaging clamp band. Furnished in dull chrome with 

black graduations, the Intrimik has 
as 


measuring surfaces of high carbon, 


9 | high chromium, and rust and wear 

y resistant steel. Simple means are in- 

cd | corporated in the tool to compensate 
for wear of measuring surfaces and for 


OTN RM setting the instrument to exact cali 
Ss wo! DRIVE eC bration with a standard ring. They 
» 


=~ HOSE CLAMP g=SS Res are furnished as individual tools and 


also, in four sets with over-all ranges 
\ | 275 .000-in. Sets are fur- 
anomer (BREEZE) rrooucr \ from 5 to 4 i ets 


nished in cases complete with exten 


BREEZE CORPORATIONS, INC., 41 S$. Sixth $., Newark, N. J. | sion and setting rings. Cases can be 





of sizes, Intrimik is said to offer ad 
vantages and economies in machine 
work. 
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MORGAN VISE CQ, 12 «0. CHICAGO 6, U.S.A. 
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furnished as extras for individual tool 


with space for setting ring Setting 
rings and extensions are farni shed as 
e t ] lized scparate items. Py 


It is available only in the U. S. and 


its territories. 
setup appli ances Brown & me Mfg. Co., Provi 


dence, R. I.—Indt 


, - istrial Distribution, 
For Every T-Slot Work Table =" 


Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 





All sizes —to suit the little bench machine 
to the brute of a planer. 


Sold only through selected distributors. 


WRITE FOR CAD FOLDER A85 
AND DISTRIBUTORS’ PLAN 


STANDARD SHOP EQUIPMENT CO, 
8153 Tinicum Ave., Phila. 42, Pa. 


“See us at our 
Convention Exhibit’ 

















Pallet Rack 


Features Ease 


CONCO SPUR GEAR HOIST Of Adjustability 


In capacities ranging from %-ton through [his pallet rack, which features 
25-ton. All modern features. Request bulle- case of adjustability, is a tailor-made 


unit, designed’ to the actual dimen 
tin 1540. For army type and low-headroom sional specifications of the user’s pal- 


type trolley hoists request bulletin 1550. lets. The rack has maximum dimen 

sions of 60 by 60 by 120-in., and can 

an nen an te én eon an ane be furnished with extra heavy tubu 
lar supports or solid shelves. 

The heavy gage upright members 

are notched on 6-in. centers from 14 

CONCO DIFFERENTIAL HOIST to 92-in. and it is claimed that it 

Light weight, low cost Capacities %-ton “oo only = seconds y -y man 

without tools to move a shelf up or 

and l-ton. Request bulletin 1520. down within the rack. The fw Are 

are so formed as to eliminate hori- 

zontal slipping or rolling of the extra 

heavy tubes. 

CONCO I-BEAM TROLLEYS The rack is designed to carry up 

Plain or geared type, with Hyatt Roller Bearing wheels, to 3000 Ib. per shelf. It can be fur 

in capacities of 1-ton through 10-ton. nished in single face, double face, 

Request bulletin 1510 single entry, or double entry groups. 

7 ; . MISTS. Units are shipped knocked down 

LRA ES. Weld nuts and interchangeable parts 

allow for ease of erection in the field. 

Berger Mfg. Div., Republic Steel 

CONCO ENGINEERING WORKS Corp., Canton, Ohio—Industrial Dis 

Division of H.D.Conkey & Co, Division Street, Mendota, Illinois tribution, May 1952. 








180 INDUSTRIAL DISTRIBUTION © MAY, 1952 








IN ALL INDUSTRIES 


LUBRIPLATE LUBRICANTS 


EXCEL IN REDUCING FRICTION, WEAR, UPKEEP-COSTS AND 
POWER-CONSUMPTION...WITH BETTER MACHINE PERFORMANCE 


ae TREO 
“THIS LUBRICANT | # “THIS LUBRICANT 

CUT OUR PARTS +5 ee kept em rolling in mud, 

REPLACEMENT 50%” 5 <.. muck and water” | 


-says NORTHERN PACIFIC a : ~ says J. 0. ARCHIBALD 
TRANSPORTATION COMPANY THE GLOBE COMPANY says: of Redwood City, California 


“THIS LUBRICANT 
INCREASED BEARING 
LIFE FROM 2 WEEKS 
“LUBRIPLATE proved so satisfactery TO 2 YEARS” 


during tests that we installed it in all “After we had 























ite a few of our large 
our worm-gear, hypoid, and two speed high speed ROTO.Cl T meat cutting “Due to our success on similar work, 
axles. This enabled us to change our machines in actual production opera- The Leslie Salt Company gave us the 
oil-change — from 15,000 miles to tion, the ball and spherical roller bear contract for the conversion of 500 acres 
40,000 and on some a de- ings on the cutter Natt gave us serious of salt marsh into crystallizing ponds. 
pending on speeds and temperatures trouble due to a condition that prevails Knowing from experience that LUBRI- 
encountered, we raised the change pe- throughout the meat packing industry PLATE No. 107 reduced friction to a 
riod to 60,000 miles, or approximately animal acids and moisture. Some bear minimum, and prevented rust even in 
once a year. Our overhaul periods were ings did not last even two weeks. Then salt water, we adopted it for track and 
stretched from 50,000 to 100,000 miles, BALL BEARING LUBRIPLATE was eneral lubrication. We selected LUBRI- 
and repair parts bill cut 50% with the euliad ‘an: ene asesetion. ie. ial LATE APG-140 for all transmissions 
nereased mileage these machines lubricated with BALI | and final drives. The effectiveness of 
BEARING LUBRIPLATE have been in | LUBRIPLATE is evidenced by the fact 
continuous operation for over two years that during the entire job there were no 
without a single bearing replacement replacements of track rollers nor were 
there any tie-ups of equipment due to 
replacement or breakage.” 


J. O. Archibald 


























The Globe Company 
Frank J. Bilek (Chief Engineer) 











REGARDLESS OF TYPE AND SIZE OF YOUR 
MACHINERY LUBRIPLATE vusricants 
IMPROVE OPERATION AND GREATLY REDUCE 
MAINTENANCE COSTS. 














Write today for LUBRIPLATE Data Book No. 1-52 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 


DEALERS FROM COAST TO COAST—SEE YOUR CLASSIFIED TELEPHONE BOOK 
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A Collectors’ Item 
CLIC HO WO o 


<<< eS eS 











Detector 











Shows Danger Level 
For Hydrocarbons 


A new aromatic hydrocarbon de 
tector will indicate when dangerous 
( trations of this chemical are 

ae 6 oncen 
a present. Complete and self-contained, 
C=O @ Py (02) . the testing unit includes, besides the 
rec ASS rw mM i. , 
detector itself, a color scale, tube rack, 
mixing bottle, mandrel, rubber tube 
..and no pun intended caps, and kit for 12 separate tests 
Ihe cylindrical scale on the instru 
ment is graduated separately for ben 
zene, toluene, and zylene. Detector 


tubes are filled in the field and can 
cards—yes, even birthday cards telling us about the be stored 2 or 3 weeks without loss 


WITT CAN users occasionally send us letters, post- 


wonderful condition of their twenty to thirty year old if sensitivits 
WITT CANS. Mine Safety Appliances Co., Pitts 


b y Sirk dis oO 
Hard day in and out usage rather than esthetic ap- — Industrial Distribution, May 
preciation prompts the purchase of WITT CANS—yet " 


the comments we receive indicate a pride of posses- 





sion that bears investigation. 
Perhaps you are wondering why WITT CANS last so 


long. Here are just a few reasons: 


STRAIGHT SIDES—assure extra resistance to rough handling. : j 

DEEP ROLLING CORRUGATIONS—run full length of Can, 

adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 

STRUCTURAL STEEL BANDS—protect top and bottom of 

Can and act as shock absorbers. 

HOT DIP GALVANIZING—a hand process after fabrication, Branding Iron 

insuring heaviest possible rustproofing. 

PINCH-PROOF HANDLES—for easy handling. . somo 

STURDY LID—snug fitting, yet easy to remove. — 
A new line of serial number electric 


WITT CANS HAVE THE “RIGHT” | branding irons has been introduced for 


marking equipment such as tires, bat 

| teries, poles, and railroad ties. 
KimaG The irons have the numerals 0 to 9 
QW) around the periphery of the branding 


die, and a space on the face plate 

Originators of the [Bg* me Tha miele) 1. ila mmae)l at. ad at the end of the die for additional 
Corrugated Can Cincinnati 14, Ohio copy if desired 

Vhe dies are special scale-and cot 
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Specefy/ CAPITOL FITTINGS 


4 
# 


for steam pressure 
applications up to 300 lbs. 
or 2,000 Ibs. c.w.p. 


Better fittings, competitively priced, all-seamless 
steel .. . . conforming to requirements of the Fed- 
eral Specifications Board . . . . high tensile strength 
.... all threads tapered ....no sand holes.... 
better appearance . . . . cartoned in convenient 
quantities at no extra charge. 


CAPITOL U.L. UNIONS 


” Listed by Underwriters’ Laboratories for 
all uses, including hazardous liquids, 
2,000# cold water, oil or gas, non- 
shock and 300# steam, 500° F. Brass 
or integral steel seat, ground joint, 
all tapered threads, all seamless steel. 


HEX BUSHINGS REDUCING 
Precision-machined COUPLINGS 

+ + « perfect threads Taper-tapped... 
- . « high tensile oll seamless steel... 
strength. zinc-coated or black. 


PIPE CAPS COUPLINGS PIPE PLUGS 
Rugged ... non- All meet A.I.S.1. specifica- Solid steel... square 
porous... uniform tions. Whether Standard, head... larger sizes 


= quality throughout. Extra-heavy, or Hydravlic— all forged steel. 
ALL 


Capite! makes them all. 





TAPERED THREADS 
a > 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 








‘Water Shortage 
Eliminated by 
Installing 2 Myers 
Centrifugal Pumps 


To provide for peak water loads 
and protect against periods of 
municipal drought, Faultless 
Rubber Co. installed two Myers 
centrifugals to pump water 
from a collecting cistern into a 
pressure tank for industrial use 
as needed. Each pump is rated 
* at 200 gpm at 200’ head: motors 
are 15 hp, 3500 rpm. The high 
quality materials used in the 
construction of Myers Centri 
fugal Pumps was an important 
factor in management's decision 
to specify Myers—a big reason 
why more buyers buy Myers 


for dependability and long life 


Selected Distributor 
Territories Open. 
Write For Details. 


THE F. E. MYERS & BRO. CO. 


i 


<a 


139 Orange St., 
Ashland, Ohio 


m-resistant alloy, designed to trans 

fer the maximum heat by means of a 

il eat contact between dic 

The heater 1s « 
ilarly to the 

oldering irons 


and 
onstructed sim 
manufacturer's line of 

Hexagon in shape, the 

m lends itself readily to clamping 
ina fixture 

Three numeral sizes, 2, 4, and 3 in., 
ire available Ihe iron can be fur 
nished for 110 or 220 volt circuit, AC 
x DC, any cycle. It is equipped with 
1 6 ft. cord and plug 

Hexacon Electric Co., Roselle Park, 
N. |.—Industnal Distribution, May 
| 


> 


heater 





| Inserts 
For Repairing 
Worn Threads 


Stainless thread 
inserts have been developed to re 


steel helical-wir 


yuvenate stripped or worn threaded 
holes 
The wire insert operation requires 
only the cleaning out of the damaged 
| thread, the re-tapping of the hole, 
| and placement of the wire insert in 
| the re-threaded hole. Slightly larger 
than the hole, the imserts are self 
locking and will withstand vibration 
ind bolt tightening, according to the 
Thev can be removed 
th a special tool if necessary 
wailable in 1, 14, and 
2-in. diameter lengths in the follow 
ng standard thread classifications 
+-40 to 14-6 sizes in the National 
ind Unified Coarse thread series, 
6-40 to 14-12 in the National and 
Unified Fine thread series, 10-1.0 mm 
to §-18 in the automotive spark plug 
14-1.25 mm to 18-1.5 mm in 
the aviation spark plug series, and 4 
7 to 1-114 in the pipe thread series 
Heli-Coil Corp., Danbury, 
Industrial Distribution, May 


manufacturer 


Insert ire 


SCTICS, 


Conn 
1952 


INDUSTRIAL DISTRIBUTION © MAY, 1952 


NIGHT 
WATCH 


LANTERN 
ys 


like a 
Miniature 
Lighthouse 


Beacon 


For SAFETY — a WARNING 
LIGHT, seen from any angle near- 
by or from long distances, the 
NIGHT WATCH is without equal. 
Optically correct prisms concen- 
trate the light into a vertical “Pen- 
cil Beam” of great intensity. Many 
exclusive features. Very economical 
to buy and to operate. Burns 100 
hours on a pint of kerosene. 


By the makers of Dietz Lanterns 
and Highway Torches 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 


OVER A CCNTURY AND A DECADE OF WORLD WIDE LEADERSHIP 






















WE INVITE YOU TO STOP AT 
CONFERENCE BOOTH 348 
Triple Mill Supply Convention - 


ATLANTIC CITY 
MAY 19-21 











Speed Reducer 


Horsepower Capacity 
Increased 59 Percent 


A new double reduction — shaft- 
mounted speed reducer, the No. 7, has 
been developed with 59 percent greater 
horsepower capacity than the No. 6 


Bassick broadens Series“99” line to model 


It handles up to +3 hp, for output 

specds from 12 to 110 rpm. Like 

help you meet customer needs better previous models, it is shaft-mounted 
and anchored with a torque-arm which 


fastens to any fixed object. A tum 
Now you can meet the demand for a caster with a load-carrying buckle provides for adjustment of belt 


capacity up to 1,400 Ibs., with a better, less expensive model than tension. Installation, accosding to the 
: manufacturer, is simple, requiring no 
foundation or flexible couplings. 
. . . ee T’ -\ Q Tr. 
This new Bassick caster has all the features that have made The manufacturer's Tri-Matic over 
load release can be used in conjunction 
Series “99” so popular . .. heavy gauge steel, fully-hardened bear- with the speed reducer, by attaching it 
. to the anchoring arm 
ing surfaces, projection-we ) ec tion. : 2 
5° ces, projection-welded double ball race — sae Dodge Mfg. Corp., Mishawaka, Ind. 
These new Super “99” Series casters in your stock will add to Industrial Distribution, May 1952. 


ever before available 


your caster sales. THe BassicK COMPANY, Bridgeport 2, Conn. 
In Canada: Belleville, Ont. 


a rr Extra heavy king pin, integ- Pump 

- @& : : ’ . rally locked to plate, and , 

Sore Sign of < 2 adjustable king pin nut are Booster Unit, 

Bassick quality features that Small Motor 

9 mean longer life, reduced op- ; 
Quality! erating pot (the Reducithe \ compact booster pump for indus- 
= 30%, *) and customer satisfac- trial and residential hot water heating 
tion. systems has been developed. 

* Materials-handling ... about I we new aa pon co posed 
30% of total cost, one of the oo . , » ar “> , €ac 
few costs reducible today. powered by a small 1/12 hp motor. 

Despite the units’ reduced size, accord- 


ing to the manufacturer, they deliver a 

greater number of gallons per minute 

} A — and utilize less electric power than 
i previous models. Space saving and the 

STEWART conservation of critical materials were 


major considerations in design. 
Bell & Gossett Co., Morton Grove, 
Industrial Distribution, Mav 











MAKING MORE KINDS OF CASTERS Ill 
- MAKING CASTERS DO MORE 1982. 


Continued on page 200) 
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Rubber 


MEETING ASTM SPECIFICATIONS 


OFFERS DISTRIBUTORS 
A WORTHWHILE MARKET 


) Here’s what it does 
Available in Natural or Synthetic sheets . . . die oe parc Rubber 
cut forms... custom molded forms and strips. cushioning and vibration 


With or without adhesive in four grades—Soft, control... 


to seal out dust and air, 


Medium, Firm, Hard Densities... Thicknesses of to dampen noise and 
V/s inch to 1 inch inclusive. Neoprene available absorb shock. 
in Soft and Medium density only. 


A Available in 
long lengths 
and wide widths. 


A Few Places where it is Used 

You'll find it used for motor mounting. For mounting 

speakers and many other parts in the radio field. It 

is used with laboratory equipment. Many use it for 

packing fragile materials during shipment. In die cut 

form it is used as a gasket. Sponge rubber is also 4 All moterials carefully 
used for cushioning or padding many products. hecked for uniformity 
Hard density is used as an ejector in die cutting 

operations. These are but a few of the many places 

where you'll find DUTCH BRAND Sponge Rubber 

being used in industry and in manufacturing. 

DUTCH BRAND Sponge Rubber Meets ASTM Specifications 

ASTM Specification No. D1056-51T 


DUTCH BRAND No. 3082 Soft Density .. . RN11 
DUTCH BRAND No. 4022 Medium Density RN12 


DUTCH BRAND No. 4030 Firm Density... RN13 3 
DUTCH BRAND No. 4031 Hard Density... RN14 AV/N\ @aaag BROS. [NC. 
Neoprene in soft and medium densities ... Monutac of Rubber Products 

details on request oivision or Johns-Manville 


Inquire about DUTCH BRAND 7800 WOODLAWN AVE. © CHICAGO 19, ILLINOIS 
Sponge Rubber today! 
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You, ME, and the 


Every sale of a Delta tool involves three factors: 
you, us and that sacred institution, the buyer of 
the tool. He is the Indispensable Man; for without 
him, you and we would be in serious trouble—no 
customers, no business. 

That’s why every policy you and we employ is 
based on giving our Indispensable Man exactly 


what he wants. 
There’s no mystery 


about what he wants: 
The best tools his money 
can buy, at prices that 
mean top-values for his 
money. Your basic func- 
tion is to see that he gets 
what he wants; and ours 
is to make it possible for 
you to give it to him— 
with a reasonable profit 


for yourself. 


That responsibility of ours — and we assume 
it willingly—has been put into words in the Sales 
Policy for Delta Power Tools. It is a clear and 
complete statement defining the relationship be- 
tween you and us. Its purpose is to prevent 
misunderstandings; to protect your interest; to 
enable you and us to do business together with 
full mutual confidence, on a sound and _ profit- 
able basis. 

Foundation elements of that policy, as it con- 


cerns the user to whom we sell, are four. 


GOOD ADVERTISING 


Our Indispensable Man is almost 100 per cent 
convinced that Delta tools are the finest tools 
made. He can buy cheaper tools, and sometimes 
does so—but he prefers Delta. 


That conviction is the result of the extraor- 
dinarily good performance of Delta tools, and 
of Delta advertising. Delta tools are advertised in 
national magazines and newspapers covering every 
tool market: industrial, commercial, schools, farms 
and home workshops. These campaigns are dom- 
inant, persistent, instructive. They find new cus- 
tomers for Delta tools, and direct them to you. 


GOOD MERCHANDISING 


It is our agreeable duty, as a kind of ‘‘partner”’ 
in your business, to help you sell Delta tools—all 
you can of them. To that end, we provide such 
selling aids as point of sale display material, direct 
mail pieces and expert demonstrators to con- 
tribute to promoting sales and to the wholesome 
development of your business. 


188 INDUSTRIAL DISTRIBUTION © MAY, 1952 





Indispensable Man 


DELTA “HOW TO” PUBLICATIONS 


Ideal as sales builders are the famous Delta Library 
of “How to do it” Books. Indispensable for “‘idea 
selling’ are the valuable Operating Manuals and 
Delta bi-monthly magazines for the consumer, 
industrial and school markets—the Deltagram, 


Power Tool Journal and Power Tool Instructor. 
These potent “‘plus’”” values are enjoyed exclu- 
sively by Delta dealers. Their purpose is clear: to 
help you attract more customers, win their good 
will, develop continuing profitable sales of tools. 


FINE TOOLS FOR EVERY NEED 


Any policy, no matter how well conceived and 
clearly stated, is futile without good products to 
give it validity—and in this respect the Delta 
Dealer enjoys unique advantages. 

We say this: Delta tools are as good as we can 
make them—using sound and painstaking engi- 
neering, the skills of experienced craftsmen and a 
clear determination to ‘‘build the best.’’ In addi- 
tion, they make up the most complete line of 
power tools on the market: 53 machines, 246 
models, and more than 1300 accessories. Every 


Theres 2 Delta Power Tool for every customers job- 
WOOD OR METAL WORKING 
53 MACHINES — 246 VARIETIES — MORE THAN 1300 ACCESSORIES 


as Delta Tool! 
a. Grinder with 
1 Twin-Lite Delt 
Delta Sofety Dril Pres 
yer g Shields, 
—_ Bench and eal 4 
pe Floor models ieicses 
*.90".46" 4- th ond 
i 16-speed 
-10"-12 models 
models 


one of those quality tools is designed to give every 
customer the utmost in value for his money. 

This Delta Sales Policy has, through the years, 
proved that it. too, is a perfectly balanced “‘tool,” 
designed to create three satisfactions—yours, 
ours, and the Indispensable Man’s. 

As long as it achieves that mutually advan- 
tageous purpose, we see no reason to depart from it. 

As long as it continues to accomplish its ends of 
mutual satisfaction and profit, we shall never 
change it. 


DELTA POWER TOOLS 


Another 6) Product 


DELTA POWER TOOL Division | 


Rockwell 


MANUFACTURING COMPANY 





gf 


1 








_— E. VIENNA AVENUE + MILWAUKEE 1, WISCONSIN 





INDUSTRIAL DISTRIBUTION © MAY, 1952 189 








CHICAGO 
LATROBE 





DRILLS 
REAMERS 
COUNTERSINKS 
LATHE CENTERS 
TOOL BITS 
SPECIAL TOOLS 


= , 
ES 
S 1 
r\ o 





OVER NIGHT SHIPMENT CHICAGO-LATROBE 


COMPLETE STOCK 411 WEST ONTARIO ST. 
CHICAGO 10, ILLINOIS 
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QUALITY 


Feds me-y-)-14 0-008 7 








SERVICE 


Is 


‘owt g 


Pride 
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LATROBE 
DRILLS and 


REAMERS 


FOR MORE HOLES 
PER GRIND 


4) 
Cam 
«Se 
t/y 
Call your local Chicago- 
Latrobe supplier. He is 
our reliable selected 
distributor. A top flight 
dealer ready to serve 
you with high quality 


Chicago-Latrobe tools. 


CHICAGO-LATROBE 
411 WEST ONTARIO ST. 
CHICAGO 10, ILLINOIS 


MAY, 1952 


@ DRILLS 

@ REAMERS 

© COUNTERSINKS 
© COUNTERBORES 
© CARBIDE TOOLS 


© SCREW 
EXTRACTORS 


© LATHE CENTERS 
° SOCKETS 

@ SLEEVES 

© ARBORS 

© GLASS DRILLS 


@ MASONRY 
DRILLS 


© WOOD BITS 
© AUGER BITS 


© SPECIAL TOOLS 


Dole 
Crick 
Fooly 





2) 





SIMONDS 


y-4-3-9-S- 3 B's a on oh 


To serve you and your customers 
hetter SIMONDS ABRASIVE COMPANY 
announces a 90% INCREASE IN 
GRINDING 
WHEEL 
MANUFACTURING 
CAPACITY 
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New continuous tunne 
kilm 260 ft. long being 
nstalled for firing vit 
wheels the 

vice at Simonds A 


ve Company 


et te sce 


inet T 


Automatic ess, one of several 
Additional press, 1000 ton capac See bs 


ity, one of several in regular which tremendously increases 


t te n heels 
production on large size wheels production ra be = a 


to 10° diameter 


SIMONDS 
Grinding 
Wheels 

AND 
Abrasive 


Increased facilities permit volume shipments 


from Simonds for better service, quicker 


SIMONDS ABRASIVE COMPANY, TACONY AND FRALEY STREETS, PHILADELPHIA 37, 


INDUSTRIAL DISTRIBUTION © MAY, 1952 





NYBa&P Distributors and Products 


They are recognized throughout industry 


1. “Best belt ever on the drive ... vulcanized right on the job!’ 
That’s the praise this NYB&P Test Special Transmission Belt 
received from the plant superintendent after all previous belts had 
presented an irritating noise and vibration problem. 

The NYB&P Distributor who was responsible for the selection 
and quick delivery of this particular belt also vulcanized it endless 
right on the 250-foot belt drive—under the direction of his belting 
serviceman. This is the type of assistance that is so welcome when 
defense orders have to be filled on a tight schedule, when delay may 
be highly serious. 


2. On the job since 1888. Installed in 1888, this NYB&P belt is 
still in service on an elevator leg in a Minnesota grain elevator. 
Despite its age of 63 years, it continues working full time on un- 
limited tonnage! Even the NYB&P trademark on the belt’s cover 
is still fully recognizable, despite the friction of many millions of 
bushels of grain during the belt’s long lifetime! 





3. When 1 equals 2. A chemical company in the South bought, at 
three- or four-month intervals, 500 pounds of packing at a time for 
use on centrifugal pumps handling caustic acids. 

‘The local NYB&P Distributor believed the chemical company 
was buying the wrong kind of packing—the rate of consumption was 
too high. He examined their requirements and recommended a switch 
to NYB&P Packing Style 7843. When this was done, the amount of 
packing used by the company dropped to 300 pounds every three or 
four months, then to 200 pounds—although the pumps worked just 
as many hours as before. The new packing did twice the job of the old! 
As a result, more time and money were available for stepping up 
production. 


NEW YORK BELTING 
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help to increase Production 


for Service and Performance 


4. They took the “bite” out of wheat. Transporting the wheat from 
the elevator to the flour mill presented a serious problem. The wheat 
traveled through a long, sharp-angled pipe under such a high 
gravity-pull that it abraded the pipe interior, causing exceptional 
wear and frequent replacement of the pipe. 

The NYB&P Distributor was consulted. He installed a rubber 
hose within the pipe, which eliminated the abrasion and prolonged 
the life of the pipe. The end result: Steady flow of wheat, a valu- 
able asset in any time of increased military demands. 


5. 21 years at hard labor. It was called “Old Faithful” by its 
users—and with good reason. The NYB&P conveyor belt shown 
here is replacing a NYB&P belt that had delivered over 17,000,000 
tons of coal for a period of 21 years. Traveling at the rate of 360 
feet per minute on a runway nearly 1000 feet long—carrying 500 
tons of coal per hour, it gave continuous trouble-free service ever 
since its installation. That kind of endurance is never more valu- 
able than it is today, in the face of heavy military demands on 
the nation’s production lines. 


NYB&P Distributors make it a rule to become thoroughly familiar 
with their customers’ problems in order to provide the right 
product for their particular needs. This is just one reason why 
industry depends upon NYB&P Distributors for advice and 
counsel of special value. 


The NYB&P franchise represents a distributor-manufacturer 
policy of great value. It gives the distributor a quality line 
proven for over a century—products of America’s oldest manu- 
facturer of industrial rubber products. 





& PACKING COMPANY 


1 Market Street, Passaic, N. J. 
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Here’s the PUSH-PULL That Makes 


Direct Mail helps 
keep Keystone 


THIS KEYSTONE PROMOTION 
PUSHES SALES 
THE DISTRIBUTOR 


products moving 
across your deliv- 
ery platform! 


National advertis- Keystone Vizo- 


ing describes spe- board meetings 


cific savings to 
prospects in your 


area! 


Recommendations— 
the result of plant 
surveys by Keystone 
field engineers—are 
excellent business- 


getters! 


Catalog CION covers 
all Keystone Special- 
ized Lubricants—helps 
you sellacompleteline! 


We like occasionally to remind you of the points 
mentioned here, for they're good to remember. But 
most of all we want to thank every man in our 
Distributor organization for his steady, helpful, 
enthusiastic cooperation. That's the one thing we 
prize most highly, and for which we express our 
sincere appreciation. KEYSTONE LUBRICATING 
COMPANY. 


arm Distributor- 
Salesmen with 
facts that sell! 


But BULLETIN BK-19 is 
top favorite as a sales 
booster—it gives the 
full story on 7 prod- 
ucts that cover 50% of 
your customers’ needs! 


Backed by a promotional campaign like this, 
Keystone Distributors—with their prompt ser- 
vice and personal contact—are continually 
bringing in new Keystone accounts—business 
that stays on the books—a steady flow of profits. 


But a high repeat value isn’t the only advantage 
of the Keystone Franchise! 


You also get a clear-cut “partnership” distri- 
bution policy—one with a good margin of 
profit. You get a complete line of quality lubri- 
cants that is backed by a money-saving 
guarantee. Furthermore, you get a line that is 
little affected by business or seasonal slumps 
... for as long as machines are running, every 
bearing surface requires regu/ar lubrication. 


$ PE ¢C tA it ZE D 
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the Keystone Franchise Profitable! 


Condensed Oil = 50— 
for plain, ring oiling 
and oil lubricated anti- 
friction bearings; 
guides, slides, etc. 25 
to 225°F. 


Keystone Pene- 
trating Oil + 1— 
used as a rust 
buster; + 2—used 
as a light machin- 
ery lubricant, 
cleaner, engine 
oil additive. 


#44 Grease—for ball 
and roller bearings, for 
speeds in some cases 
up to 20,000 rpm; tem- 
peratures 0° to 225°F. 


These are the 7 Leaders of the Keystone line. 
They cover approximately 50% of your cus- 
tomers’ lubrication needs. These are the 
products on which Bulletin BK-19 gives full 
details—clearly and concisely. 


You should know thoroughly and concentrate 
on these leaders... for profits lie in volume. 
So carry a copy of Bulletin BK-19 with you; 
present it to your prospects; then start them on 
a trial order of any one of the Keystone Leaders. 
Not only will you clinch new accounts this way, 
but you'll put more Keystone products to work 
with your present customers. KEYSTONE 
LUBRICATING COMPANY, 21st & Lippin- 
cott Streets, Philadelphia 32, Pa., Est. 1884. 


LU B R 


c AWN T §& 


THESE KEYSTONE LUBRICANTS 
PULL IN PROFITABLE 
REPEAT BUSINESS 


# 32 Cartridged Grease 
—for all open gears 
except worm. 


S. R. Lubricant—for 
speed reducers and all 
enclosed gears except 
hypoid; most applica- 
tions take S. R. No. 1 
(SAE 60). 


#122 Open Gear 
Grease—for all open 
gears except bevel; for 
normal operating con- 
ditions; brush, swab or 
pour application. 


- J 
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RUST-OLEUM 





Mr. A. Martin 

Factory Managemen’ t Maintenance 
520 N. Michigan Avenue 

Chicege, Tilinois 


Dear Mr. Martino 


There are three very vest 


pufacturing 
market 


1. The = 
important 


Our experience bas pr 
within these 
group 18 ape 


with FACTORY'S over 50 
facturing industries, 
nape be group ve 
are get 

we & 


ri 
pr 


evidence 
t tre aceable 

s Supply pistri! 
tell us that 
gales belp- 


sound 
= 
o 


and we have 
aividende- 

our selesme 
natione)’ a 
isar 


we the story, & 


There you he 
(ndustriel pu’ plications a 
ve one of & 


roday *° 


c¢ reasons 
nighly important to our industriel 


oved _ 
qndustries are 
cifying RUST - ‘OLEWM 


 matravion - » quae ‘= 


that our 


is the message FACTORY 
carries to over $4,000 plant 
operating executives in the 
manufacturing industries 
8 after month. 

$ powerful sales 
for RUST-OLEUM o 


Industrial Supply Distributors. 


why we coneider FACTORY magazine 
advertising: 


industries represent © tremendously 
for RUST ~- -OLEUM 


products. 


the operating mem 
nigoly influentiel 


0,000 ¢ 
wate 


know ve 
prospect® 


eavertising t 
response has been Lt 
{putors, who aretribute | Rust -O! 
our edvert <ieing gonth-efter gonth is 


evetityins- 
FACTORY 


FACTORY was one tirst 
pe qt ervieins an! conticue® 
_ metie 4n ow adver ert isles proee™ 


. wartis- 
xry RUST 
Yegortant 


very sry» 


ro ee 


oi aee™ 
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“cue vars Ve vous savreameas | 
ma 9S Gwe! Qnewe Ceereasnen 


Cut your maintenance costs on every rustable metal 
surface indoors and out with this practical, sensible coating ' 


RUST-OLEUM 


Cay © URNS ety cow seated castenes elias cemeeny of Ge eet! 


ORY 


MANOUEMENT AND MAINTENANCI 
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One 
Bas. 


ACCO Registered Sling 
Chains are Versatile 


@ Here an ACCO Registered Sling Chain is used in a 
double basket hitch. It could also be used as a two 
legged bridle, or as a double choker. The tough 125 
Endweldur ACCALLOY Chain is much lighter in weight 
and is easy to handle. It has great service life. The 
permanent identification ring on every ACCO 
Registered Sling Chain is your sign of safety and 
guarantee of quality. 

Write today for easy-to-use AMERICAN CHAIN 
literature which helps you sell acco Registered 
Sling Chains 


em = / American 
AMERICAN CHAIN DIVISION ° 
AMERICAN CHAIN & CABLE Chain 
York, Pa. Atlanta, Chicag Denver, Detroit, Los Angele 


New York, Philadelphia, Pittsburgh. Portland 
a ancisco, Bridgeport fn 
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Faceshield 


Leaves Head, 
Face Free 


\ protective faceshield has been de 
veloped which is fitted to neck and 
chest straps and leaves the face and 
head free. 

It is designed to eliminate the prob 
lem of mussed hair-<dos with women 
workers, and provide relief from head 
strain There is plenty of fresh air, 
according to the manufacturer, be 
cause the glass is not close to the 
face 

The shield is supported by adjust 
able straps with balance weight distri- 
bution. <A soft, pliable leather pad 
rests on the chest without pressure or 
binding, it is claimed. The visor may 
be set at any angle, height or distance 
by a metal hinge adjustment device. 
Visors can be replaced by means of 
snap fasteners. 

The standard model visor is a 
“Chipruf”, 8 in. long by .040 in. 
thick. Visors are available in various 
sizes for impact rest resistance, and 
chemical and temperature effects 

Mine Safety Appliances Co., Pitts 
burgh—Industrial Distribution, May 
1952 


Twist Drills 


New Line Includes 
High Speed Types 


A new line of high speed and carbon 
twist drills has been mtroduced. 

Besides the standard styles and 
types, it includes drills especially styled 
for newer materials such as magnesium, 
aluminum, plastics, etc., and various 
types for specialized operations, such 
is aircraft extension, heavy duty, and 
automotive series drills. 

Butterfield Div. Union Twist Drill 
Co., Derby Line, Vt.—Industrial Dis 
tribution, May 1952 








ately ahead naturally includes a comprehensive . 

catalog. Now, when your next catalog is being given 

consideration, is the time to check with Cuneo catalog 

experts. Get the answer to the finest in catalog 

quality, individuality, and character. 

_ Cuneo planning, compiling, printing, and binding 
_ are all backed by more than a quarter-century of 
_ experience. It means you get the most in catalog 

‘sales valve. 

Write, wire, or phone our Catalog Department— 
DAly:€-33540. 








\ ; 
239 EAST CHICAGO STREET MILWAUKEE 1, 


INDUSTRIAL DISTRIBUTION © MAY, 1952 





Horsepower 


with Staying 


There are a lot of different motors with the same rated ho 
Much the same looks, too. And about the same price 
t put them to work where the woinyg ts touyg tore 
t of them and surprising points of difference show 
That's why so many distributors and dealers have lined up 
Hoover They ve toun that Hoover pertormance is somethi 
they can rely On to build business a 
When you put a Hoover Motor 
vorsepower with endurance. A 
OOK at its |! iscies you easil 
General-purpose motors. Models that give dis 
tr lealet " urie t Capact In eacl ile of precision wiring, in every working par 


Pp : 

" Motors are built with what it takes tor cooler running. q 

Special-purpose motors. | 
" f { 


aC 


operation, more reliable power ger lite on the job 


‘ 
And Service? When its 1 led. where it veeded. Huo 


Write tor descriptive turmatio 


HOOVER, THE HOOVER COMPANY 
CeCtric MOTONS accent a ae 


since 1934 


itie < “ rial Te) read to protect v< 


customers and 
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Nut Starter 


Reaches Corners, 
Saves Fingers 


Designed to save time and tempers, 
1 new nut starter has been introduced 
for reaching screw or bolt installations 
not accessible to the fingers 

It has a slender shaft, equipped at 
me end with a handle of tough amber 
lenite (Tennessee Eastman) plastic 
ind at the other with a metal spring. 
It operates by frictional grip, the spring 
holding a screw or nut firmly seated 
nti] it can be started 

After a few turns the starter cither 
cleases itself or can be pulled free. It 
does not utilize magnetism and is said 
to work equally well with steel, alu 
minum, brass, or plastic 

The starter 
ommodate nuts or screwheads from 

to vs in. diameter. 

Kenneth D 
Industrial 


comes in sizes to ac 


Clayson, Bethlehem, 
Distribution, May 


> 
d 
952 


Blow Torches 


Operate on Leaded 
or Non-Leaded Gas 


Blow torches have been developed 
vhich will operate on cither leaded or 
non-leaded gas as fuel 

The torches, Models C’L 324-1 and 
600A-1, can be fueled with the same 

ed” gas used in a truck, or with 
white” gas, according to the manu 
facturer. Field tests have shown that 
they require no special care to make 
ise of the red gas. Adjustments in 
ombustion control made possible the 
new adaptation. 

Clayton € Lambert Mfg. Co., 
Louisville, Ky.—Industrial Distribu 
tion, May 1952 


New Hoover. 


totally 
CNUUOSER | 


eeeeeeeeeeeeseseeseeeeeeeeeseeeeseeeeseeeee 


If you make a motor-driven product 
that must work where there's moisture, 
heavy dust, wood chips, or metal shav- 
ings—these new, 
Motor 


And you are getting more for your 


are for you 


money than with any comparable mo- 
tor on the market 

There are both se/f-cooled and fan- 
cooled models—newly designed to keep 
trouble out and performance high. No 


No blind 


passages to catch dust and dirt. 


openings to let moisture in 


A working giant in a small package 
Polyphase motors through 3 H. P 
Capacitor start motors through 2 H. P. 
All built in NEMA frames 
compact 


Extremely 
More horsepower for each 
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totally enclosed Hoover 


pound of motor—more motor for your 
money in every way 

Made and guaranteed by the makers 
of the famous Hoover Cleaners, who 
have been building precision motors 
since 1934. World-wide service facil 
ities always ready to protect your good 


name 


This ad, also appearing in Business Week Magazine, will help 
distributors and retailers sell more Hoover Motors 


e@eeeeeeeeeeeeeeeeeeeeeeeee 
THE HOOVER COMPANY 
Kingston-Conley Division 
Dept. ID-5 
50 Brook Avenue, North Plainfield, New Jersey 

Please send catalog showing and describing 

complete line of Hoover Motors 
Name 


Address 


City 








ROYERSFORD 


HARD-TO-GET ITEMS 


POWER TRANSMISSION 
EQUIPMENT 


For service on hard-to-get items in 
power transmission equipment, come to 
Royersford. Distributors find they can 
take care of customers for Power trans- 
mission specialties from our wide selec- 
tion as illustrated. Quick “out of stock” 
service from our large stocks is what has 
made the reputation of the name 
Royersford—for dependability. Impervious To 

Rot, Decay 
reinforcing fabric for use with 
roof coating in repairing roofs, stop 


Jaw Chateh Couptings Flange or 
Ph 


ate 
Couptinegs 


Reinforcing Fabric 


Roller Bearings 
emmercial \ 


WE ALSO MANUFACTURE 
ping roof leaks and _ waterproofing 


Drill Presses, Hack Saw Machines, Foot areas around flashings, firewalls, chim 
Presses, Arbor Presses and Foundry nevs and skvlights is being manufac 
a Tumbling Barrels. tured 

Universal Pillow’ Blocks Known as No-Rot, the new mem 


Ring Otling } é 
Mangers brane is composed of fireproof Fib« 


ROYERSFORD foundry & Machine Co, nc. iat acc ae 


ordinary membrane and provides a 


Since 1882 ROYERSFORD, PA,U.S.A Cable Address: ROYMACHINE base for roof coating due to its sieve 


like mesh which enables coating to 
bind firmly to the surface below as 


well as to the membrane itself. It is 
eee STOPS said to be impervious to rot and decay 
CONDENSATION It is ight in weight and has great 

tensile strength of its 











Because im 
DRIP! munity to dampness, it is reputed to 

PP ati —_— last the life of the roof 
-_ Developed especially for use with 
Monroe Rufferseal roof coating and 
Ruffersealit plastic cement, No-Rot 
NoDRIP PREVENTS RUST is flexible and can be fitted snugly 
in addition to stopping drip around corrugated surfaces, pipes, and 
and keeping floors dry. into sharp corners to form a tight 

iV ha) |e V4 4 waterproof seal 


: The Monroe Co., Inc., Cleveland, 
Brush, trowel or spray NoDrip Ohio—Industrial Distribution, May 


on tanks, condensers, suction 


—— —_ 


All our inquiries are referred to dis 
Write us for details on our NoDrip 


lines, vats, pipes, walls, ceil- 
ings, etc. NoDrip adheres 
to metal, concrete, brick, Fastener 
plaster. It forms a seamless 
covering that is effective as 
soon as dry. Acid, 
alkali and brine 
resistant. 


For Anchoring 
Steel, Concrete 


\ powder-actuated fastener for an 
choring in steel and concrete has been 
designed with an elasticized tip to 
hold it straight in the barrel of the 
Interesting 32-page [1] SEND NoDRIP HANDBOOK oo tool. | 
Steiieadh: sine 1e manufacturer claims improve 
what NoDrip is and NAME ment over previous models in_ that 
hes te dese. tits the need for manual straightening of 
free. Send coupon ABORT... fasteners is virtually eliminated. Other 
today. city idvantages claimed are greater pene 

tration from the same amount of 
J.W. MORTELL co., 536 BURCH ST., KANKAKEE, ILLINOIS powcr automatic cle ining ot tool bar- 


} 


TECHNICAL COATINGS SINCE 1895 els, and greater power controls. The 





Your customers are inquiring about NoDrip and you should be in position 
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since NoDrip was introduced 10 years ago 
to supply it promptly by carrying it in stock. 
profit plan for industrial distributors 


tributors 


oO 
- 
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SYRACUSE SUPPLY COMPANY, SYRACUSE, SAYS: 


“The motor’s 
not just connected, 
it’s mated to the pump” 


The Worthington DN monobloc centrifugal 
pump has pump and motor mounted on one shaft 
—perfectly ‘‘mated’’ for compactness and rigidity. 

It’s all one unit—no base plate; no extra foot’ 
supports to contend with. 

The same pump— with conventional stuffing box 
or mechanical seal—also comes in frame mounted 
CN models. 

Capacities 10 to 1,800 gpm. 


See Your Worthington Distributor 


J. E. DILWORTH COMPANY, MEMPHIS, SAYS: 


“Pick your rotary pump from 
the line that gives you 
the widest choice!” 


For Viscous Liquids—Smooth, Quiet Operation: 

Worthington Herringbone-Gear Pumps, TypesGA 
and GR; capacities from 1 to 5,000 gpm; pressures 
to 500 psi. 

For Non-Lubricating, Slightly Abrasive or Cor- 
rosive Liquids: 

Worthington Sliding- Vane Pumps, Types VE and 
VR;; external or internal bearings; capacities from 
25 to 1,000 gpm; pressures to 200 psi. 


See Your Worthington Distributor 





H. N. CROWDER, JR., COMPANY, ALLENTOWN, REPORTS: 


“Does a real job 
pumping corrosives” 


It’s Worthington’s ‘““Worthite’’—a special high alloy 
especially developed for pumping services. 

In many environments ‘‘Worthite’’ is superior to 
ordinary stainless irons and stainless steels. 


“‘Worthite’” pumps are built in standard sizes from 
1 to 5,000 gpm. 


See Your Worthington Distributor 





ALL WORTHINGTON DISTRIBUTORS AGREE— 


“The World’s Broadest Line 
Assures You The 
Right Pump for Every Job” 


No other line is so complete . . . 

Centrifugals with various mountings and ca- 
pacities from 10 to 1,800 gpm; coolant and cir- 
culating types, regenerative turbine types. 

Also: gear- and vane-type rotaries from 1 to 
5,000 gpm, steam pumps, power pumps, dry 
vacuum pumps. 

Worthington Corporation, formerly Wor- 
thington Pump and Machinery Corporation, 
Pumpand Compressor Merchandising Division, 


Harrison, N. J. 
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operating cycle of the fastening tools 
has a practical standard of approx: 
mately 20 seconds. 

The fastener, which unlike previous 
models has no flange to hold it in the 
breech of the tool, is inserted in the 
breech plug right ander the powder 
load. The elasticized tip at the point 
end of the fstener completes the seal 
and holds prevents the fastener from 
being tipped while in the barrel. 

I'he fastener is called the “Tru-Set 


Ramset Fasteners, Inc., Cleveland 
That’s Why Ohio—Industrial Distribution, May 


POWRARM P 


WORK POSITIONERS 
SPEED PRODUCTION, 
cUT cCosTs 


POWRARM gives the worker a powerful third 





hand holds work rigid in any desired position 

leaves two hands free to produce faster 
For one vital defense manufacturer POWRARM 
units have cut production time on one subassembly 
from twelve days to three. With POWRARM aid 
another manufacturer now produces intricate 
assemblies three times faster, at half the pre- 
vious cost. He uses POWRARMS mounted on plat- 
forms which travel between stations on roller 
skates 


New, profitable applications for 
POWRARM are busting bottlenecks daily on 


the nation’s most efficient assembly lines. 

be A Wilton representative can quickly show 
4 you how PowRARM on your assembly lines 
can speed output, cut the cost of assembly, 

reduce worker fatigue, and boost employee 


Le morale 
it a a 4 . : Cutter 


On Production Lines —e 

Holds Work at any angle i nips Kods 

sevtecatel Vertical iy at = POWRARM — Up to 12-in. 
Speeds and Simplifies 

A \ guillotine hydraulic cutter, the 

Every Operation Model 200-A, will cut up to 4-in, re- 


inforeing rod with ease, according t 
the manufacturer 

Designed for lightness and easy 

handling, the new tool weighs 12 Ibs 

ind measures 21 in. long. It has a 

pressure of $8,500 Ibs. per sq. in. ex- 

ting 10 tons thrust in a hand yper 

ited unit \ dual ratio pump com 

bines rapid traverse with high power t 

minimize cutting time. It is claimed 

that because little effort 1s required to 

operate the cutter, the tendency of the 

operator to twist the unit and break 

Write for 32 page Catalog . the blade is minimized. Blades are of 
full facts on POWRARM \wS : illov tool steel. 


and Wilton Vises, Too The cutter has been tested under 


WILTON TOOL MFG. fo hg eda mage Bradley, Ill. 


925 WRIGHTWOOD AVENUE CHICAGO 14, ILLINOIS Industrial Distribution, May 1952 
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Water System 


Pressure Control 


Self-Contained 


shallow-well 
Cushionette 


round a 


vate vstem 
has been dk 
two-stage centrifugal 
has self-contained air-pressure con 
trol, without external contro] 
The pump operates without use of a 
et, and contains no packing 

ipacity of the system is 685 gal 
hour The flow from the 
self-adjusting like that of a 

vater supply 
[he Deming Co 
strial Distribution, 


devices 


ns per 


ump 1 


Ohio—In 


1905? 


Salem 
\May 











Grinding Machine 


For Special Work 
On Jet Engines 


Special features designed to simphf 
grinding Operations on jet engine com 
wheels or sumiar work have 
incorporated in a 
grinding machine 


The workhead 


Tessol 
pecn 


new 42-in 


spindle designed 


Veep 


ANCHORED NUT 


THE 


eas ct tte 


Vhelebehay 


WILTON VISE 


With STRAIGHT-LINE PULL 


That Adds Years 


Because it is horizontally anchored, the 
Wilton Vise Nut is free from the uneven 
stresses that are the prime cause of vise 
failure where vertically anchored nuts are 
used. As the accurately fitted, fine-threaded 
Wilton spindle turns through the nut, all 
forces are exerted in a straight line pull, ona 
completely horizontal plane. There are no 
vertical cross pulls. No part of the nut, 
spindle, or threads is subjected to unneces- 
sary stress, a feature that only Wilton 
offers. The result is smooth power, balanced 
tension and new-vise performance year 
after year. 


WILTON VISES ARE BETTER FOR 
THESE ADDITIONAL REASONS 

@ Spindle thread always enclosed 

@ Precision built throughout, no side twist, 
no wobble 

e@ Malleable castings have up to 63,000 PSI 
tensile strength 

@ Interchangeable, reversible jaws are 
surface ground, easily replaceable 

e@ Convertible from stationary type to 
swivel type. 


Sold Only Through Distributors 


To Vise Life 


THE WILTON WAY 
With STRAIGHT-LINE PULL 


Horizontally anchored cylinder-nut 
engages spindle in straight-line pull, 
producing balanced tension and extra 
long life. 


THE CONVENTIONAL WAY 
With OFF-SET PULL 


Off-set pull of vertically anchored nut 
in other vises produces unbalanced 
stresses that cause uneven wear, mis 
alignment and binding tendencies 
Efficiency is reduced and vise life 
shortened 


EVEry 
WILTON Vise 


SUARANTEED 
F 


R 
FIVE Years 


Write for 32-page cataleg . . . full facts 
on Wilton Vises and Powrarm, too. 


WILTON TOOL MFG. CO. 


925 WRIGHTWOOD AVENUE . 
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NATIONAL SANDER 


the line offering both 
Straight-Line & Orbital Action 


National Models 300 and 300A are straight-line 
action, reciprocating, two-pad pneumatically 
operated sanders. Felt, rubber and neoprene 
pads in different sizes and shapes are available 
for various types of surfaces and materials. Water 
attachment is built-in for wet sanding. 





National Models 100 and 400 are orbital action, 
single pad, pneumatically operated sanders. Or- 
bital action provides faster cutting and longer 
abrasive life All National Sanders are light- 
weight, vibrationless, and fast. Write today for 


details on National's selective distribution system. 


e Write for our new sanding catalog 


NATIONAL AIR SANDER, INC. 


2816 AUBURN ST., ROCKFORD, ILLINOIS 


Sanoers 
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ry convement mounting Of Tacc plate 
hucks, or other fixtures, and the 
vorkhead is mounted on a swivel table 
vith longitudinal and cross adjust 
ments. ‘The workhead table also has 
longitudinal power traverse with auto 
matic reversals from a hydraulic moto 
unit 

lo minimize manual tasks, an auto 
matic feed cycle, timer controlled, is 
provided. ‘This, according to the man 
ufacturer, permits the operator to tend 
two or more machines. The machine 
ilso has a hand wheel feed mechanism 

An automatic wheel guard type tru 
ing device operates under push-button 
control for truing the external grind 
ing wheel. ‘Truing can be done with 
work in the grinding position. 

For grinding internal surfaces, o1 
surfaces that cannot be reached by the 
external wheel, an internal grinding 
spindle, mounted on the front of th« 
wheel head, is available as extra equip 
ment. Spindles are available to take 
grinding wheels from §-7 in. in diam- 
cter The unit can be positioned 
quickly along its dovetail slide for 
grinding, or retracted quickly to permit 
use of the external wheel 

Norton Co., Worcester, Mass.—In- 
dustrial Distribution, May 1952 


Jig Components 


New Line Includes 
Bolts, Washers, Keys 


\ new line of jig and fixture com- 
ponents has been introduced consist- 
ing of latch bolts, spherical washers, 
ind fixture kevs 

Ihe latch bolts are in sizes 3-16, 
4-13, and 2-1] im Ihe spherical 
washers are available in 2, 4, §, and 
3 in. sizes, and the fixture keys are 
sizes 4, fe, 8, 44, 3, and ¢& in 

Northwestern Tool & Engineering 
Co., Dayton, Ohio—Industrial Dis- 
tribution, May 1952 





A Big Safety Story! 


.»-Duilding demand for 
American CROSBY 


A 


WIRE ROPE BLOCKS! 


We had to “shrink” this advertisement to 
show it to you 

Actually, it's a 24 page ad which meas- 
ures approximately 41/," by 10” in the con- 
struction and industrial magazines in which 

it appears 
But it’s a bigger ad than it looks in other 

ways, too. 
It's big enough so that with other ads in 
this series, it has made American CROSBY 
Mage Batol as Blocks the fastest growing line in the mill 
An overloaded block cpping a cabin cruiser! CROSBY Wire Rope | supply business! It's big enough to have 
example: Ine vent auch catastrophes ot tn ee | made CROSBY Blocks (which can be 


To help preven The re built with the 
-Rated SBY " 

the side plate. Amerie rg | ordered with CROSBY Clips) a demand 
made by the st 


it is dangerous For 


item! It's big enough so that engineers, 

uine Crosby Clips, lamous wile To eect. safety men, and buyers are overwhelmingly 

ot eat & DERRICK COMPANY, St Pes! © specifying “Load-Rated” blocks, packed 
in neat, individual cartons. 

We'll prepay freight on shipments of 100 
lbs. and up, and you'll find each carton 
numbered for simpler stock-keeping. For 
full details of our distributors’ plan, write .. . 





2309 


® J 
" merican Fost 


This advertisement appears & Derrick Company 


in leading national magazines ST. PAUL 1, MINNESOTA 
reaching construction and 
industrial markets. 
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WORKERS REQUIRE 
Protection 
Steel-Grip 


INDUSTRIAL 


Safety Apparel 


To be sure 
of the Genuine 
Demand this Trade Mark 


@ Chrome leather general purpose 
Practically rip 
proof. Thumb patched and strapped 
Made with 2” or 4” cuff 


glove. Steel sewn 


STEEL-GRIP OPEN END FINGE 


SAFETY 
rear APPAREL 


WILL MAKE MANY CUSTOMERS 





The Industrial line includes protective ap- 
parel for practically every need. It’s a “LIVE” 
all-seasons line because workers must have 
protection from various hazards and there is, 
therefore, a continuous demand for Industrial 
Safety Apparel 


You have management on your side—you 
have highest quality in your favor—you have 
a huge market all about you—that is a set-up 
which will produce very good profit. 





Each Industrial article was designed only 
after careful study was made of its protective 
requirements. Our more than 40 years’ ex- 
perience is worth a lot to you now. 


@ Weiders Coats and Pants, also Leg- 
gings, Spats, Shinguards, Aprons, 
Gloves, Mitts, and Asbestos Clothing. 


\ 
‘ 


' — 
is No. 225-14 
®@ Leather Reinforced 
; / Asbestos Gloves. (Also 
| ey mode in plain asbestos.) 


@ Woven-Gords, new hard protectors of 

~ new, long-wearing sofety material for han- 
7 dling hot, rough, slippery articles. Hand 
spats. Open-end mitts. Closed-end mitts. 


Conveyor 


Flexible Unit, 
Variable Speed 


\ table type belt conveyor has been 
designed with adjustment features 
adapt it to various uses 

It has a 12-in. wide belt that can 
be made to any length, run by a van 
ible speed drive with normal rate of 
20 ft. per minute and a maximum rate 
of 40 4 per minute. Different widths 
are also available. The belt is of white 
neoprene, stitched or woven canvas, 01 
rubber, depending on its use. Size of 
the motor depends on the length otf 
the belt and material being handled 

\ 15-in. maple table projects on 
each side of the belt, in the work area 
The table is also available in masonite 
or metal 

The conveyor is described as a flex 
ible unit, useable on a variety of ap 
plications, including the inspection of 
parts, packaging of food, and handling 
wet materials. Normally, it is set at 
waist or stool height, but legs are ad 
justable to individual requirements 

Flexoid Conveyor Co. Div. Smith 
Power Transmission Co., Cleveland. 
Ohio—Industrial Distribution, May 


1952 





Arm guards. Flat hand guards. Combina- 
tion mitt and arm quard. Gloves. 


GUARDS 


The Finger Guard demonstrates how 


ose Industrial is to the safety needs of 


velustr Since Industral introduces 


Steel-Grip open end Finger Guards, the 


have been used successfully tn every 


type of American 


industry. Made in 


open and closed end styles, in a choice 


ing the various types. SIZES FOR MEN 


AND WOMEN 


U S Patents M 351,908 


No 7% 


] oft materials. Ask for literature describ 


INDUSTRIAL GLOVES COMPANY 


A Corporation 
-\ 1640 Garfield Street, Denville, Illinois 
(In Caneda: Safety Supply Co., Terento) 
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Rotary Tools 


High Flute Polish 
Aids Chip Flow 


\ technique for producing a high 
flute polish on rotary tools has been 
developed by a tool manufacturer. It 
is claimed that the tools are especially 





on dewaxing filters... 


| P 
* 
3 ¢ a 


offer thee 
dependable solution 


As distributor for CMH flexible metal hose products 
you will be able to offer your customers the solution to 
scores of otherwise difficult connection problems 
where there is movement between parts, misalignment, 
CMH  seamless-type corru- vibration or expansion and contraction. Virtually every 


», tllustrated . 
So in installa. Plant you call on is a prospect for one or more CMH 
tions above, is only part of products ... creating almost unlimited profit possi- 
CMH's distributor serviced biliti 
line that also includes inter- DUIS. 
locked hose, expansion joints Write today about distributor arrangements and ask 
for piping and specialty hose : %, : hia ‘ 
items. about CMH’s attractive distributor policy. 


CHICAGO METAL HOSE Division 


Flexonics o2pcr2tion 
ee, 
adnate’ 1314 S. Third Avenue * Maywood, Illinois 


CMH products thot 

hove served industry Monvfacturers of C luted and C d Flexible Metal Hose in a Variety of 

for over 50 years Metals + Expansion Joints for Piping Systems ~- Stainless Steel ond Brass 
Bellows - Flexible Metal Conduit and Armor + Assemblies of These Components 
in Conada: Flexonics Corporation of Canada, Ltd., Brampton, Onterio 
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YOUR PROFITS! 


You can afford to relax when you 
stock the NEW BLADE HIGH 
SPEED CIRCULAR SAWS... the 
saws with lower list price and 
higher profits. 


NEW PROFIT BUILDING BLADE 
HIGH SPEED CIRCULAR SAWS serve 
the requirements of your customers at 
lower costs to them and higher profits 
to you. For use on 
all non-ferrous met 
als, plastics, bone, 
horn, etc., at regu 
lar saw arbor speeds 


The qualities of 
long cutting life 
and resistance to 
heat inherent in 
High Speed Steel 
Gre developed to 
maximum efficiency 
by BLADE’s special 
Electric Furnace 
heat treating proc 
ess and modern pro 
duction methods 
Write forthe 
BLADE Catalog 
showing full line of wood and metal 
cutting circular saws 

Sell The Saws 
That Pay Their Way 


HIGH SPEED 
STEEL SAW 


DEPT. A 
909 W. 3RD AVE 
COLUMBUS 8, OHIO 


effective on aluminum and magnesium 


applications 


lish, according to the 
xpected ¢t roduc 
mimon difficulty 
lut tend to fil yuck! 
them ineft 
itting edges arc dulled 


Ih high 


ols, making 


$ necessar 
| design is said to | 
ently developed heat treat 
utting oil 

I nachine d eloped 
manufacturer 

The tool flut ha i pe ial rake 
ingle designed to minimize loading 
ral for fast cutting 
Ford \i fg Co.., Davenport, 


Industrial Distribution, May 


ing methods, new 


precision 


md a ) 
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Positioner 


Cam-Acting Vise 
Holds Light Work 
\ new positioner combination has 


holding light work, 
yperator to position the 


been deve loped for 


permitting the 
work quickly 
Called th 


Powrarm positioner, it 
has a 


im-acting vise mounted on the 
r Powarm, a tool which permits 
1¢@ Operator to position work with 
it holding it. ‘The Junior Powrarm 
1arantecd by the manufacturer to 
Id firmly up to 24 Ibs. work weight 
knob controls a pressure pad under 
Motion in a 360 deg 
180 deg. vertical 


] 
ial plane is pos 
] 


the swivel ball 


horizontal plan 

plane, and 360 deg 

The vise has a maximum adjustable 

opening of ¢ in 
n Ihe reinforced 
n. wid Other standard jigs 
ible for use with the unit 

The combination is 


. 
; + ] mo 
ited for soldering 


ind a cam travel 


fibre jaws 


said to be well 
ind light electronic 
sembhy 
Wilton Tool Mfg. Co., Chicago 
Industrial Distribution, Mav 1952 
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ALL YOUR ACCOUNTS NEED 
Long-lasting metal 








, LABEL and 


°Q 


CARD HOLDERS 








For shelf, bin, box, bench, drawer, 
locker and file identification 


We can 
RANGE 

SPECIAL 
pasy .. 


supply a COMPLETE 
OF STANDARD AND 
SIZES & SHAPES 
. PROFITABLY 


Extra volume sales every call 
Fast delivery 

No stock problem 

No investment 

W-1-D-E market 


SEND FOR FREE SAMPLES, PRICE LIST 
TODAY! 


CHICAGO CARD HOLDER CO. 


Manufacturers 


P.O. Box 217 @ Chicago, Ill 








BALL-BEARING 


RINDERS 








Complete line — well advertised 
Baldor builds a complete line of bench and 
ped 1 type grind including the Special 
Carbide Tool Grinder shown above). 6” to 12” 
wheels balanced for smooth operation and pre 
cision grinding. Ball-bearings in dust-proof hous 
ing are lubricated for life. 





Distributors: 


SEND FOR 
BULLETIN 
321-F 


BALDOR ELECTRIC CO. 


4364 Duncan Ave. St. Louis 10, Mo. 





Typetanc 


FOR YOUR 


SELECTION 


Use these Guides to the Right Pump for the Job 


CENTRIFUGAL PUMPS 


BULLETIN 3300-A Self-Priming Centrifu- 
go! Pumps. Capacities 10 to 300G.P.M 
BULLETIN 3304 Portable Self-Priming 
Centrifugal Pumps with Gasoline Engine 
Maximum capacity 90 G.P.M 
BULLETIN 3900-B Side Suction, Single 
and Two Ball Bearing Centrifugal Pumps 
Capacities up to 200 G.P.M 

BULLETIN 4010-A Side Suction, Single 
Ball Bearing Centrifugal Pumps. Capaci- 
ties 10 to 3600 G. P.M. 

BULLETIN 4012-A Side Suction, Two 
Ball Bearing Centrifugal Pumps with 


seporate liquid end. Capacities 10 to 
3600 G.P.M 

BULLETIN 4013-A Side Suction, Two Ball 
Bearing Centrifugal Pumps. Capacities 10 
to 1200 G.P.M 

BULLETIN 4303 “Motor-Mount” Pumps. 63 
sizes. Capacities from 5 to 600 G.P.M 
BULLETIN 4350 “Motor-Mount” Pumps. Ver- 
tical and Horizontal Types. NEMA type"C” 
Mounting. Capacities up to 200 G.P.M 
BULLETIN 5004-A Single Stage, Split 


Case Centrifugal Pumps. Capacities 10 to 
4000 G.P.M 


SUMP PUMPS 


BULLETIN 4600-A Sump Pumps ond Cellar Drainers 


capacities 


A full range of types and 


VERTICAL TURBINE PUMPS 
BULLETIN 4700 Deep Well Turbine Pumps. Vertical multi-stage construction. Capac- 


ities to 3000 G. P.M. 


CONDENSATION RETURN UNITS 
BULLETIN 4400 Condensation Return Units and Boiler Feed Pumps. A wide 


range of types and capacities. 


COMPLETE WATER SYSTEMS 
CATALOG “F* A complete line of Deming Water Systems for shallow and deep 





wells in a wide range of capacities. 


THE DEMING COMPANY 
511 Broadway * Salem, Ohio 
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Profit by BIG Demand for 


these 


QUALITY 
TOOLS 


famous for “More Motor Guts” 


* 2 PORTABLE POWER SAWS, 6'2’ and 8%’ - 


Model S-412 
3-speed Right-Angle 
Hole-Shooter . 


$7 400 


Right-angle drive attachment has 


two different speeds for right- 
angle drilling. Easily removed 
for straight drilling. 


Get complete information NOW 
Write us for folder S-D-11 


Model 650 miters 2 
dressed lumber at 45 


Model 650 
62” blade 


$66§°° 


Model 825 
84” blade 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 WEST STATE STREET 


214 


MILWAUKEE 8, WISCONSIN 
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Welder 


Silicone Insulation, 
Automatic Hot-Start 


\ new line of AC welders has been 
developed in the 200, 300, 400, and 
500 amp. ratings 

Chey are insulated with silicone, for 
protection against moisture and most 
chemical fumes and vapors, as well as 
burn resistance. Use of this semi-or- 
ganic material, according to the manu 
facturer, permits more compact, lighter 
weight design than in previous models 

Another feature is the combination 
of low open circuit voltage with arc 
tabilization, accomplished by corpo 
rating cCapacitators in the secondan 
circuit to provide an extra surge of 
current if the are starts to go out. In 
tended result is smooth performance 
ind elimination of pop-outs. 

An automatic hot-start provides the 
right amount of current boost to start 
the are at any current setting without 
manual adjustment. It consists of a 
simple relay and resistor combination 
connected across the transformer sec 
ondary in series, fully automatic in 
operation. Controls of the mercury 
relay are sealed in and said to require 


| no maintenance. 


Metal & Thermit Corp., New York 
Industrial Distribution, Mav 1952. 


Hobs 


Designed to Meet 
Close Tolerances 


Unground hobs are being manufac 
tured to close tolerances by a new 
process, according to a manufacturer 

It is claimed that they are accurate 
enough to be.ysed on many applica 
tions where only ground form hobs 
were considered suitable. Both single 





HAVE THEM LOOK 


UNDER THE 


Be sure to show your customers the underside of a 
strand of Rex” TableTop” Chain. They'll see imme- 
diately the big reason for the tremendous success of 
this chain as a conveyor in bottling and canning 
plants. More than anything else, it is the amazingly 
simple TableTop design that makes this chain such a 
perennial “best seller.” 

Here are the main selling points of this simple 
link and pin construction. 


i. Simplicity makes TableTop easy to clean and keep clean. 
No corners or pockets’ to catch and accumulate dust, dirt, 
or food particles. 


2. Design simplicity makes TableTop particularly easy to 
install. It fits right into your existing conventional tracks. It’s 
easy to take apart and repair. 


3. Unique sprocket and simple joint mean wider bearing 
area .. . longer chain life. There's no load on pins when 
flexing over sprockets. 


4, With TableTop there are no rivets or attachments to work 
loose and wobble. Containers get a smooth, steady trip. 
Breakage is reduced. 


And remember, TableTop is just one of the com- 
plete Rex line of conveying chains. For heavy 
duty jobs there's the rugged Baldwin-Rex® Plate 
Top Chain and, where elimination of transfer 
points is desirable, the new Rex FlexTop Chain. 
For more information, write to Chain Belt Co., 
4622 W. Greenfield Ave., Milwaukee 1, Wis. 


Chain Bell company 


OF MILWAUKEE 
Atlanta ¢ Birmingham ¢ Boston ¢ Buffalo * Chicago © Cincinnati ¢ Cleveland 
Dallas ¢ Denver © Detroit ¢ El Paso © Houston « Indianapolis ¢ Jacksonville 
Kansas City * Los Angeles ¢ Louisville © Midland, Texas * Milwaukee * Minneapolis 
New York © Philadelphia © Pittsburgh © Portland, Oregon © Springfield, 
Mass. ® St. Louis ¢ Salt Lake City * San Francisco * Seattle ¢ Tulsa © Worcester 
Distributors located in principal cities in the United States and throughout the world 


INDUSTRIAL DISTRIBUTION © MAY, 1952 215 


eA ARIS AE ROMER BLO TT PDS EO 











ind multiple thread types a avail 
ible 
Unground “roughing” hobs are als 
being produced by the same process 
Michigan Tool Co., Detroit—Indus- 
trial Distribution, Mav 1952 








@ UNMATCHED 
PRIMING SPEED 


@ “NEVER FAIL” 

FLOAT SWITCH 

@ ASSURES unmatched self prim » 
ing speed. Advanced Centrifu . & @ NON—CORROSIVE 


go! Design. Exclusive CMC dual FLOAT AND STRAINER 
jet construction and open thrash 


type impeller mean peak per- : @ FLOAT CONTROL 
formance and dependability AS 


EASILY ADJUSTABLE 
@ GIVES top performance even 


under adverse conditions. Extra @ SIMPLE TO CLEAN 
air handling ability permits de- 


JUST UNSCREW PIPE 

pendable performance when 
ordinary centrifugal pumps 
become air bound @ AVAILABLE IN 
@ YOUR BEST BUY! . : WIDE RANGE 


Easily installed. Readily port- OF SIZES 
able May be plocedoway from 4 
pit. Suction lifts of at least 25 ft 














~i 


Write for full details of CMC DUAL PRIME PUMPS, Centrifugal Clutch 


\ a For Load Starts Needing 
onsrrucrion, AVA acuincer Ss. omen 


Large Initial Torque 
WATERLOO WOWA, U.S.A 


An automatic centrifugal clutch—a 
self-energizing clutch—is now being 
manufactured. It is designed to pro 
vide maximum cfhciency of any gaso 
line engine or electric motor wherever 

i rae . 


load-starting requires a large initial 


LANCO torque. Normal speed of the motor 
: on which the clutch is installed is said 
INDUSTRIAL TRAILERS 


to be reached before any load is ap 
: : plied; then automatically and smoothh 
are built to last! , picks up the load. The clutch auto 
HAND TRUCRS 

; matically disengages when engine o1 
motor speed is reduced for idling 
pragma | Chattering is said to be eliminated 


en and positive release of the clutch 
& rs assured through the patented move- 


piaveoem taeces ment of the shoe outward and rear- 
.ward. When motor or engine speed 

increases to the extent that it exceeds 

the tension of the clutch spnngs—a 

| predetermined speed—gentle engag« 


¢ 
| 
-_<. ~ 
S — ment of the drum is made at a point to 
} 


the rear of the direct central impact 











20 and 25 year records of daily service are : : 
not uncommon for Lanco Industrial Trailers point. Engagement speed is con 

: ; TRAILERS trolled by springs which are inte1 
built under Lansing Company's policy of 


changeable. 
good design, select materials and skilled Simplification of design and fewer 


craftsmanship. Popular Lanco Model 795 TS. than five moving parts practically expel 
4 


illustrated is one of the many models @vail- the possibility of any maintenanc« 

able with a wide choice of wheel styles ond WUTELTLIT TT problems. However, if repairs should 

: . have to be made, it is claimed they 

racks. Write today for information on units eee can be handled simply and quickly 

that will exactly fit your trailer requirements. Ihe clutch is manufactured in four 

/ , standard models with various pulleys 
sS . available. 

ows Clutch Division, Elgin Sweeper Co., 

| [ANSING c Lace a I1]_—Industrial Distribution. 
hel av 1952 
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Everybody's 
Talking About 
Brightboy 


The Abrasive-and-Rubber Revelation For Finishing 


“Try Brightboy”. That's what you hear more and more executives. engineers, methods and production men, 
foremen and bench workers telling one another! That’s what you hear when time costs mount, when finishing 
problems increase, when new production methods and materials must be found. “Try Brightboy”! 


WHY? Tell your customers that Brightboy can do many things other abrasives can’t. Gives 
a refreshing. completely new, immensely wider concept of finishing: combines BURRING. 
CLEANING, FINISHING, POLISHING in one operation. Cuts finishing time as much as 
0°! 
HOW? bBrightboy’s action is the answer. The simultaneous light- 
grind, smoothing, cleaning — and even polishing —-that abrasive and 
rubber achieve working together. One time-saving operation combines 
the production steps following the rough grind right up to the buff. 


ON WHAT? On ALL METALS, of course — 
WHEEES, STICES, hard and soft, including thin, lightweight stain- 
RODS, BLOCKS : ; 
Papal nigiieh less steel, aluminum, dural: gold and _ silver. 
manual operations PLI S: W (nM ID. GLASS, H ARD RUBBER. 
PLASTICS. PRESSED AND LAMINATED 
MATERIALS & COMBINATIONS. 


Get aboard the Brightboy sales bandwagon now! 
Sell Brightboy for a wide range of time-saving 
applications untouched by conventional abra- 
sives. Sell it for use with other abrasives, too: 
it takes up where coarser abrasives leave off. 
Sell it in connection with drills. files. cutting 
tools. 


INVITING DEALER PROPOSITION. Write 


us now for interesting particulars! 


a 


fy’? “< 
WELDON "sar : ROBERTS 


—____~~___ }piielntlp@s 


OR MAKING CIVILIAN GOODS \ RUBBER CUSHIONED ABRASIVES 


x 


Help them investigate the wide adaptability of Brightboy. re 
Proved in defense-production applications (Ordnance, Instru- ‘ 

ments, Airplane Parts, Internal Combustion and Jet Engines; BRIGHTBOY INDUSTRIAL DIVISION 
Electrical, Electronic, Transportation and Communication Weldon Roberts Rubber Co. 

Equipment) and in manufacture of an almost limitless variety 6th Ave. & No. 13th Street e Newark 7, N. J. 
of eivilian goods and appliances. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Get the service Die Filer 


Tightened Tolerance 


you like to give sncie tbe 


Ihe Milwaukee die filer has been 


changed in design and now comes 

equipped with stop pins for indexing 

the table in level position, tolerances 

have been tightened; the design 

M streamlined; and the chucking and 
wit slide arrangement of the deep throated 


overarm redesigned to permit im 

oved applicat to filing, sz : 

THE FASTER SELLING LINE i pug euaie. 
In addition the model includes a 

of table that tilts 15 degrees four ways 


1 ball-jointed chuck for easy and 
quick file alignment, and a Scotch 


pressu re voke-stroke mechanism for true up and 


down filing motion 
\ floor stand is now provided and 


regulators is interchangeable between the Mil 


waukee die filer and profile grinder. 
Now with delivery so important we - Rice Pump & Machine Co., Grat 
an give you and your customers prompt ton, Waisc.—Industrial Distribution, 
pment from Keckley le Mav 1952 
f pressu zul ‘he Keckley line ~ 
ature full rar of sizes for the 
ontrol ¢ team, air or liquids a 
valve f ve control problem. You : 
will find that Keckley regulators are 7 
widely accepted by industry because of | George The Salesman 
the reputation for dependable service , 
hat Keckley products have built up over 
we than 435 years. Customers repeat- 
ily order Keckley valves because they 
an install them and then forget them 
getting many years of accurate con- 
without breakdown or maintenance 








Keckley—the key to your customers’ 
control problems. 


TYPE AA and AR 


@ Available in 300# Bronze 
r 250% Semi-steel 
@ Stainless steel trim stand 


rd on all valves 








© Sizes from 1/2’ ee oa 
ee = "Yessir—we have it in stock, and 


Screwed or fic »d F ale matey 
ewed —— you'll get it first thing in the morning. 


@ Initial pressures to 300 

t steam, 600 Ibs. air 
Reduced pressures above 40 Ibs 
use type AA—From 40 Ibs. to a 
low of 1 Ib. use type AR 





Catalog 51-C illustrates and describes 
our complete line of pressure regulators. 


Pressure Regulators Float Valves 
Temperature Regulators Float Boxes 
Diaphragm Valves Motor Valves 
Level Controllers Water Gauges 
Pop Safety Valves Relief Valves 


Send for your copy of this new 
Strainers Balanced Valves complete. enteteg ve. 51-6 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 











“Easter deliveries from Keckley's complete lineof steam, air and liquid control equipment.” “All out—but they‘re on order.” 
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Solid Sales Help 
stands behind this 


famous line! 


Brown & Sharpe not only manufactures one of the 
most complete lines of small tools sold through 
distributors today ... but also backs them up with 
a continuous national advertising program in 35 
leading Industrial, Machine Shop, Purchasing, 
Engineering and Management publications. 

Every year, literally millions of individual adver- 
tisements promoting Brown & Sharpe Small Tools 
blanket the industrial market . . . carry the story of 
the complete Brown & Sharpe Line to every cus- 
tomer and prospect in your territory. That’s why 
doors open easier to Brown & Sharpe Distributors 

. . even on “cold turkey” calls! 

Add this solid sales support to the unusual 
breadth of the line, and the Brown & Sharpe Dis- 
tributor Protection on numerous types of products 
PMS Ee Ba Q usually sold direct. You get a total that means: 
Ground Fler Sree hy Brown & Sharpe is the profitable line to handle 


and push! Brown & Sharpe Mfg. Co., Providence 
1, Rt, USA. 


grown & SHARPE 
soo SaaS 
———sarpgaui runrs 


Now available for oil | 
‘Nn entire range of thic 








(|BS 
Brown & Sharpe 


Machinists’ Tools © Cutters © Permanent Magnet Chucks 
Johansson Gage Blocks Electronic Measuring Equipment 
Pumps * Arbors and Collets * Machine Tool Accessories 
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BENCHE 
- sg a 


BENCH fm UNITS 


SHOP and | 
‘TOOL , ROOM 
Equipment 


TOOL 
TRUCKS 


foaA - PMENT 


680 PRAIRIE PHONE: AURORA 9231 


FLEXCO HINGED 
BELT FASTENERS 


U. S. Patent No. 2,477,855 


f For joining grader, trencher, ditcher and other earth moving cofveyor belts. 
@ For belts 4%” to 12” thick. 

@” A FLEXCO fastener that is HINGED. Has removable hinge pin. 

§ Troughs naturally, operates through take-up pulleys. 

& Strong, durable . . . pull or tension is distributed uniformly across joint. 








Order From Your Supply House. Ask for Bulletin HF 500. 
\ FLEXIBLE STEEL LACING CO. 4633 Lexington $., Chicage 44, I. 
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Press 


Capacity, 60 Tons, 
Tie-Rods Built in 


\n open back inclinable power press 
has been developed tor 60-ton ca- 
pacity, featuring a heavy duty one- 
piece special alloy frame with built-in 
tic rods of high tensile steel. It is 
called the Model 60 Press-Rite 

Ihe tic-rods are said to provide ex- 
tra remforcement to the gap of the 
press, eliminating deflection, binding, 
or misaligning of dies on heavy work 
and permitting a large die space with- 
out sacrifice in weight 

The new press has the Airflex 
lutch and brake system. Of the con 
tricting drum type, the clutch is seTf- 
ompensating for wear, and brake and 
lutch cannot be engaged simultane 
uusly. Clutch gripping pressure can 
x sct for every operation and tons 
required, avoiding damage to jammed 
lics or to the press According to 
the manutactur the clutch-brake 
system will operate for vears with prac- 
tically no maintenance 
Other features are an extra heavy 
imslide with large and long runways, 
iple lubricated with — replaceable 
bushed hole for holding die shanks in 
slide, and the orginal Press-Rite ball 
ind socket, adjusting screw, and anti- 
friction roller bearings in the flywheel, 
totally enclosed against dust and grit 

Ihe presses are available in back 
geared or flywheel tvpe 

The Model 60 has the: clutch 
mounted on the crankshaft only, a 
design which eliminates starting and 
stopping the gears for each stroke on 
the back-geared tvpe 

I'he bolster area is 21 by 32 in. 
and depth of throat, 11 in. Shut 
heights and strokes are optional 

Sales Service Machine Tool Co., 
St. Paul, Minn.—Industrial Distribu- 
tion, May 1952 


+ 





You expect the best value from G-E fluorescent lamps 


A special chemical deposited on tungsten wire at each end of a 

fluorescent lamp helps start the stream of electrons that bring 

° ° light. When the chemical finally burns out or drops off, out goes 

How an extra coil gives the lamp. So in most fluorescent lamps, slimline and standard 
alike, wire twisted into a double coil is used to hold as much of 


your customers extra light the chemical as possible as long as possible. 


a = But General Electric lamp scientists found a way to coil the coil 
from G-E slimline lamps again — making a triple coil. This triple coil holds more of the 
starting chemical and holds it more securely, Used in G-E slimline 
and other General Electric instant-start fluorescent lamps, it gives 
your customers extra light for their money because it makes the 
lamps last longer. This is another example of why you and your 
customers can expect the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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SET SCREWS 

CAP SCREWS 

MILLED STUDS 

COUPLING BOLTS 

SCREW MACHINE PRODUCTS 


At Their Best 


For over half a century 
Ottemiller has produced high 
quality screw machine products of 
exceptional accuracy 

and strength. Dependable 
distributors everywhere are ready 
to supply you with Ottemiller 
products. Custom 

work, steel, brass or any 

other machineable material . . . 


on short notice. 


WILLIAM H. 
Ottomillonr 
Company 


YORK 
PENNSYLVANIA 
his oaseinad Saat 
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Numbering Machine 


Smooth Surfaces 
Will Not Smudge 


\ rubber-figured machine has been 
designed for numbering on unusually 
smooth surfaces such as glass, cello 
phane, chromium, nickel plated metal 
ind tin 

\ special rubber footing 1s attached 
to the gauge plate to prevent slipping 
while making the impression Ac 
cording to the manufacturer, excellent 
results are obtained when the proper 
ink for the surface is used and the 
machine is cleaned frequently 

Ihe machine is available in 6 or 7 
wheel capacities in & in. Gothi 
figures. 

Inks selected for specific jobs should 
contain no ingredients myjurious to 
rubber, the manufacturers warns. The 
ink pad should not be overloaded, 
and when frequent cleaning of the 
figures is necessary, either a small 
imount of alcoho! or carbon tetra 
chloride should be applied carefull 
with a cloth 

Wm. A. Force & Co., Inc., New 
York—Industna! Psstnibution, May 
1952 


Scoop 


To Unload 
Boxcars 


An automat power scoop has been 
developed for unloading various bulk 
materials from boxcars 

Operation is by an electric push 
button switch, built mto the handle 
of the scoop for effective control and 
safety Forward movement of the 
scoop is started by pushing and hold 
ing the button while gnpping the 
handle. It is instantly stopped when 
the handle is released 





Proven in all types of industrial applications, 
PEORIA CHAIN helps maintain uninterrupted pro- 
duction, month after month, year after year. Plant- 
wide quality control puts dependability in every link 

whether made of PEORIA’S top quality malleable 
iron or the even stronger and longer lasting pearlitic 
iron, METAMAL. Sell your customer a chain of uni- 
form high quality — profit-winning PEORIA CHAIN! 


YOU OWE YOURSELF 


PEORIA CHAIN 
PROTECTION 


PEORIA CHAIN distributors are protected by a 
sensible factory sales policy that safeguards their 
investment, time and effort. Sell this complete line 
of malleable iron chain. Order now or write for 
the PEORIA CHAIN free catalog. 


¢ CastTiN 


PEORIA, 


U... 


YOurR CUSTOMER 


ad 


? 


Sg ah / 
YY A VY 


Checking molding sand 


H Class 
Drive Chain 


cs Co. 


inNols 


Detachabdie 


a 45 veer? Chain 


Root-Top 
Transfer 


Rolier-Top 

Transfer 

Chain 4 Class 
Refuse 
Chain 
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COLYMBIAN Hydraulic Vises 


speed up production 


" "free both of 
| a operator's S hands 


ERE is a modern vise ... designed for today’s high speed 
operations. 


Its use enables operators to employ both hands to handle and 
position work. 

Vise is controlled by two simple foot pedals —one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power stroke. 

Vise closing speed is %" per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P.S.I. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 

a 6172 


CLEVELAND 


SLEDGE-TESTED 
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When pulling the scoop back, the 


| operator unreels the cable only the re 
| quired length, with no slack to inter 


fere with operation The scoop can 
therefore be moved backward and fo 
ward at will before moving material t 
the door for discharging. It d 
signed for one man handling 

Lhe ible reel is direct driven fron 

5 hp motor, which is standard 

The Jeffrey Mtg. Co., Columbu 
Ohio—Industrial Distribution, May 
1952 








Air Valve 


For Respirators, 
Abrasive Masks 


\ new valve assembly has been de 
veloped for the air line in respirators, 
abrasive masks, and abrasive helmets 

It regulates air flow from a com- 
pressed ur source to an operator using 
respiratory protective air linc equip 
ment, and also acts as a secondary 
filter. ‘Three parts, the cartridge con- 
tainer, cartridge, and air flow check 
valve, comprise the entire assembly. A 
position action adjustment knob on 
the cartridge container regulates the 
amount of air flowing to the operator 
The knob cannot be charged acci- 
dentally. Air flow cannot be cut to 
less than 2 c. ft. per minute. 

The valve can be detached from the 
air line instantly by pressing the tnig- 
ger on the cartridge container near the 
check valve. As the trigger detaches 
the hose, the spring loaded, ball-type 
valve, attached to the end of the hose, 
automatically stops the flow of air. 

lhe chemical cartridge can be easily 
replaced by means of a lever. 

The valve is approved by U. S. 





: i “Speaking of FIELD 
¢ ENGINEERING 


HELP. . . set the facts : 
on R/M Packings!” 


When it’s a question of a recommendation for 
an unusual application, R/M distributors get real help, 
pronto, from R/M field engineers. This helps you make 
good customers even better customers! And these 
customers are yours alone to profit from, because 


a 
@ 
a 
a 
a 
P 
€ 
@ 
a 
@ 
@ 


R/M Packings for maintenance purposes are 
sold only by authorized R/M distributors. 
Want more information? Write 

us today. 


° 
o** 
. 
o* 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Brdgepor 


RAYBESTOS- MANHATTAN, INC. Manufacturers of Packings * Asbestos Textiles + Mechanica! 
Rubber Products * Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings 
Brake Blocks * Cluteh Facings + Fan Belts « Radiator Hose + Sintered Metal Products + Bowling Balls 
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We've built our distributor policy 


as strong as our product 


Bristol has made its distributor policy strong, and printed it for all to see 
for twe 


\ rr » 
very good reasons 


1 We believe that industry, to run most efficiently, needs the dis- 
tributor as its quick, convenient, local source of supply 


2 We believe that our success depends on the distributor's success 
Phat’s why we treat our distributors as our branch offices. We pick 
them carefully, and make every effort to direct business through 
them 
In addition to backing our distributors with a strong distributor policy, 
we make sure they've got the edge on competition. For only Bristol 
makes both hex head socket screws, for regular service, and multiple- 
pline socket screws 


both products are quality-made 


i Bristol exclusive!) for more strenuous use, And 
from special alloy steel, Class III fit 


heat-treated to eliminate splitting, rounding, burring 


You ll do well with Bristol's Socket Screws . the line that supports 


you with national advertising to purchasing agents, production men 


maintenance men (magazines, direct mail, trade shows ) 


7 Ri STOL MILL SUPPLIES DIVISION 


THE BRISTOL COMPANY, WATERBURY 20, CONN. 
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Bureau of Mines for use with products 
carrying approval numbers 1907, 1909 
ind 1926 covering MSA Air Line Res 
pirators, Abrasive Masks, Lead Hoods 
ind Blastfoe Helmets 

Mine Safety Appliances Co., Pitts 


burgh—lIndustrial Distribution, May 
1952 

















Cabinet 


Steel Storage Unit 
Contains 18 Drawers 


\ new steel cabinet has been de 
igned containing 18 drawers, all 17 in 
deep 

Improvements over previous mod 
iccording to the manufacturer, 
drawers and 
isily read label holders 


wider, deeper mMmor;re 
Drawer meas 
cements are 54 by 34 by 17 in. They 
cards 
screws, and other 

electrical and hardware supplies. ‘The 
lrawers come equipped with two di 
viders adjustable on 1 in 
Label holders ar 
drawe! 
Ihe cabinet is 


designed to hold 3 by 5 in 


! ] 
well as nuts, bolts, 


centers 
furnished on every 
ind divider 
finished m olive 
green baked enamel 
Equipo Di 
Aurora, III 
May 1952 


Aurora Equip. Co., 
Industrial Distribution, 


Unit Drives 


Flexible Shafts Designed 
For Any Power Source 


Flexi haft unit drives are avail 
ye in a new line 


ter 


of four size ranges, 


connecting shafts or transferring 
power from any source 

Chev are 
ight duty 
shaft units 
The heavy luty 


heavy duty 


dnil 


classified as 


nedium duty and 


inge provides 180 





Designed to give 
Walker-Turner Distributors 
a BIGGER share of '52's 
BIG Drill Press Market 


. 
7 
SS 


EVERYWHERE YOU GO, you run into it. Industry expanding. 
Defense orders mounting. Changes in your customers’ 
Operations. 


This is the year of the production drill! And in this new 15” 
model, Walker-Turner Distributors have the drill press 
of the year. 


MORE SALES FOR YOU Even in a photograph, there's se// in those 
clean, modern lines. Here's a drill that has speed and operat- 
ing efficiency stamped all over it! But it’s when your sales- 
man ticks off the specifications . . . talks machine flexibility 
that prospects see the new Walker-Turner 15” Drill Press 
for the production tool it is. 


72 DIFFERENT MODELS Such flexibility would swing a sizable 
share of the drill press sales in '52 your way if Walker- 
Turner designers had stopped right there. But they didn’t! 
You can offer this machine in 72 different models (with 
drill heads adaptable to hundreds of diversified uses). The 
drill press market is a volume market for the Walker- 
Turner Distributor. 


7 “TALKING POINTS” in the Walker-Turner Drill Press Head 
(right) that give you a greater sales advantage. Ta/k them! 








SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS 


WALKERITURNER 


of &P 
} 

KEARNEY AN TRE chen LoRPORATION 
PLAIWEIELDN. J. 





* RADIAL DRELS © THTING ARBOR SAWS °* BELT and DISC SURFACERS © METAL-CUTTING BAND SAWS © SPINDLE SHAPERS © JOINTERS 
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VALUABLE 
CATALOGS 
FOR YOUR 
FILES... 


. describing 
Harrisburg Seam- 
less Steel High- 
Pressure Cylinders. 





. describing 
Harrisburg Seam- 
less Steel Pipe 
Couplings. 





. describing 
Harrisburg Drop- 
Forged Steel Pipe 
Flanges. 





. describing 
Harrisburg Lite- 
Weight Liquefied 
Petroleum Gas 
Cylinders 





. describing 
Harrisburg Drop 
Forgings 
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MEANS 
VALUE! 


Rugged value 
for the buyer... 


Goodwill value 
for you... 








Whichever way you look 
at it, there’s value in 
Magor brands. Master — 
Power —Digwell—Arrow— 
Bull's Eye or Gold Target 
..every one has value built 
right in. Designed for hard 
going —from the normal- 
ized steel blade to the 
seasoned ash handle. All 
Magor shovels are precision 
balanced for easier 

work. If you value your 
customers’ goodwill, 

stock Magor’s 

simplified line. 

Write today for 
illustrated 

price list. 


MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
SO CHURCH ST., NEW YORK 7, N.Y. 





For Power Transmission Belts 


Duty Conveyor 


‘aa 


A Complete Line of Quality Products 
bought daily by all Industry - - - - - - - - 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway ° 


Chicago 30, Illinois 
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Now ! 
XCELITE 
Brings You 


ei 


3 Serewdrivers In One! 


It's another XCELITE “first”! Unidriver has a large, genuine XCELITE hollow handle 
which holds the following screwdriver bits 


Phillips No. 1 Point 
Phillips No. 2 Point 
Stotted 3/16” Dia. blade 


Slotted 1/4” Dia. blade 
Clutch type 3/16” biade 


Tool and blades, $3.50 List 


The chuck permits quick blade changes. Here's a complete screwdriver kit that puts an 
end to éaleve in alias the right screwdriver. Will it sell? Look at the XCELITE record 
the square bladed screwdriver—the “comb t d hable’’ screwdriver—the pocket 
clip screwdriver. to name a few—all best sellers and tools respected by the experts. 

Are you taking advantage of the preference for XCELITE tools? 
(ity 


Onighh® 
2e og ES 





XCELITE INCORPORATED 
Formerly Park Metalware Co., Inc 
Orchard Park, N. Y. 


Originators—Not Imitators 





CAR MOVERS 
and Perfect Car Mover SPURS 


ATLAS 


It will pay off in a big way 
to stock ATLAS NOW!!! 


Your customers need ATLAS Car Movers to speed the 
job of getting freight cars loaded and unloaded and 


away from sidings. Industrial production continues to 


climb and this means more need for these strong, de 

pendable tools. They have been doing a good job for 

industry for more than 50 years and distributors have 

gone right along making money selling them. In 

vestigate today ATLAS 
Model No. 8 
New 
Streamline 
Model S-X 
ATLAS 
Model No 
vil 
Regular 
Heavy Duty 
Model No. X 


ATLAS Perfect SPURS can be used on comer a tou 
on any moke of Car Mover. They and speed of the 
are mode to withstand the tremen ATLAS Car Mover 
dous strain placed on them and will compound leverage.” 
give extra long service if turned it is the principle of a forward 
regularly to make use of all four thrust instead of an uplift being 
edges exerted in the moving operation 
Because we sell exclusively thru responsible distributors who are 

fully protected, we urge users to buy thru their local distributor. 


APPLETON-ATLAS CAR MOVER CORPORATION 


1421-25 SO. 2ND STREET MILWAUKEE 4, WIS. 
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Pumps 


Self Priming 
Gas Powered 


Chree larger sized pumps, the 20M, 
30M and 40M have been added to the 
Rice line of self-priming Centrifugal 
pumps. The pumps conform to the 
standards of the Contractors Pump 
Bureau of the Associated General Con- 
tractors of America, and are powered 
with well-known makes of air-cooled 
gasoline engines. 

Design of these larger units in- 
clude cartridge type shaft seals, open 
type non-clogging impellers, hardened 
steel wearing plates, built in check 
valves, and straight line flow of water 
through the suction openings to the 
impeller. 

They are available mounte: on 
skids, on two pneumatic tired wheels, 
or on steel wheels. The 30M and 40M 
on two pneumatic tired wheels are 
provided with trailer hitches as stand 
ard equipment 

Rice is now building seven sizes of 
A.G.C. rated pumps, providing a 
range of sizes from 4,000 to 40,000 
G.P.H. ‘These same sizes are also 
wailable with clectric motor drives, 
belted and direct connected. 

Rice Pump & Machinery Co., 
Grafton, Waisc.—Industrial Distribu 
tion, Mav 1952. 


Steel 


Use of Manganese 
Saves Scarce Nickel 


A new group of stainless steels has 
been introduced to help circumvent 
the nickel shortage, with manganese 
replacing all or most of the nickel 
used in conventional chromium-nickel 
stainless. 

The chromium-manganese alloys, 
some containing no nickel and some 
with only minor additions of that 
element, are considered to be suit- 
ible substitutes for specific applica 
tions previously filled by the 18-8 
stainless steels, according to the manu 
facturer. The new alloys have been 
known for many years, but it was not 
until 1951 that processing and fabni- 
cating techniques were developed by 
the manufacturer to permit mass pro 
duction. 

The manufacturer has also devel 
oped high temperature jet alloys for 
the military program and a new man 
ganese alloy for automotive exhaust 
valves 

Allegheny Ludlum Steel Coprp., 
Pittsburgh Industrial Distribution, 
Mav 1952 








Sales Helps From Manufacturers 





Remington Rand Offers 
Record Retention Plan 


“A Basic Plan for Record Retention 
and Destruction” is the subject of a 
new brochure just released by Reming 
ton Rand Inc., New York. It is de 
signed to aid management in the in 
telligent planning for disposition of 
records at the time they are created 
by destruction of useless records and 
the economical safe storage of those 
that must be retained. 


[his 24-page “handbook for man 
igement” covers such subjects as classi 
fication of business records and how to 
organize a retenton plan 
history of a record retention 
program. Profusely illustrated, with 
ictual reproductions of various forms 
used for record retention and destruc 
tion, the handbook contains a check 
ing chart listing the various types of 
records, and time thei 
etenthion 


Included 1 
i Cas¢ 


element for 


CHUCKS—The E. Horton & Son 
Co., Windsor Locks, Conn., has 
issued an 8-page catalog and price list 
to help the salesman find the right 
chuck for the job. Besides concise 
paragraphs on applications of various 
models, it contains selling arguments 
based on the products’ distinctive fea 
tures, beside clear illustrations. In 
cluded are four-jaw independent, scroll 
universal, and combination chucks, 
face plate jaws, boring mill jaws, and a 
table of American standard spindle 
nose dimensions and adaptor plate 
mountings 











Merchandising Case 
Aids In Stocking Bits 


A new case to aid in merchan 
dising and stocking bits and cutters 
for Speedmatic and Guild Routers is 
being offered by the Porter-Cable Ma 
chine Co., N. ¥ 


Svracuse to its dis 


tributors. ‘The is designed to 
show at a glance a wide variety of the 
most popular types of bits and cutters 
ind the types of work which they are 
ible to perform 


Can 


lhe top section of the case consists 
of an attractive three-color chart on 
which all bits and cutters are quickly 
identifiable from the clearly marked 
three-dimensional drawings. The draw 
ings also show at a glance the type of 
cut which the bit will make. Three 
pockets at the back of the case pro 
vide easy access to the literature sup- 
ply 

The case itself is constructed of 
solid maple with a handsome _lac- 
quered finish which will not scratch or 
mar. Expertly designed to fit even the 
smallest counter space, the compact 
case measures just 7 in. high, 13 in. 
deep and 14 in. wide. It contains a 
drawer at the back divided into com 
partments to provide area for stooking 
ind selection of bits and cutters 

(Continued on page 232) 





CONGRESS SHEAVES and V-BELTS 


@ Precision built. Soundly engi- 
neered. Widely used as original 
equipment by hundreds of the 
largest manufacturers of such 
appliances as washing machines, 
dryers, | y equipment and 
air conditioning installations. 





Congress FHP pulleys are avail- 
able in attractive 3-color indi- 
vidual boxes, with pulley outside 
diameter and bore size plainly 
marked. Simplifies storing—sell- 
ing. 


@ Immediate Delivery — From 
Stock 


WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 


World's Largest Manufacturer of FHP Pulleys 





3750 East Outer Drive . Detroit 34, Michigan 
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To restore 
original strength 


well! 








A good weld 
depends on the 
right electrode 


Breakdowns of heavy equip- 

ment call for quick repairs 

full restoration of strength. If 

the trouble is worn or broken 

metal, the answer is welding 
. urth the right electrode. 


Marquette manufactures all 


types and sizes of electrodes 
and gas rods. For restoring 
worn or broken power-shovel 
dipper teeth (above), use 
Marquette No. 250 Mang-Rod. 
For the night rod for any weld- 
ing job, see your Marquette 


aistributor or supplier. 


Nelding &. Automotive Son Servi ce. 
Equipment <\— 


= 
rt > 
weer 

; Mee 


wt 


MARQUEITE MANUFACTURING CO,INC. 


307 E. Hennepm avenve + M is 14, Mi 
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OILERS 
printed m six color full 
1S = lished by Gem Mfg 
burgh, Pa. It c 

ription pecih 


lhe Gem Catalog No. 100, 
illustrated 
Corp., Pitts 
complete de 
ind capacities 
of welded steel 
pump oiler ind 
ins for machine hops 


nam 
itions 
cm’s complete line 
h and supply 
ill industrial 
ind mills and mines. It is avail 


ible with price list 


V-DRIVES—V-Drive selections can 
be made quickly and accurately with 
the practical aid offered by Fort Worth 
Guide #50-A. Simpk 
formulas for standard quarter-turn and 
\V-flat drives are augmented by tables 
of drives in all belt sections which 
have been compiled for quick selec 
tion of drives of required ratio and 
This bulletin also contains 
engineering information on other 
types of V-belt drives. Fort Worth 
Steel & Machinery Co., Fort Worth, 
Texas 


Engineering 


speed 
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UNIVERSAL JOINTS 


Tell ‘em about Lovejoy‘s greater 
operating angle . . . grinding to 
infinite degree of accuracy .. . 
no binding, backlash or in-play of 
pins .. . rivets ground flush with 
body for close quarter work. And 
be sure to keep an ample stock on 
hand because this highly profit- 
able line turns over fast—keeps 
satisfied customers coming back 
for more! 


Lovejoy Flexible Couplings are 
available in 13 sizes—bores 14" 
to 2”. Overall length 2” to 1054”. 
Concentricity guaranteed within 
001. Exceed Armed Forces rigid 
requirements. 


Investigate 
Lovejoy Flexi- 
ble Couplings, 
too—no 
teardown for 
changing 
cushions, no 
lubrication 
ever needed. 





Write 

for 
complete 
catalog 


LOVEJOY FLEXIBLE 
COUPLING COMPANY 
5079 W. Lake St. Chicago 44, Ill. 


Also Mfqrs. of Lovejoy Couplings Variable Speed Pulleys 





Triple 


Industrial 
Supply 
Convention 


ATLANTIC CITY - MAY 19-21 


HOISTING EQUIPMENT 


Chain Hoists, Electric Hoists, Cranes, Trolleys and 
Winches. For general catalog (No. 81) of com- 
plete information, write to David Round & 
Son, 3500 Aurora Road, Cleveland, 22, Ohio. 


| STAINLESS STEEL 
| The Steelcote Mfg. Co., St. 

















PULLERS—How to make many pull 
ers from a few basic parts is the theme 
of a new merchandiser-display, the 
SD6 “Pullermart,” introduced by the 
Plomb Tool Co., Angeles. Indi 
vidual parts of basic sets, rather than 
complete sets, are displayed in ex 
ploded fashion. All parts are clearly 
labelled and arranged in proper order 
for assembly, making it easy for a 
buyer to select the parts for any de- 
sired puller set-up. Wide red lines di- 
vide the 3 by 54 ft. display area into 
five sections, enclosing the parts for 
four basic types of pullers, plus the 


Los 


| group of tools for special pulling jobs. 


Outlines and catalog numbers of the 
59 basic parts and 22 specials simplify 


| re placement of sold items. The display 
| sti ind is made of % in. plywood and has 


an easel back to permit use in any 


| floor area. 


COATING— 
Louis, 
Mo., has released a four-page brochure 
giving specifications, uses and method 
of application of stainless steel in liq- 
uid for brush or spray application to 
all metal surfaces. Product informa- 
tion and results of tests utilizing vari- 
ous test materials are included. 


BRUSHES-—The Laitner Brush Co., 
Detroit, Mich., is producing a job- 
tested line of floor brushes tagged to 
indicate type of floor and kind of dirt 
for which individual brushes are de- 
signed. 
horsehair blended with nylon for 
smooth floors to palmyra fiber for con- 
crete floors. ‘Tagged are over 100 dif- 
ferent combinations of filler, filler ar- 
rangement and construction. 
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Bristles range from flagged | 


Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Eadéer to handle prec products are 
pecked in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 
ery through convenient factory warchouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Eadéer to sell preon products oe 
money makers because they're easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 
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SMALL PURIFIERS—A new 6-page 
bulletin has just been published de- 
scribing the small line type Hi-ek 
Purifier recently developed by the 
V.D. Anderson Co., Cleveland, Ohio. 
In this folder are listed many func 
ACK i Hons tions of the new unit, which include 
wus pormt oe applications on steam drums, ejectors, 
i steam jacketed kettles, heat exchang- 
ers, vacuum canning equipment, laun- 
dry and dry cleaning equipment, inter- 
coolers for gas compressors, air tools, 
and spray painting. 

In addition the bulletin describes 
the advantages which result in the use 
of these purifiers on the above appli- 
cations. The folder also contains dia- 
grams of typical installations, specifi- 
cations and prices of these units which 
range in size from 4 to 2 in. 





VALVES—A_ brochure describing a 
scale model 500 kilowatt steam-electric 
generating plant used in industrial ex 
hibits to illustrate valve applications 
has been published by Jenkin Bros., 
New York. It explains the operation 
of the power plant in detail pictures 
of the scale model, with emphasis on 
the large number of valves required 
The scale model itself was put 
chased by the company three years ago 
and has been used in school engineer 


ing courses as well as in exhibits and 
EIN- R RAULI i sales training programs. It is now on 
, display at 101 Park Ave., New York. 
a 
... make lifting and pushing jobs easier! 


HOBS—When to use ground and un 

These jacks are versatile industrial performers . . . ground hobs is described ina 4-page 
They're fast easy and safe to operate . 65 “r,s 

... They cam be used to move, lift or push bulletin (H-52) published by Michigan 

machinery, equipment or stock bins Also can Tool Co., Detroit. It lists various 

i. oe cece dinteatin types, including precision ground, 

Made in models of 3, 5, 8 12, 20, 30, 50, and Class “B” ground, accurate unground, 

100-tons capacity Hein-Werner also makes and roughing hobs, and contains a 

M creche a ee ae table of tolerances for hobs as a guide 

WRITE US FOR DETAILS to selection and application. Included 

are tolerances for the company’s 

HEIN-WERNER CORPORATION - WAUKESHA, WIS. “Michigan Process” Ase, un- 

ground hobs. 
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Three§ 


When a pilot bails out in the 
stratosphere he doesn’t count the ™ 
usual 10 and pull the ripcord. If he 
did—at that altitude—the chances ar 
that he would receive too high a sh@ 
from the opening forces of the parach 

or that he'd freeze to death or run out 
of oxygen before he floated to the grou 


The alternative is to plummet to a lower ang 
warmer level before releasing the cord. 


Who'll pull the cord? U. S. Gauge will. We have 
designed and built the mechanical brain, a combinatio 
of an altitude sensor and a timing nechanism that wil 
automatically release the ripcord at the right alticude 





One can readily visualize the meticulous care and planning 
that have gone into the improved development and 
manufacture of the Automatic Parachute Ripcord 


Release. Not only must every part be manufactured 
tO Most exacting 
tolerances but each 
assembly must bevy 
thoroughly seasone 
and tested. Extremé* 
operating and 
climatic conditions 4% 

have been simulated and every unit is 

subjected to true life tests before 

shipping: It is only with such care 

and planning that we can hope to 

bring safety to the stratosphere. 





USG starts with an idea—your idea,» 

for example. USG’s creative instrumentation 
plus manufacturing know-how and production 
capacity bring you in volume the finest instruments made 
in America. May we serve you? United States Gauge, 
Division of American Machine and Metals, Inc., 


Sellersville, Pa. 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges * Aircraft Instruments * Air Volume Controls * Altitude Gauges * Boiler Gouges 
* Chemical Gauges * Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges * 
Precision Laboratory Test Gauges * Marine, Ship and Air-Brake Gauges * Voltmeters * Ammeters * Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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you want 


a lasting 
CT ATT ImaT. 


thisBinks Kit will help you 


—_ GUNS « 


grianti © 


ANY 





The trick is to counteract the pros- 
pect’s human tendency to forget much 
of what he’s told. 

Informative literature helps him re- 
view and remember what you said... 
and that’s where Binks can help. 

Binks latest Distributor Sales Build- 
ing Kit is yours, FREE for the asking. 
Here are booklets for your imprint, 
pocket catalogs for “reminders;’ prac- 
tical ads for your use and many other 
services that cost you nothing but the 
little time needed to put them to work. 

Every item in this Binks Kit will help 
you turn prospects into customers by 
making a more lasting impression. 


SEND TODAY 


for Binks new DISTRIBUTOR SALES BUILDING KIT. 
See how easy it is to build sales and 

recognition for you and your company... 

at Binks expense. No obligation. 


Binks Manufacturing Company 
3128-30 Carroll Ave., West, Chicago 12, Ill. 


ae UE 


MATERIAL TANKS © 





SPRAY BOOTHS « EXTRACTORS & ACCESSORIES 


REPRESENTATIVES IN PRINCIPAL US. & CANADIAN CITIES « SEE YOUR ctass:rico Ose pinectory 
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FASTENERS-—Wire rope clips, blocks 
and sheaves, hand and tractor winches 
and electric car pullers are among 
the products described in a handsome 
new catalog published by American 
Hoist & Derrick Co., St. Paul, Minn. 
It also covers the company’s heavy 
equipment including locomotive 
cranes, hoists, and matcrial elevators. 
Ihe book contains a minimum of 
reading material, with pictures of 
actual installations prominent. 


VALVES—A_ new 35-page _ service 
bulletin, V-217, describing types, sizes, 
operation and features of Rockwell- 
built Nordstrom corrosion resistant 
valves has been issued by Rockwell! 
Mfg. Co., Pittsburgh, Pa 

Special reference is also made to 
Nordstrom Multiport, steam jacketed 
and power operated valves and their 
varied applications in the chemical and 
process industries. he bulletin also 
contains typical analyses of ten alloys. 
lables are included listing approxi 
mately 175 different chemicals with 
their recommended alloy valves and 
lubricants. 

Over 100 photographs, sectional 
drawings, and dimensional drawings 1] 
lustrate valve sizes, tvpes and practical 
applications. 

\ special section is devoted to lubri 
cants and lubricant equipment. In 
formation is given on heavy duty in 
strument and gauge valves as well as 
remote registration, industnal meters, 
rotocvcle meters and water meters 


WATER SYSTEM-—A demonstration 
unit to explain the workings of a shal 
low well water svstem has been de 
signed by the Deming Co., Salem, 
Ohio. It stands 354 in. high and 
measures 23 in. in diameter. 

rhe unit includes the water system 
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JACKSO 


JACKMANCO 
WHEELBARROWS 


are sold than 
any other make... 


This is an enviable position to be in, and 
JACKMANCO Distributors are well aware of 
their many sales advantages. JACKMANCO 
products are recognized the world over to be 
of superior quality. 


The Jackson line consisting of Barrows, Con- 
crete Carts, Mortar Pans, Mixing Boxes, Drag 
Scrapers, etc. has demonstrated its profit 
earning capacity for distributors and has 
long been recognized as the line from which 
you get the most repeat business. 


Are you Profiting 
from this Popularity ? 


atc vu Ss aT 
Oldest and Largest 
Wheelbarrow maker 
in America 
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MANUFACTURING COMPANY 
HARRISBURG, PENNA. 


itself, 21 in. high and 16 in. in diam- 
eter, and a 144-in. high heavy gauge 
tank, together with necessary fittings. 

Lacquered in dark grey and bright 
red, the unit is suitable for window or 
floor display 

It is a replica of the “Cushionette” 
water system, which includes self-con- 
tained air pressure control and a two- 
stage centrifugal pump 


ELECTRODES—A new bulletin on 


| Alloy Rods Co., York, Pa., ““Tool-Arc” 


ool Steel Electrodes for welding tools 
and dies, has been released. Known as 
Bulletin AR52-1, it describes charac 
teristics and weldability of Tool-Arc 
electrodes, gives general instructions 
and contains illustrations and graphs. 


PACKING~—A new 5-page bulletin de- 
scribing the Palmetto G-T Ring has 
been issued by Greene, Tweed & Co., 
North Wales, Pa. ‘Text and illustra- 
tions give detailed facts covering de- 
sign, operational data, installation 
procedures, and suggested dimensions. 
The Palmetto G-T is recommended 
for use as seals in hydraulic and pneu- 
matic cylinders and valves, welding 
machines, hydraulic steering gears, 
control units, testing equipment, and 
in applications where simplification 
of design and weight are prime factors. 


MICROMETER — Intrimik, the in- 
ternal tri-point micrometer, is de- 
scribed and explained in a four-page 
brochure released by Brown & Sharpe 
Mfg. Co., Providence, R. I. IIus- 
trations of the micrometer are in- 
cluded as well as charts giving inch 


| range of individual Intrimiks, size of 


setting rings, range of extensions, and 
size of cases. 








Qs 


FOUNDED 1883 


THE 


LONG LINE 


OF VALVES 


Jack’ 
we 
— 
<< 
BIG 


DEPENDABLE 
PROFIT-BUILDING! 


That’s the OIC Long Line of valves, 
designed to fit every need, to fill 
every order, to keep your customers 
coming back to you for the valves 
that get on the job faster and stay 
on the job longer. The Ohio 


Injector Co., Wadsworth, Ohio. ew 


VALVES 


FORGED AND CAST STEEL: IRON - BRONZE 
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ATLANTIC CITY 
BOOTH NO. 1 


ria 


TOOL BITS 


That Brings You Repeat Orders 


Extra Special 


SPARTAN SAW WORKS 


240 


Regular 


Sparground Tool Bits are made from a special high grade 
alloy steel that makes them especially adaptable for machin- 
ing extremely tough and very hard materials, such as heat- 
treated steels, die and stainless steels, etc. 


Kutall Tool Bits recommended for general purpose cutting. 
You'll find they result in general satisfaction. 


Another Profit Product 
ADJUSTABLE HACK SAW FRAME 








HERE 1S YOUR SELLING POINT 


This shows the two positions of the frame and illustrates the 
large bearing surface which prevents bending. The steel drill 
rod telescopes through the tube and back into the handle, giving 
a bearing surface of 9° when a 10” blade is used, and a 7” for 
a 12” blade. The feature guarantees that the frame remains 
rigid at all times. Backbone cannot twist because the locking 
pin goes from the top of the handle, through the rod and back 
into the casting. Large holding surfaces at each end of the 
blade prevent its turning or wobbling in the work. 


Sold Only Through Distributors 
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Z DRAIN INLETS ws / VENT STACK 


to cow and tomo be 


DRAIN FITTING —A novel sales aid, 
designed as a combination product tag 
ind literature dispenser, has been de 
veloped by the Kuhn Bros. Co., 
Davton, Ohio, to boost sales on the 
company’s “K Util-TY” drain fitting. 
A 15 by 134 im. card, with a die-cut 
opening that conforms to the contour 
of the fitting on display, is mounted 
over the fitting. One side has a photo- 
graph of the fitting being used in an 
ictual installation. ‘The other has a 
pocket to hold up to 50 descriptive 
folders. 


PAPE—Fourtcen color varieties of in- 
dustrial tapes are shown in a new 
folder on “Scotch” brand pressure 
sensitive tapes, available from Min 
nesota Mining & Mfg. Co., St. Paul. 

The four-page color chart also in 
cludes descviptions of eight different 
tapes, ranging from plastic film tape 
for sealing bottles of chemicals and 
drugs, to filament-reinforced tape fot 
heavy-duty palletizing and bundling 
of cartons and metal objects 

Descriptions for other tapes shown 
include cellophane tape and two mois 
ture-resistant acetate fibre tapes for 
use by printer-converters in making 
printed packaging tapes; and a film 
laminate tape for identifving and 
labeling tires and other rubber goods. 

In addition, a third acetate fibre 
tape, for edging documents and perma 
nent splicing of paper; and an acetate 
film tape for special film-splicing and 
reinforcing are shown 


CAP SCREWS-~—A_ handy, pocket 
sized four-page folder on Flat Head 
Socket Cap Screws has recently been 
issued by The Holo-Krome Screw 
Corp., Hartford, Conn. It contains a 
brief listing of flat head sizes available 
as standard in the H-K line, and gives 
useful information on pertinent fea- 
tures of Holo-Krome Flat Heads and 
the laboratory testing methods by 
which thev are checked 





A 


tA FAN C6.., ine 
CHELSEA FAN & BLOWER ra) 


FANS—Chelsea Fan & Blower Co 
of Plainfield, N. J., has just issued a 
complete catalog, price sheet and en 
gineering bulletin descnbing 30 fan 
types in over 300 sizes 

Included are 


tions, 


complete 
dimensions, 


specihca 
installation dia 
grams and product photographs, as 
well as extensive information on the 
proper selection and installation of 
tans for every industrial, commercial 
and residential requirement 


LATCH BOLTS —Jig and fixture com 
ponents and related products are de 
scribed in the new catalog No. 20 of 
Northwestern ‘Tool & Engineering 
Co., Dayton, Ohio. ‘The 4-page folder 
is designed for quick reference and 
convenient filing. It contains sizes 
and prices for the following: flanged 
nuts, T-nuts, step blocks, coupling 
nuts, punch press sets, ‘T-nut and stud 
sets, cut thread studs, hand knobs, 
quarter turn screws, jig feet, shoulder 
and head screws, latch bolts, fixture 
keys, and spherical washers. 


CHROME PLATING UNIT—Ward 
Leonard Electric Co., Mount Ver 
non, N. Y., has published a 4-page 
bulletin describing its “Chromaster” 
Model A-250, a production tool for 
chrome plating tools. Diagrams illus 
trate the machine’s features and oper- 
ation. A page is devoted to “Chrom 
asol’’ plate. 


FAN-—A leaflet describing air circu- 
lators and exhaust fans has been is 
sued by Baldor Electric Co., St. Louis, 
Mo. Specifications are included for 
sizes 16, 20, and 24-in. fans and 24 
and 30-in. blade size circulators, floor, 
ceiling, and counter-mounted models. 


THER set” 
EADLINERS 


Sold Only Through Distributors 


HACK SAWS 
HAND AND POWER BLADES 
KUTAL Molybdenum high 
speed, HIGH SPEED STEEL, 
Saf-T-saws. A new welded edge HIGH SPEED 


BLADE—Shatter-Proof. Will stand extra tension 
and strain. 


FLEXARD for general maintenance and service jobs. 
ALL HARD and FLEXIBLE for general cutting jobs. 


BAND SAWS 
METAL CUTTING - WOOD CUTTING 


Furnished in Die Cutting. Skip 
Tooth, Flexible Metal and Spring 
Temper Metal Cutting and Wood 
Cutting Styles. 


also Linotype and Dry Ice bands, Band Saw Knives, and Butcher saws. 
Spar-Kut Flexible Band Saw Coil is available in sizes one-half inch and 


under in 100-foot lengths for contour and die cutting. 


Dealers and users have found our new reinforced package greatly facili- 
tates the handling of the coil. 


COMPASS SAWS 
WOOD CUTTING - METAL CUTTING 


Metal cutting made in 14 and 
24 teeth, Metal and Wood cut- 
ting made in 14”—10 teeth. 
This is a combination blade. 


ALL SPARTAN PRODUCTS ARE SPARTANIZED 


These lines have Built Repeat Sales for ATLANTIC 


CITY 
BOOTH 
No. | 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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many Distributors. You need not stock all tive 
to have Stocking Discount. This will apply to 
any of our Line You Do Stock. 





NEW! FEATHER WEIGHT 
SOLDERING IRON 


SSeuwnan ewe 
7 RF 





PATENT 
PENDING 





A; LAST! An iron so light, so well balanced its Cl PPERS—Desmond-Stephan Mfg 
weight is hardly noticeable. When you pick it up, when , % t — \, — a oom 
you work with it, you'll know why HEXACON calls it Ser he ni a He its cutter ng 
FEATHER WEIGHT. It’s the perfect iron for long, Both pre ong oy — 
delicate work where fatigue works — quality. It ai aa 2 white aa with bine 

ion cok dmenine thadaeien. background, giving type number and 
HEXACON MODEL 30H. Weight More comfortable and prac- number of cutter sets. 
5 ot. (less cord). 40, or 60 Watts. tical than a pencil iron. No 
Both “%” and 4” tips furnished. transformer required. Price 
Ask for literature on complete line only $5.50. 
of screw tip, plug tip and hatchet 
lrons. 


ABRASIVES—Coated abrasives should 
be stored in a room where both tem- 
perature and humidity can be con 


trolled, according to a booklet recently 
HEXACON ELECTRIC CO, | published by Armour & Co., Alliance, 
100 W, CLAY AVE. GOSHUAS PARK, 2 3 vance Ohio, on coated abrasives storage 
methods. The brochure also advises 


keeping the abrasives in the containers 
in which they are received, and on 


open shelves. The booklet lists these 
$ H and other recommended procedures for 
(WCREASE your a —_ , preventing sandpaper, belts, and discs 


Sa 
efficient— from becoming too dry and inflexible, 
with a tendency to crack on the work, 
or too damp, so that the glue will 
mould or mildew. It has diagrams to 
TYPE 88 . a 
Faye aE show factors affecting air circulation 


INDUSTRIAL EXHAUST FAN ind temperature. 


a VE UNIT DRIVES—A _ 6-page _ illus- 


trated folder on ‘“Econoflex’” unit 
STEP-UP OUTPUT ana quality of 


drives and drive shafts has been pub 
workmanship, reduce industrial PB 9 lished by Elliot Mfg. Co., Bingham 
accidents and employee fatigue ton, N. Y. It describes the company s 

with proper ventilating and cooling heavy duty lin juty and light 

equipment. CHELSEA Fans re- a “ip duty, medium duty and hgn 

eave encessive heat, fumes. dirt, duty (home workshop) unit drives, and 

dust and grit, also dead stale air the drill shaft model for light indus 

30 models, in over 200 sizes, are trial use, with various accessories avail- 

available, and each fan or blower is ble. Drav os sho | tio 1 

TYPE IND EXHAUST FAN especially engineered and tested for —- rawings NOW APPACATIONS anc 
For factories, mills, theotres its recommended application. All the principles of flexible shaft con 


schools, hotels etc. Features ratings, are certified by P.F.M.A TYPE PLF uctio The 
belt drive with boll bearing atings, . y POWER LINE struction. The 


moter. Sizes from 24” te 72 test methods to insure proper per- EXHAUST FAN printed in Spanish 
formance. Check on your ventila 
PROPER VENTILATION ting requirements, now 
1S AN INVESTMENT! 
aihiesii WRITE FOR CATALOG NO. 400 
Seo! of Complete data and specifications on a : 
e& Certified Rotings fans and blowers for every indus- FACESHIELD-—Mine Safety Appli 
ae a = trial and commercial! application — inces Co., Pittsburgh, has published a 
mobo 
4 o Qvelity address requests to Dept. D-5 folder 


brochure is also 


describing its new chest 
mounted faceshield. It lists meas- 
TYPE PLDU 
CHELSEA FAN ) A BLOWER C0 Inc. POWER LINE urements of various models of the 
is AIR BLASTER Chipruf” visor for impact resistance, 
AYWEVELO, MEW JERSEY hemical splashes, and hot operations. 
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NOW! 


YOU CAN GET 


WIST DRILLS 


FROM BUTTERFIELD! 


An entire line of drills has been added to the 
well known, 100% inspected Butterfield Tools 


100% inspected — like all Butterfield tools — these drills are available 
in all the popular types your customers will want. Be prepared to fill their 
orders. The new drills, for use with every type of material, are the latest 
addition to the Butterfield line of taps, dies, reamers, screw plates that | 
give such uniformly dependable performance. 

And remember — 


When you sell Butterfield drills you get the benefit of the Butterfield | 
merchandising aids used in promoting any Butterfield tool — size charts, : 
decimal equivalent charts, modern packaging, colorful literature with | 
your imprint. Plus the ever-ready service of Butterfield’s trained experts { 
in solving any cutting tool problem. : 

These services, and more, are described in Butterfield’s Sales Policy. If | 
there’s still an opening in your area, it will pay you to read this policy 
through. For complete details on it — and on the new Butterfield line — 


write to Union Twist Drill Company, BUTTERFIELD DIVISION, 
Derby Line, Vermont. 





BUTTERFIELD 


THE 100% INSPECTED TOOLS 


Every Tool Individually Inspected 
TAPS + DIES + REAMERS + SCREW PLATES + TWIST DRILLS 











Welcome to our Booth 337 at The Triple industrial Supply Convention 
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WHEN YOUR CUSTOMER 
FOR THE BEST 


oo SEGL 


CHANNELLOCK 
Wade saly by CHAMMON DeARMENT 


Channellock pliers are made by skilled 
crafteamen of a company known for nearly 
34 of @ century for its highest quality pro- 
ducts The outstanding features of Channel 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your eustomers ask for pliers 

help them select the Best Hand them 
Channellock 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 

today 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pe. 
Channellock piers are listed in the 
i Yellow Pages ot mest Telephone 
Directories under " “Tools” 


SYNTHETICS—New 
by Resistoflex Corp., 


lescribes 


bulletin issued 
Belleville, N. J 
a number of highly resistant 
ind flexible synthetic maternals, in 
cluding fluorocarbons. Contains con 
cise and helpful information on the 
physical and chemical properties of 
Flouroflex”” products made from 


leflon and Kel-} 


ROTARY TOOLS-— Three new bulle 
tins have been published by the M. A 
lord Mfg. Co., Inc., Davenport, Iowa 
Ford Filings, Vol. 3, No. 1, contains 
1 report of recent on-the-job tests of 
lord high speed steel tools on alumi 
num and magnesium applications. 
Possibilities of lower production costs, 
tool costs, reduced production time 
ind reduced inventories are shown 
\lso contained is a speed chart show 
ing recommended operating speeds for 
most efficient operation of Ford ro 
tarv files and cutters 

Bulletin GI 203 describes and illus 
trates the line of rotary tools quickly 
ind concisely. All Ford tool shapes arc 
hown, and pertinent operation is in 
luded 

Bulletin GI 201 explains the 1 
vised Ford marking system, and_ is 
for use in ordering Ford tools 


SLING CHAINS—ACCO registered 
fully described with 
illustrations and specifications on the 
different types in a new catalog r 
cently published by American Chain 
& Cable Co., Inc., Bridgeport, Conn 

In addition to the regular types of 
Endwelder Sling Chain, information 
is given on ACCO Registered Sling 
Chain with foundry hooks and ACCO 
Ox-Box Magnet Chains 


ling chains are 


FLANGES—A new Harrisburg Steel 
Corp. catalog, ‘“Drop-Forged Steel 
Flanges,” has been released. It in 
cludes a list of products, and photo 
graphs and diagrams of drop-torged 
steel flanges, giving complete informa 
tion including facing dimensions, 
typical flange facings, and drilling tem 
plates. The catalog may be obtained 
by applying to the company at Harris 
burg, Pa 


SPEED REDUCERS—Worn and 
helical worm gear speed reducers are 
the subject of a 48-page catalog pub 
lished by De Laval Steam Turbine 
Co., Trenton, N. J. Complete data is 
included on horsepower, output 
torque, and center distances for re 
ductions up to 6400:1. There is de 
tailed information on how to select 
double reduction gearings, with exam 
ples. Several pages describe the com 
pany's manufacturing process 
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The 
“3 P’s of Profit” 
are right 
for 
Distributors of 


Sier-Bath 


Flexible 


GEAR COUPLINGS 


RODUCT-New, revolutionary — 

best in its field! Smaller, lighter, 
simpler, safer—slashes assembly costs, 
down-time—reduces wear 
ment. 


|P]zomozon- Dominant adver- 
tising in leading trade magazines 
to both o.e.m. and user prospects— 
direct mail—supplies of product litera- 
ture, newspaper mats, etc. 


[P]ouct- All inquiries and orders 


from distributors’ territories re- 
ferred to them —competitive prices — 
standard discounts. 


on equip- 


WRITE FOR BULLETIN, POLICY DETAMS! 


Bulletin gives installation photos, advan- 
tages, specs for standard, vertical, mill motor, 
floating shaft types — sizes 7/8 to 6, WP 4 
to 550. (Special types and sizes on request.) 
Rough bore couplings available from stock. 


Also Manutacturers of Precision Gears 
and Screw and Gearex Rotary Pumps 


Sier-Bath GEAR and PUMP 


9242 Hudson Boulevard, North Bergen, N. J. 








That’s right! Now is the 
see and sell construction 
companies—to pick 
orders for Duff 
Braces. ‘‘Jack g 

tor’s sales 

extra dol 

Jacks g 

Bracg 

hang 

tr¢ 

i 


DUFF -RORTON 
JACKS 


THE DUFF-NORTON MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA. 
CANADIAN PLANT, TORONTO 6, ONT. 
"The House that Jocks Built’’ 
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VINCENT '"Droceare’™ oad’ Cutters | 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters ... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevve Avenve, Detroit 7, Michigan 


VINCE 


Catton e OF 


SINCE 1909 
Designed — Built — ciciadieal 
to do a better job... for the user—for you 


Producers of + HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS * DIAMOND 
DRESSING TOOLS + TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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FOOL HOLDER—Following acquisi- 
tion of selling and manufacturing 
rights for a tool holder formerly made 
by The American Stay Co., East Bos- 
ton, Mass., The Walton Co., Hart- 
ford, Conn., has published a new cata- 
log sheet describing the attachment, 
now known as the “Walton-Ameri- 
can” tool holder. It includes specifica 
tions and prices of four sizes, with ca- 
pacities ranging from 4 to v in. An 
illustration shows the 8 most com 
monly used positions for the tool 
holder 


COUPLINGS—A catalog has been re 
leased by Roylyn, Inc., Glendale, 
Calif., listing and describing quick 
couplings, valves and coupling-valves, 
filler-unit assemblies, hose-coupling 
assemblies, and general information 
This last includes coupling and valve 
applications, description of Roylyn 
products and their research and de- 
velopment laboratory. Photographs, 
charts and tables complete the catalog. 





George The Salesman 


on 


7 


gh 














“He never questions my expense ac- 
count—just signs it right away!” 














“Well, you know, this one guy was an 
awful heavy eater . . . and we took a 
ce ...end...” 





prospect’s eyes... 


Put yourself in the ‘yellow pages’ of the 
telephone directory and you put yourself right 
before your prospect’s eyes. 


Your sales force will appreciate this kind of sales 
help. They can’t begin to find every potential 
buyer at the exact time he needs your products. 
Many firms not on your prospect list, for example, 
may be in the market for once-in-a-lifetime 
equipment that could mean a big order for you. 


Let the ‘yellow pages’ of the telephone directory 
help you get this business. They are being used 

by purchasing agents and other buyers of 
industrial products to locate sources of supply. 
Surveys prove it. That’s why it’s a good idea to 
feature all of your lines in ‘yellow pages’ advertising. 


Put the ‘yellow pages’ on your “sales staff”... and 
make it easy for more business to come your way. 
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For Safety's Sake... SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 





A FEW CHOICE TERRITORIES ARE STILL OPEN. 


WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
Sizes 3 feet to 16 foot in height (meas. AND LADDER SHOES! 


ured from a te platform). Standard 
rubber safety shoes at ne extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 

















FASTENING 
DEVICES 























1S) AERIAL VIEW OF aRRO 


For more than 20 years, the Arro line of 
expansion shields, anchors, and toggle bolts has won a position of respect 
in mony crafts and industries 

This respect is due to Arro’s insistence upon high quality materials and 
top quality workmanship. There is no substitute for either . . . that's why 
we believe Arro products are your best buy. a 


Sold only through Distributors 
ARRO EXPANSION BOLT CO. « MARION, OHIO 
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DETECTOR—How to use an aro- 
matic hydrocarbon detector is ex: 
plained in an_ illustrated brochure 
released by Mine Safety Appliances 
Co., Pittsburgh. A chart shows dan- 
gerous levels of gas concentrations 
Accessories for the detector are pic 
tured. 


AIR VALVE—Mine Safety Appli- 
ances Co., Pittsburgh, has published 
a folder describing its new air flow 
control valve for use on respirators, 
abrasive masks, and other equipment 
supplying the operator from a com 
pressed air source. Component parts 
of the valve assembly are illustrated, 
and its use is shown in various appli 
cations 


LIGHTING—General Electric Lamp 
Division’s “See Better-Work Better” 
bulletins Nos. 6 and 7 have been re- 
leased. ‘These are the ‘latest issues of 
a series of publications dedicated to 
promoting better lighting. Copies 
may be obtained from the company 


at Nela Park, Cleveland, Ohio. 





Purtell Writes Article 
(Starts on page 150) 





pile, set to work trying to change the 


system under which they made their 
fortunes. ‘To me, it has seemed that 


| men were sensitive and had feelings 


of guilt because they had made so 
much so fast. Consequently they felt 
that the system must be wrong and 
that change was needed. 

But I have none of these psychologi 
cal qualms. The modest amount of 
money I have made I have worked for, 
sweated for. I have worked harder and 
worried more than my fellow workers. 
In the beginning, both I and my fam 
ily were up to the ragged edge of want 
more than once here were weeks 
when I didn’t take five dollars out of 
the business. I remember one fine 
gentleman, an employee, who came to 


| me once and offered me his life sav- 


ings-$600—to help keep going. He 
still works with me, I am happy to 
say 

Why, then, should mv sensitive 


| friends feel that being a manufacturer 


would cause voters to reject my candi- 
dacy? Why should the presidency 
of a manufacturers’ association be the 
equivalent of the scarlet letter and not 
a badge of honor? After soul-search 
ing, I have come up with a partial 


| answer. There are three parts to it: 1 


Failure of manufacturers to maintain 


| good communications with workers 


2. Inability of manufacturers to aban 





don a naturally conservative role. 3 
Letting the ball of le: idership be taken 
by the politicians. Actually all three 
are phases of the one root: poor com 
munications, 

For several years I served with 
pleasure on the State Inter-Racial 
Commission. During those years I be 
came acutely aware of some of the 
factors that lie behind so many cases 
of intolerance. I learned that class 
hatred is sometimes sown purpose 
fully, cultivated by others politically, 
nurtured by some through ignorance, 
and exploited by others cynically. 

“If all Catholics were like you,” 
says one bigot, “I wouldn’t object to 
them.” 

Substitute Jew, Protestant, Yankee, 
Italian, Pole or Mexican, and you 
have one of the oldest, dreariest prod 
ucts of ignorance, bigotry. For when 
the fellow says, “if the rest were only 
like you,” he is saving, in effect, that 
he has been out of communication 
with the others; been insulated from 
those of different race and creed. 
I'he others remain the stereotypes of 
ignorance, neatly fitted into the pre- 
conceived image. 

In the work of creating better inter 
racial relations we stress continually 
the need for judging people on an in 
dividual basis. There are saints and 
sinners, thieves and honest men in all 
racial groups. A man abandons bigotry 
for something better when he aban- 
dons stereotvped thinking and forsakes 
the tribal concepts of the bigot. 

Precisely this kind of stereotyped 
thinking has been permitted to poison 
relations between employer and em 
ployee. The phony concept of the in 
dustrial tyrant, the no-good boss, has 
in some cases been purposefully 
planted in the minds of workers bv 
people who are interested in the wider 
distribution of poverty, and has been 
cynically cultivated by others with 
political or personal ambitions to sat- 
isfy 

I know a great many manufacturers. 
I know personally a great many labon 
leaders. I know, on a first-name basis, 
hundreds of men who work with their 
hands. We all have a great many more 
things in common than otherwise. All 
bleed when scratched. All have certain 
standards by which they live. All have 
a mortal life. All have worries and 
pleasures. All have periods of discour- 
agement and periods of happiness. 
And in each of these groups there are 
the venal, the greedy, as well as the 
beneficient and the generous. I could 
10t—and I challenge anyone else to do 
so—say that, by and large, manufac 
turers are worse or better than anybody 
else. 

But this popular concept of the 
manufacturer has been well planted. 


he Grea atest News 


For Ele ctric Dri AL Distributors 
r 


@® SurerDuty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 





(EW, also Superduty 34” and 34” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPpEeRDUuUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric ToOoLs, INC. 


341 West 83rd Street, Chicago 20, Illinois 
In Conoda: 369 Danforth Road, Toronto 13, Ontario 
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EMBUR 


Due! 


e 
IGHWAY TORCHES 


« Weather Guard Burner 
stays lighted 


« Cam-Lock Burner Hood 
no threads to strip 


Easy to Fill 

Ring Chain—for easy 
carrying and placing 

Two models — Flat base 
or self-righting 


Fae more Luck-E-Lite facts and 
nearest distributor, Write 


EMBURY MANUFACTURING CO 
WARSAW, NEW YORK, U.S.A 


: 


Ta TS 


MBURY 


EmBURY 
ut 


| the gap 


| pla fact 


ie 


Lhe politician, looking for the whip 
ping boy, has only to drag out the 
greedy interests.” In a national emer 
gency it may be necessary to draft 
some of these greedy fellows to get 


| things done, but in between times he 
| makes a good straw man to knock 


down. Some men even have risen to 
the Presidency by doing it. 

Ihe development of this concept 
has been speeded up by the poor com 
munications that exist in many fac 
tories between the front office and the 
men at the workbenches. My factory 
is small and I know the names of my 
But as industry grows in size, 

between the two widens 
Eventually a bad thing happens. The 
top man begins to think of his work 


workers 


| ers as units on a graph or chart. And 


the man at the bench begins to think 
of the man at the top as a two headed 
monster bent on sweating his work 
crs 

At this point, you see, myth re 
and that’s the way some 
people planned it. 

[his is neither desirable nor neces 


| sary. There are plenty of devices by 
| which two-way communications, two 


wav flows of information, can be kept 
It is being done today in many 
Workers worth their salt are 


going 


plants 


| entitled to know something about the | 
| plans of the company. 


They have a 
right to know, in a general way at 
least, how the company’s products are 
l'oo often, though, the only 
time they hear from the front office is 
in the form of an admonitory finger 
shaking. Workers have the right to 
sce the head man once in a whik 


selling 


asa 
1 Jovian figure 
from his lair for the 
Christmas party and then disappears 


human being, not as 
who emerges 
for another vear 

Ihe second factor that has led to 
this low esteem is the inherent con 
servatism of manufacturers. If a man 
in business makes a wrong guess, it 
can be fatal The President of the 
United States can guess wrong on in 
flation and deflation, and cost the 
country bilhons. Wrong guesses in 
Government are buried in the Federal 
Treasury. But when a manufacturer 
wrong, he may be guessing 
himself and his stockholders into 
bankruptcy and his workers out of 
iobs 

It is a heavy responsibility, and 
breeds a conservative point of view 
The manufacturer, like the physician, 
is slow to accept innovations. He 
fights things that affect his business 
from the political outside. He does 
this, not because he hates his fellow 
man or wants to see him lack 
security, but because every new factor 
that develops bevond his control 
makes his job harder 


guesses 
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EAGLE OILERS— 
first aid to 
uninterrupted 
production 


Mechanics and maintenance men have long rec- 
ognized Eagle Oilers as essential to equipment 
efficiency. Many a long run has been spared an 
expensive, time-consuming shut-down or break- 
down because an Eagle Oiler was at hand for 
regular lubrication. One of the shop favorites is 
the handy, easy-operating Eagle Hydraulic Pump 
Oiler with either straight, angle or flexible spout 
to reach quickly spots otherwise hard to get at. 
There's an Eagle Oiler for every industrial need. 











Order from your Distributor 


MANUFACTURING COMPANY 


Wellsburg, W. Virginia 
o 





ORANGEVILLE... 
TRUCKS 


‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service, 
Orangeville offers all types for factory and 
warehouse service and special trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are 

of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure u have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 
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Wedglok Satety Connecting 
Links Create Striking Savings 


broad range of alloy and carbon chain 


pn eee 


right on the job . . . no questionable 
field welds 


With just two sizes of drop-forged heat-treated 
Universal Wedglok links connections can now be 
made for a wide range of chain 4° to &", 
depending on the type of chain (alloy or carbon). 


Many users who stock links for making up 
slings on the job find Wedgloks the answer for 
emergency repairs. By using Wedglok Safety Con- 
necting Links, they can safely replace a damaged 
leg of a sling from a running length of chain... 
at about one-third the cost of a typical replace- 
ment chain! 


Wedglok links are available in sizes up to 31.” 
They are used in material handling, chain opera- 
tions in steel mills, foundries, industrial plants, oil 
fields, strip mining, logging and on construction 
work. These alloy steel links are stronger than 
alloy chain or wire rope of comparable size. They 
are often furnished on new equipment 


cant. veel Ane 


Anyone can assemble .. . 
no special tools ... no =— =) 
welding } 


Ewald | 
All you need is a hammer! It tokes Be ats 
Walp 





only a moment to fit the link halves 
together, insert the spacer and peen 
the spacer points to hold it tight. . . 
This is the sofest connecting link An Invitation 


available and the easiest toassemble, To Distributors 





nnection ... hook up with a Wed 
iid - 7 . * me We will be glad to send complete information 
on Wedgiok Links and other Interstate prod- 


y “ts. Distribution on these lines is now being 
tt uct 

Yh established nationally. 

tj 


Your inquiry will bring complete catalogs 


DROP FORGE COMPANY and prices along with a 17” x 20” wall chart 


showing how easily Wedgloks can be selected 


GZ 
WY | 4033 North 27th Street © Milwaukee 16, Wisconsin for use with specific sizes of chains and hooks. 


ZZZZB Also Mokers of Bolt Cutters, Strap Sheors, Hot-line Wire Cutters 
and Sheet Metal Tools 
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Ihe lesson that we manufacturers 
have not all learned is that when 
social reform is inevitable—and it be 
comes inevitable when the people 
want it—it is far better to ride with 
the ship to a good anchorage than 
to try to block the voyage altogether 

Some manufacturers bucked every 
phase of the social-security program 
and some still honestly think it is all 
wrong. The realities are that it is in 
effect and manufacturers have had 
little or nothing to do with it except, 
of course, to provide the money. 

Similar opposition, although less 
marked, developed to pension and 
other welfare provisions that are be 
coming standard in waze agreements 
But have we learned? I doubt it. If 
we had, then trade and manufacturing 
associations would at this moment be 
spending a good amount of money 
doing a scientific study of the feasi 
bility of a guaranteed annual wage. 

A few months ago I mentioned 
this inevitable reform to a group of 
executives. Almost to a man, they 
shook their heads negatively. 

“But,” I said, “you must believe 
in a guaranteed annual wage, for 
each one of you enjoys such a wage 
now. And you don’t need that as- 
surance of steady income nearly as 

l ’ Met - much as the people who work with 
Veteran | a vic 
ae se - og one of them said, “It’s not 
| | 7 ue 5 easible.”” 
So adiers es I answered, “If it is not feasible, 
’ then the time to find out is now. Let 
ol th us get the facts and not wait until 


some demagogue comes along and 
P Q Ps Here's a profit cue: More Ahlberg Pre- sponsors it. <3 us see if it can’t be 
ro il cisioneered Bearings are being ‘‘drafted ais am tiie wan” 
into D.O. production line duty than ever aone m hogs ICEHgEnS Way. a 
. before in Ahlberg history. It’s an Ahlberg I don't know to what extent it 1s 
Li hes Distributor success story that is strength- feasible. But the fact is a uarantced 
ening America today and strengthening annual wage and profit sharing are 
relations with manufacturers from coast- only two of the problems that must 
to-coast The basic reason is simple: No be generally met as they are now 
finer ball bearings are made—accura- being met in isolated cases. 


cies up to 25 millionths of an inch is just - 7 e's : 
one reason. And Ahlberg distributors But you and I know what will 


stress quality. By building on “the best,” happen. Politicians, without bother 
old Ahlberg users KEEP “sold”; new ing about the economic facts, will 
Ahlberg users STAY “converted.” Ahl- sponsor a guaranteed annual wage, 
berg Bearing Company, 3025 West 47th labor leaders anxious to maintain 
Street, Chicago 32, Illinois their hold will get on the band wagon. 
And the majority of manufacturers, 
with their conditioned reflexes, will 
oppose it almost automatically. No- 
body will have the facts and we will 
eventually get a piece of half-baked 
social legislation. 

Many are frightened by semantics. 
The fringe issues already granted to 
labor. such measures as unemploy 
Wall LB ERG ment compensation, are phases of a 

\ guaranteed annual income. 
| And this leads to the third prong: 
PRECISIONeered Anti-Friction Products How the politician has taken the 
Since 1908 leadership away from _ industrialists 
The ego ideal of the American 
people has shifted. Nobody holds 
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Records prove it—sell any one of these 

S-A cost-cutters and it will sell many more 
in the same area. Almost every industrial 
plant is a prospect for one or more of 

these S-A products. Your men can build good 


volume business on these items. 


Remember—no investment is required 
because you don’t have to carry any stock. 
Find out now how easily you can turn the 


S-A line into profitable business. Write today 
for full information, prices and discounts. 


4 E sa 


CAR PULLERS 


save manpower. One 
man can move and 
spot up to six loaded 
cars. Every firm with 
a switch track can use 
one. Bulletin No. 1339. 


S-A "“TELLEVEL” 


regulates bin levels 
automatically, pre- 
vents overflow — 
controls material 
level in bins, tanks 
and storage silos. 


SPEED REDUCERS Bulletin No. 1048 


adapt standard full 
speed motors to any 
speed required. Saves 
time, floor space, in- 
stallation costs and 
maintenance. Bulle- 
tin No. 643. 


S-A Hand and Motorized 
WINCHES 
enable one man to lift 
—or move—heavy loads 
—up to 6,000 pounds. 
Ask for Bulletin No. 340. 


V3 


S-A 
BOX CAR 
LOADERS 


S-A 
“SWIVELOADERS"” 
fill and trim dry bulk 


8 


R 


GEWAY 


AVENUE 


speed up loading 
and trimming of 
loose, small lump 
materials into box 
cars. One man, part 
time, can operate. 
Bulletin No. 948. 


MERCHANDISE 





srepued Gop 


ade co 


AURORA 


ILLINOTS 


materials — up to 2” 
size— into cars, bins 
and storage spaces at 
low cost. Bulletin No. 
1046. Can also be fit- 
ted to conveyors to 
extend storage range. 
Request Bulletin 650. 


DIVISION 


LOS ANGELES, CALIFORNIA & BELLEVILLE 
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PYRENE MANUFACTURING COMPANY 
581 BELMONT AVENUE 


bonsistent 
National Advertising 
helps you 


SELL — 


tale 
=< 


Pyrene* makes extinguishers for every fire hazard. And 
Pyrene sells through distributors or jobbers, for it knows that 
only they can serve industry as it should be served. You 
have a head start on every call, because Pyrene is the most 
honored, most trusted name in the fire-extinguishing field. 
Pyrene advertises consistently in Business Week and a 
long list of trade and industrial publications. The ads 
tell vour prospects to order through you. You'll be ahead 
when you mention Pyrene on every call. Did vou today? 

*T.M. Reg. U.S. Pat. Ott 


There’s a PYRENE for every fire hazard 


NEWARK 8, NEW JERSEY 


Affiliated with C-O-Two Fire Equipment Co. 





Sgrene 
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the successful businessman or indus- 
trialist up as an ideal but Franklin D. 
Roosevelt and, to a lesser degree, 
Harry Truman, without the expendi 
ture of a single penny of their own 
ae , but Solety through sponsor- 
ing ie use of public moneys for 
various projects, became national 
idols. 

A good politician establishes good 
communications with the voters. One 
of the reasons for the remarkable 
power of Mr. Roosevelt was his 
ability to communicate ideas to 
voters in every stratum. Harry Tru 
man astounded the political wise 
acres by winning the last election 
He did it not only with Federal 
grants and subsidies but through 
speaking the language of the com 
mon citizen. Right or wrong, they 
understood him and felt he was “one 
of our own.” But where is the manu 
facturer who can today speak the 
common language and who is listened 
to respectfully? 

It is no happenstance that the 
political leader has the floor. He can 
act without personal responsibility. 
He can, if he wishes, plump for a 
three-day week of twenty hours. He 
can, if he wants to, promise to make 
every man a king and to put a 
pheasant in every pot. 

He knows that the fulfillment of 
those promises will place the burdens 
of operation not on his own precious 
neck but on the necks of those he 


| denounces—the “economic royalists” 

| who man the shops and factories. For 
| it is the manufacturer who makes 
| the pheasant possible—yes, and makes 


possible the politician too. 

These things seem too obvious 
even for repeating. But business 
leaders might be surprised, if not 
pleased to know how much misin- 
formation exists in the lower echelons 
of industry. Industrialists have not 
been too successful in telling their 
story. 

More often than not, they have 
not even tried. They have thus per- 
mitted themselves to become shoddy 
stereotypes, as distorted as the stage 
Dutchman and Irishman of old-time 
burlesque. And it is no meie accident 
that so many of these decent men are 
now the “malefactors of great wealth,” 
the special interests, the economic 
royalists and the predatory business 
barons. 

These are, of course, the figments 
of the demagogues and the Marxists 
But if we are to realize the full poten 
tial of our economic system we must 
recognize that in America we have 
something new, not to be confused 
with the Raven form of capitalism. 
thriving as it does on cartels and scar 
city. Ours, I like to believe, is a system 





de-pend‘a-ble. (dé-pen’da-b'l), adj. 
Trustworthy; reliable; worthy of 
being depended on, as in the case 
of Raybestos-Manhattan. RIM rubber 
- distributors can count on consist- 
ent top quality industrial rubber 
products with features that are 


exclusive; RIM distributors ‘depend 
on Manhattan” to meet any situa- 
tion... and their customers “stay 
sold.” Syn.— Condor Belts, Homoflex 
Hose, Homocord Conveyor Belts. 


JBBER D 


EW. #€ 2387 


RAYBESTOS - MANHATTAN, INC. 





aa 


Conveyor Belts 


ES 








ustrial Rubber © Fan Belts Radiator . 
in © Asbestos Textiles @ eaneee Pcie wiing = 
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A SAVING AT 
EVERY TURN 


DARNELL 
CASTERS 


Choose just the right 
caster or wheel for your 
needs from the Darnell 
line of nearly 4000 types. 
These precision made 
casters and wheels will 
help you speed up pro- 
uction . . . will pay for 
themselves many times 
over. 


DARNELL CORP. LTD. 
Long Beach 4, Calif. 


60 Walker St., New York 13, N. Y. 
36 N. Clinton, Chicago 6, Ill. 
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heavily tinctured with intelligent self 
interest 

Nobody can tell me that the Ameri 
can worker really wants to reject this 
system. He wants to retain it while 
gradually improving it. He knows, as 
we know, that in any system there 
must necessarily be managers as well 
as workers. And if those managers are 
Federal employees, as compared with 
private entrepreneurs, what does it 
profit the worker? He wants what we 
all want—an increasingly better life 
for himself, and especially for his chil 
dren. I am all for it. Meanwhile | 
refuse to permit myself to be cari 
catured by demagogues or other selfish 
people, and I will fight to the end for 
my right to be a first-class citizen, in 
cluding my right to run for public 
office. 

Anvbody who confuses our form of 
capitalism with the grimy industrial 
ism of the English Charles Dickens 
cra is as out-of-date as Karl Marx 
hat is why it is so imperative that we 
in America get our concepts revised, so 
we can more purposefully use this 
bright, shining tool of enlightened 
capitalism to carve out an even more 
abundant life. 

Manufacturers have a major role in 
that job, and I am proud to be one of 
them. 





Operations Ideas— 
Can You Use Any? 





Bulletin Boards 


The bulletin board is an old idea 
but still one of the most effective 
means of letting your employees know 
policy, methods, special announce- 
ments, etc. But, does yours get the 
attention it deserves? If it doesn’t, 
it may be because it hasn’t got that 
important look. Now available again 
is a metal board with cork back for 
inside or outside use. It has two set-in 
glass doors, lock and key and may be 
had in a variety of colors. Easy to 
keep clean and important looking. 
(A. C. Davenport & Son, 311 N. 
Desplaines St., Chicago 6). 


Address Plate Stripper 


Removing obsolete plate and index 
cards from Addressograph frames is 
a messy and time-consuming job and 
sometimes the frames and all are 
chucked out rather than messing with 
them. Since they cost between 2.5 

aa 
and 3.5 cents apiece this could run 





these handles 


UTICA TOOLS® are available with 
these special handles designed to 
increase comfort and efficiency. 

Additional cost is modest. 


oO SPRINGS FOR 
REPETITIVE OPERATIONS 


Spring in handle opens 
jows when pressure is 
relaxed. Spring can be 
provided separately or in 
combination with “Cush- 
ion Grip” dipped plastic 
handles. 


Speeds the work by reducing hand fa- 
tigue on frequently repeated operations. 


@ “CUSHION GRIP" PLasTic @ KNURLED PLastic 


“Cushion Grip" dipped soft plastic Red plastic handles with deep knur- 
ASK YOUR INDUSTRIAL handles give extra comfort. Particu- ling for a positive but comfortable 
DISTRIBUTOR ABOUT UTICA larly effective for women operators grip. Non-burning and non-explo- 
PLIERS WITH SPECIAL HANDLES on production lines. Standard colors sive they will stand up under ex- 
are red, blue and black. treme temperature changes. Easily 
AND HANDLE SPRINGS applied — “just hammer them on." 


DROP FORGE AND TOOL 


CORPORATION 


In Canada 


ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
UTICA 4, NEW YORK WALLS-IRONS, LTD., WINNIPEG 
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In CLEVELAND 


WALTER MEIER says: 


ter, of Meter Transmission Supply, Inc. 


“We find that ANGlgear has real door-opening possibilities. 
This small right angle unit has developed great interest in 


the Power Transmission field.” 


In the area served by Meier Transmission Supply, Inc., and through- 
uuntry, ANGL gears are intriguing engineers and satisfying 


pplication requirements. This standardized drive unit 


with 


the capacity of units many times its size—sells itself 


All you have 


1O 1s Show itt 


Among the applications tor this pocket-sized powerhouse, in and 
‘round Cleveland, are textile equipment * brushmaking equip- 
ment * bag machines * instruments * printing machinery in a 
cellophane plant * chemical plant equipment * and machinery 
for making aluminum thread. 


There are similar applications in your ANG 
section. Why not take an ANGLgear e 
and call on these prospects? We think * 
you'll be pleased with the friends you *° 
make and the sales you'll close. : 
A FEW CHOICE TERRITORIES ARE STILL ° 
AVAILABLE. WRITE US FOR DATA. @« 
7 - 


~~ @IRBORNE — 


ACCESSORIES CORPORATION 


1414 CHESTNUT AVENUE e¢ HILLSIDE 5, NEW JERSEY 
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into money if you like to keep your 
mailing list up-to-date. You don’t 
have to throw them away. The 
Dashastripper is a gadget that quickly 
strips plates and cards from all types 
of address frames. With one of these 
you shouldn’t have any reluctance to 
correct plates and index cards. The 
device costs $3.50. (Dashew Business 
Machines, Inc., 847 North LaCienega 
Blvd., Los Angeles 46, Calif 


Advertising Gum 


Want your firm name, address, tele 
phone number and product lines to 
stick with your customers? An inex- 
pensive advertising medium is now 
available in the form of a flavorful 
chewing gum which carries your 
name, products, service or sales mes- 
sage on both the front and back of 
each stick of gum. After the gum 
is wrapped in aluminum foil, your 
specially printed label is placed 
round each stick and every five 
sticks are wrapped in cellophane with 
m easy opening zip tape. Costs only 
1 fraction of a cent per stick more 
than ordinary gum. 


Vinylite Tarpaulins 


Uncrated machinery, stock stored 
outside (cars or trucks for that mat- 
ter, too) can get awfully messy if not 
protected. Ten-gauge vinylite _ tar- 
paulins, half as light as duck at half 
the cost, 100 percent waterproof, 
crackproof, peelproof, resistant to 
abrasion, motor oils, most chemicals, 
non-inflammable are available in 
Navv Blue and Aluminum = Grav 

American Agency, Dept. 16, 799 
Broadwav, New York 3). 


Adding Machine 


You can speed up a lot of your cal 
culations with a new electric adding 
machine at $270. It is available in 
8-column totaling capacity and is des- 
ignated as Model 78 SP. Under- 
wood Corp., 1 Park Ave., New York 
16) 


Sound Projector 


You can now make your own sales 
or training films at relatively low cost 
with a new 16 mm. motion picture 
projector that records and plays back 
sound by means of a stripe of mag 
netic material on the film-edge. You 
put the sound on the film when it’s 
projected. Manufacturer figures cost 
of making a 10-min. movie in sound 
ind color for about $200. The pro 
jector can play conventional sound 
films as well as make and play mag 
netic recordings. Sells at $699. (Bell 
& Howell Co., 7100 McCormick Rd 


Chicago 45) 
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WHY SKILLED PIPE FITTERS Demand 


Fe 





Ker | 
“400” PORTABLE POWER DRIVE 


Fr(Gaertt> Toots 


make good workers 
better 





| 
RIGO *'400"’— bench model or stand with tray, | 
capacity 44"' to 2''—to 12" with geared tools. 


Time-and-work-saving power for | 
hand threaders, cutters, reamers | 


*% Extra light-weight unit—one man can handle it. 


% Lots of power—universal motor, forward, re- See us 
verse, won't bog down on large pipe. Booths 615-17 
m RIGID design 3-jaw chuck, chuck wrench at 


ejector; self-centering workholder in rear turns Triple Industry 
with pipe. Supply Convention, 
* Sealed-in lubrication—no oil to spill. May 19-21 


% See the remarkable “400” at your Supply House! 


THE RIDGE TOOL COMPANY © ELYRIA, OHIO 
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Portable Recorder 


If you feel indulgent about your 
salesmen, why not let them take a 
“secretary” on the road with them? 
This “traveling secretary” is a battery 
operated tape recorder that weighs 
less than 10 Ibs. (including self-con 
tained batteries). Your salesman could 
then make extensive notes even if 
they were covering the territory on 
mule and in the woods. Device op 
erates like ordinary battery-radio with 
batteries capable of operating for 100 
hrs. before replacement. 

Spring motor runs 15 minutes with- 
out rewinding and can be rewound 
during operation. Playback made on 
the same instrument through use of 
ear-phones. A separate 110 v. AC 
playback unit is also available for loud- 
speaker listening. Thing’s called 
“Magnemite.” (Amplifier Corp. of 
America, 398 Broadway, New York 
13). 


Accounting Machine 


Your statistics people might be in- 
terested in a machine that “remem- 
bers” as much as 11 different figure 
totals at once, designed to handle 
complex accounting work. The ma- 
chine has nine registers and two cross- 
footers. The cross-footers can be 
utilized as registers in analysis work. 
It is called “Sensimatic” (Series 300) 
and fills in the middle ground be 
tween the manufacturers small port- 
able bookkeeping machines and more 
costly specialized automatic account- 
ing equipment. (Burroughs Adding 
Machine Co., Box 418, Detroit 32, 
Mich.). 





D-A-T-E-S 
TO REMEMBER 





May 1-7—International Foundry Con- 
ess & Show, Convention Hall, At- 
antic City. 

May 6-9—4th International Lighting 
Exposition and Conference, Cleve- 
land, Ohio. 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 

June 16-20—Industrial Finishing Ex- 
position of 1952, International Am- 
phitheatre, Chicago. 

Oct. 6-10—National Hardware Show, 
Grand Central Palace, New York. 

October 14-16—7th Annual Expo- 
sition, Society of Industrial Packag- 
ing & Materials Handling Engineers, 
Coliseum, Chicago. 











The Plumb Ball Pein Hammer is engi- 
neered to strike with power and precision. 
Perfect balance, with weight scientifically cen- 
tered behind the pounding face, adds extra 
force to the swing, reduces fatigue. 
The cone shaped pein spreads 
rivets evenly without mashing them. 
The Plumb Ball Pein head is forged 
from special analysis steel. Each 
handle, made from second growth 
hickory, is tested for strength. 
With a Plumb Ball Pein jobs go 
faster and more accurately. 
Fayette R. Plumb, Inc., 
Philadelphia 37, Pa. 


The black head with the 
red handle — exclusively 
PLUMB 





HAMMERS 
HATCHETS 
AXES 
FILES 
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the unique speed reducer 





Coiled strip stock in any width ... when you need it and at 
lower cost! That’s what shops equipped with Yoder Rotary 
Slitters are assured. For with these dependable machines, 
the delays and higher costs of special width stock are elim- 
inated. Mill-width coils;(al¥ays more readily available) may 
be slit to requirements on a moment’s notice. 

In designing machines to fulfill such a key assignment, 
The Yoder Company must naturally exercise extreme caution 
in selecting so vital a component as a speed reducer. And it 
certainly does! No. 2,2% and 3 sizes (two are illustrated) are 
equipped with compact, horizontal, Winsmith (pat.) Differen- 
tial Gear Reducers ... unique among speed reducers ! 

The heart of this design is a 6-gear planetary element, 
free within its housing to float into the most equalized load 
distributing position. Even wear, automatic compensation 
and alignment, smooth, enduring operation are thus assured. 

For requirements within the 1/100 to 85 hp range, with 
ratios from 1.1:1 to 50,000:1, Winsmith is the name most 


remembered. Information in “Save through Standardization” 
folder. Write. 
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FROM THE 


oa FILES 0 


25 YEARS AGO 


George B. Carpenter & Co., Chicago 
distributor, elected Hubbard Car 
penter president and John A. Car 
penter, vice president. 

James McGraw, Inc., Richmond, Va., 
supply house, moved to new quar- 
ters in a five-story building at 9th 
& Cary Sts. 

The United States Rubber Co. held 
a three-day sales conference in De- 
troit which was attended by 500 
representatives, almost its entire 
sales staff. 





The National Pipe and Supplies Asso- 
ciation completed plans for its an- 
nual convention in Pittsburgh, to 
be held May 10-11 at the William 
Penn Hotel. 


‘My advice to the house and its sales- 
men is to pick a good specialty and 
get all worked up over it”’—E. J. 
Heimer, sales manager, Barret- 
Cravens Co., Chicago, writing in 
Mill Supplies. 


The Jewell Belting Co., Hartford, 
Conn., announced plans for gradual 
liquidation of its business and assets. 


Herbert Hoover, secretary of com- 
merce, announced that Baltimore 
would be the scene of a test census 
of distribution preparatory to pre- 
senting Congress with a proposal 
for a nationwide census. 


D. K. Swartwout, president of The 
Swartwout Co., Cleveland, and Mrs. 
Swartwout, returned from a Medi- 
terranean cruise on the liner “Lap- 


land.” 


John C. Campbell, president of New- 
ark Wire Cloth Co., Newark, N. J., 
completed his 50th year in the wire 
cloth industry. 


The American Can Co. announced 
plans to build a $600,000 plant at 
Pacific Grove, Cal. 


The Wayne Belting & Supply Co., 
Fort Wayne, Ind., appointed R. E. 
Buchholzer sales director of the in- 
dustrial supply department. He 
was previously with Fort Wayne 
Pipe & Supply Co. 

Harry E. Dickerman, since 1908 with 
The Chisholm-Moore Mfg. Co., 
Cleveland, resigned as vice presi- 





A Salute to 


the men behind the men 
who make the guns 


E it guns, or farm tractors, automobiles or wash- 
B ing machines, television sets or electric mo- 
tors, the Industrial Supply Distributor plays an un- 
equalled part in helping meet production schedules. 

His Service of Supply, unequalled in the whole 
world, is your assurance of the right tool in the 
right place at the right time—thus contributing 


importantly to America’s genius for production. 


Industrial Supply Distributors, coast to coast, 
furnish industry with its requirements of Standard 
Shield Brand Tools — since 1881 — Foremost in 


Quality of design, workmanship and material. 


Y ‘ DEPT. 15-8, 3950 CHESTER AVENUE 
STANDARD |OOL ((0. ctevsvano 1 ono 
New York - Detroit - Chicago * San Francisco 


STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS Oe a 
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dent and sales manager of the firm 

and announced he would go into 

- business for himself in the near 

SAVE TIME... Tice future, specializing in the sale of 
am hoists and pulleys. 


Ss FOR A COMPLETE LINE OF 10 YEARS AGO 
: om AMERICAN STANDARD SIZES H. J. Garrett, of Bostwick Braun Co., 


Toledo, Ohio, distributor, was 
credited with devising a method of 
packing lubricant into tank assem- 

f& ) blies hydraulically, instead of by 
:_} the hand-paddle method which had 
me B&H LOCK WASHERS created a bottleneck in one of his 


customer's plants. 





a A disastrous fire swept the five-story 
PACKAGED FOR EASY IDENTIFICATION - IN STRONG, DURABLE CARTONS Campbell Hardware & Supply Co., 
Seattle, Wash., destroying supplies 


and equipment valued at $300,000. 
WASHERS cepa mr, 
- LO or PACK AGES The fecee The War Production Board froze all 
AVAILABLE In B 3 stocks of plumbing and _ heating 
conrats | FINISHES — supplies, except for retail sales of 
mA 


Cadmium A. S. A. $5 or less and certain preference 
Carbon Stee! | Line 


ratings. 
Stointess Stoo! P wee S. A. E. hes 8 oe oe 
je A Bronze After a two-month’s recession, the 
K-Monel | tet ee A. 5S. M.E. distributor Sales Indicator again 
Aluminum ™ ‘ touched its all-time high of 290 
for March (100 equalled the aver- 


Te ee SM CLG LIL mame 38° month, 1954-38). 


A decline of 85,000 in the number of 
TOLEDO 6, OHIO jobless persons brought total un- 
employment in the United States 
down to around 4,000,000. 


| John G. Bright, of Bright & Co., 
> Reading, Pa., distributor, was re 

en Urc asing ope— ported back in action with the Fly- 

“OW ATERPROOFED”’ | ing Tigers in Burma after recover- 


LET THE ing from burns received when his 


plane was forced down in a rice 


B LU E paddy. 


The Hygrade Sylvania Corp., Salem, 
& Mass., purchased a new plant at 
Mill Hall, Pa. 


ae | J. H. Matthews and O. H. Cilley were 
F YELLOW ) pee ao thie hand of dion <2 

Raybestos-Manhattan, Inc.,  Pas- 
FIT it a R MARKER a NT. anhattan ne AS 
ee BE YOUR Frey Industrial Supply Co., Los An 


ms geles, expanded warehouse and 
— aT, 


Va) SARs gen GUIDE office space to accommodate in 
WA a > | 
Qa Seater ee . 


creased volume of war business. 





. 
“Ma 


4 


. 
. 
. 


“N 
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. 
A 
‘ 
A 


; “oo Found on the outside | Herbert P. Ladds, president of the 
~ : , S % aie ae | National Screw & Mfg. Co., Cleve 
a oa 2 br land, was elected a director of the 


smaller sizes Cleveland Chamber of Commerce. 


| Col. George Cherrington, of Stand- 
| ard Machinists Supply, Pittsburgh, 
THE EDWIN H. FITLER CO. was serving as assistant chief of 
staff for the western Pennsylvania 
PHILADELPHIA, PA. area. His son, George H., Jr., was 
an officer in the field artillery. 


Sold by Dealers Everywhere 


Dr. Frank J. Tone retired as president 
| of the Carborundum Co., Niagara 
Falls, to become chairman of the 
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with 554 sizes of ... stock bearings for all applications in machine 


tools and industrial machinery. 


with 324 sizes of ... replacement bearings for all popular sizes and 


makes of electric motors. 


with 263 sizes of ... completely machined tubular and solid bronze 


bars. 


Hundreds of different sizes of Bunting Bronze bearings and 
bars make it easy to select a size that fits the job. 


BRONZE BEARINGS © PRECISION BRONZE BARS ® BUSHINGS 


= 


... IN STOCK EVERY WHERE 


xj 


Bunting products are instantly 
available in all markets, from the 
stocks of leading industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 


As advertised in Business Week + Factory M 9 and Maint * Steel « 
tron Age + Mill and Factory * Southern Power and Industry « industrial Distribution 





THE BUNTING BRASS & BRONZE COMPANY + TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
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Sagi 9 IT PAYS TO KNOW... 





There is a Rotary Pump that will fit 
your job. The following features of — 


VIKING ROTARY PUMPS 


Will help assure you of it! 

1. Simple “gear-within-a-gear” principle—only 2 

rugged, moving parts. 

Positive suction and discharge. Self priming 

No pulsation. Integral relief valve on pump 

head if desired. 

3, Sizes ranging from } to 1050 gpm. 

4. Over 600 standard models from which to 
choose, plus thousands of specially con- 
structed units. 

5. Complete line of metals and their combina- 
tions to fit your needs. 

6. Complete range of drive, mounting and 
power units available. 


? 


» start, send for free 8- page 
er SISMM today 


LC: omen 
GREATER PROFITS 
CLIPPER 


¥ ¥ Constant Consumer Demand 
W No Factory Sales to Users 
y W Nationally Advertised 
SY v Firm Resale Price Policy 
Y v Highest Uniform Quality SB 


Sold ONLY 


Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


ete 


SBELT t&£CIUNS 
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board. He was succeeded as presi- 
dent by Arthur A. Batts. Dr. Tone’s 
son, Frank J., Jr., was elected a 
vice president and board member. 


Pacific Mill & Mine Supply Co., Los 
Angeles, added the line of jacks 
manufactured by the Buda Co., 
Harvey, Ill. Over 50 were sold in one 
order to a shipyard, with capacities 
up to 50 tons 


The American Society of Tool Engi- 
neers decided to cancel the Machine 
and Tool Progress Exhibition for 
1943 because of the need to put 
all tools into production for the 
war effort. 


Clarence A. Kries, for many years 
general manager of Henry A. Kries 
& Sons Co., Baltimore distributor, 
formed his own firm under the 
name, C. A. Kries, inc 





NEW LINES 
taken on by 
DISTRIBUTORS 





Standard Industrial Supply Co., 
Springfield, Mass. has been named 
distributor for products of the fol- 
lowing manufacturers: 


© Boston Gear Works 
Quincy, Mass. 


e Browning Mfg. Co. 
Maysville, Ky. 
(V-belts and pulleys) 


e The Goodyear Tire & Rubber Co. 
Akron, Ohio 
(mechanical rubber goods) 


Waite Hardware Co., Worcester, 
Mass., has been named distributor 
of the following products: 


e Rockwell Mfg. Co. 
Delta Mfg. Div. 
Milwaukee, Wis. 
(Multiplex line of radial arm saws) 


@ Rockwell Mfg. Co. 
Delta Power Tool Div 
Milwaukee, Wis. 
(parts distributor for New England 
states) 


Ducommun Metals & Supply Co., Los 
Angeles, has been named a distribu- 
tor for products of Simonds Saw & 
Steel Co. 

J. N. Fauver Co.’s Dayton, Ohio, 
branch has been named a distribu- 





$20,000 in Sales 
FROM A 1,200 INVESTMENT IN 


Say CHICAGO MOUNTED 
WHEELS for the world’s safest 
grinding wheels. 


Over 200 different sizes and 
shapes. 

= 
For the best delivery in the in- 
dustry—order Chicago Mounted 
Wheels. 


For a wider range of treat- 
ments and bonds covering spe- 
cial jobs . . . Chicago Mounted 
Wheels. 


20,000 manufacturers through- 
out the world, including the 
largest companies, are using 
Chicago Mounted Wheels. 


for Chicago Wheel’s Profit 
Opportunities for ‘52 
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picay” 


’, £0 wheels 
po 


“In 1951 my entire stock of Chicago 

Mounted Wheels was sold out 26 times—that's 

V/ J ; . 
a complete sell-out once every two weeks! 

There isn’t another line | know of that gives me the fast 


turnover and the high mark-up profit I get from selling 


Chicago Mounted Wheels.” 


“What's more, Chicago Wheel takes any slower-moving 
numbers right off my hands...and gives me any of their 
complete Mounted Wheel line of over 200 different sizes 


and shapes that sell best in my locality.” 


Get on the Chicago Wheel bandwagon—write today for 
your special deal on this easy-to-sell, customer-approvedl 


grinding and mounted wheel line. 


CHICAGO WHEEL & 


Dept. ID, 1101 W. Monroe Street 
Chicago 7, Illinois 
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FOR THE DEFENSE 


of your machinery 
and equipment, use a 
CLEMENTS - CADILLAC 
blower - suction cleaner 
to fight Dirt, Dust, and 
Grit. It routs these 
enemies effectively, 
quickly, economi- 
cally 


Eligible under 
CMP. regula 





Made in $ 
with attachments for 


ADVERTISING 
LIKE THIS 


ame 
~=2% 
ee 
— 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


a 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


models 


very cleaning job 


PORTABLE COMBINATION 


BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6622 S. NARRAGANSETT AVE., CHICAGO 38, ILL. 


Cvare 
“WHITE-TAPE 


ING FT.- 8 FT OR 10 FT. LENGTHS 


Quality features 
packed into 
every inch of this 
outstanding 
white tape: 


Snow-white blade with bold, legible, 
jet-black numerals and graduations. 
Graduated in 32nds for first 6 inches. 

Sturdy die-cast case heavily chrome- 
plated, calibrated for quick reading in- 
side and outside measurements 

Blade 44" wide made of finest high 
carbon steel—tempered — Bonderized— 
enamelled—baked. 

Blade replaceable in seconds — with- 
out tools—without even opening case. 
And Evans replacement blades cost far 


less. 
@7847 vane &Cco.: 


SELLER 
WRITE US 
FOR DETAILS 


the best Bt iia e dae made 


at the lowest price yet 


Exclusive Evans automatic brake 
gives sffioother push-pull action with 
absolutely no “creeping” of tape into 
case. 

Underside is whité too. Mark with 
ordinary pencil, remove mark with 
flick of thumb 

Every “Evans White-Tape” is un- 
conditionally guaranteed. 


Check these list prices: 
10-ft. $1.49 8-f1.$1.19 6-9. 98¢ 


Elizabeth, N. J—Montreal, Que. 


Prices higher im fer weat end Conada 


Makers of Evans Folding Rule and “The Folding Yardstick 
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tor of Parker tube fittings, tube fab- 
ricating tools, and related powe1 
plant accessories. 

Smith Wadsworth Hardware Co., 
Charlotte, N. C., has been ap 
pointed a distributor for the cutting 
tools line of Standard Tool Co. 

New distributors announced for prod 
ucts of The Rust-Oleum Corp 
include 

e The Republic Supply Co. of Cali 

fornia 
Los Angeles 

e The Adkins Co 
Berlin, Md. 

e Mill & Contractors Supply Co 
Wilmington, N. C. 

e The Warren Hardware Co. 
Warren, Ohio 

e American Radiator & Standard Sup- 

ply Corp. 
Zanesville, Ohio 

e Couch & Hevk 
Peoria, Il. 

e Buhl Sons 
Detroit 





Book Review 





PLANNED SUPERVISION OF 
OUTSIDE SALESMEN 


by Charles L. Lapp. Ph.D.. 
The Ohio State University 


his precisely outlined book covers 
everything a sales manager needs to 
know about handling salesmen, and 
other sales managers, in almost any 
industry. It is about supervising, not 
selling, and treats at some length func 
tions and problems common only to 
the larger organizations, but the facts 
presented are meat for all who have 
the time for 300 pages and 78 tables 

For those who don’t, well organized 
chapter headings will help the reader 
find what he wants, from how to makc 
a time-and-duty analysis, to how to 
write a letter to a salesman late with 


| his call reports. 


The book summarizes the findings 
of a three-year survey of members of 
the Nationai Sales Executives, The 
tables contain tabulations of the 400 
replies, of which 110 represented sell- 
ers of other than constitmer products. 

The chapters cover: plarnitiing; ot 
ganization for supervision, and lines 
of authority; external sources of aid in 
supervising salesmen; methods of su- 
pervision; supervision tools; individual- 
ized continued training; preliminary 
control aspects of supervision, includ 
ing routine planning and scheduling: 
operational control phase of supervi 
sion (quantitative and qualitative 








SHOW BOTH. SELL BOTH ! 


— 





| GHANGE TOOLS IN SECONDS WITH 
| us E VLLY-AUTOMATIC CHUCK 
eS Your Customers 


+a 3 % WILL INSTA 
7 a % NTLY 
“laa! | THE SAVINGS — 


: TIME... TOOLS... MONEY 





Here's all there is to changins tools: 





Grip sieeve—pul down—)aws open 2. Insert new tool—push UP tapered 
stroma ice y—tool Fe cased part—tool is locked piace 


>> BOTH AR 

' EBA 
Save time—no more hunting for keys ¥ e ¢ KED BY: 
collets of wrenches. Save tools—smooth. powerful edvertisi 

collet of and growed jaws EP CINE TAT, oat sing campai . 
out chewing into tools Automatically rong sales pro gns 
self-centering grip increases with load motion 


: ¢ direct inail « sales aids 


drilli 

automatic chuck For f 

ting, drilling and reaming '* boring of urther information write 
milling machines They will also save H 


WAHLSTROM «+ 
FLOAT-LOC 
money in te he wo" x for burt? 
ens two pon of we AMERICAN MACHINE — - oe DEPT. 
tools from 1 64” to 3/8": 511 Fifth Avenue, New are co. 
F ork 17, N.Y. 


1/32” to 1/2” 

For further information see your local 
industrial supply distributor oF write 
vahistrom—Fioat-Lock Sales Dept. 
American Machine # Foundry Co sul 
Fifth Ave New York 17, N.Y. 


A) 6 WAHLSTRO Fay ant CHUCKS 


wo KEYS, COLLETS OF WRENCHES 


Fo reguiay 
Moher I 


rill any 


As Advertised in... 


* MODERN | 
pe red ‘ 
MACHINE SHOP ty. B chan 2 bee Manamnt 
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ree of moving work wmbe Of he 
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: and 4 ton 
E T L Ry UE BOOK rill. Wort ¢ h Bretrace bron ~~ 
; move ot annem 


: AMERICAN MACHINIST # a o -_* eater tum any angie 
METAL-WORKING aa 
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ACCLAIMED AT THE "Spay Meshes Doe 
A.S.T.E. SHOW : 


° ow York 17, y 
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PRESSEs_, SAFETY y 
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SPROUT - WALDRON 
“Blue Face” Line 


Because of their widespread use 
and recognition by American indus- 
Sprout-Waldron's “Blue Face” 

are a fast-moving distribu- 


TY 


Whether your needs are for wide 
belt conveyor pulleys, Belt-Saver 
standard power trans- 

pulleys — at Sprout-Waldron 

1 wide selection of sturdy 

ue Face’ pulley types 


ose from 


profitably make 
Pulley Head- 

ch con 

on the 
Sprout- 


npany, Inc., 3 Logan 


ck eheebeeseeeeeoseeaeeeaeesaeooaesceeooeoseeeqoqee Cae eCegesesseeer OSS 95 


Pennsylvania 





SPROUT-WALDRON 
W hai CAST IRON PULLEYS 


SINCE 1866 
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evaluation of salesman’s performance); 
developmental motivation and morale 
factors; communication phase of su- 
pervision; job satisfaction and sales- 
men’s Opinion surveys (the form for 
which is appended); and selection, 
training, compensation, and evalua 
tion of the sales supervisor 

The author believes sales supervi 
sion is being neglected, in most com 
panies, and that results of many ex 
pensive training programs are wasted 
because of poor management of even 
the seasoned sales force. His recom 
mendations are precise and include in- 
creased emphasis on job analysis of 
both salesmen and their supervisor, 
and the human approach to closer 
working contact between them 

Published by the Bureau of Busi- 
ness Research, College of Commerce 
and Administration, The Ohio State 
University, Columbus, Ohio, 1951. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A-P.A. 
Business Survey Committee. 








General Business Conditions 


The March survey of purchasing 
opinion finds no material improve- 
ment in over-all industrial activity, as 
production increases are about bal- 
anced out by declines. Scheduled back- 
logs of orders continue to slip, but at 
a slightly slower pace than in the past 
three months. Usually, these surveys 
show a sharp seasonal pickup in pro- 
duction and orders in March. This 
year, the trends indicate more of a 
leveling off than a lift. One bright 
spot is the tendency to close the gap 
between declining back orders and the 
rate of production, to bring supplies 
more in line with demand; the first 
such movement noticeable since the 
wide spread developed in December. 

Prices are definitely on the down 
trend, particularly in soft goods. Com- 
petition is keen for the volume busi- 
ness which is necessary to meet high 
break-even points. Inventomes are 
continuing down, for purchased ma- 
terials. Employment is off, when, sea- 
sonally, it should increase. The pre- 
dominant buying policy is in the 
mid-range between 30 to 90 days 
Available supplies and production are 
catching up with demand in most 
materials. 

Industrial purchasing executives, 





W IT PAYS TO RELY ON 


do 


YEARS 


Toledo leadership 
started a revolution in 
pipe tools 50 years 
J ago...inventing easy- 
threading tools with 
receding die segments 
instead of solid dies. 


You’ve heard it said, ‘“There’s no substitute for 
srience’’—and this has a two-way meaning to countless 
a thdysands of mechanics who are long-time users of Toledo 


Pige Tools. 
Experience of the man on the job has shown that Toledos 
are tools he can trust! Easy handling . . . accurate threading 


. time-saving . . . high production tools that produce leak- 
proof joints and reduce costs! 

50 years of experience at the Toledo factory keeps the 
entire line of Toledo Pipe Tools, Power Pipe Machines and 
Power Drives steadily improved . . . always out-front in per- 
wtérmance and dependability. May we send you our 50th 
Anniy€rsary Brochure telling how pipe tools can serve you 
Moe r? Write .. . The .Toledo Pipe Threading Machine Co., 

Pecdo, Ohio. New York Office: 165 Broadway, Room 1310. 


TOLEDO 


PIPE TOOLS... POWER.PIPE MACHINES ... POWER DRIVES 


- 


Factory and General Offices at Toledo. Toledo Simpact, 1'' to 2’ threader. Toledo No.999 2" Power Pipe Machine. 
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isked to mak 


omMparpon of pr 


ent defense production with that at 
the peak of World War II, reported 









59% have less than 5% of thei 
No. 120 Hi-Speed Steel World War peak; 25 have 5° to 
Heat Treating Furnace 20%; and 16% are currently doing 
from 20 up—which probably cre 
ites the current conflict of opinion 


m, “Wh so much ontrolling t 


No. 118 Combination neue so. little? 


Bench Furnace 


Ne. 120A Commodity Prices 


Hi-Speed Steel 
Heat Treating 
Furnace 


Industrial materials price structur 
in March show many more soft spot 
vith others developing. Concession 
from many ceiling prices are free 
offered Holder of lara upp! 
tocks, secured in anticipation of in 
creased defense production, are en 
deavoring to liquidate, particularly in 
nondurable — ling labricators — are 


GIVE YOUR SALES A BOOST hard hit by the reduction of back 


orders, the stretch-out of demands for 
defense production and cancellation 
WITH THE HOT PROFIT LINE making them keenly competitive for 
volume business to support their high 
break-even points. Purchasing Agents 


ire naturally taking a very cautious 
position, in view of these conditions 


It’s good business to sell Johnson Gas 


Burning Equipment to_ industrial George The Salesman 


users. You profit and your custo- = 


mers profit. The Johnson Line of No. 101 Bench Furnace 








Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are 
famous for efficiency and economy in 


heat treating tools, dies, and small 





metal parts. They are speeding pro- 
duction and cutting costs in hun- No. 1202 Blower 
dreds of plants. National trade paper 


advertising helps you sell. Consult 








your complete Johnson Catalog for 





additional profit-making items. “Quit wasting time—come into my 


office” 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, Iowa 





OUR SOTH ANNIVERSARY 





No. 60 ABC 
Concentric Ring Burner 
No. 706 
Annealing Furnace 














~ 





INDUSTRIAL GAS EQUIPMENT “. . . Don’t rush off—!I want to tell 


you about what happened last night.” 
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For almost two years has been sending a 
*‘Refresher Course’ on bearings to over three 
thousand & Distributor Salesmen. Prac 
tical, down-to-earth literature freshens their 
knowledge of bearings and bearing problems 

helps them give sound advice to their customers. 


To make a valid check of distributor opinion 
of *s continuing educational service, these 


NEW SOUND 
SLIDE FILM 


ee 


questionnaire cards went to Distributors’ sales- 
men. 


97.8, said, “Yes, continue your program!” 
y 


These men do want practical, down-to-brass- 
tacks selling help, and that’s what every Dis- 
tributor can depend on getting from 0sv 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
manufacturers of &%F and HESS-BRIGHT bearings. 


has supplemented the “Refresh- 
er” Educational Program with the first | 
of a series of full-color slide films. 
It's made available to Distributors, and 
made so that these Distributors can 7 


show the films to their customers 


/ 





NEW 
SALES HELPS 


® is continuously providing Distrib- 
utors with promotion to help close the 
sale including fact-filled catalogs, 
booklets, wall charts, etc 


Visit ZUG at the Triple industrial Supply 
Convention — Atlantic City — Moy 
19-20-21 — Booths 252-254. 
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KESTER 








—— A 
FLUX J 3 fete) 33 


SOLDER 


dd ddddddddddd dda 


KESTER 
Fiux-Core 
SOLDER 


UNIFORM Reduces Soldering Costs 


In using Kester, labor per assembly 
is held at the lowest practical 


minimum. Kester’s uniformity also 


reduces waste of critical material to the 


diminishing point because Kester can give 
your customers Solder engineered to their own specific operation. 


Kester alone has that necessary flexibility of flux-content (different 


core-sizes) providing just the right amount of flux needed. 


Diameters ranging from 9 thousandths to one-quarter 


inch available in Kester “44 
Plastic Rosin, “A, 


Acid, Knorust and others 


‘Resin-Five, 


KESTER SOLDER COMPANY 


4214 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey * 





Brantford, Canada 


Resin, 


Nosput, 


KESTER 


SOLDER 
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Inventories 


With no incentive to stock being 
created by the price trends, produc- 
tion cutbacks and much easier avail- 
ability of many materials, industrial 
inventories have taken another sharp 
drop in March, the fourth consecu- 
tive month to report this condition. 
Freer offerings of previously hard-to- 
get items, such as strip steel, are not 
finding ready acceptance beyond im- 
mediate needs. The threat of a steel 
strike or price increase does not seem 
to be affecting the prevailing con- 
servative inventory policy 


Employment 


Labor supply appears to be easing 
in most areas, except for the highly 
skilled people—engineers, designers 
and toolmakers. Layoffs and separa- 
tions again exceed the additions to 
pay rolls. Lower production schedules 
and the discontinuance of securing 
employees in anticipation of defense 
production orders are principal causes 
given. More short time and discon- 
tinuance of second shifts are reported 
this month 


Buying Policy 


The middle of the range from 
hand-to-mouth to 90 days is still the 
predominant policy of industrial buy- 
ers. Even the release of substantial 
— of CMP materials for the 
third quarter has not changed the 
trend to close buying. Price weakness 
and the tendency to adjust from a 
sellers’ to a buvers’ market are con- 
trolling influences 


Specific Commodity Changes 


The trend to lower prices reported 
since the turn of the year is empha- 
sized in March. Many more are down 
than up. Reductions percentageswise 
are not large and are principally in the 
softer goods. 

On the up side: Acetylene, brick, 
calcium carbide, chromite, sugar, ply- 
wood, oxygen. 

Down were: Acetate, alcohol, bu- 
tanol, gray and malleable castings, 
clothing, coal, corrugated and paper 
containers, cotton, foreign copper, 
lighting equipment, meat, eggs, glyc- 
erin, industrial tape, secondary 
lead, leather, some lumber, vegetable 
oils, paint, paper, wastepaper, wax, 
phenolics, rosin, rubber, screw ma- 
chine products, some solvents, tires, 
turpentine, perishable tools, twine, 
textiles, zinc scrap 

Hard to get: Sulphuric acid, bear- 
ings, copper, diamond tools, grinding 
wheels, machinery, nickel, pipe, spe- 
cial steels, copper wire 

Easier supply: Brass mili products, 
electrical controls and motors, lead, 





You've got a Partner who never lets you down 
... when you “team up” with MORSE! 


When you need the skill and coolness of “an old hand at the game”. . . plus 


the confidence that comes from a long record of winning when the chips are 
down ... that's exactly what you get when you are “teamed up” with MORSE. 
The Morse Twist Drill & Machine Co., New Bedford, Mass. (Div. of Van 
Norman Co.). Warehouses in New York, Chicago, Detroit, 

Houston, San Francisco. 


MORSE MEANS 100% DISTRIBUTOR-PROTECTION 


MOR Ss E. ouiitied Tools 
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lumber, rubber, many steel items— 


both mill and warchouse, textiles, 
zinc 
Canada 


The general pattern of Canadian 
business is now more closely parallel 
ing that in the United States. Pro 

Te Your ustomers duction rates and order books ar 
slightly higher. Commodity pric: 

weakness is about the same. Inven 


tories are not off as much. Employ 
ment conditions are the same. A 
OU cautious buying policy is in line with 


that in the Umited States. Defense 
orders are slow in developing. In 
dustrial building is picking up. A 
Spring upturn is not in evidence at 
this time 





JUSTRITE... [arene 


for EXTRA SAFETY! THESE OBITUARIES 














T The SAFE WAY to . 
handle and pour AUTOMOTIVE 
5 flammable liquids! 
SAFETY FILLING CANS AVIATION 
Spout cap automatically opens and e 
closes. Swinging handle balances MAINTENANCE 
load. Heavy coated steel body. 
R Built to last. Flexible spout for easy e 
pouring. Underwriters approved 
and listed. 4 gal. and 5 gal. sizes. PRODUCTION 
e 
for all kinds of rags or oily waste é& 
flammable material Heavy duty 
for extra protection. Cover closes MARINE 
automatically. Carrying handle 
E With or without foot lever. 4” high a 
sturdy legs. Underwriters approved 
and labeled. From 6 to 25 gallons. PETROLEUM 
¢ V5 prov 1 bs Underwriters I ib., Inc we Seving W. Lomenx 
} ORDER FROM YOUR JOBBER PRINTING 
% 


FREE CATALOG Irving W. Lemaux, 
Write Dept. ID RAILROAD ‘ . 
wae Srege Indianapolis Brush 
2061 N. Southport Ave. e 


o \ : 6 ( 
CHICAGO 14, ML. SAFETY Irv ing \ ° Lem wx, 66, forme! 
j president of the Indianapolis Brush & 


Broom Mfg. Co., Inc., died April 6 


- remem ber at 2 — Hospital in Indian 


\ leader in the city’s financial and 


political life as well as business, M1 
Lemaux had been president of the 
Security Trust Co. and had headed 
various public and civic bodies, includ 
ing the Indianapolis Board of Public 


Works, the Marion County Council, 
When your customers ask for ind the Indianapolis Board of ‘Trade 


He as also ‘sid of the St: 1 

FLASHLIGHTS - LANTERNS wt Reansl 9 Piet Coma On 

Supreme Oil & Refining Co. He had 

SAFETY FILLING CANS ® OILY WASTE CANS been at various times treasurer of the 
Indianapolis Clearing H » A ‘ii 

PLUNGER CANS ~- SAFETY LIGHTS con, Seesuur oF Oe Sales Wome 
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MANUFACTURING CO. 














Here’s how NEOPRENE’S performance 
can help you boost sales 


On your calls to chemical plants, highlight Neoprene’s top performance in products like 
your sales talk with products of neoprene. V-belts, gloves, hose, and protective cloth- 
For neoprene’s outstanding properties. . . ing is sure to please your customers .. . 
its resilience, durability, resistance to oil, paves the way to other sales. So, when a re- 
heat and most chemicals, give you hard- silient product is needed for long, rugged 
hitting selling points. service, recommend neoprene. 


PROTECTIVE CLOTHING coated with neoprene gives head-to-toe 
protection against fumes and accidental splashing of alkalis and 
acids. Neoprene’s ability to withstand contact with corrosive 
chemicals, grease, and oil means longer life for clothing, better 
protection for workers. 


GASKETS and PACK- 
ING of resilient neo- 
prene withstand heat, 


oil, steam, and most in- Oo O (S 
dustrial chemicals. Neo- Ps 


prene’slow compression 


set and good aging properties insure a tight, permanent seal on all 
types of equipment and fittings. 


TST 





PINCH VALVES of fabric impregnated with durable neoprene often 
outlast metal valves in lines carrying abrasive or corrosive materials. 
Flexible and tough, the neoprene coating resists most chemicals and 
ever-present grease and oil . . . stands up under frequent valve ad- 


justment. 


eet oF 
130% ANDIVer?3a7Y 
BETTER THINGS FOR BETTER LIVING 


FREE! THE NEOPRENE NOTEBOOK, Your customers - »» THROUGH CHEMISTRY 
read the Neoprene Notebook regularly. So don’t 


miss the information it offers about new and inter 
esting applications of neoprene. If you’re not getting 
it now, we'll be glad to send it to you. Write E. |. 
du Pont de Nemours & Co. (Inc.), Rubber Chem : 


icals Division, C-5, Wilmington 98, Delaware The rubber made by Du Pont since 1932 
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More and More Industrial Users Specify... 
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Only Vaco Offers Such Uniformly 
AWigh Zuality... So Many Styles and 
Sizes... At Such Low Overall Cost! 


@ Yes, industrial users everywhere . . . men who know 
quality, value and price in tools . . . are relying more and 
more on Vaco for every screw driver need. Made to highest 
standards with electrically heat treated chrome vanadium 
steel blades, and with exclusive Vaco Amberyl fire-safe 
handles, Vaco products give more for the money . . . are low 
cost in the long run. Buying is 
easy, too, because there are 
more than 250 Vaco stock 
styles and sizes! No need to 
shop around . . . all your 
regular, Phillips, clutch 
head, Reed and Prince, 
Klipxon, offset and spe- 
cialty drivers from one 
source! 


FREE 30-Page Handbook-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 



















catalog to be a veritable mine of informa- 
ton. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 
including bit size, handle 


diameter and length, blade dimer 







sions, screws to be driven, etc 
t' for every catalog file’ 


our tree Copy, today 


317 E. Ontario Street, 
Chicago 11, Illinois 


204 Laurier Ave, W., 
Montreal 8, Quebec 


More Than 250 Screw Driver Styles and Sizes! 
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| facturers’ Association, and a director 
| of the Associated Employers of 
Indiana. 

Mr. Lemaux had been forced by 
ill health to give up his more active 
business affairs two years ago. How- 
ever, he had continued as director of 
the Indianapolis Railways, Inc., and 
the Indianapolis Life Insurance Co. 

He is survived by his wife, his son, 
two daughters, and four grandchildren. 


Roland R. Preston, 
General Electric 


Roland R. Preston, 64, die sales 
engineer in the Pittsburgh office of 
the Carboloy Dept., General Electric 
Co., died on March 5 at his home in 
Pittsburgh after a short illness. 


| Mr. Preston was born in Ferris- 
| burg, Vt., and attended Goddard 
| Seminary, Barre, Vt. In 1908 he 


joined Page Steel & Wire Co., Mo- 
nessen, Pa., later becoming super- 
intendent of the company’s wire mill. 

In 1941 he became die sales engi- 
neer in the Pittsburgh office of Car- 
boloy Co., Inc. He was a specialist 
in the drawing of high cargon wires. 

He was a member of the Wirc 
Association. 

Mr. Preston is survived by his wife. 


| Lester P. Koenreich, 
| Deming Co. Salesman 


Lester P. Koenreich, 59, salesman 
for the Northeastern Ohio territory of 
The Deming Co., Salem, Ohio, died 
March 8 after three weeks’ illness. 

He joined the company in 1909, 
starting as office boy and later moving 
to the advertising department and 
order department. Shortly after 
World War I, he was transferred to 
sales, and started on the road in 1924, 
selling pumps in Eastern Ohio. He 
was credited with selling the com- 
pany’s first installation of a complete 
| “Marvel” water system, in 1917. 


Walter C. Crane, Manager, 
Crawford & Garner, Inc. 


Walter C. Crane, 44, manager of 
Crawford & Garner, Inc., Spartan- 
burg, S. C., distributor, died suddenly 
on March 19. 

Mr. Crane had been with Crawford 
& Gamer since its organization in 
1950. A graduate of Clemson Col- 
lege, he had been connected with 
several textile mills in the Piedmont 
area before entering the supply field. 
He served in World War II as a cap- 
tain in the Army Air Corps. 





IMMEDIATE DELIVERY 


Roller Chain 
SPROCKETS 


WITH INTERCHANGEABLE HUBS 


ee tem 


“QD” 
TYPE 


> 


YOU CAN SERVE 
YOUR CUSTOMERS 


FROM 


STOCK 


WITHOUT DELAY 
FOR RE-BORING 


Sprockets Offer Many Advantages 


QD ACTUALLY FITS SHAFT BETTER 

Tapered split hub actually grips 
shaft for a positive press fit. Will 
accommodate an undersized shaft. 


SIMPLIFIES CHANGES 

Many sprockets use same hubs; 
therefore, speed changes are quick- 
ly and easily made at a saving in 
price. Change of sprocket bore can 
be accomplished with new hub. 


CUTS REPLACEMENT COSTS 
Replacement sprockets can be used 
on old hub, which reduces cost of 
replacement sprocket. 


REDUCES COST OF “SPARES” 
Relatively few sprockets and hubs 
can be carried as spares to fit many 
drives in the plant and thus pre- 
vent costly shutdown time with min- 
imum inventory. 


JUST OFF THE PRESS 
CATALOG 300-C 


Shows list prices and dimen- 
sions of stock QD & DH 
sprockets. Chain dimensions 


and drive recommendations are 
in easy-to-use form. Write to- 


HUBS ALSO FIT bs 
Forl WorTx 


RANSCO 
V-Belt Sheaves omen 


FORIMWORIH 


STEEL & MACHINERY CO. 


Dept. 15, 3600 McCART, FORT WORTH, TEXAS 


FACTORY HOUSTON KANSAS CITY CHICAGO ATLANTA 
WAREHOUSES —LOS ANGELES ST. LOUIS MEMPHIS DALLAS JERSEY CITY 


V-BELT DRIVES 
SCREW CONVEYORS 
and ACCESSORIES 
SCREW ELEVATORS 
INDUSTRIAL FANS 
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YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
es \ vood blade an accepted blade a blade you can prove is 
better by actual test. 
Factory support men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions— and, of course, 


You the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin’s Powerflex 
a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 
Perhaps vou are already a part of Griffin's Griffin 
Blades 
Priangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales 
Write today 


THE TRIANGLE Industrial Griffin 
THAT MAKES FOR EASIER SALES Distributor Representative 


G. W. GRIFFIN 


Franklin, New Hampshire 


Sales Agents 


JOHN H. GRAHAM & CO. INC, 


105 Duone Street, New York 8, N. Y. 
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George Vonnegut 


George Vonnegut, 
Vonnegut Hdwe. Co. 


George Vonnegut, 91, former vice 
president of the Vonnegut Hdwe. Co., 
Indianapolis, Ind., died March S$ at 
his home in Indianapolis 

Starting as clerk in his father’s hard 
ware store, established in 1852, Mr 
Vonnegut had seen the family busi 
ness grow trom a one-store enterprise 
to a chain of 11 outlets. He and four 
brothers were made partners in the 
business about 1900. He held at 
various times the offices of secretary 
treasurer and vice president, remaining 
ictive until illness forced his retire 
ment two years ago. 

He was a past president of the Mer 
chants Association of Indianapolis, 
ind of the Indianapolis Convention 
id Visitors Bureau, and had served 
on the executive committee of the 
National Supply & Machinery Dis 
tributors Association. He was a di 
rector of the ‘Turner Building & Say 
ings Assoc. of Indianapolis for mam 
vears. 

He is survived by his widow, two 
sons, four grandchildren, one great 
grandchild, and a_ brother 


Robert E. Powers. 
B. F. Goodrich Co. 


Robert I. Powers, 57, of the public 
relations staff of The B. lk. Goodrich 
Co., Akron, Ohio, dicd March 30 
after a long illness 

With Goodrich for 20 vears, Mr 
Powers had previously been a news 
paper man and at one time had oper- 
ated his own publicity and advertising 
agency. In 1921 he became a report 
er on the Akron Beacon Journal and 
later was made citv editor. In 1926 he 





The compound action design of Metal-Masters delivers amazing 
cutting power. Metal-Master 10” snips cut with about one-half 
the effort required for standard 1242” snips. Hot drop forged 
of molybdenum alloy steel, fitted with nickel chrome molyb- 
denum bolts for toughness and durability. One edge serrated to 
prevent slipping. 

Complete set of 4 patterns will easily handle almost any cutting 
requirement of the sheet metal trades. M-1 and M-2 are designed 
to cut scrolls, circles or the most intricate designs. M-1 cuts to 
the left. M-2 cuts to the right. M-3 is designed for cutting shal- 
low arcs and for straight cutting. Small, light, easily carried in 
worker's pocket. 


NEW M-5 BULLDOG HEAVY DUTY SNIPS: Designed for 
notching, nibbling and cutting shallow arcs in sheet metal as 
heavy as 16 gauge. Its sturdy jaws and powerful compound action 
easily handle the tougher notching work usually done by the 
heavier, longer-handled snips. Only about 9” long, with a ~ 
cut, they are practically indispensable to workers in the sheet 
metal, air-conditioning, aviation and roofing industries. 


5 


Quality for more than a Century 
J. WISS & SONS COMPANY - NEWARK 7, N. J. 


faster, 
easier! 





cee Pat E OAT 


M-3 


/ cuTs 


STRAIGHT 
AND | 
COMBI- FOR 
CUTS LEFT NATION CUTS RIGHT NOTCHING 
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Fig. 4001 / 6561. Duplex unit consisting 
more of $ leve d Sealing Valve 


end ‘Angle Blowing Valve. 


BOILER BLOW-OFF VALVES 


When you show an EVERLASTING 
Duplex Blow-Off Unit to your custom- 
ers, their many superiorities speak for 
themselves . . . and sell themselves. 


Che sealing valve at the left is the 
EVERLASTING design that has been 
famous for more than 40 years . . . the 
valve with the drop-tight seal that actu 
ally improves with use because of its 
self-lapping action each time the valve 
is opened or closed . . . the valve that 
can't stick or jam because of its non- 
wedge design . . . the valve that opens 
in less than a quarter turn to provide 
unimpeded straight-through blow. 


The blowing valve at the right is the 
equally famous EVERLASTING Angle 
or “Y” Valve, specially designed and 
equipped to withstand repeated blow- 
off shocks, erosion and corrosion, and 
without pockets that might trap and 
hold solids. 


EVERLASTING Valves are profitable 


for you to sell, because they are profit- 
able for your customers to buy. Write 
for descriptive bulletins and prices. 


EVERLASTING VALVE CO. 
49 Fisk Street, Jersey City 5, N. J. 





Everiastin 


TRADE MARK “EVERLASTING REG. U.S. PAT. OFF 





Fig. 4001/6571. DOvplex unit constetinn ot 
Straightwoy lever-operated Sealing Valve 
ond Y Blowing Valve 





Fig. 6571/6561. Duplex unit consisting of y 
Sealing Valve and Angie Blowing Valve. 





Fig. 6561/6571. Duplex unit consisting of 
Angle Sealing Valve and Y Blowing Valve. 


ig Valves 


fv-348 
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became news editor of the Akron 
limes Press. 
He is survived by his wife, three 


brothers, and his sister. 


Wallace B. Phillips 
Pyrene Co. President 


Wallace B. Phillips, 66, president 
of the Pyrene Mfg. Co., Newark, N. J., 
died April 14 at the Roosevelt Hospital 
in New York. He had been ill for 
some time. 

Mr. Phillips was born in New York 
and was educated abroad. He began 
his career as an industrialist in 1912 
when he founded The Pyrene Co., 
Ltd., of London, manufacturers, like 
the Newark company, of fire-fighting 
equipment. He was chairman and 
managing director of the British com- 
pany at the time of his death. 

He established other companies in 
England, France and Belgium, and 
was director of the Avon India Rubber 
Co., Ltd., London, and president of 
the Establishments Phillips & Pain, 
Paris. 

During World War I Mr. Phillips 
served as chief of circulation of Mili- 
tary Intelligence with the American 
Expeditionary Forces in France from 
1917 to 1919; in World War II he 
was special assistant to the director 
of Naval Intelligence. He subsequently 
became director of special information 
services of the Office of Strategic 
Services in Washington. 

Prior to his final return to the 
United States in 1951, King George 
VI conferred upon him the honorary 
rank of Commander of the Order of 
the British Empire. He was a member 
of several clubs in New York, London 
and Paris. 

He is survived by his wife. 


E. I. Stevens, 
Union Mfg. Co. 


E. I. Stevens, who retired two 
years ago after 50 years service with 
Union Mfg. Co., New Britain, Conn., 
died Jan. 22 in Florida. 

Mr. Stevens, who traveled for 
Union chucks for 40 years, was well 
known in distributor circles through- 
out the country, particularly in the 
Midwest. 


Joseph M. Mideke, 
Mideke Supply Co. 


Joseph M. Mideke, of Mideke Sup- 
ply Co., Oklahoma City, Okla., died 
on February 29. 

He was vice president in charge of 
sales 





Suck 


“CARRYING THE LOAD SINCE 1868" 


THE HOME OF THE PACKAGED BUCHBARROWS 


Completely packaged in one single carton of parcel post dimensions. The 
WHIZ and ZIP have found immediate favor with the Jobber and Retailer. 


Cut down Shipping Charges 
— Warehouse Space — 
Assembly Costs 


WHIZ 
Home and Garden Barrow Home Utility Barrow 


3 cu. ft. Heaped Capacity 
Seamless, Steel Tray. Wood 
Handles. 14” Steel Wheel. 


3 cu. ft. Heaped Capacity 
Seamless, Stee! Tray. Metal 
Hondles with Rubber Grips 
10” Rubber Tired Do-Nut 
Wheel. 





Also A complete line of barrows for every purpose 


No. 155-165 No. 176-256 


5 cu. ft. Concrete Bor 6 cu. ft. Farmers’ Manure 
row. All Seams Welded. Barrow. 176-Wood Frome 
155-Wood Frame. 165 256-Tubular Frame 

Tubular Frame. 


¢ = ~ 
ra 


~ 


No. 154-164 ' — No. 174-254 
4 cv. ft. Drawn Tray — — 4 cu. ft. Drawn Tray. Square 
Round Front. Contrac Front. Contractors’ borrow 
tors’ Borrow. 154-Wood 174-Wood Frome. 254-Tu- 
164-Tubular 


Frame bular Frame. 
Frome 


SETS SES TN TTT oe rT er ee 





LAWN SPREADERS WATER BALLAST 
No. 1—10" x 15” Capacity—28 Ibs. LAWN ROLLER 
No. 2—15” x 20” Capacity—40 Ibs. = 24" 


15" x 30” t Ibs. posta: 
No. 3—15” x 30” Capacity—60 Ibs : 602—18" x 24” 


603—24" x 24” 
MORTAR PANS a 


Pressed Steel Seamless 
Mortar Pans. Top Dimen- 
sions, 29° x 29”. Vertical 
Depth—8”". Bottom Dimen- 
sions 15” x 15”. 


BUCH MANUFACTURING COMPANY -; ELIZABETHTOWN, PA. 
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PRICED TO SELL Fast} 
17/2 TON awyporautic 


OPEN THROAT PORTABLE 


EDESTAL PRESS 
ONLY $1992 


EVERY SHOP CAN USE ONE... 
Me™ «BIG PLANTS CAN USE SEVERAL 































Every buyer is a salesman... just get 

a couple units in use and see how fast 
the news spreads. The price for this 
amazingly efficient Portable Pedestal Press 
with its 17'¢ Ton Power-Twin Hy- 
draulic Ram is unbelievably low. It’s no 
job to demonstrate how it pays for itself 
quickly in time, tools and money saved. 


You don’t have to sell many unit: 

to build up a big sales volume. 

Each sale means a sizeable commission. 

It’s another member of the big 
profit OTC line. 

















PRACTICAL every repair and maintenance shop 
will find these units invaluable for hundreds of 
tough jobs for pressing bearings, bushings, 
collars, pins, shafts, for bending, straightening, 

compressing, spreading, etc 
PORTABLE. can be easily moved from job to job 
or located near permanent equipment... weighs 

less than 200 pounds 


STRONG . . . will handle 95% of all pulling or 
installing jobs 
COMPACT... Base is only 20° x 21°" —34'2 


from top or press plate to floor. Press plate 
throat is 72" deep, 6” wide, 10'2" 
between uprights, 11 


clearance 
from Ram to press plate 
with almost unlimited vertical adjustment 
VERSATKLE . . POWER-TWIN Hydraulic Unit 
may easily and quickly be detached for field 
service or other pulling jobs 
INEXPENSIVE 


ton for ton 


dollar for dollar 
the lowest priced, most 
rugged and efficient Hydraulic 
Press on the market 


TAKE ADVANTAGE OF THE WONDERFUL 
SALES OPPORTUNITY IN THE OTC 

17% TON HYDRAULIC OPEN THROAT 
PORTABLE PEDESTAL PRESS 


OWATONNA TOOL COMPANY 


373 CEDAR STREET . OWATONNA, MINNESOTA ~ 


“hes 503 ORIEL 


% - : rae Wa ted 


Ty 
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SES ENSUES INT ata 





NEWS 





Continued from page 152) 





J. Dudtey Lockrem 


Lockrem to Head 


j. D. 
Scully-Jones Sales 


J. Dudley Lockrem, vice president, 
has been named sales manager of 
Scully-Jones & Co., Chicago. Mr. 
Lockrem will be in charge of the sales 
organization, personnel and — 

He succeeds William L. Voss, Jr., 
who is on leave of absence. Mr. Lock 
rem has been with Scully-Jones since 
1945 as vice president in charge of 
public and industrial relations 

A native of Chicago, Mr. Lockrem 
graduated from Chicago-Kent College 


of Law, where he received his L.L.B 
degree. Until 1940 he was emploved 
by the Hlinois Central Railroad Law 


Department. From 1940 to 1945 he 
was assigned to various field offices of 
the F.B.1. as a special agent 

During the past vear, Mr. Lockrem 
has traveled extensively in the United 
States promoting Scullv-Jones’ new 


line of Roll-Lock tools 


Graton & Knight Names 
San Francisco Manager 


Graton & Knight Co., Worcester 
Mass., has appomted Alan Reikes 
manager of its San Francisco branch, 
succeeding John N. Daniels 
signed. 

Mr. Reikes has been transmission 
sales engineer for the past two vears 
at the company’s home office 

Mr. Daniels, health makes 
it inadvisable to continue travelling, 


who 1 


WwW he SC 


is returning to his native England to 
enter his family’s leather business. 


MAUREY now orrers pistripurors 


A COMPLETE V-DRIVE SERVICE 
WITH SIX VITAL ADVANTAGES 


1, A COMPLETE LINE... 


In addition to the complete FHP V-Drive 
line Maurey now offers a complete Multi-V- 
Drive line to meet every V-drive need from 
fractional to 600 horsepower . . . PLUS facili- 
ties to produce non-stock sheaves for any 
commercial requirements. 


2. A QUALITY LINE... 

Maurey V-Drives are precision built to meet 
exacting OEM standards and are backed by 
the Maurey Quality Guarantee. 


3. FUL-GRIP "Q-D” SHEAVES... 
With rim and hub mated in a perfect cone fit they grip the shaft 
over their entire length to assure a full, positive press-fit grip. Easy 
to put on, easy to take off, always tight on the shaft. 


4, MOR-GRIP V-BELTS... 


Built for long life by one of the world’s largest rubber manufac- 
turers. Full sidewall contact assures maximum pull power. 
MOR-GRIP combines stamina, flexibility and low stretch assur- 
ing long service life. 


5. SERVICE FROM COMPLETE STOCKS... 
For FHP V-DRIVES . . . Cast Iron Single and Two Groove, 
Pressed Steel, and Variable Pitch V-Pulleys, bored-to-suit and 
bushed type, MOR-GRIP FHP V-Belts. 1,736 V-Pulley sizes 
and 190 V-Belt sizes carried in stock, a size for every need. 
For MULTI V-DRIVES . . . 740 FUL-GRIP Q-D Sheave sizes 
available in A, B, C and D sections. 133 MOR-GRIP Multi-V- 
Belt sizes stocked in A, B, C, D and E sections from 26” to 360” 
long, available from stock. ¥2 HP to 600 HP... a size for 
every need ... PLUS a Maurey service-minded personnel 
geared to give fast and prompt service. 


G. A PRACTICAL, WORKABLE DISTRIBUTOR POLICY .. . 
That guarantees fair treatment, protection and factory sup- 
port to authorized Maurey Distributors and assures perma- A Complete Line of 


t, friend] d profitable distributor-manufact 4 ’ 
ckidionin st hitaadl as F By _— FHP V-DRIVES 


PROFITABLE TRADING AREAS OPEN — WRITE FOR _. BQ Sat cr and Two Groove V- 
DETAILS ON THE MAUREY V-DRIVE FRANCHISE fons 


Write for Bulletin No. MVD-1000 ue tab Vaan Comin Tar ties 
describing Maurey Multi V-Drives 
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HOLD EVERYTHING-.- 


Plenty of holding power has 

always been a strong feature of 
Desmond-Simplex vises, due to the 
exclusive STEEL SLIDE, milled from 
the solid, and fully guaranteed for the 
life of the vise not to bend or break. 
The screw is fully enclosed for pro- 
tection and instantly accessible for 
lubrication by removal of outside screw 
retainer. Step milled jaw inserts fit on 
shoulder, take heaviest blows without 
strain on holding screws, are easily 
replaced when necessary . . . Best 

of all, Desmond-Simplex extra 

You'll be 
value-ahead to standardize on 
Desmond-Simplex: complete line 
available through leading 

distributors . .. THE DESMOND- 
STEPHAN MBG. CO., URBANA, 
OHIO 


features do not cost extra. 





Desmond 


VISES 


ae fy 
SLIDE 


SIMPLEX 
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James L. Emch 


James Emch To Represent 
Toledo In North Central 


James L. Emch has been appointed 
new sales representative for Toledo 
Pipe Threading Machine Co. in the 
area including Missouri, Kansas, Colo- 
rado, Nebraska, North Dakota, South 
Dakota, Iowa, and Cheyenne and 
Casper, Wyoming. 

Mr. Emch will make his headquar 
ters in Kansas City, serving distributors 
of the company’s line of hand-oper 
ated pipe tools, power pipe machines 
and power drives. 


American Brake Shoe 
Buys Azusa Plant 


American Brake Shoe Co. has pur 
chased the plant and property formerly 
owned by the Jumbo Steel Co. in 
Azusa, California. ‘The property con- 
sists of approximately five acres of 
land and several buildings. 

Ihe American Forge Division of 
Brake Shoe will use the plant to start 
a west coast forging operation. Ma- 
chinery for upset and press forgings 
will be installed and it is expected 
operations will start about the middle 
of the vear. 

American Forge now operates two 
forging plants in Chicago which are 
currently making various sizes of shell 
forgings for defense 


Howard to Manage 


Mueller Branch 


Theodore Howard has been ap 
pointed manager of the Los Angeles, 
Calif., branch sales office of Mueller 
Brass Co., Port Huron, Mich. 

Mr. Howard, formerly with the Re- 
frigeration & Power Specialty Co., is 
assisted in his new duties by Grant 
Hunter. 





The ‘Under cover’ Story 


that makes money for you— 
saves money for your customers 


New Dual V-Belt 


SYMTROM portaste 
ELECTRIC SAW 





. . . Cut, Rip Wood; Cut, 
and Score Brick, Tile— 


“UNDER THE COVER’ of the aluminum stamp- 
ing of the saw is the Dual V-Belt, the cushion-action 
drive ... the story behind Syntron Saw Efficiency. 


The cushion-action of the New Dual V-Belt Drive 
allows for full load 6000 RPM blade speed and assures 
velvet-smooth operation with faster, cleaner cutting. 
Make short work of those construction, maintenance 
and production jobs. 


This smooth, vibrationless, Dual V-Belt Drive elimi- 
nates gears and gear boxes. Its high speed feeds the 
blade in—no need to push or ram this saw of radically 
improved design. 


Here is the heavy-duty Syntron Saw for professional 
use. Here is the saw to sell to your customers for cut- 
ting job time and costs. 


For YOUR customers ... the Syntron New Portable 
Electric Saw and Dependable Electric Hammers that 
feature ‘Under the Cover’ time and cost cutting 
selling points. Here is a pair of maintenance, produc- 
tion and construction tools built for hard service with 
value features of outstanding quality. 


Only One Moving Part 
—The Piston 


SYMV7/RON  verenvasie 
ELECTRIC HAMMERS 





. . . Drill, Cut and Chip 
Thru Concrete and Masonry 


“UNDER THE COVER’ of the barrel of the ham- 
mer is the piston, the only working part, . . . the story 
behind Syntron Hammer dependability. 


The dependable performance of the electromag- 
netic design that has only one working part, the pis- 
ton, provides continuous work right thru the toughest 
jobs without breakdown or time out. They are built 
to take it on job after job—yet light and easy to 
handle. 


Syntron hammers and Hammer Drills—producin 
3600 powerful blows per minute—save minutes an 
hours of valuable manpower. Bring production speed 
to those maintenance and installation jobs. 

Seven different models —all small in size yet big in 
power. Tell how ‘One Syntron Hammer will do the 
work of many men’... and sell your customers. 


Write for full details 
Ask about dealer proposition 


SYNTRON COMPANY 


900 Lexington Ave., Homer City, Pa. 
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AT UEM ACs. 


GRINDERS 


Precision built for precision work 
Vg H.P. to 1 H.-P. 


ge 
{| | | 


TYPE J-45 
(with #2025 
Spindle Assembly) 


TYPE J-7 
(with #945 
Spindle Assembly ) 





Over the years, THEMAC distributors have had the 
satisfaction of seeing THEMAC GRINDERS per- 
form on the most exacting jobs. It is, therefore, small 
wonder that more and more users are specifying items 
in the THEMAC line . . . the line which affords selec- 
uon of a tool in combination with accessories which 


fic the needs of the most exacting and critical cus- 
2954 tomers 


== 


The sign over our plant and at the 
top of this advertisement is recognized 
by metal working shops everywhere as 
standing for tools of utmost precision, 
performance-proved for speed, depend- 
ability and economy in high speed elec- 
tric grinders, They have long since es- 
tablished their ability to build repeat 
business. Nothing more could be asked 
of a tool post grinder than has already 
been incorporated in the design and 
construction of THI MAC GRINDERS. 


THE McGONEGAL MANUFACTURING CO. 


EAST RUTHERFORD, NEW JERSEY 


enamel 


2937 





BOOTH 313 
ATLANTIC CITY 
TRIPLE. INDUSTRIAL 
SUPPLY CONVENTION 
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Harold E. Willis 


Machinists’ Tool & Supply 
Fills Arizona Sales Post 


Machinists’ ‘Tool & Supply Co., 
Los Angeles, has appointed Harold 
E. Willis as Arizona resident repre 
sentative on its sales staff. 

Mr. Willis has been in the indus 
trial supply business since 1937. H«¢ 
was supervisor of the industrial dc 
partment of Ben Williamson & Co., 
Inc., Ashland, Ky., for eleven years, 
ind later became sales manager of the 
\rizona Welding & Equip. Co., 
Phoenix, Ariz 


New York P. T. Council 
Plans Annual Outing 


The New York Chapter of the 
Power Transmission Council will hold 
its annual outing June 6, at Schmidt's 
l'arm, near Scarsdale, N. Y. 

Highlights of the all-day event will 
include golf, softball, and horse shoc 
pitching, with distributors teamed 
against manufacturers. Charles G. Es 
terle, president of the New York Chap 
ter, said plans call for “a good, old 
fashioned outing, with plenty of food, 
beer, prizes, and fun.” Wayne Holt 
( Allis-Chalmers) is arranging the pro 
gram. 

Results of elections of new officers 
of the chapter will be announced at 
the outing. The nominating commit 
tee consists of Al Shaw, of Frank Tra 
cv, Inc., as chairman, J. H. Jewett 

R.&J. Dick), and J. A. Machin (Chi 
cago Belting). 

At its regular dinner meeting re 
cently, the chapter heard a talk by 
Bartho Melsom, executive sales repre- 
sentative, Keystone Lubricating Co.. 
Philadelphia. He described devices for 
testing oils used in industrial lubrica- 


tion 


Austhor advartage you can sel with 


You get full take-up 
on this turnbuckle! 


ITH a 12” Upson-Walton turnbuckle you always get 12 inches 

of take-up. To attain this uniformity the bodies are drop-forged 
to size and shape in accurately made dies. This is but one of the re- 
finements in design and manufacturing technique you get with 
Upson-Walton fittings. 


After forging, bodies and fittings are straightened to insure a 
true thread. 


Body reins are wider than the shank diameter—thus threads are 
protected. Since the reins are constructed with ample section and 
rigidity, a bar may be inserted to set up tension with safety. 


Upson-Walton is the only manufacturer of all three—wire rope, 
fittings, tackle blocks. All three have advantages you can turn into 
greater profit for you. 


THE UPSON-WALTON COMPANY 
CLEVELAND, OHIO 


ROPE FITTINGS TACKLE BLOCKS 


ONLY UPSON-WALTON OFFERS ALL THREE...WIRE ROPE * FITTINGS * TACKLE BLOCKS 
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FLAT HEAD 
CAP SCREW ‘ 


\ 


SQUARE HEAD 
St SCREW 


FILLISTER 
WEAD CAP 
scaew 


HEADLESS SET 
SCREW 


. 
6/| © 
SOCKET SET ' 
SCREW 


HEXAGON 
wuT 


Tze CHICAGO 
SCREW COMPAN 


2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


Whatever the 





Whatever the 
purpose 


CHICAGO 


- p f Plus:” 
SCREWS 
are 


PRECISION made 


for 


PRECISION use 


Standardize on 
Standard Sizes for 


© Faster Deliveries 

© Greater Savings over 
“Special Sizes” 

@ Less down time 


@ Service-Conscious Industrial 
_ Supply Distributors EVERYWHERE 


“) carry complete stocks of Chicago 


“Safety Plus” Screws. 
Ask for “Chicago”— 
and get“Safety Plus.” 





All Chicago “Safety Pius” 
Screws come packed in 
this strong, easier-to-see 

oA = carton. Color identified 
labels mean faster selec- 
tien — greater saving of 
time in stock rooms. 


HEXAGON HEAD 


CAP SCREWS 


Mi, LO I2, 


Wexegon Heed (op Screws, Stee! and Brass » Square Head and Headless Cup Point Set Screws  Semi-Finished Hexagon Nuts, Steel and 


Grass © Hexagon (astollated Nuts » Fillister and 


Flat Heed Cop Screws » Taper Pins » Milled Studs » Socket Head Cop Screws » Socket 


Set Screws » Socket Pipe Pugs « Stripper Bolts or Shoulder Kcrews » Squere Head Dog Point Set Screws © Keys, Assortments ond Kits 


290 
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Paul F. Sackett 


Paul F. Sackett Joins 
Beaver Pipe Tools Staff 


Paul F. Sackett has joined the sales 
force of Beaver Pipe Tools, Inc., War- 
ren, Ohio. He wall cover a territory 
including North and South Carolina, 
East Tennessee, Georgia, Alabama 
and Florida. 

Mr. Sackett was manager of Mont- 
gomery & Crawford Co.’s plumbing 
and heating division for 11 years 
through 1951. Prior to that he was 
connected with the Crane Co. as a 
salesman, later opening the Green- 
ville, S. C. branch, and serving as 
manager. 

He has been active in the Southern 
Wholesalers’ Association and has 
served on their board of directors for 
several vears 


Tape Divisionsof 3M 
Name General Managers 


Minnesota Mining & Mfg. Co., St. 
Paul, has appointed three general man- 
agers to head tape divisions of the 
company. 

C. C. Smith, former general sales 
manager of the tape division, was made 
general manager of the cellophane 
tape division. William E. Zimmerman 
will head the industrial tapes division. 
Bernard W. Lueck became general 
manager of the masking tapes division, 
The company’s other tape unit, the 
electrical and sound recording tape 
division, will continue to be managed 
by Robert L. Westbee. 

Mr. Smith joined 3M in 1928, and 
became general sales manager of the 
tape division in 1929. Mr. Zimmerman 
began his company career as a sales- 
man in 1938, and was made sales man- 
ager for general line tapes in 1950. 
Mr. Lueck joined 3M as assistant to 
the advertising manager in 1935. In 
1948 he became merchandising man- 
iger of the paper tape division. 





Ti) & 


roduct wes 
P The Door is Wide Open 
\ , @ Your customers, and new plants opening 
‘ up near you, are faced with new material 


handling problems. As a major supplier of 
their operating tools, they expect YOU to 
help solve their problems. acco Registered 
Wire Rope Slings, many of which you can 
stock, enable you to render a real service 
... deliver on the spot...when service counts. 

ACCO Registered Wire Rope Slings are 
exact tools, specifically designed for high- 
est efficiency in material handling. The 
matching of full rope strength with fittings 


fi é ® and attachments of equal or higher strengths 
ed uring permits the safe use of multiple sling hitches 


DUAL oc* for unusual lifts. Your customers know the 


Py strength of each unit or complete assembly 
(G\\ ; of ACCO Registered Wire Rope Slings. 
7 Wire or write today for full information. 





*Trade Mark Registered 


Hegistered 


WIRE ROPE SLING DEPARTMENT Wire Rope 
AMERICAN CHAIN & CABLE Slings 


\A-C: Z 
TRADE SC 4 Jj) Nilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
— Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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The character of the 
manufacturer shows in 
the product. Harrisburg 
manufactures a full line of 
seamless steel pipe coup- 
lings to A.P.l. and A.1.S.1. 
specifications.,.anddrop- 
forged steel pipe flanges 


madeto A.S.A. 
Sy 


standards. 


99 Veors in Pennsylvenie . Copitei ] 





arrisburg Steel 


MaRaiseuRG ) 
PENNS TiVAN? 


coerpoR aTion 


292 





Morris Churgin 


Churgin Becomes Partner In 
Industrial Hardware & Tool 


Morris Churgin has become a part 
ner in the Industnal Hardware & ‘Tool 
Co., 59 Rogers Avenue, Brooklyn 16 
New York. Mr. Churgin has been a 
distributor salesman in the Long | 
land area for the past several years 
started by Abraham 
Klass in 1951] and has been operated 
by him as sole owner prior to the 
time Mr. Churgin joined the firm as 
partner. ‘The company is a distributor 
of cutting tools, precision tools, port 
ible air and electric tools, hand tools, 
LOrASIVeS 


The firm was 


ind machine shop supplies 


G. E. Promotes 
Henry Chanon 


Henry J. Chanon, who has served 
for the past vear as manager of Gen 
eral Electric's Lighting Institute at 
Nela Park has been appointed man 
ager of Original Installation Sales for 
the company’s Lamp Division. 

James C. Forbes, who for the past 
three years has served as supervisor 
engineer for the division's New York 
Sales District, has been named_ to 
replace Chanon. As new manager of 
the Institute, Forbes heads a demon 
stration and training center which has 
attracted nearly a million visitors in 
search of lamp and lighting informa 
tion since its inception in 1923 

Chanon has had wide experience in 
the hghting field. He joined G.E. at 
Nela Park in 1926 as a part-time em 
plovee. After attending Case Institute 
of ‘Technology for a vear, he entered 
Ohio State University, from which 
institution he received his B. of E.F 
degree in 1931, and his F.F 
n 1936 


degree 
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COLLET 

COLLI EQUIPMENT 
% COLLIS Equipment fills today’s 
important production needs so well 
because they are made by men 
skilled in making this type of equip- 
ment. Supply the proper unit from 
a complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 
Centers, Chuck Arbors, and Drill 


Drifts. We will handle your orders 
promptly. 


THE COLLIS company 


CLINTON, IOWA 








Cleans, Smooths, Polishes 
Electrically... 


Designed for industry, for professional 

mines this light, beautifully balanced, 

: orbital-motion, a is rapidly 

becoming a standard home appliance. 

With its powerful electric motor and all- 

ball-bearing construction, anyone can 

easily re-surface and refinish furniture, 

woodwork, metal surfaces or walls. It 

will quickly remove old paint, stain, or 

enamel down to the meee wood or — = 
r to a “piano finish"; remove r and corrosi 

pe esfeather dee” a scraped fender. It will burnish 

pots and pans or with lambs wool bonnet, delicately 

polish fine weeag eee pe Se cates ook 

obs fun—saves hands! In design, enience 
eficioncy it is today’s finest sander regardless of 


| a 
Sp 4 co. 


1832 So. S2nd Ave., Cicero 50, Illinois 





SEZ’ 
KEY-TITE 


PIPE JOINT 
COMPOUND 








More than twelve hundred 
jobbers from coast to coast 
credit Key-Tite and Key 
Graphite Paste asa proven (and 
constantly increasing) source 
of dependable sales and profits! 


Heres Why! 


@A superior product... from an estab- 


lished manufacturer that has been a leader 
. means satisfied 


in its field for 36 years .. 





users—repeat orders! 





@ Every one of your customers is a prospect! All 
- and 


industries use pipe sealing compounds 
many new uses for Key-Tite and Key Graphite 


Paste are developing constantly. 


@ Steady national advertising and dealer helps move 
Key products off your shelves ... actually open doors to 


companies that may have been closed to you before! 
. and a liberal 


Initial inventory requirements are low 
sampling program builds customers for you. 


for samples and complete infor 
* mation on distributor plan 


MAIL COUPON TODAY.. 
KEY COMPANY, 2621 McCasland Ave. + East St. Louis, Ilinois 
Gentlemen: Please send me a free somple of your seoling compounds ond infor- 

mation regarding your distributor plan. 


NAME___ 
ADORESS 
COMPANY NAME_____ 
ee riantihiaemneneanea 
ee eee 


2621 McCASLAND AVE. 
city 
icin’ wtb hatches Sith ab as ceases nan debian tial 


EAST ST. LOUIS, ILLINOIS 
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the 


first... 


the only perfected 
open-end 
ratchet 

\ wrench! 


\d 


® 


Left: Crowfoot 
Type 
Right: Socket 
Type 


For generations Too! Engineers have 
tried to develop a practical Open End 
Ratchet Wrench. Now TAC has done 
it both as a socket type and as a 
Crowfoot type 


And what a marvel TAC is! /1 ratchets 
in as little as 7° arc. \t slips over and 
down on tubing or other standing cen- 
ter assemblies, tightens or backs off nuts 
or fittings, then slips off again. . . all in 
a mere fraction of the time otherwise 
required. Sockets cover the range from 
“4” to 4” and adaptors carry the 
tool's advantages over into Allen head, 
turnbuckle or screwdriver operations! 


Proof of TAC's phenomenal perform- 
ance throughout all Industry would fill 
volumes. Our plants are currently pro- 
ducing at capacity for all the Armed 
Forces and for Defense Industries 


The TAC Open End Ratchet Wrench 
is fully protected by Patent numbers 
2578686 and 2578687, other patents 
pending. The name TAC is the regis- 
tered trademark of TUBING AP- 
PLIANCE COMPANY 


TUBING APPLIANCE CO. 


c)1952-TAC 


10321) ANZA AVENUE 
Los Angeles, California 
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William J. McSherry 


Wm. J. MeSherry Organizes 
Representatives Company 


Announcement has been made of 
the formation of William J. McSherry 
& Co., Box 306, Chagrin Falls, Ohio, 
manufacturers’ representatives to the 
wholesale hardware and_ industrial 
supply trades 

Headed by Mr. McSherry, formerly 
general sales manager of David Round 
& Son, Cleveland, the company will 
represent Nixdorff-Krein Mee. Co.; 
Jackson Mfg. Co.; Anderson Corp.; 
and David Round & Son, in Ohio, 
Michigan and Western Pennsylvania. 


Hollingshead Corp. Names 
Wilbur H. Norton President 


R. M. Hollingshead Corp., Camden, 
N, J., has elected Wilbur H. Norton 
president and member of the board. 

Stewart Hollingshead, _ president 
since 1945, becomes chairman of the 
executive committee. R. M. Hollings- 
head remains as chairman of the board, 
and 'T. J. Bagley as executive vice presi 
dent. 

Mr. Norton is a former president of 
Montgomery Ward & Co. and was 
recently vice president of General Mo 
tors Corp. 


U. S. Rubber To Sponsor 
Student-Aid Program 


A five-year program of financial aid 
to students in 11] universities has been 
set up by United States Rubber Co 
It will provide graduate fellowships 
in science for 11 students at an ap 
proximate cost of $174,000. 

The stipend for each fellow will 
be $2,600 a year if single, and $3,300 
if married, including $1,200 to the 
university for tuition and fees 





f every industry using 


the needs © 
er transmission sys 


offers 


the trade 
this single 


impregnates- 
conveying requirements in 
Also excellent 


of materials. 


ene 





e 
thorough Neopt 
n by steam or hot water 
d tasteless. 
LATA—Can be used for general power trans: 
ideal for conveying @% 


odorless 4% 
Has also proven 


FOR FUR VICTOR BA 
TH ? 
ON ANY ite ission service. 
PRODUCT OR BA 
WR LATA 
PLETE poten FOR COM- i RE CANVAS ¢TITCHED—A® economical belting 
° ‘ i conveying, and nsmission. 
ished impregnated and paint but avail- 
able raw and with other treatments. 
These are only 4 few of the indus 
lete Victorline. 


alat T. 
53 Park P' a & le 
lace, New York 7 - 300 = _ Betting ( =) the comp’ 
si ibbard Street, Chi 
, Chicago 10 
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elevating: 
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Factory: Easton, Pa 
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Foot Control Leaves 
Both Hands Free To Work 


° . + ° 
Fast Action! Fast Selling! Immediate Delivery! 
Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 

precision-built; exerts a grip of 15 times air line pressure! Tried once—te- 
ordered in quvatity. With Foot Control Valve, Air Hose and Fittings, only.... $29.90 
Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS - AIR FILTERS + PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE ae oe 


WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF W 





Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades — and 
salvage all standard blades 
by retipping and regrinding. 


1342 W. Vernor Highway Detroit |, Michigan 
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E. M. Ikirt 


Republic Distributors 
Invited to Meetings 


Chicago, Cleveland and Memphis 
have been sclected as sites for a series 
of distributors’ regional meetings be 
ing held by the Republic Rubber Di 
vision, Lee Rubber & ‘Tire Corp., 
Youngstown, Ohio 

Invitations have been cxtended to 
Republic distributors to attend the 
meeting to be held in their region. Re 
public executives, including O. S$. Dol 
lison, vice president; E. M. Ikirt, 
general manager; G. L. Smith, sales 
manager; and J. M. Hughes, sales de 
velopment manager, are mecting with 
distributors to discuss with them the 
company’s plans and problems as they 
iffect the distributor organization. 

his vear’s meetings were scheduled 
for April 17 in Chicago, April 24 in 
Cleveland and May § in Memphis 





RAYMOND J. ZALE has been ap 
pointed sales metallurgist for the Firth 
Sterling Steel & Carbide Corp., Pitts 
burgh, Pa. He is former New York 
State sales representative for Darwin & 
Milner, Inc 





grade change would be too great, BAY STATE 
to 3 degree” of hardnes® 


de 1" 
expensive rools, 


\ induced pores: 


estboro, 
d Warehouses — 
etroit, pittsburgh 


nch Offices an 
Chicog?- Cleveland, D 
State Abrasive Products Co. (Canada) Ltd. 


a: Bay 
tford, Ontario 
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Bron 


INDUS 
TRIAL DISTRIBUTION © MAY 
, 1952 











Cash in on the 


BIG MARKET for TM 





oe CHAINS 


Ls 


—- 


W. E. Massey 


ace 


Weldit, Inc., Appoints 
W. E. Massey President 


Weldit, Inc., Detroit, has elected 
W. E. Massey president. 

Mr. Massey has been vice president 
and sales manager for Weldit for 32 
years. He is well known in the indus- 
try for his work in developing new 
welding techniques. 

Joseph Smith, son of the late Otis 
L. Smith, founder of Weldit, Inc., 
and president until his death recently, 
has been named vice president in 
charge of production. He was for- 
merly sales manager. 


—_ 


sw J 7 ee os - =a = 
LOCK LINK CHAIN 
— a) 


4 


; 


COMPLETE LINE NATIONALLY ADVERTISED 
Sumwalt Regional VP 
T™ means big chain sales the country over. That’s because For Baker-Raulang Co. 


distributors have a Complete Line—everything from sash chain Appointment of Charles N. Sum- 


to 1%" T™ Alloy Steel Chain, plus a full selection of chain walt as regional vice-president in 
charge of sales for the eastern United 
: States was made by The Baker- 
hitting ads pave the way to volume sales for you. This effective Raulang Company, Cleveland. 
program is backed by a highly trained factory sales force Mr. Sumwalt will supervise all 
Baker sales and service activities on 
the Atlantic Seaboard for’ the Baker 
lems your customers may present. Investigate your profit line of industrial trucks and cranes. 
His headquarters will be the newly 
established Baker office at 137 Varick 
Send coupon today for details. Street, New York City. 

Mr. Sumwalt comes to _ Baker- 
Raulang from the McBee Company 
where he was regional sales manager 
for several years. Previous experience 
S.G. TAYLOR CHAIN COMPANY includes administrative and sales posi- 
Department 6 Hemmend, indians tions with Star Electric Company and 


. 

— 

we . 
. 

+. 

| AY LO R MADE Rush details on Complete Line of TM Chain. $ International Business Machine Com- 

. 

- — — 

_ 

. 

o 

. 

. 

7 


attachments. The big TM Line is nationally advertised. Hard- 


ready to help you and your organization with any chain prob- 


opportunities with this established line of TM Quality Chain, 


S. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


@eeeescesseesseeseeeseeeeeee 


pany. 
A GREAT NAME IN Name — pan} ; , , 
‘ A native of Montclair, New Jersey, 


where he now lives, Mr. Sumwalt is a 
graduate of the University of Penn- 
svlvania. 


Address i 


City State___ 
eeeeeecosessesessesseesesees 
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THE INSIDE TELLS THE STORY 


No. 1579 
HEAVY DUTY 


ELEC. DRILL 1 in. Nos. 1525—1480 \% in. 


HEAVY DUTY ELEC. DRILL © 


ELECTRIC DRILLS 


BALANCED POWER 
STURDY CONSTRUCTION 


No. 1495 


Nos. 1550-1560-1575 All Angle Elec. Drill % in. 


Y2 in., Ye in., % in. 
HEAVY DUTY ELEC. DRILL 
* Needle-roller-bearings. 
* Permanently lubricated. 
*% Three-conductor cord, for ground. 
* Cyclone fan, increased ventilation. 
* Heat-treated gears to increase 
No. 1510 % in. durability. No. 1485 
No. 1517 % in. : " ° Pistol T 
No. eine * Durable aluminum metallic finish. Elec. Drill in. 
HEAVY DUTY * Momentary safety switch. 
ELEC. DRILL * Oil packed and sealed. 
* Ball bearings. 


OI OLEAN AOL RI AA 


Sold only through Authorized SIOUX Distributors 


STANDARD 


THE WORLD Nos. 1548, Y2 in.—1541,% in. 
OVER ELEC. DRILL 
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LOGAN aro 


MATERIALS HANDLING 


ARIDIFIER Per “ 


<8 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


Robert C. Becherer 


Link-Belt Co. Elects 
Becherer President 


Robert C. Becherer has been elected 
For paint and lacquer president of Link-Belt Co., Chicago, 
spraying, ceramic sand blasting, succeeding George P. Torrence, who 
air cleaning, etc. Make new instal- is retiring from active service. All 
lations more efficient. Easily other officers were re-clected. 
replaces any standard type of I'wo new directors were named, 
drier. Saves tools. Capacity range increasing the number on the com- 
7CFM to 17,000 C.F.M. pany’s board to 14. They are Mr. MERRILL BROTHERS 


Becherer and William J. Kelly, presi 56-16 ARNOLD AVENUE 
dent of the Machinery & Allied Prod 


pRrorirAaBle ucts Institute MASPETH, N.Y. 


; The board declared a regular quat 
Backed by national terly dividend of 60 cents per share 
advertising, dealer helps and a of common stock 
distributor policy Mr. Becherer joined the company 
that guarantees in 1923, on graduation from Purdue 
stock movement. Univ. He was made general manager 
Write for details . of the Ewart Plant in Indianapolis, 
of our sure-fire : ' Ind., in 1947, and became executive 
sales plan vice president in 195] 








Exploded illustration 
shows how air move- 
ment operates multi 
blade rotors at high 
speed, thereby remov- 
ing contamination 
from line 


MANUFACTURERS’ re FEEL ER STOCK 
AGENTS WANTED 
Some territory still 
evorlable. Write giving 
complete information 
on lines you handle and 
territery you cover 














The Aridifier is made by 
the builders of Logan 
Lathes and Shapers 


ENGINEERING : : sone 
COMPANY PLACING ORDERS keeps Ray 
Mault busy these days as purchasing ~>~ : 
agent of Matthews-Morse Sales Co., Dt A DETROIT STAMPING COMPANY 
; , ; Charlotte, N. C. Gladys Jewel Gandy 
4911 W. Lawrence Avenue Chicago 30, tL takes the memo 
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THE INDUSTRIAL SUPPLY DISTRIBUTOR has 

long been accepted by industry as the most 
economical and efficient source of supply for its 
cutting tool requirements. We fully recognize the 
importance of this function and being firmly con- 
vinced that our interests are best served by market- 
ing our products through Industrial Distributors, 
we, Republic Drill & Tool Co., firmly pledge our- 
selves to the following Distributor Policy. 


] We will advise our Authorized Distributors 

* of all inquiries and orders received directly 
from consumers in their territories and suggest 
to such prospects and customers that they order 
our products through our local Authorized 
Distributor. 


? We will nor sell directly to consumers ex- 

* cept in those few cases where the consumer 
insists upon buying directly from tool manu- 
facturers. In all such instances, we will co- 
operate with our local Authorized Distributor 
in his effort to obtain such business. * 


We will not authorize more than one Re- 
public Distributor in any given market un- 
less more than one Distributor is required to 
adequately serve the consumers in the area. 
Reston we will not add a new Republic 
Distributor without consulting with the estab- 
lished Authorized Distributor in the area. 


FACTORIES AND OFFICES AT. 
CHICAGO — 322 South Green Street 
NEW YORK — 96 Lafayette Street 


We will at all times adequately support the 

sales and service efforts of our Distributors 
with an ample staff of factory trained Sales and 
Service Engineers. 


Republic catalogs, sales and engineeri 
data, and other sales promotional aids w 
be supplied in generous quantity to Authorized 
Distributors and their customers. 


We will maintain three strategically located 

* factories (New York-Chicago-Los Angeles) 

to enable our Authorized Distributors to give 
better service to their customers. 


We will maintain adequate inventories of 
our tools in all important consuming 
centers. 


We will continue the extensive research 

program which has enabled us to introduce 
several industry “firsts,” including exclu- 
sive items as “‘All-Flute” Shankless Type, Roll- 
Forged Taper Shank and Dura-Temp (ground- 
from-the-solid) drills. 


* Our records show that, in many important consuming centers, 
90 to 100% of our business is done through Industrial Supply 
Distributors. In a few areas, such as Detroit, the percentage of 


* distributor volume is lower due to certain large Consumers 


insisting on dealing direct with the drill manufacturers. On an 
over-all country-wide basis, 74% of our civilian business is 
being done through Industrial Supply Distributors. 














LOS ANGELES — 1320 Santa Fe Avenue 
STOCKROOMS AND ENGINEERING OFFICES AT: 


DETROIT — 2832 East 


Grand Blvd. 


CLEVELAND — 4416 Euclid Avenue 











REPUBLIC DRILL AND TOOL COMPANY 


There’s a special 
AMERICAN MARKER 
to fit YOUR need! 


Made by marking experts, American 
Markers are used in every industry where 
marking is used. They are for permanent, 
semi-permanent or temporary marks 


Write for 


industrial Crayon Guide describing in detail 
our complete marking line —It's FREE! 
DEPT ML-63 


the American Crayon company 


New York 


€ 
$ 


a 


Annual meeting of Coffing Hoist Co., 
Danville, Ill, mcluded representatives 
of two of its distnbutors Above, 
J. H. LaVoise, Barrett-Christie Co., 
Chicago; J. R. Coffing, vice president 
and F. W. Coffing, president of Cof- 
fing Hoist Co.; and Philip M. Werth- 
eimer, sales manager, Harold Dessau 


Co., inc.,, N.Y. 





| U. S. Rubber Co. Names 


Division Sales Head 


United States Rubber Co. has ap- 
pointed Harry M. Frecker as manager 
of commodity sales for the mechanical 
goods division. 

He will have direct charge of all 
commodity sales depart:nents for such 
mechanical rubber goods as conveyor 
and elevator belting, V-belts, flat 
transmission belts, printing rolls and 
blankets, tank lining and roll cover 
ings, hose, packing, plastic products, 
molded rubber specialties, tape, indus 
trial rubber mountings, and matting. 

Mr. Frecker joined the company in 
1922 and has specialized in mechani 

cal rubber goods throughout his career. 
He was recently development man 
POUSHED ager for the Passaic, N. J., plant. 
SEATS 


REQUIRE 
NO 
PACKING! 


* 
) the original 
j.—. URIONS 
| are made by 
= * if t 
UNION specialists: 





see the complete line... write for Catalog 11 
a type for every use. all temperatures, all pressures! 


HANDY PLATFORM for trailers 
makes it short haul from truck to ware 
house door at Poe Hdwe. & Supply 
Co., Greenville, S$. C., distributor. 


CATAWISSA VALVE & FITTINGS CO. 
RA SEA 300 Milt ST. 





CATAWISSA, PENNA. 
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PARKER VISES _ 
e Firet ror 120 Years 


DOQOOOOOS DOCU, 


~~ 





AY AY: i YAM aYAYAYAYAYA ied 
THEY GIVE THE TRADE PARKER VISES 
EI 
SERVICE THAT SATISFIES OH BOY! YOU'LL GET 
SALES CO-OPERA 
TION A PLENTY 
FROM PARKER 


MERIDEN, CONNECTICUT 














We do know that 120 years of QUALITY WORKMANSHIP 
and honest dealings have resulted in PARKER VISES being 
held in high esteem by both consumers and distributors 


HERE are your PROVEN Selling Points 


Too. STEEL~ 


Ganemray) ’ 
LIKE Ganemray) 
fray Gag ’ 





SEE US IN Ee. | 
BOOTH 737 The Right VISE For Every Job ; 
AT MACHINISTS © TOP SWIVEL JAW © DOUBLE SWIVEL © HEAVY DUTY 


COMBINATION PIPE © HINGE PIPE ® WOOD WORKERS © UTILITY 
ATLANTIC CITY - 
SHEETMETAL WORKERS © FILERS © SMALL ANVIL 


“FIRSTS” by PARKER VISES 


4 —FIRST to adopt Hex Wrench to tighten base, elimi- 
nating cumbersome binder bolt. 


2 —FIRST to use renewable jows edding yours te 5 —FIRST with outside screw retainer (saddle) resulting 
in quicker tightening action and increased strength in 


the use of the vise. the slide. 


3 —FIRST with the “Above the Bench” swivel 6 —FIRST to adopt tension spring in handle and increasing 
speed in operation and preventing “Pinched Fingers.” 


1 —FIRST Vise to be made in U.S. A. A distinct 
improvement over European design. 


base with a positive locking device. 


Master Vi 
The CHARLES PARKER Co. “‘wcie:: Meriden, Conn. 
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SANTA (th 


for safer. || 
quicker 
assembly 
work... 


new enclosed 
Greenlee Spiral 
Screw Driver 


Here's the Spiral Screw Driver 


especially designed for fast as- 
sembly line work. Completely 
enciesead SO that fingers can t get 


¢ it is enclosed 


it stays dirt and grit free for 


pinched! And, sit 


long years of service. Husky 
and dependable, the Greenies 


helps workers do the job swiftly, 


accurately Highest quality 
throughout spring return 
el body 


shift buttor 
lurable Hard-Wear 





stainless ste 


Quick -action 


a attractive greet 
Two sizes: small and n 
Get details today o 
volume sales-maker 
1925 
Rockford, Ill 


Greenlee Tool Co 


Herbert Ave 


timesaving maintenance tools 


/ Hy 


One-man-operated Greencee Hydra 
Bender, above left, for fast a 
conduit and pipe up to §". Con 
Greentes Hydraulic Pipe Pushe 

for pushing pipe under streets, 
Eliminates costly tearing up and ¢ 

ing Other Greencee timesaving ) 
industry include Hand Benders for Tubing 
tricians’ Knockout Punches; Automatic 
Drills; Auger Bits; Chisels a 
More. W tor 


complete sales data 


<= 
GREENLEE 








d Gouges and Many 


SILVER DOLLARS are in box pre- 
sented to John J. McHugh, of Stanley 
l'ools, New Britain, Conn., by sales 
manager C. Kenneth Freedell, marking 
record of 50 years’ service. 


Stanley Tools Honors 
Veteran Salesman 


John J. McHugh was cited recently 
by Stanley Tools, New Britain, Conn., 
for 50 year’s service in the company. 

He was presented with a member- 
ship pin in the Stanley Fifty Year 
Club and a miniature tool box con 
taining 50 silver dollars by Ken- 
neth Freedell, the company’s general 
sales manager, at a gathering of his 
colleagues and company executives. 

Mr. McHugh went to work in the 
shipping room of the Atha Co., New- 
irk, N. J., now a Stanlev Tools divi- 
in 1902, at the age of 18. Later 
he became office manager. In 1918, 
he joined the Atha sales force, and is 
now operating out of Stanley Tools’ 
Chicago office 


sion, 


Curtis Meyer Elected 
To Institute Board 


Curtis Meyer, vice-president and 

encral sales manager of the Milwau- 
cS Electric Tool Corp., Milwaukee, 
has been elected to the Board of Con- 
trol of the Electric Tool Institute, 
Pittsburgh, Pa., for a three-year term. 

The Institute is the trade associa- 
tion of the portable electric tool man- 
ufacturers of the U. S. 

Mr. Mever, a graduate of the Uni- 
versity of Wisconsin, has been with 
Milwaukee Electric Tool Corp. since 
1948. He previously was associated 
with Briggs & Stratton, Milwaukee, 
manufacturer of gasoline engines. 
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Stainless Steel 
= BOLTS ®& 
Il SCREWS -@ 

NUTS #2 


‘WASHERS @ 


Avail 


STAINLESS STEEL 
BOLTS SCREWS NUTS 


Machine M 
wrage a5 ’ e. 


WASHERS 
ims 


All Types RIVETS 


All Types 


\an/ 


stainless 


SCREW & BOLT CORP. 


35 Church St New York 7. NY 
co 7.0675 


CASH IN ON HOT WEATHER 
PERSPIRATION BLUES 


weather means perspiration, discomfort, 
often the slowing down of work and loss of 
valuable time 


You can cash in on “Hot Weather Perspira- 
tion” by acquainting your customers with 
Sellstrom low-cost sweatbands, which absorb 
perspiration before it has a chance to run into 
the eyes to cause discomfort and a lowering in 
work efficiency. Here are three styles you can 
profitably push 


No. 440—“Absorband” made of the finest ob- 
tainable absorbent white felt, treated to absorb 
2 great deal more perspiration than ordinary 
felt. When saturated with perspiration, it can 
easily be rinsed in water, wrung out, and it ts 
again ready for use. The felt fits on the fore- 
head and is kept in place by a flat elastic band. 


No. 442—Helmet sweatband made of genuine 
sweatband leather, padded with felt. Can 
be attached to any helmet or Face 
headgear having a 1%” headband 
Packed in an individual envelope 


No. 443——Helmet sweatband made from gen- 


uine leather. Fits %” headband. Otherwise the 
same as No. 442. 


Ask your salesmen to carry samples in their 
pocket to show at every call. The average man 
would object to wearing a hat without a sweat- 
band. Ask your prospects whether the welder 
and industrial worker is not deserving of a 
headband with a leather sweatband 

See our catalog for prices. Write for samples, 
or better still, order a sample gross of the 440 
“Absorband” and a few dozen of the others. 


SELLSTROM 
MANUFACTURING COMPANY 


Profit by Selling Sellstrom Eye 
and Face Safeguards 
662 North Aberdeen Street 
Chicago 22, Ill. 





Show them 


you cover the field-—then 
say it’s 


SilverSteel 


Let your customers know you carry the complete 
line, the quality line, the famous Atkins 

Silver Steel line—with everything they need 

for cutting metal, cutting costs. 


Let them know you can give fast, accurate, 
dependable service—emergency service if need 
be—to keep production lines up, and to keep 
labor costs down. 


But most important, tell them the facts about 
Silver Steel. Tell them it’s more than a name— 
although it’s the leading name in quality metal- 
cutting equipment. Tell them it’s more than the 
metal—although the steel is produced to Atkins 
specifications, exclusively for Atkins. Tell 

them Silver Steel is Atkins engineering, Atkins 
research, Atkins craftsmanship—all wrapped 

up in one complete line for every industrial 

or mill supply need. 


Standardize on Atkins, your one dependable 
source for circular saws, segmental tooth saws, 
bandsaws, hacksaw blades, files— = 
all standard metal-cutting tools. c 

; BDA 
Z 


ATKINS 


| ALS A 7 as 
Kags” 


Visit Atkins at Atlantic City 
TRIPLE MILL SUPPLY CONVENTION 
May 19-21, 1952 

BOOTH NO. 801-803 ° 


E. C. ATKINS AND COMPANY ~ INDIANAPOLIS 9, INDIANA 
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...to Greater Sales 
and Profits with 


{4 ELEPHANT 
"08 BRAND — 


The Oldest y New Regional Head 


Directs Clark Sales 


Clark § quipment Co., Battle Creek, 
Mich., has appointed Vernon L, John- 
son regional sales manager for the 
Northeastern region, with headquar- 
ters in New York. 

Mr. Johnson, who has been consult- 
ing and industrial engineer for several 
companies, was recently spec ial assist 
ant to the vice president in charge of 
the parts and accessories division, for 
Studebaker Corp., South Bend, Ind. 


Worthington Corp. Holds 
District Sales Meetings 


Worthington  Corp., — Harrison, 
N. J., held district sales managers’ 
conferences in six cities where it has 
plants recently. 
Shop tours, sales problem discus- 
. sions, and new product exhibitions 
Welded and Weldless Chains for Every Use featured aeaaetie held at Wellsville, 
N. Y., Buffalo, N. Y., Holyoke, Mass., 
e Proof and BBB e Sling Chains e Conveyor Chain Harrison, N. J., Dunellen, N. J., and 
: : ; : . Succasunna, N. J. 

vee e Grab Hooks, * Liberty Coil Chain Present were: W. H. Feldman, vice 
@ Steel Loading Chain Slip Hooks, ¢ Machine Chain president in charge of sales; A. H. 
and Cold Shuts Borchardt, ‘I’. Cruthers, C. K. Hood, 
e High-test Steel e Weldless Coil and F. J. Whelan, sales vice presi 
Chain Boomer Chain Chain dents; M. M. Lawler, assistant vice 
president; T. J. Kehane; W. J. Flem 
ing; W. J. Van Vleck; C. W. Kramer; 
R. M. Cleveland; J. W. Stovall; W. A. 
able Elephant Brand Chains. They are always uniform Meiter; W. C. Cheek; A. W. Fraser; 
KE. W. Vinnedge; R. J. Laidlaw; 
W. B. Gregory; and C. R. Walbridge. 
and meet all Government and Railroad specifications. Also attending were: C. S. Went 
worth; P. A. Alers; J. E. Montgomery; 
W. R. Kennedy; J. G. Murphy; G. R. 
WW), td, 2, f p ° IHlammett; R. P. Lockett; R. H. Kroll: 
for ataleg hiced P. A. Mack; R. B. Scott; P. E. Wil 
Dap son; H. W. King; J. P. McArthur; 
EST. 1854 E. D. Schively; W. D. Smith and 
Hi. K. Beck, commercial vice presi 

NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6,Mo. dents; E. W. Hammond; R 


Rowan; and J. J. Llanso. 


Almost 100 years of “Know-how” are behind depend- 


— tested — high quality. Always standard, full size, 
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Everybody Talks About it But Nobody Does Anything 


Mow oa 


Does Somertun 


Help Distributors Get More of the 
ig Volume” Cutting Tool Business! 


Besly frankly concentrates on the 25% 
' of the prospects in each territory who buy 
’s a Positive Policy of 75% of all Taps, Drills and Reamers. 
Se By cultivating this market selectively— 
ial preferred-service through specialized, intensive help in 
selling and service—we have been able to 
help Besly Distributors to get and keep a 
high percentage of their Cutting Tool 
get - and hold - eo i the “big user’ class. Guetlh of 
order” business - sales by Besly Distributors prove the 
soundness of this policy. If it makes sense 
to you, ask us for details on how we 
might work together. As a practical start 
in such cooperation, here’s part of what 
1 SUPERIOR QUALITY TOOLS we can offer: 
BESLY Taps are consistently “The { 
World's Most Accurate’’—made and 
kept to and above the exacting 
standards of the biggest users. 


PREFERRED SERVICE ———~ 


BESLY is realistic about the service 
that big-volume users require—and 
gives “what it takes” in preferential J > = Nceny,; 
treatment to hold them. This applies ; o 9° a o@ 
: - ‘a z Cuts 
to order handling and delivery of F round ding, “ithey, 
“specials” as well as “standard” tools. ; “RE 4 





Ra 
BETTER ENGINEERING d , ‘ 
COUNCIL ” - Pred Ra = tonuten 
BESLY Field Engineers are not only : 
factory-trained in the design and : ‘ rete 
manufacture of Cutting Tools, they Mitre ‘Ons ed 4, 
are also long-experienced in appli- bis 
cations and methods—with par- 
ticular emphasis on the mass- 
production operations of big-volume 
tool users. They help to sell by 
practical demonstration of how and 
where Besly Taps and Drills cut 
costs and improve production 


BESLY-WELLES 


CORPORATION 
Established as Charles H. Besly & Compeny in 1875 


106 Dearborn Avenue * BELOIT, WISCONSIN 
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THE NOLAN uve 


makes you money ! 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at least 
one. Saves time and money 
One man can open or close 
the most stubborn freight | 
cor door quickly 
safely with a Nolan Car 
Door Opener. Thousands 
used with success at 
i nd un : 2 
pee ol poy Good re- George A. Dauphinais 
peat item 


NOLAN PULLER —— 
mck ann tO ; 
LOAD BINDER 


Quaker Rubber Corp. 
Elects Vice President 


Quaker Rubber Corp., division of 
Hl. K. Porter Co., Inc., Philadelphia, 
has elected George A. Dauphinais 
vice president and general manager. 
He will be in complete charge of all 
manufacturing and sales activities. 

Mr. Dauphinais joined the Porter 
organization in 1947 and has been 
plant manager with the J. P. Devine 

=) Mfg. Co. Div., and subsequently with 
Putte cues, whee ont aaay ae Porter, the parent company. At 
nates tour te ton types or sizes of other Quaker he has been successively works 
manager and assistant general man- 
ager 





Nolan Rerailers 


Highly efficient for get- 
ting cars and locomo- 
tives back on the track 
Railroads and industries 
Gre big users 


American Steel & Wire 
NOLAN TRACK BRACES Names District Manager 


Holds railway tracks } . 7 
to, desired gauge . American Steel & Wire Div. of 
Peinay Hin : United States Steel, Cleveland, Ohio, 
Si = has appointed Nelson W. Dempsey 
again. . as manager of operations of the Chi- 
cago district. He succeeds the late 

| John R. Gaut. 

NOLAN PORTABLE | ey with the company since 
DERAIL , Mr. Dempsey has been general 
Safety device that should be | Superintendent, successively, of the 
weed wheswver core ere sultched | Waukegan, Ill., and Cuyahoga Works, 
Cleveland, Ohio, plants. He became 
a ee assistant manager of operations in the 

Car Block Chicago district in 1951. 


Prevents uncontrolled car 
movement and prevents 
damage to life and prop- 
erty 


Smith-Wadsworth Hdwe. 
All Nolan products are caretully made of Adds Two Salesmen 
the highest grade materials. Orders are , 
handled promptly and efficiently with Smith-Wadsworth Hardware Co., 
your shipping and billing instructions care- Charlotte, N. C., has added Parks 
fully followed. Write for free catalogs and Brvant and Ray Hon to its industrial 
price sheets. staft ; 
Mr. Bryant was formerly with 


THE NOLAN COMPANY | Henry Walke Co., and Mr. Hon with 


Allison-Erwin Co 
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USERS AND 
DISTRIBUTORS 
PROFIT 


Users profit by the increased effici- 
ency Qencny Screw Machine Prod- 
ucts inaugurate in the plant—the 
distributors profit by the the great 
numbers used in plants everywhere. 
The income source is constant be- 
cause plant men invariably repeat on 
their orders—the reason is the de 
pendable service they know — are 
sure of when they use Economy rod 
ucts. No y and 
iy — smooth-running " assem- 
y- Keep step with user demand. 
Gat details. 


ECONOMY 
PRODUCTS 


@ Hollow Set Screws* @ Headless Set Screws 
@ Socket Head Cap Screws © Stripper Bolts 
@ Wrenches 


HOLLOW SET SCREWS* 


Made from high grade ALLOY steel 
and heat treated with great care 
to further increase their strength 
and durability. Made in Cup, Cone 
Fiat, Oval, and Half-Dog types— 
sharp broached hexagon socket— 
clean die-cut threads. Adequate 
stocks on hand at all times. 





MACHINE 
FCONOM PRODUCTS CO. 
CHICAGO 30, ILL. 
| 








| 
| e / 2 1 Punch . ” hole thru 
“ iron —a ce lanced tool 


| 
' 


6 Skylight, Nentilating, ane 
Fank Flange Pu 
/16" ‘ron—eapectaliy” = 
ted for Button Punchin 
o__. 


# 3-B Punch... %” 
thru 4%” iron — side A. 
marked in fractional inches 


W. A. WHITNEY 
Hand Lever Punches 


|The right tool for the job 
| from this complete line . 


Since we began to manufacture W. A. Whitney 
| Hand Lever nches in 1908 industry has shown 
a decided preference for them. Our Lever 
Punches are built for hardest service accord. 
ing to their rated 
strong in construction. This is a good line for 
steady income. 
®@ Send for y new catalog which shows the 
complete W. A. Whitney line. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 























OUR schedules place a great responsibility on 

d cleaning equipment. Help plant managers 

to save on this expensive work. Supply them with 

or broom from the CAPITAL line. Right materials, 

onstruction, and attention to details of manufacture 

brushes and brooms that have proved their supremacy for 

Hependable service. There is no limit to your sales possibili- 

because more CAPITAL Brushes and Brooms are being used 

the time. We suggest to users that they buy thru their local 
distributor. 


Ww 


> 
exon ( 
— i 
¢ 


7 
f . 
7 the Line 

* beef washing brooms * hide 
brooms * fibre brooms * whisk 
brooms * textile brooms * ware- 
house brooms * coach brooms 
* janitor brooms * neral in- 
dustrial brooms * parlor brooms 
* push brooms * street sweeping 
brooms * wire brushes ¢ floor 
brushes * window and car washer 
brushes * counter brushes * scrub 
brushes * special brushes ¢ street 
rolls 


ao? 


Your Markets 


Metal Working Plants — Power 

Piants — Aviation Plants — Paper 

Mills—Road and Building Contrac- 

tors—Mines—Textile Mills—Public 

Buildings — Dairies — Hotels — 
Schools — Gorages — 
Railroads — Packi 
Plants — Warehouses 
— Aijrports, etc 


0 AE Pee iw 


PaO Se2@ons . 


“acs 


INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 
(REI TT LISS A san ae a 
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THE COMPLETE LINE OF 


HEAT-TREATED 
ALLOY STEEL SCREWS 


An lavitation 


TO VISIT OUR 
Jitac-z. 


Booth No. 136 


TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 
May 20, 1952 
Atlantic City Auditorium 
Atlantic City, N. J. 


You'll find a real welcome whether you're one 
of Mac-it’s old friends or are “just looking’. 


Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND CO. 
Cleveland 13, Ohio 


vred by MAC-IT PARTS COMPANY, Lancaste 
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NEW OWNER and president of 
Warren, Balderston Co., Trenton, N. J., 
George Zwanziger (right) confers with 
H. D. Witmer, vice-president and in 
dustrial supplies buyer 


New Owners Take Over 
Warren, Balderston Co. 


Warren, Balderston Co.,  well- 
known Trenton, N. J. distributors, 
have been acquired by George Zwan 
ziger and Howard A. Jackson. 

The officers of the company remain 
unchanged, with the exception of the 
retirement of the president, Harry R. 
Stover. ‘The new owners contemplate 
no changes in the firm’s personnel or 
operation, other than continued ex- 
pansion to meet the rapidly-growing 
needs of the ‘Trenton area. 

Mr. Zwanziger, who is now presi 
dent, was formerly executive vice 
president of Empire Industries, Inc., 
and immediately prior to joining 
Warren Balderston was president and 
major stockholder of Domestic En- 
gine & Pump Co. of Shippensburg, 
Pa. He is a certified public accountant 
by profession. 

Mr. Jackson is board chairman of 
Lewis Supply Co., Memphis, Tenn., 
and of Southern Hardware Co., 
Helena, Ark. He is now living in re- 
tirement at Blackbeard’s Castle, St. 
Thomas, Virgin Islands. 

Other directors of Warren, Balder- 
ston are also directors of the Lewis 
Supply Co. Including Mr. Zwanziger 
and Mr. Jackson, they are: Mrs. How- 
ard A. Jackson, Mr. Herbert M. Prior, 
Lauson H. Stone, L. Eugene John- 
son, and John E. West. 

Warren, Balderston has entered 
into a long-term lease for its present 
premises which provide 60,000 square 
feet of office and warehouse space. 


A. F. Koch Promoted 


A. F. Koch, until recently manager 
of the plant of the Norge Division of 
Borg-Warner, Chattanooga, Tenn., 
has been named works manager of the 
corporation’s newly formed Wooster 
Division, at Wooster, Ohio. 





JAUGHLIN 


offers both 


THE MOST COMPLETE LINE 
There are almost 1500 types and sizes in Laughlin's 


quality line of drop forged fittings. 


There are many different styles of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 
a wide variety of applications throughout industry. If you use wire ro 
or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


THESE EXCLUSIVE PRODUCTS 


SAFETY HOOKS... . The latch locks the load, will 
not open until released by operator. Strong, drop 
forged steel hook has improved latch that leaves 80% 
of throat opening. 15 sizes; 3 patterns, eye, shank 
and swivel 


CLEVIS GRAB AND SLIP HOOKS .. . These 
sturdy hooks ore easily attached to any welded link 
chain. Pin and cotter make it easy to attach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


JAUGHLIN. 


Safety “FIST GRIP" Wire Rope Clips . . . Foo! 
proof, easy to install Fist Grip clips hold rope more 
securely, can't go on wrong. Fewer clips are required 
thon for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK" (Reg. U. S. Pot. Of ) Cheaper thon 
welding, safer than cold shut or cast link, “Missing 
Links” go on in a jiffy and ore stronger thon proof 
coil chain. 17 sizes from 3/16” to 1-7/8”. 
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COD 


Laughlin's new Catalog No. 150 lists the complete line 

of drop forged wire rope and chain fittings with illustre- 
tions, description and specifications. Write for it todoy $ 
THE THOMAS LAUGHLIN CO. 
512 FORE STREET, PORTLAND, MAINE 


THE MOST COMPLETE LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 





SKINNER 
POWER CHUCKS 


Skinner has a complete line of models 
for heavy duty production work on 
engine and turret lathes and auto- 
matic machines. Sizes from 6” to 21” 
with forged steel bodies, and with 
either 2 or 3 adjustable or non-adjust- 
able jaws are available. The wedge 
angle is such that work is gripped 
positively, either internally or exter- 
nally, regardless of jaw position. The 
chuck will not release the work, even 
if air line is broken, until operator 
actuates draw bar. 


SKINNER Donald E. Beaton 


Twin Dise Clutch Appoints 
Hydraulic Div. Executive 
The Twin Disc Clutch Co., Racine, 
Skinner double acting rotating or aN Wis., has named Donald E. Beaton 
non-rotating air cylinders, for oper- assistant general manager of its Hy- 
ating power chucks and fixtures, use draulic Div. in Rockford, Il. 
a minimum amount of air. Large air The new post was created as part of 


ports give quick piston movement. the company’s expansion program, 
which includes a $1,500,000 plant 


project at Rockford. This, together 
with improvements at Racine, will 


' tly by th enable the company to double its pro 
justed automatically by the pressure duction of hydraulic products, accord 


of the air against the flanges of the ing to company officials. 

packings. Available for 6” to 21” Mr. Beaton has been associated 

diameter power chucks. since 1936 with Thompson Products, 
Inc., Cleveland, Ohio. He has been 
factory manager of a division for the 


SKINNER past 6 vears. 
ACCESSOR 


Bronze piston packing spacer reduces 
friction and insures piston alignment 
and support. All packings are ad- 





Skinner power chucking accessories = . - 

include: hand operating valve which a 

is self-sealing and easy operating ; 

regardless of position —complete air 

unit including regulating valve, pres- 

sure gage and lubricator — filter to 

remove all impurities, scale, etc., Sold by leading 


from the air line —soft blank top dislubiulers lA wey 
jaws — draw bars — draw tubes, etc. ; ; . 
industria arta 


Write for catalog giving complete details 
on the Skinner lihe of power and manually RY 


operated chucks. 


THE : 
S K [ 4 K E R ee Z. R. WILLIAMS has been appointed 
vice president and works manager of 


Portable Electric Tools, Inc., Chicago. 
CHUCK Cc Oo. He has been with the company since 
346 Church Street, New Britain, Conn. 1946 
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Come see us at 
Booth #425 
in Atlantic City 











aR 
“oy 


ae> 
ee, 


a Arey: 


- . 


HOME RUBBER Performs 


Unusual Service . . . calling for 
recourse to every possible means 


of communication and transportation 
... and KNOW-HOW 


BELTING Any manufacturer, with average intelligence, can meet the average 

Transmission requirements of distributors and users. But let something unusual 

Conveyor happen . . . let someone need something special .. . in a hurry... 
Elevator then see how far a much-touted service goes. 


Home Rubber boasts of its service as a source of supply for mechani- 
HOSE cal rubber goods . . . the very unusual nature of the calls made 
upon it has demanded an organization with know-how to meet the 
Steam © Acid © Mill © needs of both old and new customers in full defense production. 
Chemical @ Creamery @ 


Suction © Water @ Air For example: many orders are received as long distance calls . . . 
© Jetting © Sand Blast ¢ special handling of orders is part of every-day operation . . . the 
Fire unusual in mechanical rubber goods is taken in stride as easily as 


standard merchandise . . . rush “DO” orders are as common as 
PACKING 


those which require regular procedure in filling and shipping. 
Sheet and Rod Packings 


for every purpose 


Home Rubber, having grown for almost three-quarters of a century 
on the unusual, has long since demonstrated its ability to serve 
. . . gained its Know-How the hard way many years ago. 


“IN.B.O.” |. . the original BLACK SHEET PACKING ... 


“Serving the U. S. since Rutherford B. Hayes” 


THE HOME RUBBER COMPANY 


FACTORY: TRENTON, NEW JERSEY 


New York, 80-82 Reade Street New York - WOrth 2-4460 


OFFICES: Chicago, 168 N. Clinton Street TELEPHONE: Chicago - CEntral 6-060! 
Trenton, 31 Woolverton Avenue Trenton - 5-6171 
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May 19 thru 21 


Visit us at 
Atlantic City 


straight 
ahead at 
the main 
entrance 
Aisle 4 


Al Symonds 


‘Whatever you want in 
‘Hose Fittings - your best bet i 
D 


Clamps 
Couplings 
Nozzles 
Fusible Plugs 
Valves, etc. 


Proved by Performance 
in thousands of installations 


Established 1887 


W.D. ALLEN Manufacturing Co. 


CHICAGO 6 «© NEW YORK 7 First in Interior 


Fire Protection 
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DEMONSTRATIONS keep you fa- 
miliar with special equipment uses in 
the opinion of H. C. Carswell and 
H. B. Banks of the Atlanta, Ga., branch 
of Noland Co. 





Sales Meeting Questions 
Discussed at Chicago 


At the request of J. A. Proven, Por- 
ter-Cable Machine, Chairman of the 
recent joint regional “Sales Manage- 
ment Seminar” in Chicago, we are 
glad to reproduce the following ques- 
tions. The list was prepared by Frank 
M. Cruger, Indiana Tensiastenne’ 
Supply Co., Indianapolis and Harold 
C. 3 tee Desmond-Stephan, who 
were co-moderators of the session on 
distributor sales meetings. The de- 
mand quickly exhausted the supply of 
the mimeographed lists of questions. 
For those who did not get copies in 
Chicago and for the stimulation of 
the thinking of those who could not 
attend, we are printing here the entire 
list. 


.In our sales meetings—should we 
discourage high pressure tactics— 
and promote aggressive profes- 
sional selling? 

. Do you believe separate sales meet- 
ings should be held for product 
knowledge, separate sales meet- 
ings on sales technique, separate 
meetings on any major facet of 
our selling program. What is a 
good plan? 

. Should sales meetings be used to 
educate salesmen in principle of 
selling his house and his product 
instead of continually selling him- 
self? 

. How about early Monday A.M. 
sales meetings so your salesmen 
will have product knowledge fresh 
in mind and will not lose enthusi- 
asm over the week-end—as may 
be the case on Friday P.M. or 
Saturday A.M. meetings? 

5. How can sales meetings be used 








(| EATON MANUFACTURING COMPANY | R 


pi | RELIANCE DIVISION, MASSILLON, oscunai 


samaeses | | 























Booths 315-317 


May 19th-21st 


Spring LOCK WASHERS 


Ce 


@ There's a big welcome waiting for vou at 
the Reliance booths 315 & 317. Our per- 


sonnel will be there to greet old friends and 


welcome new ones. We are loaded with ; Thread Cutting 


facts on how Reliance Spring Lock Washers SPRINGTITES and SEMS 


are, and have been for years, a_ profitable 
item for you to handle. The largest and most 


representative industrial distributors can con- nN 

firm this statement Get our story on hg) 

National Advertising, Sales Policy, Delivery, 

and Engineering data (-] 
RELIANCE Speen 


RELIANCE DIVISION LOCK WASHERS 
EATON MANUFACTURING COMPANY 
MAIN OFFICE AND PLANTS: MASSILLON, OHIO 


Sales Offices: New York © Cleveland © Detroit © Chicago 
St. Louis © San Francisco © Montreal 

















In Canada: Eaton Automotive Products, Ltd., London, Ont 
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Fifth of a Series Sales Meeting Questions 


Continued ) 


to teach distributors men to make 
Making Tap Biades at Kuhns Bros. full use of the factory salesmen 
time? 
.Would distributors object to a 
manufacturer having area distribu- 
tor sales meetings, In some Cases 
inviting directly competing distrib 
utor salesmen? 
. Why are salesmen afraid to sell 
high-priced products — and — how 
can we correct this at sales meet- 
ings? 
What should be done when a 
“cocky” salesman’s sales start fall- 
ing off? 
Can we equip our salesmen with 
: cffective standardized answers to 
r 4 : common sales problems? How? 
Th} ” At sales meetings? 
P 


YY =" .Some salesmen are too serious 
“ona fittin some salesmen are too frivolous— 
g how can we coach them to stay 
in the middle of the road? 
means accurate machinin What can be done at sales mect 
g ings to encourage salesmen to add 
new accounts in their territory— 


; ee as of course—without losing any of 
Many of the tools for the machining of “K the good accounts already estab- 


Fittings are made in our own plant. We lished? 
also design and build much of the special 2. Would a chart listing the number 
machinery required. of new accounts added by each 
salesman each month, generate 
this program? The chart to be 
posted in a place for all office and 
taps have to be kept in first-class condition sales employees to see? 
to chase threads full and clean. Fixtures have Someone mentioned drinking dur- 
to be exact in order to maintain accurate ing a sales meeting—would you buy 
; ape from a salesman with liquor on 
his breath? 
.How can we teach salesmen, at 
fered so pipes will enter easily--also to sales meetings, to use manufac- 
protect the outer threads. ~ turers literature to best advantage? 
Still more extensive machining is involved De pens SER ee 
; ee casein ca e” = meetings as a necessary evil on 
in the finishing of “K” flanged fittings. Here the part of management—and— 
also dimensions must be held to close toler- what can be done about it? 
anees, and correct alignment maintained. Should distributors expect factory 
Here also faces have to be accurately milled men to tell them about the poten- 
to make tight joints, and bolt holes properly tial business available in their ter- 
. . , ritory, based on a reliable survey? 
Should this be discussed at sales 
The aceurate machining of “K” Fittings meetings? 
saves installation time, assures symmetry 7. How can we train our salesmen at 
in the piping system, assures leakless pe eats enacting: to mane Com 
P Sales: 
connections. .Do you know of any distributor 
who has made a list of tie-in sales 
items for the use of his sales force? 
How can our sales meetings be 
Specify “K's when you order fittings from your supplier. used to educate on tie-in sales pos- 


sibilities? 
THE KUHNS BROTHERS COMPANY . How can we use sales meetings to 
educate salesmen to plan their 
Dayton 1, Ohio days work? 
z. How can we get better salesmen 
Established 188 participation in our sales meetings? 


. How can we P n 
CAST-IRON FITTINGS © 3,000 Shapes and Sizes | te the alee necting on Greer” 


to the sales meeting on time? 


The machining of screwed fittings calls 
for extreme care and precision. Hundreds of 


alignment to agree with the angularity of 
fittings. Openings must be properly cham- 


spaced to speed make-up. 
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\ After more than a half century of research, 


Bay State has developed a tap of material, design, and heat treatment 
that will produce threads of the utmost precision with a maximum of productivity. 
We refer to this dual quality of Bay State Taps as Precision Performance. 


It is readily obtainable from nearby shelves of Industrial Supply Distributors. 


WAY Vas) 2) 


BAY STATE TAP AND DIE COMPANY, MANSFIELD, MASS. 
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Sales Meeting Questions 


1897 Cc A L D E R 1952 (Continued ) 


. Should a sales meeting last for two 
t a recess ? 
DRESSERS AND CUTTERS | oie ines ccs Gch 30 min 


_... TO HELP YOUR CUSTOMERS utes—does this cause interest to 


wander? 

CUT COSTS .Should sales meetings be serious? 
Should wisecracks be eliminated? 
5. How can we keep salesmen from 
talking among themselves at sales 

meetings? 
COMPLETE DRESSING SERVICE 26. How many industrial distributors 
have field sales managers (full time 

A DRESSER . : 

FOR EVERY JOB in the field) actually making calls 


with the territory salesmen? Is this 

~) Made in 7 sizes for dressing and a luxury to be afforded by only 

— truing grinding wheels; including the very largest distributors? 

the heavy duty No. 22 Dresser for , 8 : 

L) hard, coarse, or large wheels. .Do you use reports in your sales 
meetings to show the number of 
THREADED BUSHINGS STOP DELAYS orders secured from written mail 

Made with right and left-hand-threaded bushings for dependable quotations made to your cus- 
service. Right-hand-threaded bushings are marked R; left-hand- tomers? Is there any accurate 

threaded bushings, L. method of “policing” this very im- 
portant part of our business? 

. What can be done at sales meet- 
ings to convince salesmen of the 
need for following up and report- 
ing on every house quotation as 
well as direct quotation copies sent 
us by our manufacturing sup- 
pliers? 

Cutaway shows threaded bushing construction of all Calder 29. Is one line at each sales meeting 

dressers. Bushings are threaded right and left to tighten with rota- the most effective way or should 

tion of cutter. Bushings and pins made of hardened steel. ——- more than one line be covered at 


and easily replaced when worn. Eliminates operating delays throug * sitll a 
automatic tightening of threaded bushings. each morting: 


30. How should we handle “dumb 
HIGH CARBON STEEL CUTTERS questions” at a sales meeting? 
Calder cutters are made from high carbon tool steel heat - How can we hold down the fellow 

treated in electric furnaces. They cut faster and truer and who wants to talk too much? 


last longer. A favorite with big users,—low cost dressing 2. How can we prevent a salesman 
~- more efficient grinding. Also cutters for Ball Bearing from becoming smug or “cocky” 
dressers. eat. : ” . 
or “high hat” due to sales success? 
CALDER DIAMOND DRESSERS Is the sales meeting the place to 
GUARANTEED FOR YOUR PROTECTION coach our men to avoid such a 


Calder “GA" Diamonds happening? , 
available in any size dia- .Should our sales meeting teach— 
2 2 ee ae “What basic continuity underlies 
peer eof Ae gy in = sizes satisfactory service. each sale’? 
. Have you ever asked your salesman 
at a meeting “What is selling?” 
For 55 years, Calder has been supplying industry with fine What kind of answers did vou get? 
dressers and cutters. While the basic design of Calder tools Were any two answers alike? 
remains unchanged, improvements have been introduced regu- — we have a chart in the sales 
; . 3 ceting room to show the relative 
larly in order to make the Calder line easier to use, longer standing of salesmen? 
lasting, more efficient and highly profitable to handle. For the 36. Should we have “revival” meetings 


complete satisfaction of your customers’ dressing and cutting periodically to keep the salesmen 
problems join with hundreds ef leading distributors that have pepped up 


. Length of meeting? Should man 
been enjoying lucrative repeat business for many years. ufacturers be provided with one 
or one and a half hours time? 
Calder . . . World's oldest manufacturer of Dressers . How far should meetings be sched- 

. Sells through authorized distributors only. uled ahead of time? 
. Should regular “‘once a year” meet- 
is ae : ’ ings be scheduled on most prod- 
CALDER MANUFACTURING CO ucts? 
628 N. PRINCE ST.. LANCASTER. PA = . What time of day or evening 
should meetings be held? 
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in WIRE ROPE, too 


load strain calls for 
SPECIALIZED muscles 


Everything looks upside down to the three-toed sloth. Unique among 

animals, he prefers to live his life dangling downward from the top 
branches of tall trees. Helping him to survive in his topsy-turvy world are 
highly specialized and powerfully developed rear and forelimb muscles. 

In wire rope, too, specialized jobs call for the right kind of muscle. 
Load strain! Bending fatigue! Shock stress! Abrasion! Each calls for 
wire rope that best combines the required resistance characteristics. 

Complete quality control from ore to finished rope; long experience 
and specialized know-how —these are your assurance that in Wickwire 
Rope you always get the proper combination of physical properties for 
long-lasting, reliable service on your particular job. 
For additional information write or phone our nearest sales office. 


THE COLORADO FUEL & IRON CORPORATION—Abilene (Tex.) * Denver * Houston * Odessa (Tex.) * Phoenix * Salt Lake City * Tulse 
THE CALIFORNIA WIRE CLOTH CORPORATION—Los Angeles * Ockiand * Portland * Son Francisco * Seattle * Spokane 
WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga * Chicago * Detroit * Emienton (Pa.)* New York * Philedelphia 


LOOK FOR 
THE YELLOW TRIANGLE 
ON THE REEL 
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Sales Meeting Questions 


4 Continued 
Keamers give you more to sell ee 


41. Should distributors have two sub- 
jects covered each evening by sep- 
arate manufacturers? By one man- 
ufacturer of two different prod 
ucts? 

2.Is it possible to hold regional 
meetings between several Distrib- 
utors in a nearby area? 

.Is it possible to hold Distributor 
and User sales meetings together? 

.Shouldn’t we cover salesmanship 
some in each product meeting? 

.Shouldn’t Sales Meetings be held 
on a regular scheduled basis? 

.Shouldn’t Distributors’ Salesmen 
have some training meetings on 
even small volume lines? 

.Is it best to cover product con- 
struction, product service, product 
features, or product marketing in 
a meeting? Or, a combination of 
all four? 

.Should Distributors pass out a 
bulletin concerning meeting top- 
ics three work days previous to the 
Sales Meeting? 

.Shouldn’t Manufacturers mail 
literature and additional informa- 
tion to Distributors’ sales force 
right after a meeting? 

50. Shouldn’t manufacturers’ product 
advertising be presented and dis- 
cussed at the meeting? 
.Shouldn’t the Distributor and 
Manufacturer join together in 
selling “Distributor Service” to 
the Distributor’s sales personnel? 

2.Shouldn’t Sales Meetings help 
develop the Salesman’s “Sales 
Personality”—pride in his profes 
sion? 

.Should competitive products be 
discussed in meetings? 

.Should a literature mailing be 
made after a meeting? 











Che Reamer Specialists 


LAVALLEE & IDE, INC. BUSINESS IS GOOD at Poe Hdwe. 
z § y Co., Greenville, $. C., w 
CHICOPEE, MASS. | & Supply Co., Greenville, S. C., where 


countermen and cashier “keep ‘em 
moving.” 
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1. PRODUCTION-ENGINEERED - PERFORMANCE-PROVED 3. LONGER LASTING 


BELTING HOSE PACKINGS 


Quaker offers a full line of conveyor, flat Proved for flexibility and strength . . . built 
transmission and V-belts te fill every order. All te stand abrasion and resist wear . . . there's 
developed ond proved through the years to @ Quaker Hose for air, steam, welding, suc- 
give maximum, trouble-free service. tion, chemical, water or fire protection. 


plu MERCHANDISING THAT PAVES THE WAY 


10 PROFITS 





ADVERTISING .. . that paves the way for your sales with 
more than ten million contacts every month in leading mag- 
azines. Tens of thousands of goodwill-building messages to 
every prospect in your territory. 

PROMOTION .... that includes fact-filled catalogs, technical 
booklets and folders to help your men close the sale... . 
prestige building literature to cement good relations with 
your customers. 


Get the full information on the Quaker Plan for profit. 


QUAKER ru22tr conroration 


‘ ‘ 
NN A BRA 





Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, stocking or selling screw anchors .. . 


Wy iA; / iyo 


CAN PROVE DANGEROUS! 


The word “Rawlplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secuced to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 

BE SECURE BY BEING SURE 

Look for the Trade Name 

IWLPLU 


on the Blue Box 














See us at Booth 254 


TRIPLE INDUSTRIAL SUPPLY CONVENTION 


Ac Atlantic City, May 19-2 


IWLPLU : 
ROWLPLUGS because of their chemically treated braided jute fibre con- 


struction ... Hold Better . . . Last Longer . . . Weigh Less and Hold More! 
They . . . Eliminate extra troublesome spotting and layout work. Rawlplugs 
are the only universal anchors which can be used in any material. 


\w 
IF YOU DON'T USE oy . . . THERE'S A SCREW LOOSE SOMEWHERE” 


For further information write Dept. I 


THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET e NEW YORK 13, N. Y 


7a 


#/ 
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Frank W. Lyons 


Stanley Electric Tools 
Appoints 4 to Sales 


Stanley Electric Tools Division of 
(he Stanley Works, New Britain, 
Conn., has made the following changes 
and appointments in its sales force in 
the field. 

Frank W. Lyons has been appointed 
district sales manager of the southern 
territory extending from North Caro- 
lina to New Mexico. He has been a 
Stanley salesman for fifteen years and 
will make his headquarters in Atlanta. 

pointed sales representative in 


A 
Michigan is Phil S. Pods. Prior to join- 
ing Stanley, he had been an industrial 
and school salesman for Waterstons’ 


of Detroit for 12 years. During the 
war he spent four years with Army 
Ordnance overseas. 

Frank P. Lucier has been assigned 
to the metropolitan New York terri- 
tory and will work with Herbert Hel- 


Phil S. Pods 








Sell STANLEY... most wanted tools 


in industry today | 


a 
4 
i 
2 
a 
i 
> 
H 
; 


The demand for tools — good tools — has never been 

STANLEY TOOLS, NEW BRITAIN, CONNECTICUT greater. There's a tremendous job to be done. And it must 
be done well and fast. The men in industry responsible 

THE TOOL BOX OF THE WORLD for doing it want tools they know and can trust. That’s why 

they insist on Stanley Tools. Think of what this means to 

Stanley distributors in increased sales potential ... and profits. 

STA N LEY Think, too, of the other advantages that Stanley distributors 
enjoy. The Stanley line is complete . . . not just one tool... 

Reg. U.S. Pat. Off. but a full line of top quality tools for every industrial need. 


mamemaas © weess And Stanley distributors are backed by a powerful tool 

ELECTRIC TOOLS © STEEL STRAPPING © STEEL promotion program that works hand-in-hand with their own 
sales efforts. Month after month, millions of sales 
messages reach their best customers and prospects 


1¢ a'r through the pages of leading industrial and 
: consumer magazines. 
* ; A bigger market . . . a complete line of 


oon t J E. = quality tools ... backed by aggressive 


MECHANIX a ts jay! 
MIneTRATED advertising ... it adds up. Tie-in today 


: — 8 | | Mills Factory 
Buiien : ' 


al HOMECRAFT 


> \ 
- 
ad 


~ ale’ 
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Cif METEOR 
Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 4 to 5 tons. 


Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 








Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel! load 
chain. Capacities: % to 10 tons. 


Cl COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: % 1%, 3 and 6 tons. 


g there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


CHISHOLM-MOORE 


HOIST CORPORATION 


s McK 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland . 
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stributors Everywhere 


Darrel T. Argo 


ler. Mr. Lucier has completed an ex- 
tensive sales training course on elec- 
tric tools at New Britain. During the 
war he served two years in the Navy 
Air Corps 

Darrel T. Argo will be sales repre 
sentative in Southern ‘Tennessee, Ala- 
bama and Mississippi. Mr. Argo held 
the position of senior inspector mm one 
of the Staging Wings of the Air Force 
during the war. 


Patterson Reelected 


Morehead Patterson, chairman of 
the board and president of American 
Machine and Foundry Co., parent 
company of DeWalt Inc. of Lancas 
ter, Pa., has been reelected a board 
member of the National Industrial 
Conference Board. 











SALES CORNER: 


CHECK YOUR CUSTOMER LIST FOR— 


GEARMOTORS where 
there is a requirement for 
an economical and con- 
venient means of obtain- 
ing low speeds - our 
quick deliveries will do 
the trick. 


EXPLOSION- PROOF 
MOTORS for the utmost 
in safety needed in 
Chemical Plants and 
Oil Refineries. 


AJUSTO-SPEDE and SELECT-A-SPEDE adjustable 
speed drives for that wide choice of speed ranges, 
horsepower and torque characteristics. 


*TRADEMARK OF THE LOU'S ALL 


SHTED, 1951 
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Whether your territory is South, East, North or West — 
take it from Mr. Motor — your salesmen have a complete 
line for all industries when they are selling Louis Allis 
motors. 

Mr. Motor tells us that he is backed by an organization 
with a half century of experience in building motors for 
standard applications and special motors for require- 
ments that are unusual. Remember men, you can sell your 
Customers motors that give them exactly what they re- 
quire in performance, enclosure, horsepower, speed and 
electrical characteristics. 

Tell your Customers about our range of types and sizes — 
the special Louis Allis design features — the extra fine 
quality and dependable, long life performance. Mr. Motor 
offers more for your Customers. 


THE LOUIS ALLIS CO. + MILWAUKEE, WIS. 


INDUSTRIAL DISTRIBUTION © MAY, 1952 





The Mercury Automatic Clutch is 
the perfect solution to prevailing 
power transmission problems on 
motor-operated machinery. 


REASONS WHY A 
MERCURY AUTOMATIC 
CLUTCH IS A 

GOOD INVESTMENT 
FOR YOUR CUSTOMERS 


A Mercury Automatic Clutch 


installed on an Industrial Hoist 


e INCREASED PRODUCTION ... — -— : 
UTILIZATION OF MAXIMUM MOTOR TORQUE... PERSONAL sttention is given by Sid 


Silberman, partner in Dessil Tool & 


* 
e SAVING OF MOTOR COST... Supply Co., Cleveland, to an order. 
@ PROVEN DEPENDABILITY... 


Dessil Tool & Supply 
Wherever you find an electric motor or gasoline engine at work in the G N a e 
Replacement, maintenance, or Service markets, there is an opportunity to vets New Quarters 


ss peer mpage peat distribut bly priced Phe Dessil Tool & Supply Co. has 
e ine is o@ profitable one for distributors... reasona rice : = . 52c p, 
with generous discounts ‘Weite today for the MERCURY Distributor stand (7; A moved ” pod 0 ee at ‘ ‘ he I pact 
Schedule end © copy of Cotoleg A-12 J pect Ave., Cleveland. The firm was 
formerly located at 1401 East 9th St. 
The new location consists of a 
store, basement, mezzanine and upper 
floor giving an area of about 10,000 
sq. ft. Store affords room for display 
and shelves for fast-moving items 
while the office is located on the 
mezzanine. Since the firm deals in 
machinists and mechanics tools, pre 
cision tools and light machinery, the 
store also serves the pick-up trade. 
Sid Silberman is manager, assisted 
by his brother Maurice. The firm is 
a partnership of five Silberman 
brothers, three of whom are not ac 
tive with the business. They pur 
chased the firm from Emil Desberg 
who had been in business for 30 
vears at the 9th St. address. 


Manning, Maxwell & Moore 

Makes Sales Assignments 
Manning, Maxwell & Moore, Inc., 

Bridgeport, Conn., has appointed 


Morris S. Palmer and Raymond F. 


= —— = ss Attner to new sales positions. 
ALLIGATOR CARSON" (NEWTON Mr. Palmer becomes manager of 
field sales, and Mr. Attner, succeeding 
FOR YOUR FILE ORDERS Mr. Palmer in his former post, is Han- 
cock valves product manager. 
Carson Newton Distributors can be sure that they have Prva 9 Bese Bes Ne tpene terri- 
. 7 : ories al shica . anager, 
the right file for any job their trade may have, that it will Pelee i 


: : , : Mr. Palmer has been with the com- 
give satisfaction and bring repeat business. pany since 1922. Mr. Attner, also 


MERCURY CLUTCH DIVISION 


AUTOMATIC STEEL PRODUCTS, INC. 
CANTON 6, OHIO 





, , with 30 years’ service, was previously 
Today our plant is at top speed serving AMERICA distributor manager of poe dy 


YOU CAN’T BUY OR SELL A BETTER FILE Mr. Palmer will be located at the 
Stratford, Conn., plant while Mr. 


CARSON-NEWTON CO. BELLEVILLE, HN. J. | Attner’s headquarters will be at 


| Watertown, Mass. 
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LENOX 
Regular Metal Cutting 
Band Saw Blade 


RWB BB BwWIAS VRS 
AHRVOSP BPS SsWsVWEW VV 
AOD BWw PW RWVBAWR 

WRG BRB VAAeR 
NEVADA BAVA VDA 
RV BVBWSP PV RDMARAA’S 
RWW BWSAVWDSPOPAAVWse RAS 


nesivm 
9 oad Board 
is 


Ma 
Buil 


ald 





Band Saw Blades 
eting 
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Springfield - Massachusetts #4 


AMERICAN SAW 
& MFG. COMPANY 
BAND SAWS. GROUND FLAT ST 





LENOX 
Friction Cutting 
Band Saw Blades 
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turn to TRI PLEX 


and you turn 
the key to... 


toughness 


IN A COMPLETE LINE 





It's TRIPLEX—the threaded fas- 
teners that are unexcelled in 
toughness. That's why they as- 
sure surplus holding power for 
those unusual stresses and strains. Nothing is 
more important in any fastener. We all know 
that, but occasionally we need to be reminded. 


Set Screws 


Squore heads, cup points 





Cap Screws 
Hex, flat, button or 
fillister heads 


4 





Lag Bolts 


Squore heads, gimlet 
points. 
Machine Bolts 
bs Squore, hex or counter- 
sunk heads. Rolled or cut 
threads 


Plow Bolts 


American Standard heads 











Carriage Bolts 


Round or special heads 
Rolled or cut threads 





Castellated Nuts 


American Standard light 
castle hexagon 





Semi-Finished Nuts 
American Standard light 
ond heavy. Hexagon 
The handy TRIPLEX wall chert ond catalog make ordering easy. Write for yours today. 


THE TRIPLEX SCREW COMPANY °2'7. GRANT AVENUE 


fr. $s, oOnlo 
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WALTER C. MILKEY has been 
elected treasurer of The Stanley Works, 
New Britain, Conn., succeeding . . . 


. LEWIS W. YOUNG, retiring 
after 43 years’ service with the com- 
pany. 


Stanley Works Elects 


W. C. Milkey Treasurer 

The Stanley Works, New Britain, 
Conn., has elected Walter C. Milkey 
is treasurer of the corporation, suc- 
ceeding Louis W. Young, who is re- 
tiring from active service. 

Emerson H. Burr and Philip H. 
Pelletier were elected assistant treas- 
urers, and all other officers were re- 
elected. 

Mr. Milkey, who joined the firm in 
1909 as office boy, became assistant 
treasurer in 1929. Active in civic 
affairs, he was recently named to the 
New Britain Board of Finance & 
l'axation. 

Mr. Burr has been with the Stanley 
Works 29 years. He joined the staff 
of the auditing department in 1923. 





7 4 let ht 


@ Our past experience and present RAs 
has taught us that our distributors are the 
best salesmen in the business today. 
We're backing their campaign all the 

way down the line with top quality 
machines like this—with liberal 
discounts—with solid “buy-through- 
your-distributor™ advertising 

—and with effective sales 

promotion aids. 

ETTCO TOOL CO., INC. 


600 JOHNSON AVENUE 
BROOKLYN 6, N. Y. 


Fixed Multiple Spin- 
dle Drilling and 
Tapping Heads 


Tapping 
Attachments 


Visible Grip 
* Tap Chucks 


ae ee het a. TS ai aan alte 
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QDEAD 


PRODUCTION 
CAPACITY 
INCREASED 


facilities, 


Producing és 


before 


IDEAL PETERSBURG 


din size 
NT Triple : 
PLA filled end-to 


h-speed pro- 


NEY 


in one eae 
end wit : t 
IDEAL has gone all duction equipme” 
out to keep production 
paced to skyrocketing 
demand — to fill your orders faster. 
Delivery schedules have been speeded 
up all along the line. Many products 
in best demand are now in stock and 
others are being added every day. 


With two big, modern plants—more 
and faster equipment—scores of added 
workers—we've never before had the 
capacity to turn out IDEAL products 
in the quantity we are producing today. 
This is all standard IDEAL merchan- 
dise that you can sell with confidence. 
There's not an “ersatz” item in the lot, 


to go bad on your shelves or in your 
customer's service. 


~ 
~ 


«bis is an IDEAL year. Make the most of it 
—for bigger sales volume and greater profits 
than ever from the IDEAL Line. 





IDEAL PRODUCTS 
ARE SOLD THROUGH 
AMERICA'S 

LEADING 

7 pisTRisuTORs 


LOOK FOR US 
at the 
ASMMA Coavention 
BOOTH 629 











IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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Mr. Pelletier started in the corpora- 
tion’s Labor Bureau in 1919. He be- 
came head auditor in 1941. 

Mr. Young, the retiring treasurer, 
will continue to serve on the board 
of directors. Richard E. Pritchard, 
board chairman, paid tribute to his 
long record of service in a statement: 
“Louis Young has a distinguished rec- 
ord of accomplishment through the 
43 vears of service he has given the 

| Stanley Works. During that time he 
has proved invaluable in the financing 
of the expansion and development of 
the Stanley Works and its subsidiaries 
throughout the world.” 

Mr. Young first joined the firm as 


| hurry clerk, then became a member 


of the New York sales force. He was 
elected treasurer in 1919, and a di- 
rector in 1937. 


Grobet File Co. Promotes 


| N. S. Graham, Chas. Lender 


Grobet File Co. of America, Inc., 
New York, has promoted Neill S. 
Graham as vice president and Charles 
Lender as vice president in charge of 
sales. 

Mr. Graham will continue in charge 
of the Chicago branch. Mr. Lender’s 


headquarters will be in New York. 


Russell H. Randolph 


Fageol Heat Machine Co. 
Appoints Sales Director 


l'ageol Heat Machine Co., Detroit, 
has named Russell H. Randolph as 
general sales director. He will be in 
charge of all sales activities, including 
the distribution of heat machines 
through more than 500 industrial sup- 
ply houses, hardware wholesalers, and 
other dealers. 

A graduate of Case Institute of 
Technology, Mr. Randolph for the 
past 15 years has been regional sales 
representative for the Boss Mfg. Co., 


Kewanee, Il. 





NOT “JUST WORDS” WITH AMERICAN 
—here are facts on how distributors benefit with the American line 


The above statement is taken directly from our We've lived and worked with distributors for a long 


Distributor Sales Policy. We at The American Pulley time—over 50 years, in fact. We believe we know 
Company know how important you, the distributor, what you want in a line of Power Transmission and 
are to our operations. Isn't it natural, then, that we Materials Handling Equipment. That's why American 
should try to give you every possible sales and profit 


distributors can always count upon the following 
advantage when you handle the American line? 


benefits as facts, not just words: 





1. Substantial profit margins. 5. National advertising and 

2. Defined territorial protection. personal sales help. 

3. Complete quality line for greater sales 6. Exclusive selling features. 
volume. 7. Competitive prices. 

4. Supporting factory and warehouse stocks. 8. User acceptance. 











We will be glad to see you 
at the Triple Mill Supply Convention, 
Booth 352, in Atlantic City, 
May 19—21. 


4210 WISSAHICKON AVENUE, PHILADELPHIA 29, PA. 
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Athol Machine & Foundry Co. 


332 


ATHOLL 
VISES 


STRONG WHERE STRENGTH IS NEEDED 


to DISTRIBUTORS 


{ Message 


and their MEN 
ATHOL VISES are made of semi-steel castings. Strong 
where strength is needed and designed for service. 


Our own foundry and machine shop give us full supervision 
of all operations from the raw material to the finished vises 
(not an assembly job). 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 


Each Vise packed in an individual carton 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SEE US AT ATLANTIC CITY BOOTH 524 


THE HOME OF ATHOL VISES 


THE FOUNDRY AND FACTORY WHERE THE ENTIRE VISE HAS BEEN MADE SINCE 1868 


Athol, Massachusetts 
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VICE PRESIDENT and manager of 
Binghamton Industrial Supply Co., 
Inc., Binghamton, N. Y., Victor Brink 
prepares to call on a good customer 





Columbian Vise Replacing 
Tornado-Damaged Products 


As an aid to distributors in the 
tornado-stricken Mississippi Valley 
areas, Columbian Vise & Mfg. Co., 
Cleveland, Ohio, has offered to re- 
place free any of its products damaged 
during the storm period. 

Columbian president H. F. Sey 
mour, in a letter, said: “Newspaper ac- 
counts of your tornado indicate very 
real damage in your city. If by 
chance any Columbian vises have been 
harmed by water, will you consider 
this your opportunity to return them, 
freight collect, for replacement by 
new vises. 

The company has followed this pro- 
cedure in previous similar emergencies, 
Mr. Seymour said 





DISPLAY PIECE, a radial-arm saw, is 
set up front and center at the Indus- 
tral Division, Allison-Erwin Co., Char 
lotte, N. C. Warehousemen —, 
Sloan and Joc Cathey, Jr., do the job 





Via For prompt safety service 


Wy CONSULT YOUR... 
WILLS oN AUTHORIZED WILLSON 
Eisendable > DISTRIBUTOR 


eye felaelactaiteys| ‘ Hendrie & Bolthott = 


ATLANTA, GA.—-Fulton Supply Co 
BALTIMORE, MD.-—-Carey Mach. & Sup. Co 
BIRMINGHAM, ALA 

Satety Engrg. & Supply Co 
BOSTON, MASS 

Cutter, Wood & Sanderson Co 


BUFFALO, N. Y.—American Allsate Co 
BUTTE, MONT.—Montana Hardware Co 
CASPER, WYO.-—Casper Supply Co 
CHARLESTON, S. C.--Cameron & Barkley Co 
CHARLESTON, W. VA.--Salety First Supply Co 
CHATTANOOGA, TENN —C. D. Genter Co 
CHICAGO, ILL. —-Protective Equipment, Inc 
CINCINNATI, OHIO-—The E. A. Kinsey Co 
CLEVELAND, OHIO—-Safety First Supply Co 
COLUMBUS, OHIO--The E. A. Kinsey Co 
DALLAS, TEXAS —Engineering Supply Co 
DAYTON, OHIO--The E A Kinsey Co 
DEADWOOD, S. DAK. —-Hendrie & Boltholi Co. 
DENVER, COLO. —Hendrie & Boltholi Co 
DETROIT, MICH.—The Chas. A. Strelinger Co. 
EL PASO, TEX.—£. D. Bullard Co 
GRAND RAPIDS, MICH.—F. Raniville Co 
GREENSBORO, N. C.-—-Smith-Courtney Co 
GREENVILLE, S. C.—Carolina Supply Co 
HARTFORD, CONN 

Industrial Safety Supply Co., Inc 


_ HICKORY, N. C.--Smith-Courtney Co 
A HOUSTON, TEXAS 
oe Allied Satety Equipment, Inc 
> INDIANAPOLIS, IND.—-The E. A. Kinsey Co 
> JACKSONVILLE, FLA. Cameron & Barkley Co, 
Q KALAMAZOO, MICH —Satety Service Inc 
Ss KANSAS CITY, KANS.—L. R. Stone Supply Co, 
Sg LOS ANGELES, CALIF —-E. D. Bullard Co 
LOUISVILLE, KY 
& ’ P Neill-LaVielle Supply Co., Inc 
a F Orr Safety Equipment Co 
A MEMPHIS, TENN. —J. E. Dilworth Co 
wy MIAMI, FLA.—Cameron & Barkley Co 
2 MILWAUKEE, WIS. — Protective Equipment, Ine, 
Le) Combined protection, comfort an pearance MUSKEGON, MICH. --Factory Supply Co 
~~ nding in NEWBURGH, N. Y.—W. L. Smith Co 
NEW ORLEANS, LA 
LS) Woodward, Wight & Co., Ltd 
So plastic frames —fitted with Sammmesen heer NEW YORK, N. Y¥.—W. S. Wilson Corp 
Sy treated glasslenses, or Plas-Tough* plasticlenses OKLAHOMA CITY, OKLA 
x every one tested for impact resistance and Hart Industrial Supply Co 
OMAHA, NEBR 
Interstate Machinery & Supply Co 
Sempiote ine of salety eae ORLANDO, FLA.—Cameron & Barkley Co 
PHILA DELPHIA, PA.—Industrial Products Co. 
PITTSBURGH, PA.—Satety First Supply Co 
PORTLAND, ORE.—}. E. Haseltine & Co 
PROVIDENCE, R. I.—-James E. Tierney 


RICHMOND, VA.—Smith-Courtney Co 
ST. LOUIS, MO.—Sligo, Incorporated 
' ST. PAUL, MINN.—Farwell, Oxzmun, Kirk & Co 
SALT LAKE CITY, UTAH 
Industrial Supply Co., Inc 
ae SAN FRANCISCO, CALIF.—£. D. Bullard Co 


SANTA FE, N. MEX.—Hendrie & Bolthoti Co 

Willson Safety Goggles SAVANNAH, GA.—Cameron & Barkley Co 
Willson Respiratory Protection SCRANTON, PA.—L. B. Potter Co 

Willson safety equipment in- SEATTLE, WASH.—}. E. Haseltine & Co 
goggles includes metal, plastic and cludesa pee ae oe indus- SPOKANE, WASH.—]. E. Haseltine & Co 
rubber frames in cup and covercll trial respirators and gas masks. SPRINGFIELD, MASS.—Charles C. Lewis Co 
Eoch of the types and styles SYRACUSE, N. Y.—Syracuse Supply Co 
meets certain U. S. Bureau of TACOMA, WASH.—J. E. Haseltine & Co 
Plas-Tough™ lenses or Willson- Mines requirements and islight- TAMPA, FLA.—Cameron & Barkley Co 


TOLEDO, OHIO—Salety First Supply Co 
w n Wri weight, ¥ ’ 
eld™ lenses. rite for catalog ¢ —— = - tr roy Beli sane hi 


showing our complete line. ing. Write for catalog. at - ee — Co 


CANADA 
Safety Supply Company—Toronto, Montreal, 
See your WILLSON distributor or write for Catalog Windsor, Kirkland Lake, Winnipeg, 


onton, Vancouver, H. 
WILLSON PRODUCTS, INC. 240 Washington St., Reading, Pennsylvania ik sa 
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make Willson safety spectacles 


value. Choose from a full range metal and 


optical quality. Send for catalog describing our 


The complete line of Willson safety 


types with clear Super-Tough® or 





THE 


Fairbanks 


COMPANY 


LONG SERVICE of L. V. McCune, 
with Jenkins Bros., New York, for 39 
years, is the reason for handshake 
and gifts from Charles C. Chamber 
lain, firm’s vice president, who an 
nounced that his 


TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


ATLANTIC CITY * MAY 19, 20, 21 


...to explore the profit and 


volume-building potentialities of 


the Fairbanks lines of | 
SUCCESSOR, Frank G. Folz, Jr. 


TRUCKS and CASTERS ——_ 
VALVES, DART and “PIC” UNIONS 


Jenkins Representative 
| Retires After 39 Years 


L. V. McCune, retiring from the 
sales staff of Jenkins Bros., New York, 
after 39 years’ service, was honored 
recently at a party given by his asso 
ciates in Philadelphia. 

Charles C. Chamberlain, vice presi 

dent and general sales manager of the 

| company, presented Mr. McCune 

with gifts. Also present were A. J. 

Yardley, company president, A. M. 

Street, publicity manager, and R. V. 

Salisbury, New York branch manager 

Mr. McCune covered the Pittsburgh 

territory during his entire career. At 

the party, he recounted his experiences 

393 LAFAYETTE STREET . NEW YORK 3. N.Y | during the vast growth of the nation’s 
Branches: Pittsburgh * Boston * New York * Rome, Ga PT ates by Frank G. Folz, 
Jr. 
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for 

Faster, Better 
production line 
performance 
it's 





See us at 
Triple Mill Supply 
Conference 
Booth No. 604 


O00 /0,} | )0)0,}/ 11 jm 
a's le le ble eee le le le le lela Mala eee 


Time saved on the production line is pretty important these days. Add 

to this continuing customer satisfaction in your finished product . . . and 
you can see why more and more design engineers and manufacturers 

are turning to Safety Socket Screws. “Blue Devil” is a complete 

line... a quality line . . . and it’s precision made by specialists devoted 
to socket screw products exclusively. Call for “Safety-first’” at 


your Industrial Distributor! 


specify SAFETY SOCKET SCREWS 
safe, sure, speedy! 
Sold through authorized Industrial Distributors 
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SINCE 18666 


BELT-SAVER 
PULLEYS 


SAVE 
BELTS... 
BUILD 


Today, thousands of Sprout-Wal- 
dron BELT. SAVER Pulleys are in 
use throughout the world — on 
applications ranging from stone 
and gravel to wood chips and 
foundry sand 

The exclusive cone and wing 
design of the Sprout-Waldron 
BELT-SAVER makes it ideal for 
rough service installations where 
hard, abrasive materials must be 
handled. That's why it's regularly 
specified by leading manufactur- 
ers of conveyor belts and con 
veying equipment 

Actual case histories report belt 
life increases from 50 — 400%. 
Repeat orders are proof that this 
is a profitable item for industrial 
distributors to feature 


; FREE 


Send for 
Bulletin 
35-A 
Today, 


and read the enthu- 
siastic reports of Belt-Saver Pulley 
users. See for yourself how you 
can help your customers profit by 
acquainting them with Belt-Saver 
Pulleys. Sprout-Waldron & Com- 
pany, Inc., 3 Logan Street, Muncy, 
Pennsylvania. 


SPROUT-WALDRON 











\ BELT-SAVER ae 
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LUNCH HOUR LAUGHS at the 

Poe Hdwe. & Supply Co., Greenville, 

S. C.,, are supplied by R. T. Vaught, 

asst. warehouse manager, and Peggy 
receptionist 





Material Handlers Meet 
In Shop-Type Clinics 


The first in a series of unique user 
manufacturer conferences sponsored 
by The Material Handling Institute’s 
Industry Service Committee was held 
at the Pittsburgh Athletic Associa- 
tion recently. Inaugurating a program 
of service to industry, with the objec 


tive of crystallizing up-to-date thought | 


and development in the realm of bet- 
ter industrial efficiency through im 
proved material handling methods, 
the conference proved the value of 
workshop-type clinics in gathering 
inaterial handling equipment manu 
facturers and users together at the 
problem-solving level. ‘The second in 
the series is planned for the latter part 
of May. 

Ihe Pittsburgh meeting—devoted 
only to current problems in dry bulk 
handling—was restricted to 16 dele- 
gates; one from each of 8 equipment 


manufacturers with much bulk han- 
dling experience, and one each from 


the ceramic, 
grain, 


chemical, coal mining, 


metal-producing, 


k ach user representative sed a 
major and seule problem, character- 
istic of his industry. Working in an 
informal atmosphere under the guid- 
ance of Chairman L. West Shea, presi- 
dent, The Material Handling Insti- 
tute, Inc., and Co-Chairman H. H. 
Hall, vice president, ‘The American 
Material Handling Society, Inc., the 
engineering representative of each 


manufacturer was called upon to reply 
’ 


to the stated problem and offer his 
suggestions a solutions in terms of 
his own experience 

And eastern refractorv manufacturer, 
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of SIACO> DETROIT STAMPING COMPANY 
332 Midland Ave. » Detroit 3, Mich. 











mineral-min- | 
ing, quarrying and process industries. | 





Calling t 
PAUL BUNYAN 


Remember him? He was a mythical 
character of unheard of strength who 
was credited with such tremendous 
feats as uprooting mammoth trees and 


moving rivers. Did you ever wish you 
had some of his great power? 


We know that the 


MORE POWER PULLER 


is no Paul Bunyan. We also know it 
is far from mythical, because for its 
size this sturdy unit has more Possibil- 
ities for acc im- 
possible tasks for your F customers, than 
you can imagine. 





Here’s a light-weight, flexible, sturdy 
puller that is operated by one man 
and requires no electrical or fuel con- 
nections. It is always available for 
such jobs as moving and loading heavy 
machinery, opening car doors, and a 
host of other everyday uses around a 
plant or warehouse 


it comes ounleeed with 20, 30, or 40 
t of cable 


List Price 
wy. 75 to $33.80 
F.0.B. Factory. 


Distributor and Dealer 
Openings 


The 
WYETH-SCOTT CO. 


Newark, Ohio 








HERE'S HOW WEATHERHEAD HELPS YOU SELL— 


LIC 


THIS FULL PAGE 
ADVERTISEMENT 


IS APPEARING IN: 





Factory Management & Maintenance—April 
Applied Hydraulics—April 
Mill & Factory—May 


AND IN SMALLER SIZES IN: we MEY ce ; 


Works * as he ae (80 00% Sees 
2 . 
Oil & Gas Journal—March 24 ; - PULL INFORMATION 


* . " Si parind <p ~ bi 
Design News—April : ‘4 ryt ton 4574 stom 


ams punto Gear 


Product Design & Development—May veg nt MOU tows Ane wou 


Industrial. Equipment News—June > = x. _ . 
New Equipment Digest—June 


Petroleum Processing—June 


ADDITIONAL WEATHERHEAD 
ADVERTISING IS APPEARING 
REGULARLY IN 


Instruments Magazine 


Chemical Processing 


aA ry 





Here is evidence that Weatherhead is planned to reach your customers, month after month, 
backing up your sales efforts with hard-hitting with the kind of inquiry-producing messages that 
advertising support. The continuing campaign is are easily converted into sales for you. 





GET THESE ADDITIONAL WEATHERHEAD SALES AIDS 


Be sure you have these Weatherhead catalogs: 
E1457A Weatherhead ERMETO® Flareless 
Fittings, F1456 Weatherhead Standard Brass 
Fittings, H1451A Weatherhead Hose & 
REUSABLE Hose Ends. Write Dept. I, The 
Weatherhead Company, 300 E. 131st Street, 
Cleveland 8, O. In Canada, The Weatherhead FIRST IN HYDRAULIC CONNECTIONS 
Company of Canada, Ltd., St. Thomas, Ont. 
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LMONT 


Made Right to Seal Tight .... LONGER 


There's a Belmont Gasket—molded, formed, extruded, or die or lathe cut— 
for every gasketing service. They're made for better joint and surface seals... 
under any combination of service conditions . . . from a wide range of mate- 
rials including Compressed Asbestos, Woven Asbestos Metallic, Red Rubber, 
Cloth Inserts, Black Rubber, Vegetable Fibre, Cork-Vegetable, Gray Rubber, 
Neoprene, Buna-N, Teflon, Silicone and many other compounded materials. 


Because Belmont Gaskets are accurately and uniformly cut from just the right 
material to suit your particular service, they can usually be expected to 
deliver a valuable saving in maintenance costs and uninterrupted service by 
providing longer, more dependable service life. 


Write or call your Belmont Distributor for recommendations . . . and get 
reference Catalog No. 40. 


“BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa. 


% is >; 


<The 
THERES A BELMONT PACKING 


aMe-d 


FOR EVERY SERVICE 
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concerned with replacing outside- 
conical-pile and scoop-shovel systems 
with silo-and-conveyor systems—in raw 
material storage—determined that the 
proposed method was not econom- 
ically justified on the basis of savings 
in his size operations over a reason- 
ably short amortization period. Also, 
a dominant producer of chemicals, 
faced with the high cost of bagging 
hygroscopic chemicals, rte a 
method of handling these chemicals 
in bulk at a cost considerably below 
the previously established minimum. 


Consolidated Brass Adds 
Representatives to Sales 


Ihe Consolidated Brass Co. of De- 
troit, has appointed Robert S. Smith 
as its sales representative for Illinois, 
Wisconsin and Indiana. Mr. Smith is 
located at 176 W. Adams St., Chicago. 

W. M. James & Co., Denver, will 
represent Consolidated in Montana, 
Wyoming, Utah, Colorado, Arizona 
and New Mexico. 


Perkins, Bassett & Wright 
Names Salesman-Engineer 


Perkins, Bassett & Wright, Inc., 
Keene, N. H., distributor, has ap- 
pointed Earle E. Anderson as sales- 
man and consultant engineer. 

An M.LT. graduate, Mr. Anderson 
has been engineer and mechanical de- 
signer with Stone & Webster Co., 
Boston. 

He will cover New Hampshire, Ver- 
mont, Maine, and sections of Massa- 
chusetts and New York State, with 
headquarters at Center Tuftonboro, 
N. H. He will specialize in boiler 
room and plant design and equip- 
ment 


Earle E. Anderson 





ID Zee Savona 


for Fafnir Distributors Salesmen 


8 
.. 17,000,000 ve-meml Company 


Messages Introduction Needed 
in 33 


National FAFNIR aoe 
Publications pa x art 





AROUSING INTEREST 


; 


Bi 


eT a 


3 
£. 
fA 
+ 


(&. 


.._ Important ... No Product 


Product Introduction Needed 
Information 

Advertisements 

plus Helpful 

Bulletins and 

Literature 





CREATING PREFERENCE 


A 


-Catalogs—  QQUREED...No Sales Build-up Needed 


Case Histories— 


Sales Leads— neen anes s THE ee) 
Useful : 7 


Sales Helps 





individual bearing problems and 


. - Fafnir Distributor Salesmen 
have more time for solving 
B 


ALL BEARINGS supplying specific bearings to meet 


the exact requirements. 


The Fafnir Bearing Company, 
(Kae New Britain, Connecticut. 
MOST COMPLETE a) LINE IN AMERICA 4 
Os 7 $ 
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Howdy, Chum! 


That's a friendly greeting to you and you and you. 


Without getting “mushy”, that’s how we feel 
toward industrial distributors. 


The success of The Cleveland Cap Screw 
Company, now in its 36th year, has been due in 
large part to the cooperation of the many 

fine supply houses throughout the country. 


Even though we decided long ago to specialize 
in a restricted list of fastener types, distributors 
recognized our right to concentrate on 

making a few items well. 


They soon learned that our specialization 
in Cap Screws, Set Screws and 

Milled Studs assured them a wider 
available range of sizes and consistent 
maintenance of Top Quality 


standards of production. 


Che growth of our total 
sales has been closely 
paralleled by the increased 
handling of our product by 


industrial distributors. 


At Atlantic City, May 19 to 21, 
drop into our conference 
booth, No. 428, and let us 


say—‘“Howdy, Chum!’ 


General Sales Manager 


Arthur H. Nelson 


Independent Pneumatic 
Appoints Sales Manager 


Independent Pneumatic Tool Co., 
Aurora, Il., has named Arthur H. Nel 
son manager of electric tool sales at 
its Chicago branch. 

Mr. Nelson has been a Thor line 
service engineer for several years. In 
World War II he was night superin 
tendent at the Aurora works Ba oa 
headed the company’s subcontracting 
division. 


Lufkin Rule Co. Appoints 
Two Sales Representatives 


The Lufkin Rule Co., Saginaw, 
Mich., has appointed two sales repre 
sentatives. 

H. W. Weiblen will cover the terri- 
tory comprising Missouri, Kansas, 
Kentucky, and parts of Illinois, Indi 
ana, and Ohio, with headquarters in 
St. Louis. A veteran of World War 
II, Mr. Wieblen was a division man 


CLEVELAND 7% Qc4H FASTENERS 


\QUBLE 
Rue 


H. W. Weiblen 
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High Speed Die 
Grinder. 25,000 
t.p.m. A light and 


Heavy Duty Grinders. Super 
powered, precision-belanced 
motors and oversize lebyrinth- 
compact new tool sealed ball bearings for quick 
Vibrationless, cool starting and smooth operation un- 
running der continuous heavy loads. Sizes 
from 1/3 to 1 hp. 


“Dyno-Mite”® Drills — unexcelled for high- 
speed production. Light weight. Packed with 
power. Capacities from 4” to 4%”. Also other 
production drills up to 1”. yY 





Qmeans to the 
same end— 


HIGHER PROFITS 


Electric Saws. 7-, 9- 
and 10-inch models. 
Ruggedly built, light and 
compoct. Designed for 
continuous production 
work on wood — or, with 
special abrasive discs, 
on metal, concrete and 
other materials. 


to work making money for their companies. 
Chances are, there are many spots in your cus- 

tomers’ plants where these rugged, 

can do the same. Every one is engineered to be the 

outstanding performer in its field. one is built 


with Millers Falls traditional work 


for long- 


lived, trouble-free service. 

Few investments your customers can make will 
pay off so fast or prove so profitable. And because 
they'll boost profits for your customers, they'll 
profits for you. Write for full details on the e 
tional sales opportunities Millers Falls electric 
offer you. They are one of the most complete 
highly developed lines made . . . and one of 
easiest you can sell. 


Millers Falls Company Greenfield, Mass. 


me SS oe 7-4 
pecies a 


Portable Grinders for heavy duty service 
— snagging castings, grinding welds, level- 
ing rivets and pins, etc. Totally enclosed 
motors keep all internal parts safe from dust 
and grit. 


Electric Hammers. 
Only one moving 
port — the hammer 
itself. No motors, 
geors, shafts to wear 
ovt. 3600 blows a 
minute. Long-lived, 
dependable. Capaci- 
ties from 5” to 2”. 


New 7” Standard 
industrial Sander. 
Compact and light 
(only 7% Ibs.). Ample 
power for continuous 
production use. Parti- 
cularly well adapted © 
for the new, high-per- 
formance, laminated © 
phenolic grinding 
wheels and discs. 


Screw Drivers and 
Nut Runners with 
Millers Falls patented 
super-sensitive ‘‘Ad- 
justomatic’® Clutch. 
Unmatched for deli- 
cate assembly work. 
Ako available with 


Polishers, Senders, Grind- 
ers. Versatile, high-powered 
tools to speed up cleaning, 
surfacing and finishing on o 
wide variety’ of production 
and int tions. 


new “Positive Clutch” 
— ideal for opero- 
tions requiring vari- 
able torque. 





Pr 
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MACHINISTS’ 


STRONG, 


VISES 


DURABLE and 


WG ts: 


Il NARAAAAAARARARAAT 


vay 


Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 
minates lost motion throughout entire 
life of vise. 


2. Heat-treated, high-carbon steel 
vise nut for greater strength and perma- 
nent use 


3. Heat-treated, high-carbon steel 
screw for strength and stiffness ° 
accurately machined for maximum 
bearing surface and long life. 


It pays to sell 
tures of REED 


4. Base of main vise nut is accu- 
rately milled to limit gauge and fits 
into machined V-slot in body. In- 
sures perfect alignment, less stress 
and longer wear. Permits easy re- 
placement of obsolete malleable nut. 


5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
sure positive clamping. 


6. Quick, positive provision for 
taking up longitudinal play in the 
main vise nut. 


uality! The exclusive fea- 
achinists’ Vises will help 


you build more sales volume with greater 
customer loyalty and good-will. Recom- 
mend them with complete confidence. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


PENNSYLVANIA, 


U.S.A. 
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ey, 


Hugh Omerod 


ager in the Ramsey Co. prior to hi 
new appointment. 

Hugh Omerod will represent Luf 
kin in parts of Michigan and Ohio, 
with headquarters in Detroit. He 
was previously a department manage: 
for Waterstons, Detroit. He is also 
1 World War II veteran 


Billings & Spencer Co. 
Assigns Sales Territory 


The Billings & Spencer Co., Hart 
ford, Conn., has appointed John C 
Fremlin its representative in Michi 
gan. 

Mr. Fremlin has been a sales en 
gineer for machine tools and equip 
ment for tue past 20 vears, and wa: 
previously affiliated with distributor 
firms in the Detroit and Pontiac areas 
On completion of a factory training 
course, he will make his headquarters 


in Milford, Mich. 





CHANGE is made for Mrs. Vivian 
Summer, bookkeeper at Columbia Sup- 
ply Co., Columbia, S. C., by traffic 
manager J. O. Miscally, who frequently 
doubles on counter sales. 





Yes, profitable for you to sell — Profitable for your 
customer fo use. 


Harrington's complete line of hoist products are 
built to “take it” . . . rugged and tough they have 
“work-horse” stamina and endurance. Harrington 
Hoist Products are designed and built for long 
service and backed by more than 75 years’ experi- 
ence in building dependable hoist products. 


Hand Chain Hoists Lever Pullers 
Trolley Hoists Traveling Cranes 
Electric Hoists Jib Cranes 
Differential Hoists Winches 


{ : Trolleys J-Beam Hangers 


Peerless Packet Hand Chain Hoists 
Available in 42, 1 and 2 ton units 
Write for Bulletin P-5 


Peerless Packet Adjustable Trolley 
Hoist 
Available in ‘4, 1 and 2 ton units 
Write for Bulletin P.5 


Peerless Model “C” Hand Chain Hoists 

Built for hard usage to give long, trouble- 
free service. Available in sizes from ‘4 to 
60 ton capacities. Write for Bulletin P-11 


“Bearcat” Electric Hoists 
Speeds from 12 to 50 feet per minute 
Capacities from 170 to 2000 pounds 
Write for Bulletin P-53 
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Model 610 is o low-priced 
sow with ao copacity for 
cutting 6” round and 6” 
x 10” fiot. Also ovailable 
with coolant equipment. 


| j Model i 4 extra ton 
Model 816 cuts 8” round cutting jobs. Capacity: 12” 
ond 8” x 16” flat. Model h x 20” flat and 12” plus on 
624 cuts 8” round and 8” rounds. Available with 
x24” flat. Both models coolant equipment for con- 
available with coolant tinveus production cutting. 
equipment 


to help you SELL 
---and PROFIT! 





David S. Williams 
we’re pushing the 
Iron Age 


advantages of . Graton & Knights Elects 
Mill & Factory 


Kalamazoo Modern Machine Shop | D. S. Williams President 
Industrial Equipment News | Graton & Knight Co., W orcester, 
METAL CUTTING BAND SAWS 7 \<* Eauinmen: Diges pa deeelgns hinds be 
to 333,784 readers Industrial Arts & Vocational Education a - Williams, chairman of the 
of these national Contractors Electrical Equipment ee ee 
magazines.. e Metal Working liams attended the University of Ari 


Get the details on Kalamazoo . . . you'll be money ahead. zona and Pennsylvania State College, 
and did graduate work at Massachu 


MACHINE TOOL DIV. Kalamazoo TANK ond SILO CO, ii iahiiains in 
at one time a government engineering 
518 HARRISON STREET * * * KALAMAZOO, MICHIGAN consultant, and later owned and oper 
ated his own mine 

wa e us e Mr. Williams started his career in 
Less Tool Handling eee More Production the leather business with the Goodwill 
: Shoe Co., before joining Graton & 
with | Knight 8 years ago. For the past sev- 
eral years he has been Graton & 

Knight’s executive vice president. 
As president, he will also direct afh 


FLEXIBLE SHAFT liates or subsidiaries of the company, 
M A Cc fd ] | & Ss including Graton & Knight, Ltd., in 
England, Dixie Leather Corp., Albany, 
Means More Profit for the Ga., and International Packings Corp 
Bristol, N. H. 
Customer . . . a Sales Oppor- 
tunity for YOU... 
Here's an attractive sales unit for the in 
dustrial distributor ...and a market as 


broad as the metal-working and serv 
icing industries. 








For dressing castings, grinding, drilling, 
buffing, sanding or polishing operations 
Mall Flexible Shaft Machines provide 
convenient, fast, lightest-weight power 
wherever needed . applied vertically 
or horizontally. 

The heavier-duty, constant speed motor 
provides power reserve nearly three 
times rated hp. on momentary overloads. 
The flexible shaft contains many layers 
of high carbon steel wire, wound under 
tension . . . treated to insure resilience 
and rugged serviceability. 

Write for descriptive literature and ask 
for details regarding sales representation 
in your territory 


TOOL COMPANY \ , ' aos TIN SNIPS displayed at Pye-Barker 
y * a . ‘ Supply Co., Atlanta, Ga., are inspected 
yy AS 19) iilinels SUS | - ' : by Mason Fowler and Carl Camp. 
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INTRODUCING A GREAT NE 


*PATENTED 


Now in full production 
at New York Works of 
BRAMMER... the 
originator of 
Detachable 

"Vy" =Link 

Belting! 








© EVERY FOOT PRE-STRETCHED — Unique 


manufacturing procedure virtually eliminates stretch and 
slippage. 


@ GREATER STRENGTH — More layers of rubber 
impregnated tough woven ‘‘Brammer-cloth"’ in the struc- 
ture of each link make for longer service life — greater 
flexibility — less power usage. 


© EASY TO PUT ON—EASY TO TAKE OFF 


— Application or removal are accomplished in minutes! 
No special tool needed . . . mated heavy-duty studs and 
links engineered for easy connection — ‘positive lock’ 
while in operation. 


© FURNISHED IN BRAMMEREELS 


Brammer V-Link Belting, made in 
standard widths to cover every 
need, is shipped in 100° lengths 
on free turning reels. A conveni- 
ent chart printed on the face 
disc of each reel maintains per- 
petual inventory — signals when 
stock is running low. 


Attending the convention? Look us up at the 


Marlborough-Blenheim, room 262 
SEE THE BRAMMER V-LINK . . . SEE THE DIFFERENCE 


DETACHABLE BELT 


THROUGHOUT THE 


PATENT 
PROTECTOR WASHERS 


These unique washers, made from selected buf- 
falo hide, provide extra muscles for standard 
Brammer V-Link belts . . . Equips them for ex- 
treme heavy-duty—protects link fabric—stabil- 
izes whip-action caused by pulsating loads. 


A Gramit a 


VAILABLE 
GROUND FLOOR AY 


nit 
Distributors! Move in aha once 
idom 

s this comes S¢ aan 
norma a specialist .- . minimum a : 
nt "hi gh demand . _ excellent "tii y 

1 

. distribution just being establishe : 
’ n. Better hurry — 


itio 
ttractive propos 
hing is not available long. 


tion . 


good t 


a alae — 


BRAMMER company 


684 BROADWAY 


NEW YORK N. Y. 
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OUR STOCK OF PUMPS 
IS GETTING LOW— 
BETTER RE-ORDER 
FROM GOULDS TODAY 


OPERATIONS MANAGER in Mil- 
waukee, W. J. Sparling, fills Chain 
Belt Co.’s newly created post. Suc 
ceeding him in former job is .. . 


This distributor is building a 
PROFITABLE pump business 


When a customer wants a pump, he usually wants it right 
away. All factory shipments under present conditions are 
apt to be extended. The distributor with “pumps in 
stock”’ makes the sale! Here’s one sure way you can win 
new customers and please old ones. Keep a good supply 
of Goulds pumps in stock. 





Place your order for Goulds pumps today. Then, as your 
stock gets low, re-order immediately ... and be prepared 
to deliver on short notice. 


Goulds are always ready and anxious to help you with 
your merchandising problems or advise you as to the 
most saleable items to stock. For this information, call 
your nearest Goulds Branch or write Pump Headquarters. DIVISION HEAD M. G. Jewett, who 
takes over Chain & Power Transmis 


STOCK THESE “ALL AROUND” GOULDS PUMPS 9 ~“"™™™" Be emp 


Chain Belt Co. Makes 
Organization Changes 


Chain Belt Co., Milwaukee, Wis., 
has completed a number of organiza- 
tion changes. 

W. J. Spatling has been appointed 
to the newly created post of vice 
president and manager of Milwaukee 

Portable Self-priming Centrifugal operations. Ile will be responsible 
for the three major Milwaukee divi- 
sions, construction machinery, chain 
and power transmission, and conveyor 
ind process equipment. 

ML. G. Jewett has been named man- 
ager of the Chain & Power Transmis- 


sion Div. B. F. Devine, vice president 
PUMPS Int. | and manager of the Construction Ma- 
cigs Senece Falls | chinery Div., will become a staff offi- 


cer of the company, serving in an ad- 
visory anc consulting capacity. A. K. 
Thomas has been appointed division 


Pig. 1813 Reciprocating Piston Pump 





Goulds branches in 
all principal cities. 


Fig. 3650 Close-cupld Centrifugal 
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SHIELD 
of MODERN FIRE PROTECTION 


“headquarters for the finest‘! 


Foremost design, experienced engineering, quality ma- 
terials, expert workmanship and operating superiority 
are all bywords of the C-O-Two Fire Equipment Com- 
pany...originators of the world famous C-O-TWO 
Squeez-Grip Carbon Dioxide Type Fire Extinguishers. 

C-O-TWO, being specialists in modern fire detecting 
and extinguishing equipment for many years, are con- 
stantly striving to develop new and improved types 
of fire protection equipment that will render highly 
efficient results in safe-guarding life and property from 
the ravages of fire. 

With C-O-TWO Fire Protection Equipment, sim- 
plicity, practicability, longevity and minimum mainte- 
nance are built-in features that guarantee fast, positive 
action the instant fire strikes. Furthermore, extensive 
skill and high quality standards, together with approv- 
als such as the Underwriters’ Laboratories, Inc., Factory 
Mutual Laboratories, Armed Forces and Government 
Bureaus assure you of the finest in modern fire 
protection equipment. 

Among the many types of up-to-date fire protection 
equipment manufactured by C-O-TWO, the following 


comprise the principal items on the market today: 
* carbon dioxide type hand and wheeled portable 
fire extinguishers 
dry chemical type hand and wheeled portable fire 
extinguishers 
carbon dioxide type hose rack and hose reel fire 
extinguishing units 
built-in high pressure carbon dioxide type fire ex- 
tinguishing systems 
built-in low pressure carbon dioxide type fire ex- 
tinguishing systems 
built-in smoke fire detecting systems 
built-in heat fire detecting systems 
high pressure carbon dioxide cylinder recharging 
equipment 
So, with current expensive delayed replacements, 
why not let an expert C-O-TWO Fire Protection En- 
gineer help you now in planning modern, economical, 
fully approved fire protection facilities for your various 
properties. Our experience is at your disposal ... no 
obligation of course. Get the facts today! 


C-0-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 


NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 
Affiliated with Pyrene Manufacturing Company 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers * Dry Chemical Type Fire Extinguishers * Built-in Smoke and Heat Fire Detecting Systems 
Built-In High Pressure and Low Pressure Carbon Dioxide Type Fire Extinguishing Systems 


INDUSTRIAL DISTRIBUTION © MAY, 1952 








manager of Construction Machinery, 

How and W. A. Clayton was named divi 
sion sales manager. J. W. Lendved 
is the Construction Machinery Di 


new director of engineering 

W. C. Messinger, manager of th 
Ordnance Div., was elected assistant 
secretary of the company 

Mr. Sparling, the new vice president 


ind Milwaukee operations manager, 
started with the compan is stu 
dent engineer in 1928. He was r 
TACKLE BLOCKS ently vice president and manager of 
the Cham & Power ‘Transmission 
Diy Mr. Jewett, replacing him in 
his old post, joined Chain-Belt in 
Make Repeat Sales 1927 as a research engineer His 
latest post was division chief engi 
neer 


GE Carboloy Dept. Names 
C. W. Martin Sales Engineer 


The Carboloy Dept. of General 
Electric Co., Detroit, has appomted 
C. W. Martin die sales and _ service 
engineer in the company’s Pittsburgh 
office. He succeeds the lat R. R. 
Preston 

Mr. Martin, who has had 20 vears’ 
experience in the steel and wire draw 
ing field, was recently on the dic 
training staff of the Carbolov Cus 
tomer Training School in Detroit 


Ryder Made Manager 


H. W. Ryder has been appointed 
manager of field office and warchouse 
operations for ‘The Davton Rubber 
Co., Davton, O. Mr. Ryder will be 
responsible for operating policies and 
procedures 





Customers know from their 

own experience that the materials and work- 
manship in every Madesco product pay off 
in long and efficient service. That's why they 
re-order. Make sure that you have an ade- 
quate stock on hand. Our descriptive catalog 
will be a great sales help. Send for your 
copy today. 


MADESCO 


TACKLE BLOCK COMPANY 


Gees SPECS AND PRICES on orders ar 
@ quarter EASTON, 


century 
of service Vhe 


made out during the late end of the 
PENNSYLVANIA dav by G. H. Small, traffic manager at 
Cameron & Barkely ¢ Charles 
ton, S.C 
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DRIVES 
Power fransimssion 
need... 


Whatever your requirements in enclosed gear drives, yoa 
will find the one best suited to your needs in the complete 
Foote Bros. line. — 

Here are compact gearmotor and speed reduction units, 
ideal for use on original equipment. Heavy duty worm 
gear drives designed to stand up under tough service. 
Helical gear drives available in capacities of over 1500 h.p. 

The latest in gear-cutting equipment, newest manufac- 
turing techniques, better control of material—all backed 
by nearly a century of experience—assure you high quality 
enclosed gear drives. 

Bulletins are available on drives to meet every need, 
Check the ones you want on the coupon below. 


LINE-O-POWER STRAIGHT-LINE DRIVES 


Economical in original cost and operation. Duti-Rated 
Gears have file-hard tooth surfaces and ductile cores, 
assuring long life. Double or triple reductions, with ratios 
from 5 to | up to 238 to | and capacity range from | up 
to 175 horsepower. 


FOOTE BROS.—LOUIS ALLIS GEARMOTORS 


A compact line of gearmotors in 17 sizes in single, double 
and triple reductions, incorporating Duti-Rated Gears 
that assure long wear life and maximum load-carrying 
capacity. Available with Louis Allis open drip-proof, 
splash-proof, enclosed and explosion-proof motors, 


HYGRADE WORM GEAR DRIVES 
Heavy duty drives with precision worm 
gearing that assures high efficiency and 


FOOTE? BROS. 


ston Through Teller Lean 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 Seuth Western Boulevard Chicago 9, Illinois 





Geller Fower Feat. 


SRADE HORIZONTA 
EAR DRIVES 


RM 


VERTICAL 
WORM-HELICAL 
SEAR DRIVES 


load-carrying capacity. Horizontal, vertical and Hytop 
(extended shaft) types. Ratios from 4% to 1 up to 4108 
to 1. Capacities up to 260 horsepower, 


MAXI-POWER HELICAL GEAR DRIVES 

Heavy-duty helical gear drives. Available in single reduc- 
tion units, ratios up to 9.91 to 1; capacities up to 1550 
horsepower; double-reduction units, ratios from 9.32 up 
to 71 to 1, capacities to 1100 horsepower; triple reduction 
units, ratios from 79 up to 360 to 1, capacities up to 420 
horsepower. 


WORM-HELICAL GEAR DRIVES 


Heavy duty vertical drives with horizontal input shafts 
and vertical output shafts—up or down. Ratios from 


approximately 25 to 285 to 1 and a capacity range up to 
128 horsepower. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID,4545 South Western Boulevard, Chicago 9, Illinois 
© Bulletin HGA Hygrode Worm Gear Drives 
© Bulletin LPB Line-O-Power Straight Line Drives 
OO Bulletin MPB Moxi-Power Helical Geer Drives 
O Bulletin GMA Foote Bros—Lovis Allis Geermotors 
© Bulletin WHA Weorm-Helical Gear Drives 
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LE-HI Makes a 


Good Connection 


Specify LE-HI for 
all Hose Couplings! 
Wherever hose is used there is a 
LE-HI hose coupling to match— 
from small tubing to large indus- 
trial applications. ... The complete 
LE-HI line includes: 


@ Air Tool Couplings 

@ Welding Hose Couplings 
@ Steam Hose Couplings 
@ Fire Hose Couplings 

@ Acid Hose Couplings 


@ Sand and Blower Hose 


Couplings SERIES 100 


* 


@ Drilling Hose Couplings 

@ Oil and Gas Hose 
Couplings 

@ Agricultural Hose 
Couplings 


. plus complete lines of 
hose clamps, air valves and 

SERIES 600 manifolds 
Sold through leading distributors 
and rubber manufacturers only. 


"Old Doc” says: ‘Write now 
for your free copy of the 
complete LE-H! catalog” 


HOSE ACCESSORIES 
COMPANY 
1706 Lehigh Ave. 
Philadelphia, Pa. 
LE-H! Makes a 
Good Connection! 


GH ® 


| 
COUPLINGS 








New Building Brings Lower Operating Costs 


l'his steel, concrete block and brick structure was occupied by the Stellhorn Co., 


loledo, Ohio, distributor, in 1950. The firm finds it pays off in handling « 


saving, and improved service 


\fter a year and a half’s occupancy 
of its new building at 306 South Sum 
mit St., Toledo, Ohio, the Stellhorn 
Co. is convinced that it is paying off 
in handling costs, time-saving and 
improved service. ‘The firm moved 
into the building in October, 1950, 
from its old quarters at 1505 Washing 
ton St. 

I'he structure is a two-story one 
with a basement. It is made of steel, 
concrete block and brick, affording 
about 11,500 sq. ft. of space. A special 
explosion proof room is used to keep 
chemical and finishing products such 
is paints 

The building is at the crossway of 
two main highways, one an east-west 
route and the other a north-south 


osts, time 


route. ‘I'wo service counters are built 
into the walls around the display area. 

A. W. Stellhorn is president of the 
firm and W. H. Hochstettler, Jr., is 
treasurer. D. A. Bruggeman, formerly 
with Standard Oil of Ohio as chief of 
consumer sales, was made sales man 
ager last July 


Walton Co. Acquires 
Tool Holder Rights 


Ihe Walton Co., Hartford, Conn., 
has acquired manufacturing and sell- 
ing rights to the American tool hold- 
er, formerly made by The American 
Stay Co., East Boston, Mass 

The product will be called the 
“Wealton-American” tool holder 





Manufacturer Greets French Labor Leader 


Collective bargaining in the U. S. and France is the theme as Fred W. Climer, 
Goodyear Tire & Rubber Co. vice president in charge of industrial relations, wel- 


comes Jean Bazes, French Workers’ Force leader, to Akron, Ohio 


French labor- 


industry group was studying U. S. methods. Simone Barbarin, interpreter, and 
Clem Vose, of University of Wisconsin, are interested bystanders. 
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REVOLUTIONARY NEW CHROME PRO- 
CESS OFFERS VAST OPPORTUNITIES 
IN NEW FIELD 


Metal-Working and Other Plants Have 
Been Waiting for Simple, Compact Unit 
for Chrome Plating in the Shop 


Model A-50 Chromaster is a bench-mounted unit for plating 
up to 25 sq in. Built-in power supply operates from single 


phase 110/120 v 60 cy. a-c. 


Chromaster Manu- 
factured By Well-Known 
Electric Control Firm 


Chromaster is a development 
of Ward Leonard Electric Co., 
for over 50 years a manufacturer 
of relays, resistors, rheostats and 
other industrial controls. 

The company was founded by 
H. Ward Leonard, famous for 
having invented the first self- 
generating electric train lighting 
system, first double arm mag- 
netic circuit breaker, and de- 
veloping the first successful 
vitreous enameled resistors and 
rheostats. 


First ““Packaged” 
Chrome Plating Unit 
On The Market 


Chromaster gives the distribu- 


tor an opportunity to make 
money while saving money for 
your customers 

Chromaster units are built in 
three standard sizes, 20, 50 and 
250 amps, for small or large 
shops. 


Famous Aircraft 
Manufacturer Gets 
325% Increase In 
Drill Efficiency 


Comparative studies of high 
speed drill performance con- 
vinced a famous aircraft manu- 
facturer to install Chromaster. 

Drilling through $320-CL “N” 
steel, 180,000 — 195,000 tensile 
strength, holes 3/4 in. deep, 
drill size 5/16 in., Chromasol 
plated drills averaged 34 holes 
per drill as against 8 per non- 
plated drills. 


You Can Earn 
Real Money 
Selling Chromasters 

Chromasters are priced from 
$325 to $3600. One distributor 
sold 76 units in less than six 
months! 

Certain territories are still 
available. Write for full particu- 
lars. Address Industrial Chrome 
Division, Ward Leonard Electric 
Co., 19 South Street, Mt 
Vernon, N.Y. 


aie _ 





FOR YOUR 


FEATURES 
3% minutes to chrome plate 
Lengthens tool life up to 10 
times 


Reduces tool inventory 


No previous plating experi- 
ence needed 


Chromaster has come 
along at the right time. 


With delivery of new tools 
getting tighter and demands on 
production machinery more 
pressing, you'll find a big wel- 
come for Chromaster as a means 
of increasing tool life. 

You, as a distributor, will wel- 
come Chromaster as a new op- 
portunity for profitable sales 
while many other lines are 
hampered by shortages. 

Chromaster is a new indus- 
trial chrome plating unit which 
enables any one of your cus- 
tomers to conduct his own plat- 
ing operations rather than send 
tools to an outside plating shop. | 


Anyone Can 
Operate Chromaster 


ha 


Chromaster simplifies indus- 
trial chrome plating. Thanks to 
a special formula, Chromasol, 
the plating can be applied at 
room temperature. No heating 
needed There's no preparatory 
work, other than thorough clean- 
ing. Average plating time is less 
than with conventional pro- 
cesses. The plate is hard, even, 
accurately p smeedve d. In many 
cases, aher finishing 
grinding is needed. 

Wherever metal rubs against 
metal, Chromaster plating helps | 
to prolong life. Applications in- 


no or 


Chromaster 
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clude taps, dies, jigs, drills, 
reamers, gears, cams, and other 
component parts made of steel, 
iron and most non-ferrous metals. 

Hundreds of manufacturers 
are already enjoying the savings 
Chromaster makes in time and 
tools. Among the users are 
makers of aircraft, automobiles, 
dictating machines, electric ap- 
pliances, glassware, motors, 
tools. (Names on request ) 


No More Mystery 
In Industrial 
Chrome Plating 


In the past, many firms have 
preferred to have their indus- © 
trial chrome plating done out- | 
side. The cadiabenee were too 
specialized, the equipment too 
complicated and costly. Conse- 
quently, they had to bear the 
inconvenience of shipping tools 
outside and then waiting for 
delivery. 

Now with Chromaster, these 
objections have been removed. 
The technique is simple — any 
one can run the machine ac- 
curately plating to size any tool 
ac cessory worn below tolerance. 
The equipment is inexpensive. 


| Tools can be plated quickly. 


And the plated tools last longer, 
ae the frequency of ma- 
chine shutdowns. 


INDUSTRIAL CHROME DIVISION 
WARD LEONARD 
ELECTRIC CO. 


INDUSTRIAL HARD CHROME REQUIREMENTS 


351 





TODAY'S 
TOP VALUE 


and a 


Pace-Setting 
Demand 


Model J pictured, 10” x 18” Ca 
pacity, available as a wet or dry cut 
ting machine. Also Junior Model B 
(With or without casters) 5” x 10° 
capacity, shown below 


Are You, Too, Handling 
This Maximum-Profit Line of 


JOHNSON <=: 


You'll do better when you sell 
Johnson Band Saws. Their 
many advantages afford them 
a great and growing demand. 
Advertisements in industrial 
magazines constantly tell their 
story to users everywhere. Ex- 
tra capacity, speed, accuracy 
and versatility are factors that 
have put Johnson Saws out in 
front and kept them there. So 
start now to step up your 
volume, your profits with this 
outstanding line. Write today 
and get the details. 


BAND SAWS 


Model B 


SELECTED DEALERS 
SELL JOHNSONS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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What Kind of Displays For 
Distributors’ Showrooms? 


Is there a place for displays in to- 
day’s industrial distributor merchan- 
dising? Can they produce store traffic 
and impulse sales? Are you neglecting 
these sales opportunities? The follow 
ing information appeared in a recent 
issue of Sales Management magazine 
and was compiled by Louis H. Bren- 
del, merchandising director, James 
Ihomas Chirurg Co.: 

The value of point-of-sale displays 
to industrial distributors is influenced 
by the following factors: 

1. Location of the Distributor’s 
Place of Business: ‘This determines the 
amount of traffic past his store, which 
in turn establishes the uscfulness of 
his windows for displays. More indus- 
trial supply distributors are moving 
from older downtown buildings to 
new, spacious buildings with big dis- 
play windows and large floor display 
space. 

2. Type of Distributor: Whether or 
not a display proves profitable de- 
pends on the kind of distributor. For 
example: many large hardware dis- 
tributors have mill supply depart- 
ments in which displavs help sell in- 
dustrial products to trafie brought in 
bv the hardware lines 

Distributors who specialize in certain 
tvpes of products, such as: materials 
handling, cutting tools and abrasives, 
power transmission, etc., are in- 
clined to get more good out of dis- 
plavs because of their specialization 
on a few allied lines. Similarly, dis- 
tributors, who specialize in certain in- 
dustries, such as: oilfield supply 
houses, laboratory supply houses, hos- 
pital supplv houses, etc., will usually 
get more results from display for the 
same reason. 

Some gencral line distributors, 1lo- 
cated in isolated parts of town, are 
seldom visited by anvone other than 
their customers’ “pick-up” truck driv- 
ers who are not likely to be prospects 
and are little influenced by displays. 

3. Attitude of Distributor: The 
value a manufacturer can get out of 
a display is also genuinely influenced 
by the thinking of a distributor. If 
he is unprogressive, if he does not “be- 
lieve in” displays or stimulating traf- 
fic in his place of business—then the 
manufacturer can expect little aid 
from point-of-sale material. 

4. Displayability of Product: Some 
products are inherently easier to dis- 
play and demonstrate than others. For 
example, Remington Arms Co., Inc., 
recently brought out a new cartridge- 
powered driver that literally “shoots” 
studs into concrete or steel, at speeds 


} up to 100 times faster than conven- 


tional methods. Even a man with no 





Vertical 

Air Hoists 

for Low Cost 
Lifting or Lowering 
of Materials 

or Machines 


IT’S IMPORTANT 


To SAVE MAN HOURS 
REDUCE PRODUCTION COSTS 
INCREASE EFFICIENCY 
That’s Why It Will Pay You to Investigate 


AIR COMPRESSORS 
: AIR-OPERATED 
CYLINDERS & HOISTS 


Tank Mounted 
Up to 15 H.P, 


Inclusive— 
i Air Cooled 


Water-Cooled Compressor, 
Up to 50 H.P. Fully Enclosed 
@ Dust and Dirt Proof 

@ Carbon Free Valves 

@ Timken Bearings 





Horizontal 

Air Cylinders for almost 
any Pushing, Pulling or 
Hoisting Operation 


_ gphengineratipatioessis ssi 


URTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
i 1911 Kienlen Ave., St. Louis 20, Mo. 


1-51-1R 


Curtis equipment has 1 am interested in items checked below: 
stood the test of time, [-] AIR HOISTS 

because it is precision Stroke? [1] Capacity? 

made from top quality (] AIR CYLINDERS 

raw materials with 98 Stroke? (_] Capacity? (] 

years of “know how.” [_] AIR COMPRESSORS 


Capacity? Pressure? [_] 
Current? ["} 
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YOUR DEPENDABLE SOURCE 
FOR F.H.P. V-GROOVED PULLEYS 


@ A complete line of precision-built, accurately designed pulleys 
. reasonably priced ... for every F.H.P. use. 

@ Built and used nation-wide, for more than 30 years. 

@ Approved by all belt manufacturers. 


Write for Catalog of Pulleys, Couplings, Pillow Blocks 


CENTRAL DIE CASTING AND MANUFACTURING CO. 
2935 West 47th St., Chicago 32, Ill. 


pains 


| 
| 


Perfect Alignment not only 
before but after application. 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


THE BELT HOOKS 


STANDARDIZED 


Wil PRECISIOM BUILT 
WM DRIVES 





WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 


Chicago 30, U. S. A. 
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imagination probably could devise a 
better display for such a “natural” 


| than could a Raymond Loewy for a 


top-grade pipe wrench. 

5. Type of Display: Effectiveness of 
displays ranges om the static tool 
fastened to a support, through the 
audience participation type which 
permits it to be tried, and the action 
or mechariical type display which 
iutomatically performs some demon- 
stration to catch the attention of a 
passerby. 


Store Traffic 


Since “store traffic’ controls the 
effectiveness of displays, what can be 
done to create visits to distributors’ 
stores? 

The Link-Belt Co., Chicago, sur 
veyed its own district managers and 
received the following eight sugges 
tions: 

1. “Open house celebrations, with 
entertainment, refreshments, door 
prizes, ctc., to attract customers and 
prospects. 

2. “Product clinics featuring prod- 
ucts of chief suppliers. 

3. “Special displays of a nature 
that would attract considerable atten- 
tion among industrial buvers. 

4. “Mailing of folders and other 
literature to prospective customers 
with an implied or definite invita 
tion to visit the store. 

5. “Photographing the store in- 
terior or portions thereof and sending 
photos or printed reproductions to 


| the trade, suggesting that ‘while one 


picture is better than 1000 words, an 
actual visit to the store would be 
worth 1,000 pictures.’ Such interior 
photos can include a lot of display 
equipment and even if the prospect 


| does not visit the store, the display 


material has served a useful function. 
6. “Salesmen during their regular 


| calls should always make a customer 


or prospect feel welcome to visit the 
store at his convenience, and even ex- 
tend a special invitation if desirable. 

“Attractive window displays 
will often create the desire to step 
inside the store to see additional items 
of interest. 

8. “Other advertising literature such 
as shipping tags, calendars, blotters, 
id reprints and labels also serve 
is constant reminders of the manu- 
facturer-distributor tie-in and should, 
over a period of time, promote a de- 
sire on the part of a buver to actually 
visit the store.” 


Impulse Sales 


“Certainly, a good display can do 
much to create ‘impulse’ sales,” de- 
clares Chandler & Farquhar, Boston 
Distributor. “Often, such displays 
will result in immediate sales but in 





THE ONLY Unconditionally Guaranteed Vise Manufactured 


RIGIDITY 


YOST Combination Vise—extra heavy 
STRENGTH geared swivel base, replaceable long tool 
PRACTICAL r steel pipe jaws, extra heavy semi-steel 


MODERN DESIGN 4 castings for rigidity. 


YOST 


QUALITY VISES 
HAVE REAL SALES APPEAL 
“YOST” IS CONTINUALLY IMPROVING ITS PRODUCT 


Every vise in our complete line has been redesigned to give the best efficiency 
for its particular purpose. Modern tools that perform important functions in 
the present preparedness program. “YOST” is the only vise built which 
carries an UNCONDITIONAL GUARANTEE against breakage. 
line that you will be proud to handle and display. 

Sold only through distributors. Informa- 

tion and catalog material available upon 

request. 


An outstanding 


TEE EEE 
nn a 
THE YOST SHOP KRAFT 
, yc only 3 ae vise built YOST 
jas heavy corrugated jaws 
Built in ee rey Drill Press ; 
Patented removable wood working jaws h Vise—compact, elim- 


fine precision built tool inates need for spe- 


CONVENTION 
CONFERENCE 
BOOTH No. 214 


YOST Stationary Machinists? 
Vise—bolts 4 places for rigide 
ity, guaranteed throughout. 


YOST Machinists’ Vise — 
solid tool steel welded jaws, 
geared swivel base. 


YOST MANUFACTURING COMPANY 


MEADVILLE, PENNA., U.S.A. 
Builders of Quality Vises ¢ Established in 1907 
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our business, in many Cases, it results 
in sales in the future. 

A New York State distributor says, 
“We try to display all of our major 
lines on a rotation basis in our store 
windows and on our store floors, with 


| particular emphasis upon light ma- 
- | chine tools, portable tools and prod- 
a@ - ucts that of themselves make an attrac- 


tive presentation.” 


A manufacturer, Rust-Oleum Corp., 
Chicago, says, “Impulse sales are cer- 
tainly possible, and are created, we 
believe, by putting goods, equipment 
or merchandise where the caller can 
sce it and examine it, and sell or 
remind himself. Usuallv, there may 
be a brief wait—and that’s the time 
it is good to keep the caller’s atten 
tion, without being obvious about 
really trying to sell him something 

Studs additional.” 
Norton Company, Worcester, 


Taper Pins Mass... Says, “Our experience tends 
Cap Screws to indicate that a majority of distribu 


tors prefer the manufacturer to either 
install or help them with permanent 
displays, rather than new ones which 
rotate periodically. We have recently 


? developed two new popular displays 
2 a : one is a utility case with a grinding 
wheel display in front, and shelves fot 
° Norton technical booklets and wheel 
Pipe Plugs storage in the rear. Another display 
is a folding exhibit designed particu 
larly for distributors’ windows and 
for their open houses. For years, we 
have also furnished to distributors 
counter cards, grinding wheel clocks, 
window decalcomania, plastic signs, 
long service certificates accompanied 
by a framed large acrial view of Nor- 
ton Company for displav. Special dis- 
plavs are coming more and more into 
favor, and will be done by more dis 
tributors as anniversarics and other 
suitable occasions come along.” 


r’ 


TOPE H PEPE RERO ERE 


Special Displays 

\ maker of power tools makes this 
statement, “Special counter displays 
ire also being provided and, in effect, 
the regular retail approach is being 
made in the way of displavs for dis- 
tributors, because we believe that the 
mill supply house sells just as much 
retail as any retail store. He is really 
not a wholesaler but a retailer of in- 
dustrial supplies.” 

Following, are a number of sug- 
gestions which may prove stimulating 
to a manufacturer interested in dis- 
tributor displays: 


i 8 Prospect Participation Displays: 
| | Some highly convincing and_ fre 
quently inexpensive displays are those 


Machine Screw Company \ “ | which permit an industnal prospect 


722 Lake Ave., Elyria, O. SS to demonstrate a product to himself. 
Ss For example, a valve manufacturer 





has developed a “paper clip test’ dis- 
play in which a loosely assembled 


Precision Screw Products, Parts and Assemblies Since 1873 
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HERE’S 


ONE 
Franchise 


that covers 
All Four P’s! 


QUALITY LINE Porter-Cable makes a full line 
of guaranteed portable electric tools and 
abrasive belt machines. As a Porter-Cable 
Distributor, you have more than 100 distinct 
markets to sell to. 


EQUAL DISCOUNTS No other distributor ever 
gets a bigger discount than you. More, you're 
sure that the territory you cultivate brings 
profit to you. 


STRONG BACKING Porter-Cable backs you to 
the hilt with aggressive national advertising 

provides a wide variety of promotion 
material for your use. 


SELECTIVE DISTRIBUTORSHIP We agree to dis- 
cuss with you the contemplated appointment 
of any new distributors in your marketing 
area... you're protected from indiscriminate 
competition. 


booklet contains all the details. 


Our 12-page Distributor Policy [2 
Want a copy? ~~ 


Porter-Cable 


Machine Co. 
4084 N. Solina St., Syracuse 8, N. Y. 
In Canada write: Strongridge, Ltd., London, Ont. 
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0 


Leather 


Flange 
Leother oes Leather 


EXCELSIOR LEATHER WASHER MFG. CO 
Be 


ROCKFORD 


HLLIMOIS 





iF 
MACHINE TOOL 
acceebeues 


Synonymous with 








|_Distributor Service— 


This line of set up T-bolts and accessories has been 
serving distributors’ customers year after year with 
distinction and sotisfaction Universal acceptance 
among users for ZIP products makes them a profito- 
bie line to handle. it will pay you, too, to come to 
Seltzer for your customer's requirements on T-slot 
bolts and accessories 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 


Let Allen's Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., 


6731 Bryn Mawr Ave. 
CHICAGO 31 


INC. 


ILLINOIS 
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valve is exhibited on a distributor's 
counter, along with a receptacle of 
steel —_ chps, and the imvitation 
to smash a clip between the valve’s 
super-hard seat and disc and note 
that it leaves no mark on either seat 
or disc. Many hand or power tools, 
such as insulation-removing pliers and 
electric sanders, etc., can be readily 
displayed so as to invite prospects to 
test them out, personally In many 
cases, this is the equivalent of an im 
mediate sale. 

Factory Demonstrations: It is im 
practical to create displays for certain 
industrial products—they are too bulky, 
too complex or otherwise unsuited for 
it. Ingenious manufacturers success- 
fully use planned demonstrations, to 
which prospects are invited, either to a 
distributor's place of business or some 
more suitable inside or outside loca 
tion, to witness the manufacturer's 
own men demonstrate the products 
Included in this class are safety devices, 
production equipment, industrial fire 
fighting apparatus, etc. 

An effective variation of this is 
employed by a maker of machine 
tools who has equipped a huge trailer 
with his products, which can be oper- 
ated by prospects at their own plant 
The local distributor ties in bv sched- 
uling the visits and helping to put on 
the demonstrations. 

Photographic Displays: Some man- 
ufacturers furnish a series of photo- 
graphs and/or drawings which dra- 
matically illustrate a demonstration. 
Such a displav is flexible in that it 
can be used for a wide range of prod- 
ucts, from large to small. It is usable 
in all sorts of distributors’ places of 
business. 

Step-by-Step Displays: It is not un 
usual for a manufacturer to provide 
his distributor with a board on which 
are mounted the various steps in the 
manufacture of his product. For ex 
ample, a pressure gauge maker utilizes 
this method to show the painstaking 
step-by-step process of manufacturing 
his precision products. This satisfies 
the curiosity to learn how things are 
made. 

Transparent Displays: Industrial 
display makers frequently borrow an 
idea from the automobile and wash- 
ing machine makers in the consumer 
field, and provide displav models with 
clear plastic cases which enable the 
internal parts to be seen. This treat- 
ment usuallv facilitates the under- 
standing of how a product works. 
Aloveo corrosion-resistant valves are 
effectively so displaved 

Standardized Display Boards: The 
Baldwin Supplv Co., Charleston, W. 
Va., has built racks to hold 20 
standard displav boards in its show- 
room. Baldwin has 40 of these boards 
fully equipped. Here’s what the com- 





‘dtuble.ts 


SALES STORY... 


When you're selling Baldwin-Rex® Double 
Pitch Roller Chain, you have a double- 
barreled sales story. You not only can talk 
the famous Baldwin-Rex quality story— 
copper-plated pins, beveled side plates, 
precision-made bushings and rollers, heat 
treated bearing surfaces—you can also 
talk lower first cost and an important say- 
ing in weight. 

You see, Baldwin-Rex Double Pitch Chains 
are made with standard roller chain round 
parts ... pins, bushings and rollers . . . but 
with plates that are double the pitch of the 
corresponding standard roller chains. This 
combination results in a chain that has the 
highly finished parts and long life of stand- 
ard roller chains with the same strength but 
with considerably less weight for equivalent 
length. The cost is materially less than for 
standard roller chain for equal strength. 

Remember, Double Pitch is not a substi- 
tute for standard roller chain. Sell it for 
applications where speeds are slow to 
medium . . . loads are light to moderate ... 
where centers are long or compactness is 
necessary. It is made for both drive and 
conveyor service and is popular on agricul- 
sural machinery, portable conveyors, bottling 
and packaging machinery, baking ovens and 
similar applications. 

For more information write to Chain 
Belt Company, 378 Plainfield Street, 
Springfield 2, Mass. 


A PRODUCT OF Chaim BRelt COMPANY OF MILWAUKEE 
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pany says, “We furnish our manufac- 
turers with this board of our particular 
color and designate which of his tools, 
etc., we stock and would like to ex 
hibit. In some cases, we buy certain 
items from one manufacturer, and 
competitive items from nother. For 
example, for many years we have han 
dled the entire Blank Tool line with 
the exception of hack saw blades, 
which we distribute for A.B.C. ‘There 
fore, on the Blank Board, we would 
not want Blank hack saw blades 
shown. Another reason for the uni 
formity is that we are constantly using 
the board as background in various 
shows throughout the state.” 

Portable Displays: Certain manu 
facturers build portable displays that 
fold up so that they may be readily 
shipped from distributor to distribu- 
tor, for use in connection with clinics 
and open houses. A company can 
thus, with only a half dozen displays, 
make them more expensively than it 
could if it had to furnish one to each 
distributor. They are scheduled in 
advance and circulated continuously 

Exterior-Interior Display: A display 
which automatically changes an ex- 
terior view of a product to an inte 
rior or cross-sectional view, by means 
of mirrors, is a sure-fire attention 
getter This appeals particularly to 
the mechanical man who is anxious 

; to find out what’s inside. 
ai d 19 b Slide Films and Movies: Although 
ousan reasons WwW y slide films and motion pictures are 
not practical for evervday use in the 
e e average distributor's store, they are 
you can rofit b sellin both profitably used as forms of dis- 
p y g play in clinics and open houses held 
by distributors. 
bi ° Miniature Displays: Some manufac 
ca r i e Cc utting too Ss turers of large or cumbersome equip- 
ment reproduce them in plastic or 
light-weight miniature models. These 
The new W-S catalog No. 52 just finished and in the hands displays are the next best thing to 
of W-S distributors ev eryw here provides specifications for oe the real product which 
more than 1,000 standard carbide cutting tools /es would be impractical in most cases. 
8 e+ pe Showcases: Regular display cases 
1,000 answers to the bide li ble f —— cage Ps ee 
( e carbide tooling pro ems of your are used bv manv distributors to 
customers and prospects. In addition, W-S offers customers 


show their wares in a conventional 
selection from the widest variety of carbides. Wendt-Sonis way. A leading Tennessee distributor 


Carbide Cutting Tools are nationally advertised to top states, “In our own display rooms, 

management . . . and in best-read industrial magazines. we have lighted cabinets around the 

Helpful sales aids developed and furnished by Wendt-Sonis wall, which are changed at regular 

build good will and make your job easier. Write WENDT- intervals, and each of which is used 

Sonis COMPANY, HANNIBAL, Mo., for further information. exclusively for one manufacturer's 
products at a time. We also have a 
city desk counter display, which is 
generally tied in with sales contest 
items of an expendable nature which 
have some eye appeal.” 


Scheduled Seasonal Displays: A 

LU € n DT- 5 0 n { Ss \ leading mid-continent — distributor 
schedules his showroom, counter and 

CARBIDE CUTTING TOOLS window displavs for a year at a time 

BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS - SOLS and changes them every month To 


DRILLS © END MILLS © SHELL END MILLS © TOOL BITS © SOLIC get full value, he synchronizes his 
REAMERS © ROLLER TURNING TOOLS © THREADING TOOLS direct mail efforts and salesmen’s ef- 
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WRIGHT SAFEWAY 


@ A steel hand hoist with compact, ad 
justable suspension and trolley to fit 
various width I-beams. Designed for low 
overhead. Easily converted to 2-wheel 
geared trolley unit. 

Longer-life features include: steel in 
all load-supporting parts, load sheaves 
with five formed pockets, automatic < 
load chain lubricator, alloy steel load 1 ,  2-wheel tert 
chain, swiveling drop-forged load hook; : gfe 


alloy steel, machine-cut gears; fully en | . TROLLEY 
: ‘ ASSEMBLY 








7 


closed, self-oiling gear case. 

Write for Bulletin DH-269 so you can 
tell your customers about this new 
WRIGHT SAFEWAY. 


WRIGHT 


Hoists 
WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE 


Cranes 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 


INDUSTRIAL DISTRIBUTION © MAY, 1952 








ADVANCE SLIP-PROOF 
SAFETY SPURS 


The vital part of a car mover is 
the SPUR. Many car movers in 
service now need spur replacement 
No 22-Double spurs fit all 
Badger Line Car Movers and most 
types of Car Movers now in use. 
Other types of Badger Spurs make 
it possible to fit any known make 
of car mover. 


SOLD ONLY THROUGH DISTRIBUTORS 


Because quick shifting and moving of freight cars along sidings is so imperative, 
your customers who ship and receive freight should have the help of the proper 
BADGER Car Mover to speed production on its way. Industrial activity is at an 
all-time high and the distributors who sell BADGER Car Movers are in for good, 


profitable sales. 


Be sure to check your stocks 


deliveries are prompt. Through 


our industrial advertising we request that users purchase from their industrial 


distributor. 


ADVANCE CAR MOVER CO. 


APPLETON, WIS—— 
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forts on the same lines. Due attention 
is given to getting the seasonal items 
pushed at the proper time, with full 
support from his manufacturers. 

Signs: Closely related to product 
displays are various types of signs to 
inform prospects that your distribut- 
ors sell your products. These take the 
form of metal outdoor signs (some- 
times lighted), decalcomanias for 
windows, doors or showcases, counter 
and wall cards and signs on distrib- 
utors’ delivery trucks. 


Needs of Wire Makers 
Exceed Copper Supply 


The supply of copper available for 
the production of wire and cable is 
substantially less than enough to meet 
defense requirements and a minimum 
of civilian needs, industry spokesmen 
told NPA recently. 

They urged immediate withdrawal 
from the government stockpile, to 
take care of CMP tickets already 
issued by NPA and provide for im- 
portant programs such as power ex- 
pansion. 

Some industry spokesmen scored 
recent publicity indicating that more 
copper had been made available to 
certain industries. ‘They said this had 
caused widespread misunderstanding. 
They were informed that steps, will be 
taken to correct the publicity, which 
related to a redistribution of CMP 
tickets for alloyed brass mill and 
foundry products. 

Industry spokesmen protested 
NPA’s distribution of refined copper 
to the brass mills and to wire mills 
on the grounds that the wire mills 
were not receiving enough to fulfill 
CMP programs. 





NEW RECRUITS on the job at Poe 
“Hdwe & Supply Co., Greenville, S. C., 
wWinclude Dennis Vaughn and Charles 
—>mith. 








Rosie The Riveter Sell DAKE when your 
customers need presses 


Is Back 





By 7 
Leland KR. Kirby, Sales Manager DAKE is the most complete 
Los Angeles, Calif. ° 
arbor press line 


\ BUxXOM woman about forty-five 
years old squeezed through the swing 
ing doors. She wallowed like a sea- | 
going tug in a heavy sea. A warm up 
session in front of a furnace must 
have taken place before she dressed. ARBOR PRESSES 
She had to get that fat in a fluid 

state before she could pour herself 1 to 25 tons 


into her slacks and sweater. Bench Pedestal or 
7 
Floor Models 








bo ben hon tet Bade 


HYDRAULIC PRESSES 
25 to 300 tons 
Electric, Air, or 
Hand Operated 





SPECIAL PRESSES 


engineered to individual 
She passed a cash purchase order , 
from one of the large plants to the requirements 
clerk. The order called for a_ tool 
box, screw driver, ball peen hammer, WE HELP YOU GET THIS 
scale and combination pliers. BUSINESS, TOO 
There was considerable discussion 
as to size of tool box. Finally, one was 
picked that would hold tools enough 
tor a field mechanic or a construction 
job. | - ™ 
Next a three-quarter pound ball W Wi) th DAKE j 
peen hammer, ts inch combination | e ine 
pliers, six inch og a — — 
to the scale. She decided, after deep e & 
consideration, that six inches was the you will obtain gq larger share 
right length. What graduations? | 
Well, she didn’t know. When one e 
with — sixty-fourth graduations was § oh p b 
shown she shook her head. “The one 0 e ress usiness 
they showed me didn’t have so many | 
fine marks on it.” 
Yes, Rosie the riveter is back in | 
defense work. But this time it is 
Bertha the bucker. The Rosie of W.W. | 


II kept right king. She is on DD) b 
~euitien Fd yee out a. rN 4 DAKE ENGINE co. 
sumer goods. 


To prove the last statement, here | P R ES $ ES 631 Monroe St. 
are some figures. The Douglas Air- | Grand Haven, Mich. 
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craft Long Beach Plant advertised for 

t Fe d HIDDEN Sales help at the outset of the present emer 
0 in gency. Out of a thousand applica 
1 tions this is what showed up. Sixty 

on your regular calls! percent were women who had never 
worked in any kind of plant. ‘They 

had visions of big money which would 

result in a lot of new clothes. ‘Thirty 

five percent were high school boys 

WITH OUR 30-DAY : looking for vacation work. Vive per 
? cent were butchers, bakers and candk 


TRIAL OFFER ON THE : stick makers 


Some of the stockroom gals try to 


FOLEY aatomatic Hig ,  ——Vaae 
SAW FILER 


You probably hove a lot of customers who use sows 
to quite an extent, yet still sharpen them by hand or 
the work out Yo ‘ou may find many hidden prospects 
for the Foley Sow Filer, and our 36- Dey Trial Offer 
enables each customer to prove its merits on his own 
sows 
in any plant where a number of sows are used, the 
Foley quickly pays for itself. Foley filed saws increase 
sawing production 25% to 40%, couse they cut so 
much faster and smoother, run cooler, stay sharp longer 


The FOLEY SAW FILER Practically Sells 


Itself on our 30-Day Trial Offer The petsy BAW, FILER We the tee 
« 


4 

wide, CROSS-CUT CIRCULAR SAW 3 
and of HAN 

sharpened 


Our 30-Day Trial Offer is open through you to any 
well rated company, and your customers will thank you 
to be informed about it. Write today for full details 
and literature 


FOLEY MFG. CO. 
3363 N. E. Sth St. Minneapolis 18, Minn. 


We also make Foley Retoothers for hand saws, Sow 
Setters, Grinders, and Foley Power Woodworking Tools 











One caled for an arbor hole grind 
ing wheel. When questioned about 
size, she asked. “When I ask for 

When he Push arbor hole, don't that tell you what I 
want?” Another wanted a coffee can 
full of tacks. Yes, that is exactly what 

, Sack n he asked for. ‘Then there was the 
) ‘oo —— one that wanted some machine screws 

|) cnueKs about the size of the lead im a lead 

pencil and about as long as the eraser 

| There was one girl who slapped a 

Chucks can mean important new vol micrometer on a shaft then measured 

ume when you sell Buck Ajust Tre— the opening between anvil and spindle 
the world’s fastest precision chuck! With 4 scale. She never could figure 

Combines the speed of scroll chucks why they put all those fine lines and 

with the accuracy of 4-jaw chucks— hgures on a mucrometer 

gives great machining advantages. It’s One day a shop foreman caught a 

6 JAW CHUCK HANDLES 


new... and different . . . and so good 
WORK OF 93 COLLETS! it captures the attention of all chuck 
Cices 2000 Guiles Wk tend Cas users and buyers. Every shop or plont 
Rechucking Speed Pertorms Collet and m your territory con use one or more 
Step Collet Operetions Buck Ajust-Tru Chucks to great ad- 
ei imi Minti’: ie, la. alta vantage. Send for latest catalog and 
Mendrels, Specie! Fixtures price list 


girl using a pair of pliers on a thimble 
of a mike. When asked what she was 
trying to do, she snapped back: “They 
told me to be careful with this because 
it had to be a close fit.” 

Don’t be too hard on Rosie or 
Bertha, boys. There are many male 
ounterparts in plants and ship yards 
Compensetes For Spindle Runouwt — This was overheard in the machine 
hengthens Castel Gite of Gis Madiines BUCK TOOL co shop of a local ship yard: The fore 
Con Be Acepted te Dividing Heods ° man was telling a machinist to keep 
Grinders, Screw Mechines 530 Schippers Lene, Kelemezeoo, Mich the work to a certain tolerance. ‘Two 


A LL TC 
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The tensile strength of Manila 
fibre makes it on ideal rope ma- 
terial. These thread-like strands, 
some of them 15 to 25 feet long, 
ere surprisingly hard to break 
with a steady, lengthwise pull. 


Before fibre is classified at the 
bodega, it is cleaned ond the 
tips cut. Each tip cutter hondies 
at one time a picul of fibre 
averaging 140 pounds 


Rope was made in the Colonies 
as early as 1641. it was consid- 
ered so important on industry 


pa F . 
On-the-Site Experts at noes 
Just prior to the War of 1812, 
however, there were 173 rope 


Assure a Finer Rope sismnren = 


After the abaca is stripped and dried on the Philippine plantations, 
Columbian resident buyers judge its appearance, strength and pli- 
ability. The choicest fibre is then delivered to Columbian’s bodegas 
(grading and packing plants) at Davao, Cebu, Tacloban and Bicol. 
Here, Filipinos who have spent their life at this one occupation sort 
the fibre into various grades. A Columbian inspector then accepts or 


rejects this classification. Ordinary hawsers often become 
rigid after several tows. Not Co- 
lumbian Tow-Ro! (Available only 
in lines of 6” circumference and 
makes sure you get a finer, more dependable rope. over.) Stays pliable when wet— 
handles smoothly on gypsy-heads 


COLUMBIAN ROPE COMPANY ee 
ease when making fast. 
320-50 Genesee Street 
AUBURN "The Cordage City,” N. Y. 


By controlling its Manila fibre purchases at the source, Columbian 


Z 3 
COLUMBIAN l 
(, TWINES Z 
Wyss 
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as no" lley 


Whatever Type 


You Want, We Have It! 





Most COMPLETE LINE Available 


If it's a cast pulley, you name it 
and we'll ship it—fast! Here at 


Medart are pulleys made from the 
best cast iron produced. Here are 


lathes. One said, “I wonder how 
many thousandths there are.” The 


| other came back with, “I don’t know 
but there must be a million.” 


A shop superintendent was about 


| ° , 
| to fire one of his men after four days 


work. The man claimed to be a 


| machinist who had been away from a 
| shop for a while. The ig was will- 


ing to give the man a long enough 
time to get back into the swing. It 
was no go. Before they had got a 
chance to tell the man he was being 
let out, he came to the super asking 
for a raise. The superintendent was 
rocked back on his heels. 

“What makes you think you rate 
a raise?” the worker was asked. “We 


| have had to junk a hundred dollars 
worth of parts you have ruined.” 


“Well,” was the reply, “I worked 
just as hard on those that were spoiled 


| as I did the good ones.” 


This is not just an isolated way of 
thinking. Logic of this type seems to 


| develop as the ‘cradle to the grave 


security’ idea grows. 

Our warehouse man came to me 
one day. “What would you give a 
man if he asked you for some quarter 


| inch galvanized lining?” 


“All right,” I grinned. “I'll bite. 
What's the gag?” 


pulleys for every requirement in 
every size in use—with split rim or 
solid rim—split hub or solid hub 
—single arm, double arm or web 
center— 

internal or external flange, one side 


“There’s no gag. That’s what he 

| asked for. He was irked because I 

didn’t know that you used galvanized 
lining for a water line.” 


or both—loose pulleys and 
tight pulleys. 
Or if, by chance, you need a special 


pulley, we can make it quick. 


It will pay you to have the Medart 
Catalog on hand for reference, and 
for easy ordering. Send for it now! 





Here also is your best source for all 
types and sizes of cast cooth or cut 


made of Medart 


| for malleable, roller or other kinds 
00 ; of chain. And there's also a full 


tine of 


rooth sprockets 


wear-resistant Hi-Ten cast iron — 


' 
gears 


Wak Coupon “Joday/ 


ATTACH TO COMPANY LETTERHEAD 


MEDART CO., 3535 DeKalb St., St. Louis 18, Mo 
Send Catalog showing all Medart Pulleys 





I took a phone call one day. A 
voice asked for some windmill parts. 
I explained that we carried no such 
thing. Did I get eaten out? 

“What's the big idea of a Mill 
Supply listing in the classified if you 
don't carry windmill parts?” The 
receiver was slammed down angrily 
before I could find an answer to that 


| one, 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 


T gE 
a wer 


Send Gear Catalog 





Also send following catalogs 
Speed Reducers 


V-Belts and Sheaves 


Pillow Blocks and Hanger Bearings 
3535 DeKalb St, 


St. Louis 18, Mo Name — 


Title 
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- COFFING 








QUIK-LIFT 
ELECTRIC HOISTS 


Ruggedly 
built for 

the most 
continuous 
assembly 

line use. 

For long life, 
all moving 
parts are 
sealed, 
running in 
oil. For safety, 
parts are 
tested at 100% 





overload. 
Seventeen 
models — 500 
to 4000-lb. 
capacities. 





... for multiplying manpower 


Wherever a load must be lifted, pulled, skidded, 
stretched, moved, or bound, there is a right Coffing 
Hoist to take over the heavy work, speed the job, 


and in many cases, enable one man to replace a crew. 


-.. increased safety 


You can recommend and sell Coffing Hoists with full 


assurance that they will protect men and equipment. 
Each is designed and built to operate efficiently at 
full rated capacity with a wide margin of safety. 


-.. saved maintenance costs 


Coffing Hoists stay on the job longer because they 
require less maintenance attention. Prompt Coffing 
service and immediate shipment of replacement 


SAFETY-PULL 
RATCHET 
LEVER HOISTS 


A safe, sure lift 
for any load. 
Multiplies 
manpower, 
protects men 
and equipment. 
Dual ratchet 
and pawl 
cannot slip or 
drop load. 
Safety valve 
handle 
eliminates 
overload 
dangers. 
Ten models 
— 1,500 to 
30,000-Ib 
capacities 
factory-tested 
at 100% 
overload 





parts further reduces delays and down time. 


For customer satisfaction, more profits — 


Sell the hoists users prefer 
Write Dept. A-5 for details. 


A handy all- 
around tool for 
hoisting, lifting, 

pulling. Without 
its stand, it is 
an efficient 
hoist, puller, or 
load binder. 
With stand, it 
becomes a 
powerful 
high-lift jack. 

Two sizes — 
2,000 and 4,000- 

lb. capacities. 


SAFETY LOAD 
BINDERS 


Powerful, highly 
portable, safe, 

Dual ratchet and 

pawl hold securely. 
Handle cannot 

fly up when released 
for another “bite.” 
Two models — 3,000, 
and 6,000-lb. capacities, 





one Sore sese - 





CHALLENGER 
SPUR GEAR HOISTS 


All steel, yet weighs 
only 392 lb. Formed 
steel housing resists 
impact... does not 
crack under shock 
loads. Back plate is 
laminated for greater 
rigidity. Load may 
be adjusted up or 
down a fraction of 
an inch. Hoist hangs 
true even without 
load. May be com- 
pletely disassembled 
in minutes with 
ordinary tools. 
Factory-tested at 
100% overload ... 
has five-to-one safety 
factor. Two models 
— %- and I-ton 
capacities, 











MIGHTY-MIDGET 
PULLERS 


Big pulling 
power in a small 
package. Light, 
compact, a 
Mighty-Midget 
hangs easily on a 
tool belt. Handle 
can be used 
either as a lever 
or a high-speed 
crank. Two sizes 
— 500-lb. model 
weighs only 6% 
Ib., 1,000-lb. model 
weighs only 9% lb, 





HOIST-BINDER 


Ratchet hoist 
principle allows 
continuous take-up 
without releasing 
hook for new grab. 
Handle may be 
removed, making 
binder a 
tamper-proof 

lock. Weighs 

only 10 lb., 

exerts 3,000- 

Ib. pull. 
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1-BEAM 
TROLLEYS 


Built for years of 
satisfactory service. 
Plain or geared 

types. Capacities up to 
0 tons. 


COFFING HOIST COMPANY 


Danville, Illinois 


ot AL AER retin GA ns ah RAT er ge ME. 





Sessions” 


TS 


...the Union that gives 
a Drop-Tight Closure! 


This True Ball Joint Makes the Difference 


DART UNIONS don't get tight, stay tight be- 

cause of an ordinary “jammed” joint. Their 
tightness comes from a precision-ground, bronze-to-bronze ball joint 
that comes apart readily and remakes repeatedly — as tight as when 
new. 


Both seats are non-corrosive bronze for top protection against pitting 
and corrosion. Nuts and both ends are high test, air refined malleable 
iron — practically indestructible in use or abuse. 


Remember, the extra work life of a Dart is money in your pocket! 
Sell Darts. Their extra work life means 

extra money in your pocket — satisfied, 

repeat customers build business. 


DART UNION COMPANY 


Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
Boston New York Pittsburgh 


UNIONS 
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The store was full and I went out 
to give a hand. A man wanted some 
sanding discs a certain size and grit. 
“Open or closed coat,” I asked. 

“Where does open coat start?’’ the 
man asked seriously. 

Then he wanted some guy wire 
He didn’t have much idea what he 
wanted so I took him out to the ware- 
house. After much questioning | 
found out what he wanted to anchor. 
I picked out a certain size that would 
have the strength with a safety factor. 

“Oh that’s too big. Here’s what I 
want,” he pointed to some small gal- 
vanized ods cord. 

I started to explain that I was afraid 
that wouldn’t do. 

“You're like so many people,” he 
snapped. “Just because cable or rope 
is bigger you think it is stronger.” 

I am afraid my jaw dropped. I 
know I gasped like a fish out of water. 
But he got what he wanted. With 
this theory, the way he fastened the 
ends it would be sure to give way be- 
fore the sash cord broke away. 

A customer stormed back to our 
band saw blade welder. ‘“Here—this 
won't work on my machine.” He 
handed the blade to the welder. ““You 
welded it backward. The teeth are 
on the wrong side.” 

Our welder smiled courteously as 
he took the blade. Without a word, 
he deftly twisted the blade reversing 
the teeth. 

Getting as red as a boiled lobster 
the customer vanked the blade back. 
He sailed out the back door without 
a word. 

We had delivered a circle saw 
blade. The customer phoned. “This 
blade won’t cut. It just heats up.” 

Going out to the cabinet shop we 
found the blade running backward. 

Some days I think well—and then 
I don’t know. Perhaps it would be 
easier if I went out in the desert 
‘where the hand of man has never 
trod’ and did some prospecting. 





EAD’ 
PsA 
oS GREAT TOOL- 


-72,___) 


ee < | perl hie 


ras ae 


Te 


ee > Been! 


Paasche Airbrushes are 
precision machined from 
Brass Bar Stock — Not 
Die Cast — All working 
parts are fully enclosed 
and easily accessible — 
They can not be dam- 
aged from rough han- 
dling or usage. 


Widely Sold by Distributors Because of 


Its Superior Performance and 
Economic Advantages 


Paasche Universal Convertible Airbrushes, Type CU feat- 
ured here is unequalled in operating performance and 
results. Distributors representing this line have the finest 
to offer in Manual and Automatic Airpainting Equipment. 
These men are backed by an organization that has 
pioneered in this type of equipment for a half century. 
The Original Design and improved construction has made 
Paasche Airpainting Equipment the Line of the 

Future. 

Paasche Distributors can easily provide for 

every Industrial Requirement, because the line 

is complete, all Paasche Equipment is manu- 

factured of the Best Materials and Finest Work- 

manship obtainable, and they can show users 

that Paasche Equipment saves Materials, saves 

Time and Produces a greater variety of better 

finishes at Lower Costs. 


Paasche Distributorships are available — 
Write for complete details on how to secure 
a Valuable Franchise. 


Yaaschs Mirbrush be: 


1909 Diversey Parkway Chicago 14, Illinois 


Sales Engineers in thirteen Factory Branches 
help Distributors build business 
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PROFITS FLOW 


TRAST mann 


from FRAN KO 


“SIFTER BRUSH”’ 
“se, 
1 


NERLOK”’ 


Four Original Specifically Designed Types: 





“INNERLOK” for Industrial Conveyors 
“SIFTER BRUSH” for Flour Mill Industry 
“FineTex” for Biscuit and Cracker Industry 


“MULTIPLE WOVEN” for Corrugated Box Industry 


Visit Our Conference Booth No. 914 at 
the Triple Convention in Atlantic City 


Established 1875 - Our 77th Year 


THE FRANKLIN COTTON MILL CO. 


1106 Central Parkway, Cincinnati 10, Ohio 
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James A. Ward 


Remington Rand Appoints 
Ordnance Plant Manager 


Remington Rand, Inc., has named 
James A. Ward as general manager of 
its Louisiana Ordnance Plant. He 


succeeds T’. C. Gerber, resigned. 


Associated with the company since 
1942, Mr. Ward was recently assist 
ant general manager of Remington 
Rand, and before that, director of 
maintenance. 


| Marion Rogers Joins 
| Textile Mill Supply 


Marion Rogers has joined the out 


| side sales staff of Textile Mill Supply 


Co., Charlotte, N. C., and will cover 
the Eastern part of North Carolina. 
Mr. Rogers, who is former purchas- 
ing agent for Morgan Cotton Mills, 
succeeds ‘Tom Sanford who returns 


| to the Charlotte headquarters. Mr. 


Sanford will assist in the territory cov 


| ered by R. S. Bigham, vice president, 
| who is on leave due to illness. 





A Ry 
a 


VETERAN supply salesman Gus 
Meade is now one of the sales staff at 
Sherman Bros. Mill Supply Co., Louis- 
ville, Ky. 





PHILLIPS 


INSERT BITS 


BIT HOLDERS 
AND 


HAND DRIVERS 


HY-PRO...HIGH PRODUCTION PRODUCTS 


NEW...HY-PRO-Phillips Insert Bits 


This new, low-cost removable insert bit comes in 
four sizes. It outwears ordinary Phillips bits two 
to four times. The #2 size drives from 75 to 80% 
of all Phillips recessed screws. When one bit wears 
out it is easily and inexpensively replaced. Clearly 
labeled and packed in lots of 25 in transparent bags, 
or in lots of 100 in sturdy cardboard boxes. 


Long Life — Perfect Fit. Made by Hy-Pro but sold by Continental Screw, 

these new high production, Hy-Pro Insert Bits employ the same master tools used to 
form the recess in Holtite-Phillips recess head screws. This insures a perfect mated fit. 
Specially heat-treated alloy steel and a unique "Reverse Cold-Heading Process” 


% assure lasting wear and keep this "The Long Life Bit with a Perfect Fit.” 
>... NEW... HY-PRO-Phillips 
| C oN Y Divs, Hand Drivers 
aes * “ Ideal for factory line or home work- 
shop, this new driver comes in sizes 


NEW...HY-PRO-Phillips Bit Holders = : #1, #2, #3 and #4 to take correspond. 


ing insert bit sizes. Made to highest 
Made in standard sizes to fit all types of high production = Hy-Pro Standards. Packed Six Drivers 
power driver, these adapters are equipped with positive to the specially designed counter dis- 
ball-and-spring lock to hold bit firmly and still make re- play box, each driver complete with 
placement easy. Magnetic holders also available on order. one Hy-Pro-Phillips bit. 
Send at once for free folder describing these new 
Hy-Pro products in detail. 


FASTENINGS 


CONTINENTAL SCREW CO., NEW BEDFORD, MASS. 
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Where your 
customers 
handle 

BULK MATERIALS 


HERE ARE 


( © Sell from the 
\. Catalog for 
Drop Shipment 


® Good Profit Spread 


S-A SPRING-TYPE 
CONVEYOR BELT CLEANER 


Sells easily customer 
sees at a glance how it cleans, wipes 
dry, and reduces wear on expensive 
belts. Adjustable for any size con 
veyor. Easily installed by plant per 
sonnel. Write for Bulletin 651 


because your 


S-A “ROLLER-TYPE” HOLD-BACK 
for Conveyor and Elevator 
Headshafts 


Provides positive 

Protection against 

runaway loads 

flooded feed points 

and injury to per 

sonnel. The instant 

headshaft stops ro 

tating forward, simple roller-and-wedge mechan 
ism engages a wide-faced drum 

There is no roll-back to be stopped with a jolt 
or shock. Releases instantly when power is 
applied. Write for Bulletin 444-A 


WRITE TODAY FOR FULL DETAILS 
PRICES AND DISCOUNTS 


i 
STANDARD PRODUCTS DIVISION 


STEPHENS» ADAMSON 


MFG. CO 


88 Ridgeway Avenve, Avrora, Illinois 
Les Angeles, California Belleville, Ontario 


372 


Roebling’s Sons Moves Los Angeles Branch 


New home of John A Rocbling’s Sons Co. in Los Angeles, contains 44,500 ft of 
floor space, and has modern facilities for delivery service and efficient storage 


John A. Roebling’s Sons Co., ‘Tren 
ton, N. J., manufacturers of wire and 
wire products, recently moved its Los 
Angeles district office and warehouse 
into a new, ultra-modern building at 
5340 East Harbor St. ‘The comple- 
tion of the structure marks the latest 
step in the company’s program of 
expanding its sales, warehousing and 
product-assembly facilities. ‘The Los 
Angeles branch formerly was located 
at 216 South Alameda St. 

Ihe building front is almost en 
tirely of glass and selected red brick 
with deeply raked horizontal joints. 
\ canopy extends over the outside 
entrance, and a 30 feet high sign 
tower carries the Roebling name. The 
#4,500 feet of floor space is scien 


tifically laid out to provide attractive 
ffices and modern facilities for deliv- 
ery service and efficient storage. Space 


ilso is provided for the large equip 
ment used in making wire rope, aircraft 
and industrial assemblies and in trans 
porting heavy reels. 

Among the executive offices in the 
structure are those of R. C. Groes 
beck, district manager, wire rope di 
vision; J. L. Kelley, Pacific Coast dis 
trict supervisor, wire and cold rolled 
products; and G. H. Cederlof, dis 
trict supervisor for the electrical wire 
division. 


U.S.S. Makes Appointments 


Appointments of Francis Juraschek 
as assistant director of distribution 
and availability and of Albert A. Mon 
nett, Jr., as assistant director of com- 
mercial research (markets) in the com- 
mercial department, have been made 
by United States Steel Co. 





SC & H Holds Impromptu Luncheon 


Sales luncheon was held recently by Strong, Carlisle & Hammond Co., 
Key inside men, supply department salesmen, machinery, steam specialty 


Ohu 


3 


on | > 


= 


Cleveland, 


and Mac-in dept. sales personnel attended the lunch, which was followed by a dis 
ussion period dealing with 1951 sales and 1952 plans 
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Sell PORTER CUTTERS to these 


industries for cutting all kinds of WIRE 
and WIRE ROPE 


FARMING UTILITIES 
AVIATION RAILROADS 
SERVICE STEEL 
CONSTRUCTION ELEVATOR Porter makes 
ELECTRICAL § MINING 

AUTOMOTIVE SHIP BUILDING 





Every PLaNt — Every INDUSTRY WIRE ROPE 
MARTIENANCE —< PRODUCTION and CABLE 
SERVICE 





Wherever there's wire rope 
and cable to be cut there's 
a job for Porter Cutters. The 
Notched Shear Cutter shown 
above, cuts wire rope and cable 
of the following types: Plow steel, 
improved plow steel and stainless 
steel, airplane control cable, elevator 
cable, guy wires, hoisting cables, 
slings, and other steel cables of all 
types. Notches in jaws reduce defor- 
mation of cable and hold material 
firmly. Cut from 1/16” to %” plow 
steel and %” improved or 2” stain- 
less steel cable or wire rope. 








Porter makes many tools for 
NON-FERROUS COMMUNICATION and POWER CABLE 


For cables containing coarse stranded wires, including most power cobles up to 1%” diameter we 
recommend the 2 CN cutter. For larger cables up to 31.” diameter use the Hydraulic Cutter 
For fine stranded cables, including communication cables and extra’ flexible grades of power 
cables, and for most types of insulation, use sharp edge tools 71 FS, | LSC and 3 LSC. For large 
sizes use 3% Hydraulic Cable Cutter. Send us a sample of the wire or cable to be cut — 


we ll recommend the proper tool H. K. oe 
Somerville 43, 


THERE ARE PORTER METAL CUTTERS FOR ALL THESE MATERIALS 


a.) 
ms Yj, ee, ~~ 
/ Yy | jo ~ 
BOLTS f RODS U WIRE ROPE Ss BAR STOCK GF CHAIN =f wuTs 


Also manutocturers of PORTER FERGUSON Auto Bod Fende qupme PORTER FRUNERS 
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No. 3 Hy- 
Duty with 
variable 
biade 
pressure 





It's easier to make a Power Hack Saw 
buyer out of a prospect when you sell the 
complete Keller Line! There's an efficient, Floor 

fast-working Keller Saw for all cutting re- with Automatic Lift 
quirements from thin wall tubing to heavy 
bars—up to 6%" x 6%4" capacity. Sturdy, 
dependable Keller Saws are designed for 
low cost cutting, long blade life and low 
maintenance operation. They are used in 
shops and factories from coast to coast. 


No. (HF | 
Mode! 
j 
| 
| 
| 
| 


Ne. 38 Dry Cut 
with Automatic Lift 


DELIVERY schedules are discussed by 
Ernest C. Belcher (U. S. Expansion 
Bolt Co.) and Henry B. Fuller, pur- 
chasing agent, The W. M. Pattison 
Supply Co., in Cleveland. Mr. Fuller 
was recently made a director of his 
firm. 


Fast-selling Keller Saws are available 
NOW—priced from $80.00 to $375.00—to 
meet your customers’ needs. Write for No. 3C Wet Cut | 
No. | Floor Model Catalogs ... TODAY! with Automatic lift. 


No. |HB Bench Model No. 60! ee 


No. | Bench Model with Automatic Lift Jefferson No. 3CH Wet Cut 


Sales Service Machine fool Co. 


PRESS RITE PRESSES « SHAPE RITE SHAPERS - KELLER POWER HACK SAWS ul 


HOISTS 
& 
TROLLEYS 














U. S. Tin Consumption 
Down 13% From 1950 


Consumption of tin in the United 
States in 1951 declined 13 percent 
from the post war high reached in 
1950, according to a recent report 
issued by NPA. 

Practical cessation of tin purchases 
abroad after March, 1951, made it 
necessary to maintain a careful alloca- 
tion system, Erwin Vogelsang, direc- 
tor of NPA’s Tin, Lead & Zinc Divi- 
sion, stated. 

Foreign purchases of tin have now 
been resumed by the government, 
with 20,000 tons scheduled to be de- 
livered by Great Britain in 1952, and 
18-20,000 tons by Indonesia. Nego- 
tiations also are under way with Bel 
gium and Bolivia for more tin, and it 
is hoped that these will bring the 
supply up to requirements. 

Because of the addition of tin to 
the strategic stockpile duirng part of 
1951, commercially available stocks 
showed a greater decline than the 














A Complete Line . 


spuc gear, differential, 
as geared trolleys 
enable distributors to offer 
handling 


competitive prices—and by 


which not only meets all needs 
be depended on tor prompt, : 
of distributors’ needs 


MASCHER & 





Geared and Plain Trolleys 


‘+ — 
AND capacities to 20 tons ‘ 
Every type of Philadelphia Hoisting Equipment 

low headroom as well 

offers superio 
greater valucs and definite savings in 

Yet these advantages are 
an 





. types 











t features which 
their customers 


materials 











assured at 
urce of supply 
but which car 
Iligent handling 


Spur Gear 
Hoist 


Differen- 
tral Hoist 


Low Head Room 
Trolley Hoist 


Write for Catalog describing the com 
plete “Philadelphia” line in detail. 


CHAIN BLOCK & MFG. CO. 
NORRIS STS., PHILADELPHIA 22, PA. 
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2,995 tons of consumption over im 
ports. The effect of increased de- 
fense production during 1951 was 
evidenced particularly in the manu 
facture of bronze. This production 
consumed 21,854 tons in 1951 as 
against 19,858 tons in 1950. 

Major declines in the use of tin 
were reported in tin plate, solder, and 
tinning, which together declined 13,- 
802 tons from 1950. 

Total tin stocks in the U. S. on 
January 1, 1952, both government 
and private, excluding stockpiled ma- 
terial, amounted to 40,300 long tons, 
as compared with stocks of 66,225 
long tons on January 1, 1950. 





DISTRIBUTORS / 


Reproduced below is the anno 


uncement of : 
which we believe to be the fi a enter 


N 
nest general- wot 


use belting on the market today! 
customers and Prospects . 
ake sure your 


This announcement will reach 


: many of your 
ge you to be Prepared to supply them, M 


-»SO we 
stocks are adequate. 


BROTHERS 
Company 


Phia 23, Pa. 


ALEXANDER 


406 North 3rd Street, Philadel 






ALEXANL 
New and Improved 


| : PATENTEL 
' : 
\ 
\ : | ) 
\ 








These important new characteristics result in a belt 

that will deliver full rated horsepower with mach less 
tension. This means fewer take-ups with resulting lower main- 
tenance costs . . . longer belt life and consequently lower belt 
cost. Even more important, it means more efficient power 
transmission and greater machine output. 

This new and greatly improved MONOBELT is the result 
of several years intensive development and testing to perfect 
a leather with maximum coefficient of friction. Exhaustive 
tests have proved the new MONOBELT'’S coefficient of fric- 
tion to be as much as 4'/: times that of oak-tanned belting 
and more than twice that of our old MONOBELT! 

Field tests on many difficult drives have fully confirmed 
the laboratory tests and prove the new MONOBELT as the 
finest belt for general usage on 
the market today. 


Prove /t Yourself / 


You con feel MONOBELT'S 
gripping power by finger 








with ony other belting. If your Distribu- 
tor cannot wpply you with samp 
write to vs. 








My ALEXANDER BROTHERS Belting Company 


406 North 3r 


BOOTH 820 
AT ATLANTIC CITY 


FULLY MACHINED 

AINTENANCE BARS AND 
{ STOCK BEARINGS 
“pach s Distributor Policy doesn’t | 
deviate in sellers’ or buyers’ 
markets. Thus, since 1900 Buckeye 
and Buckeye's Distributors have 
grown and profited together as a 
progressive team. 
And of special interest to your . 
customers is the fact that Buckeye 


- Maintenance Bars and Standard © 


Stock Bearings ‘are alloyed to GO 
THE DISTANCE, The Buckeye Brass 
y Company, 6410 — 


pee. 


BUSHINGS 


ELMER F. TWYMAN, vice president 
in charge of Yale & Towne’s Philadel- 
phia Division, was elected director of 
The Yale & Towne Mfg. Co. 





Makers of Chain Fittings 
Behind in Filling Orders 


Chain and rope fittings manufac- 
turers need help in placing orders for 
controlled materials if their produc- 
tion is to keep up with increasing 
military and defense requirements, the 
industry’s advisory committee told 
NPA recently. 

Manufacturers said they have been 
able to place on the average only 60 
percent of their first quarter allot- 
ments of carbon steel forging bars. 
One member reported that he placed 
only 15 percent of his second quarter 
allotment. 

NPA’s figures show that the back- 
log of orders has increased about 67 
percent within the past 6 months. 

Members said that many of the 
orders for chain and rope fittings 
originate from projects bearing high 
priority symbols, such as A, B, C, or 
FE. They said the difficulty in placing 
allotments arises because manufac- 
turers, as “B” product producers, are 
unable to extend these high priority 
symbols to the steel mills. 

A Munitions Board representative 
said his agency will back all requests 
from this industry for assistance in 
obtaining materials to fill military 
contracts. Members reported they 


have turned down military contracts 


— they were not assured of re 
ing steel in time. 
Dudley A. Hendrick, of NPA’s 


General Components Div., presided. 


| Committee members attending were: 


E. T. Eggers (American Steel & 
Wire), Marvin Price (Electric Steel 
Foundry), Lewis H. Brown (G. G. 
Greene), Edward W. Daniel (Edward 
W. Daniel Co.), Howard Finnegan 


BARS « BEARINGS 
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2153 SCRANTON ROAD e 


THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 








“ “ 
SHINYHEADS 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish Heads machined top 

ax bottom. Hexagon faces clean 
out, smooth and true, mirror finish 
Tensile strength 95, -110, 
p.s.i. Carried in stoc 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise Geivattind 
with flat and chemfered machined 
joint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Note of high carbon steel — AISI 

1038. Furnished with black satin 
fietoh due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the oo 
upset process. Cup points machine 
turned. Carried in stock 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon | ead i style — to wee rint 





polished if Iw _ thon 
to close tolerance— point 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 

ground to close tolerances. Thread 

end annealed. ———- in various 

head shapes, with oil holes and 

grooves of different kinds, and flats 
tely milled 





pioneers in pe ti 
rod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size 

9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
7 
7 
f 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 
carried by 
LEADING 
DISTRIBUTORS 





# 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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a 
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Ray Barnett 
George Bauer 


Walter Crowder 


E. N. Grantvedt 
Don McGill ane 
Ed McOsker 

Arch Morris 

John Ora 

Van Phillip 

Bob Slater 

Pete Thayer 

Jack Wertis 


Art West 


we ll be seeing you 


at the Triple Industrial Supply Convention 

. in our booth numbers 13—15 

. in our headquarters suite in the Claridge Hotel 
... you’re always welcome, 


and we'll be happy to see you again. 





Industrial 
URS 
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SIGN OF BEST SELLERS 


END HANDLE TYPE DRILLS 


Heavy duty, rugged for trouble-free service. 
Ball bearing armature shaft; ball thrust bear- 
ings on drill spindle. Heat-treated alloy steel 
gears, running in grease-tight compartment. 
Capacities: 44”, 5/16” or 38”. Universal mo- 
tor for AC or DC, 25 to 60 cycles. 


BENCH AND 

PEDESTAL 

GRINDERS 

Sturdily built and well engineered; designed to boost 

production in shops of every type. Fully enclosed 

motor and ball bearings in dust-proof housings. Fur- 

nished in 6”, 7”, 8”, 10”, 12”, 14” and 18” sizes. 
Snagging grinders up to 24” size. 


AIR MASTER 
DUST COLLECTOR 


Perfect protection against dust 
and abrasive grit for men and 
machines. Trapped as they 
leave the wheel, flying particles 
are filtered out by fabric and 
steel wool bags. The AIR MAS- 
TER is a self-contained unit— 
rugged and dependable in every 
detail. Sizes to fit any grinder or 


The product that’s known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 
of outstanding service to industry. Send today 
for Catalog 52-TE of THE CINCINNATI line. 


SIDE HANDLE 
TYPE DRILLS 


Dependable, heavy-duty operation in 
large or small shops. Heat-treated alloy 
steel gears, running in grease-tight 
compartment. Ball bearing armature 
shaft; ball thrust bearings on drill spin- 
die. Two-pole self-releasing trigger. 
Universal motor for AC or DC, 25 to 60 
cycles. Capacities: 36”, 42”, 58”, 34”, 
%”, 1”, and 142”. 


6’’ PORTABLE GRINDER 


Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 
bration and chatter. Universal 
BALL BEARING motor for AC or DC, 25 to 60 cycles. 
TOOL POST 


GRINDER _ Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 
of any lathe with 9” swing, or larger; and grinds 
within 242” of maximum swing. Grinder can be 
swiveled around clamping bolt; spindle height 
easily changed. Adjustable motor mount to main- 
tain belt tension. 


BUFFING AND 
POLISHING LATHES 


Engineered for continuous heavy 
duty service. High-grade steel mo- 
tor shoft, accurately ground to 
size; locking device for changing 
wheels. Four deep-groove ball 
bearings, in dust-procf housings, 
locked to shaft to provide end 
thrust and eliminate wear. Fur- 
nished in all sizes from 42 H. P. 
to 15 H. P. 





THE CINCINNATI ELECTR 


Division of RK. LeBlond Mc 


2686 MADISON AVENUE 


ICAL TOOL CO. 


CINCINNATI 8, OHIO 
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RIGID AND FLEXIBLE 


COUPLING 


WITH “UNBREAKABLE” 
MALLEABLE BUSHINGS 


FLEXIBLE COUPLINGS 


machined from solid steel or malleable 
castings 


compact design 

neoprene insert for greatest possible 
strength, resiliency. and shock ab 
sorbing qualities 

easy to mount 

positive locking clamp fit 


easy to remove 


RIGID COUPLINGS 


construction facilitates mounting and 
assembly of shafting 


made with interchangeable bushings 


machined from malleable castings 


Write for a copy of 
Bulletin V-169-B 


THE DISTRIBUTOR’S 
COMPLETE 
V-DRIVE LINE + « + 


WRITE 


Laughlin), E. G. Cram (Midland In- 
dustries), Whitney Merrill (Merrill 
Bros.), E. A. Taggart (W. C. Norris), 
Raymond D. Moore (St. Pierre 
Chain), F. W. Rothaermel (Upson- 
Walton), Phelps Ingersoll (Wilcox, 
Crittenden). 


Commerce Dept. Releases 
New Procurement Manual 


The Department of Commerce has 
issued a revised edition of the Gov- 
ermment Procurement Manual, de- 
scribed by Secretary Charles Sawyer as 
“the only source of information in the 
Federal Government covering the pro- 
curement activities of all major mili- 
tary and civilian agencies.” 

It lists 5,000 items for which fed- 
eral agencies are in the market, and 
contains a military agency and civilian 
agency index and listing of the loca 
tions of procurement offices. 

The manual was prepared by the 
National Production Authority’s Office 
of Small Business. Secretary Sawyer 
said it represents many months of co- 
operative effort between government 
agencies in collecting data to assist 
business men. 

The manual will be placed in De- 
partment of Commerce field offices 
throughout the country and in local 
Chambers of Commerce where it can 
be consulted by those interested in 
obtaining a government contract. 
Copies will also go to the Small De- 
fense Plants Administration and prin- 
cipal purchasing offices of government 
agencies. Mr. Sawyer said it has been 
of considerable value to field offices in 
assisting small firms to get defense 
business. 





FULL PARTICULARS 
BROWNING MANUFACTURING CO 


QUOTATION CLERK for the Bar- 

rett-Christie Co., Chicago, is Margaret 
1951 BROWNING DRIVE Curtis—one of the few women in the 
MAYSVILLE, KENTUCKY industrial supply field holding such a 

SOSOSSHSHSOSOSSSOSESEES | position 
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PACKAGED FASTENERS 


A strong, attractively de- WOOD SCREWS e¢ STOVE BOLTS e TAPPING SCREWS 
signed telescope-type pack- MACHINE SCREWS © DRIVE SCREWS © THUMB SCREWS © SEMS SCREWS 
age. Color coded labels. Fine- STANDARD SLOTTED AND PHILLIPS RECESSED 

ly fabricated products that WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


generate quick repeat sales. THE CHOICE OF BETTER DISTRIBUTORS 


Los ee CHICAGO, Hit KEENE, WH. 
—— \ “th D zr | 


<—_—_—, 
S 
iy 
—— 
ee en 2 ae | 


ENTRAL CENTRAL SCREW COMPANY 


Crs 3501 SHIELDS AVE, CHICAGO 9. ILLINOIS 
> a 3028 E. ELEVENTH ST. LOS 


ANGELES, 23 ALIF © 149 EMERALD ST. KEENE N H 
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Check On Your Own 
Customers’ Prospects; 


Here is our monthly recap of your 
customers’ prospects, industry by in 
dustry, as regards to their production 
outlook for the coming months. Pro- 
duction estimates depend largely on 
what the basic materials prospects 
for your customers are. ‘These in 
dustries have reported their estimates 

| via their advisory committees at NPA 
and estimates are considered reliable 

Check the list over and see if any 
of your customers are members of 
the industries whose prospects are re 

| ported. You might find some helpful 
| information. 

WATER TANK & HEATERS— 

| Sheet and strip are expected to be in 

fairly good supply during the second 
quarter but galvanized steel will be 
harder to get because of the zinc 
shortage. 

KITCHEN TOOLS-—Second quar- 


ter allotments of controlled materials 

TTT AP a As L L were about the same as for the first 
except for carbon steel which was 

dropped five percent and aluminum, 

raised five percent. The industry is 


replacing zinc die castings with plastic 
molding, tin finishing with plastic 


\ 
} coating, and aluminum with plastic in 
handles, knobs. 
STEEL CASTINGS—A _ future 
heavy demand for heavy castings 


looms. Substantial tonnages of future 
castings will be used for pressing 
aluminum forgings in the aircraft pro 
gram. It may be necessary for the 
Government to finance new facilities 


for present foundries. Even greater 
tonnages of castings will be required 
during the next few years for atomic 
energy, electric power, shell produc 


COUNT 


TOOTH 


+ 


every 


tion, cranes and other equipment for 
the steel industry's expansion. 
HOIST & DUMP TRUCK BODY 
Authorized production of trucks is 
| 220,000 for the second quarter but 
| this may be increased to 250,000. 
This will be jumped to 275,000 in the 
| third quarter which means a corre- 
sponding demand for bodies. Of the 
total bodies to be produced, 56 per- 
cent will be allotted to light truck; 
\ 30 percent for mediums and 14 per 


CAPEWELAL. MAKES 


cent for heavies. 


[7 
\ PAPER CLIP & FASTENERS- 
Materials scarcities have not com- 
pelled manufacturers to cut personnel 

a 


\) 
| \\ to any great extent but if shortages 


continue, layoffs are regarded as in- 
evitable. There is divided opinion in 
the industry on the substitution of 
steel for brass in many types of 
CAPEWELL BACKS YOUR SELLING | fasteners. 

CONSTRUCTION-—NPA is con- 
EFFORTS WITH AGGRESSIVE | sidering approval of all applications 
ADVERTISING eee for new commercial construction 
projects in seven so-called employ- 


i 
| 


I 


THE CAPEWELL MANUFACTURING COMPANY 
62 GOVERNOR STREET ° , HARTFORD 2, CONN. 





PRENTISS 
VISES 


The Complete “BULL DOG” Line 


Machinists © Top Swivel Jaw © Woodworkers © 
Hinge Pipe ¢ Combination Pipe © Utility « 





























Backed by 84 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 


A few territories still open. 
Write for detailed information. 


SEE US IN BOOTH 737 AT ATLANTIC CITY 
PRENTISS VISE DIVISION © or tHe cuaries PARKER Co. MERIDEN, CONN. 
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ment hardship areas—New York City; 


“ Boston; Washington, D. C.; Portland, 
e Ore.; Seattle, Wash.; San Francisco 
ind Los Ange les 
PRACTORS — Unless controlled 
} materials allotments are increased, the 
@ 


industry may have to curtail produc 
tion and lay off from 30 to 40 percent 
LOWELL of its employees. NPA told the in 
dustry it will request materials in the 
third quarter on the basis of an 
SOCKET WRENCH annual tractor production of 55,000 
units, Or about 14,510 per quarter, 
which will still be under the demand 
SERIES 50 ETCHED PRODUCTS — Sufi 
These new features make the famous Lowell Socket cient controlled materials to fill its 
Wrench more saleable than ever... look them over rated orders, which run from 90 to 95 
...compare them point by point with any similar percent, were asked by the industry 
3 Currently the industry gets less than 

wrench... see why they are destined to control the v 


, one-third of the brass needed to fill 
market for this type of wrench. remaining orders, many of which actu 


ally should be classified as military 
orders, it is claimed. 

OPEN DIE PRESS & HAMMER 
FORGING-—A backlog of orders for 
forgings has developed due in part to 
inability to get sufficient carbon steel 
Ihe backlog is being reduced at the 
rate of 4,000 tons a month. Industry 
committee members indicated they 
have capacity to produce larger quan 
tities but will need more raw ma 
terial, chiefly steel billets. 

VENETIAN BLINDS-—The | in 
dustry will receive 30 percent of the 
aluminum it used in the base period 
as compared to the 10 percent re 

. ceived in the first quarter. Steel al 
Mow Snap Hing lotments were an five percent to 
55 percent of base period use but 
copper was held to 10 percent. 

MOTOR GRADER & SNOW 
PLOW BLADE—Demands for blades 
are mounting and nationwide inven 
tories are depleted. ‘The industry has 
asked for 36,000 tons of steel quar 
terly but so far has been receiving only 
20,000. 








holds socket more securely. Roughly tested in pipe 
line work for over a year. Removed easily with 
narrow screw driver or any pointed object. 

All Steel Cap 

instead of cast collar, press fitted and swaged to form 
one-piece integral unit with larger all steel bearing for 
much longer wear. Cap locked into head by internal 
projection and screw. Even with screw lost and cap 
swung 90° parts cannot fall out. 


© High Tensile Alloy Handle 
© New Tough Synthetic Finish 
© Enlarged Hole for Lanyard 
These features are on all wrenches Nos. 50 to 55 and 


stocked. Larger wrenches have heavy duty collars with 
set screws as always, 





Send for the New Lowell Catalog 
No. 60. Completely redesigned to 
present the information you want 
clearly and quickly. AND... 
the new schedule of list prices and 
discounts makes this a very attrac- 
tive proposition. Write today. 





LOWELL 


WRENCHES 


WR E N C H C 0 M PANY PORTRAIT of Harold F. Seymour, 
WORCESTER, MASS president, Columbian Vise & Mfg. Co., 


Cleveland, Ohio, was recently finished 
by his sister, Mary Seymour Brooks, 
well known portrait artist 
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ARROW TOOL & REAMER CO., Established 1916 


THESE ADVERTISEMENTS 
TELL THE ARROW STORY 
TO YOUR CUSTOMERS... 


Neg 1406 aeeow 
aeeow a efamer . te apRow a elamee Estebliched 1916 ~ 
arrow SPECIAL »\ 
ILLS CUTTING TooKs 

END . .. FOR 


a ; 
a comocete trM 36 YEARS 


nN ~_A 

10 \ 
A PULL LINE ee 
OF QUALITY 
END MILLS 
INCLUOING 
ppd npecnn meee | 
3 FLUTE SeRes 

Arrow specializes in “Specials” end eke 
Produces @ stenderd line of qvelty Reamer 


RROW 7 
° 
ARROW TOOL & REAMER CO rs tS REAMER CO 


LE SAS EBL RAE Me eSB - 














i Fes 





BRERA Bi wee at ao 


w TOOL & REAMER CO 


IN THE PAGES OF THESE 
LEADING METAL WORKING 
MAGAZINES... 

















AO EIS a CR OE Ts SARS, 














ARROW TOOL & REAMER CO. 


418-422 LIVERNOIS AVE. DETROIT 9, MICHIGAN 
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Write today 
for 
full information. 


erson 


RECESSED 


NIONS = 
bi dae 
od ae 





Every pipe user 
is your prospect 


With the Jefferson line, complete as to types and sizes, 
all the union business of your customers can be yours. 
And you can hold this business and build it up because 
of the satisfactory performance assured by Jefferson 
unions. With every pipe user a prospect, it would be 
well forth while for you to know more about Jefferson’s 
exclusive sales features. 


It will pay you to ask for full details of the Recessed 
Brass Seat which is so universally acclaimed because of 
its drop-tightness and the ease with which pipe joints 
are made up. Familiarize yourself with the line itself 
which includes AAR male and female unions, Enduro 
300#, Excel 2504 and Master 1504 unions. If your 
customers want unions with iron-to-iron seat joints, 
Jetferson can supply them. 


671 W.26thST NEW YORK I.NY 
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NEW ASSISTANT sales manager at 
the White Tool & Supply Co., Cleve 
land, is Harold Rody who has been 
with the firm for 2S years 





Harrisburg Steel Corp. 
Elects Two New Directors 


The Harrisburg Steel Corp., Harris- 
burg, Pa., has elected H. M. Reeser, 
vice president and secretary of the 
company, and D. M. Horner, vice 
president, to the company’s board of 
directors. 

Mr. Reeser, whose main responsi- 
bility is sales, has been with the com- 
pany 34 years. Mr. Horner, in charge 
of engineering and operations, has 24 
years’ service. : 


Durkee-Atwood Appoints 
Eden to West Coast Sales 


Durkee-Atwood Co., Minneapolis, 
has appointed H. B. Eden as West 
Coast district manager of its industrial 
division. 

Mr. Eden is a graduate engineer 
and has been devoting his efforts to 
the field of power transmission for the 
past ten years. He will work out of 
Sacramento, Calif. 


Hardware Square Club 
To Hold Annual Dinner 


Plans are complete for the New 
York Hardware Square Club’s Annual 
Shore Dinner, to be held May 8 in 
the Hotel Statler, New York. 

An Irish Turkey dinner held re 
cently by the club drew a large at 
tendance 





Keep Your Eye on the IRI 


Ae, , Lecrare 
® for Nut Running Jobs 
up to 11,” bolt size 


Maintenance and service crews save up to 90% 
of nut-running time. Equipped with standard acces- 
sories they also use Impactools to drill, tap, ream, 
drive screws, wire brush, etc. at high speeds and 
with top efficiency. These tools are available in 
three sizes: Size 4U—3%%” capacity, Size 8U—%” 
capacity, Size 34U—1%4” capacity. 


Satisfied Users Mean More Sales for 
TYPE 30 COMPRESSORS 


Sound design and durable construction contribute 
to long trouble-free service. You can build volume 
in todays active market with this quality line of 
single and two-stage Type 30 Compressors. !4 to 
15 HP models for pressures up to 1000 Ibs. 


CRITE CET 


In Every Industry You'll Find 
I-R MOTORRPUMPs 


The record for dependability of these pumps over a 
wide range of uses—circulating water, coolants, 
petroleum products and many other liquids 
creates good profitable sales for Ingersoll-Rand 
Distributors. Motorpumps are compact and built 
for heavy duty, and provide high efficiency while 
cutting operating and maintenance costs. Models 
up to 40 HP. 


A Recent Model— Already Popular 
suPIRJET PUMP 


Two deep well models and one for shallow wells. 
Streamlined, compact, self-contained—and built 
for rugged service. Unmatched for easy installation, 
trouble-free operation and fast selling. High lift 
performance from wells up to 120 feet deep-——-4 to 
1 HP. Other units available from 114 to 40 HP for 
wells to:400 feet deep. 


773-14 


Build Your Business on the Ingersoll-Rand a 
Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N.Y 
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DEPENDABLE 


Roller Bearings 


Every product has to be ‘‘sold’’—re- 


gardiess—but when selling Shafer Roller 
Bearings, it simmers down to facing 
“substitute’’ competition only — the 
easy avenue to sales and profits. 

For only Shafers offer your customers 
the unique ConCaVex design featuring 
integral self-alignment WITHIN THE 
BEARING ITSELF . . full radial- 
thrust capacity . extreme shock load 
capacity .. . plus the exclusive Micro- 
Lock Bearing Adjustment and the ex- 
clusive self-centering 
which keeps dirt OUT and grease IN 
under severest conditions. 

This—combined with Shafer’s profit- 
making franchise and a 33 year reputa- 
tion for top quality products—spells 
more sales . better profits for you. 
Let's talk it over. 


SHAFER BEARING CORPORATION 


80! Burlington Ave., Downers Grove, Illinois 


Manufacturers of over 450 Standard Models 
cove-ing all conventional mounted 
and unmounted bearings ¢ 
“Specials” @ Aircraft 
Control Bearings 





Tool Demonstration Fascinates Spectators 


Driving snow failed to stop interested spectators from watching Neil S. Rowe, Por 
ter Cable representative in the Detroit, Mich. area, as he demonstrated Guild Tools 


Does It Pay To Demonstrate? 


Yes, says the ‘T. B. Rayl Company, 
a five-story Detroit Department store 
devoted exclusively to hardware items. 

Working under a vigorous new pro- 
motion plan, R. L. Schmalzried, Mer 
chandise Manager for T. B. Ravl, 
scheduled a three-phase plan to pro- 
mote the sale of Guild ‘Tools—port 
ible electric woodworking equipment 
manufactured bv the Porter-Cable 
Machine Company of Syracuse, New 
York. ‘The plan included window 
demonstrations, store demonstrations 
it which customers themselves could 
use the tools, and an intensive follow 
up mailing of literature. 

For the first phase, Neil S. Rowe, 
Porter-Cable Sales Representative in 
the Detroit area, was called in to dem 
onstrate Guild Tools in the Ravl win 
dow—located on one of the busiest 
Detroit intersections. But the weather 
man was up to his usual tricks on the 
dav of the window demonstrations for 
the snow piled up and the tempera 
ture hit the low teens. Nevertheless. 
the show went on—and Mr. Rowe and 
his Guild Tools held crowd after 
crowd interested even while the slect 
piled up on their hats and slowly 
dripped down the backs of their necks 

The deeprooted interest of everv 
man in woodworking equipment was 
very apparent. Thev watched 
movement as the Guild Saw zipped 
through wood and as the Guild 
Router, piloted bv the Porter-Cable 
Representative, made decorative cuts 

ial to those of a professional wood- 
vorker. But what amazed the T. B 
Rav] organization more than anvthing 
else was the fact that so many 
old and wet, lingered to stare long 
ngly at the ifter the dem 
onstration had been finished and the 
demonstrator had departed 


evcrv 


men, 


tools even 
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Using a lapel mike during each win 
dow demonstration, Mr. Rowe pre 
pared the groundwork for the second 
phase pf the promotion program by 
inviting everyone to attend the store 
demonstrations which were scheduled 
for two days on the weekend follow- 
ing the window demonstrations. Mr. 
Rowe pointed out to each group that 
during the store demonstrations any- 
one who was interested would be able 
to try out the tools themselves. 

On the dav before the store demon 
stration, T. B. Rayl ran an advertise 
ment in the two leading Detroit 
papers inviting the general public to 
attend. On the following day, Mr. 
Rowe resumed his demonstrations, 
this time inside the store. 

Immediately after this series of 
demonstrations, the T. B. Rayl Com- 
pany mailed out over 15,000 minia 
ture catalogs showing the complete 
Porter-Cable line of products. As a 
result of this carefully planned pro- 
motion a great many tools were sold 

and a great deal of interest was cre- 
ated which will continue to pay divi- 
dends for many months to come. 

So, you can take it from the T. B. 
Rav] organization—if you do it right, 
it pays to demonstrate! 


Enos & Sanderson 
Appoints Executive 


Laurens Enos has been appointed 
manager of the nail and wire depart 
ment of the Enos & Sanderson Co., 
Inc., Buffalo, N. Y., distributor. He 
succeeds Mrs. Esther Krayer, who has 
moved to Texas. 

Mr. Enos, a stockholder in the 
company, rejoined the firm after serv- 
ing three years in the Marine Corps. 





Cash in 
on the file 
with the 
WHITE TANG 


T 


WITH A NUCUT YOU FILE MORE, 
FASTER, BETTER WITH LESS EFFORT 


Nucut files are different. You can see the 
difference. Just hold the file at an angle— 
and you'll spot the exclusive wavy pattern 
made by Nucut’s two sets of teeth. It’s this 
patented wavy construction that gives you 
superior cutting power. 

The teeth do two jobs at every stroke. The 
coarse teeth cut fast, clean, without skidding. 


ree’ FILE 


The fine teeth leave the surface smooth. Just 
as if two files were working at every stroke, 

See your distributor. He knows Nucuts, and 
will help you in selecting the right sizes, 
shapes and cuts, 


HELLER BROTHERS 
COMPANY 


A New Jersey Corporation 


America’s Oldest File Manufacturer 


NEWCOMERSTOWN, OHIO 








WRONG: Don’t use a 
coarse file on fine work. 








RIGHT: Fine work re- 
quires a fine file. 














Select right file for job. Files come in many different sizes, shapes, cuts 
and types. So, make sure you select the right file for the job. 





WRONG: Don’t use a 
fine file on coarse, 
heavy work. 








RIGHT: Coarse work 
should be handled with 


a coarse file, 

















MR. DISTRIBUTOR: This NUCUT advertising-is appearing in publications that reach every 
worthwhile prospect in your territory. Since it directs the file buyer to you, you may think of 
it as your advertising. Are you cashing in on it? 
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DISTRIBUTORS: were ave prove 


MARKAL 


POSSIBILITIES 


Puintstiks 





For Marking HOT SURFACES —up to 2000° F. 


Steel ingots, welding, heat treated metal. 


COLD SURFACES—as low as—50° F. 


Any surface, wet or dry, icy, rough or slick. 


PAINTSTIKS are indispensable for 
marking thousands of products and 
offer fast turnover, stocks in small 
space, gives steady repeat business 


A Few Pointers On 
Where to Sell Paintstiks 


Paintstiks are sold in many industrial 
markets, metal working and fabricating, 
welding, annealing, steel industry, 
foundries, shipbuilding, railroads, 
lumbering and many others. They are 
in wide usage by the prospects and 
customers you call upon every day. To 
stock them is to sell them. They are con- 
sumed ... repeat business results. They 
take up little space and prove profit- 
able to handle. Your original investment 


is small and your turnover great. Why 
not include them in your line? 

A Few Facts About the Line 
There are a number of Paintstiks in the 
line — each for a definite marking job. 
A Paintstik mark is permanent and 
highly legible. They are fade-proof, 
weather-proof and fool-proof. There is 
a type for use when annealing or weld- 
ing; another all purpose for dry, oily 
or icy wet sleek surfaces. There is a 
Paintstik for metal and wood that comes 
off in pickling bath. Another for ex- 
tremely hot surfaces up to 1800°F — 
one for lumber marking. 


This represents the versatility of Paint- 


stiks and also points out the wide range 
of markets. Write for full information. 


WRITE FOR DISTRIBUTOR PLAN 


COMPANY 


3050 WEST CARROLL 





AVENUE, 


CHICAGO 12, ILLINO'TS 
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WHAT SYSTEM to use in handling 
MRO orders means a conference for 
George W. Sydnor, secretary of Smith 
Courtney Co. and David J. Holton, in 


side salesman at the firm’s Greensboro, 
N. C., branch 





Steel Valve Makers Ask 
Product Simplification 


Phe steel valve industry has urged 
NPA to. simplify and standardize 
valves, particularly those for Navy 
contracts. 

Industry spokesmen also asked 
longer lead times for production, and 
reported that their plants had suffi- 
cient capacity and manpower to meet 
present defense orders and could even 
triple their capacity, if necessary, pro- 
vided they had adequate lead time for 
their orders and sufficient materials. 

They said plants could figure on 
up to 6 months as reasonable lead 
time for the manufacture of bronze 
valves, and up to 9 months for steel 
valves. 

Government officials at the meet 
ing with industry and NPA spokesmen 
agreed in principle with the stand 
ardization proposal, but had reserva 
tions where special problems require 
special standards. A Navy representa 
tive adinitted there was room for 
improvement im specifications, and 
stressed the need for a fast two-way 
production team between industry 
ind government. 

Ihe Petroleum Administration for 
Defense reported that the steel valve 
industry may expect increased orders 
for steel valves by about June 1, when 
idditional pipe line and refinery proj- 
ects are ‘authorized. 

On materials, NPA reported 

1) Molybdenum is in better sup 
ply than formerly but owing to 
changed military demands, the in 
dustry can expect no change for the 
better in the coming months. 

2) Nickel is a serious concern for 
the defense program, with military 





The 


Number 0 


name in socket screws.. 


ALLEN 




















with design engineers... 


because Allen’s greater strength, 

greater holding power and free- 

0 dom from projecting heads per- 
& mit more compact design and 


smooth, safe surfaces. 


on the production line... 


because AllenO Heads’ superior 
uniformity is maintained by 
statistical chart control. Burr- 
e free threading and keying speed 


assembly time. 


with the end user... 


because Allen O Screw products 
identify equipment that is de- 
0 signed right, built right. Allen The 
screws, with more durable b 
: uy-WOn 





threads and sockets make adjust- 
ments, disassembly and reassem- 
bly easy and trouble-free. 


for socket screws is.. 


. « , Sold only through leading distributors. ALLEN 


MANUFACTURING COMPANY 
Hartford 2, C 
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i en OLE TIAA Se 


WHEN BOTH 
STEAM and MOTION 
*MUSTS— 


ARE 





Use Only 
UNIVERSAL 


Flexible 
Steam 
Connections 





flexible and economical 
Widely used for movable platen presses, 


They're tough 


tire molds, laundry pressing machines and 

similor equipment requiring flexing many 
Write for Catalog U-101 
and data sheet showing 
proved method for in- 
stalling Universal Seam- 
ess Flexible Metal Hose 
n vertical loops 


times per hour. Available in lengths to 
ond equipped with 


heat-proof male and union female con 


your specifications 


nectors as required 


IVERSAL METAL HOSE CO. 


2163 SOUTH KEDZIE AVENUE CHICAGO 23, ILLINOIS 








Severance CARBO-MILLS . 2°22. “WATIONALLY 


The all-purpose CARBIDE mill at LOW cost. Use th 


rox, would, High Speed mile or Retary Fuse Same KNOWN AS THE 
ORIGINATOR 


suming, “kid-glove” care. Just chuck oa = in 
regular equipment and watch these R CARBO. 
C canto, MILLS ASK NO SPECIAL ravors ) of 
“Hil T if GROUND-from- 
rt 


MILLS go to work! 
the-Solid 
by MILLS by the ORIGINATOR of Ground-from-the-Selid Mills Mills) 


Midget Mills, 
I i alii 


Chatterless 
RAN MMS — ay A Oy’ 
Oo ee ay 
i | Vi ly qi‘ ” [ —— 
sst ponsble ronge of vas p 








3,32" SHANKS 


7 Standord Numbers, feotur = 


teeth to remove stock faster o seriod: 


of use—as well after regr aap is new 








1/8" SHANKS 
12 STANDARD NUMBERS 


Countersinks, 





etc. 


TOOTH CHIPPING 
OR GRATE FANURE 





— 


We've been 
Copied 
But 
Not 
SURPASSED 


— 


1/4 SHANKS 





— MAKERS! 
ASK FOR THIS SET 
.asT uF TO 75 
TIMES LONGER | | 
THAN ROTARY PLES 1 ‘ 
Dicer Su0 Ne. 48 0 ser of @, 


OF HIGH SPEED 





REGRINDING — Due te CARBO-MILLS being 
mode of Sold Carbide repeated sovings are 
mode powible through successive regrinds. 





INVESTIGATE NOW! 


FOR COMPLETE INFORMATION AND PRICES 
SEND FOR BULLETIN Cm 





Sell the Best 
With the Rest! 





yl Ask for feat No. 645 


687 lowe Rd., Saginaw, Mich. GROUND trem-the Send J 
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demands so great that no large in 
crease can be expected in supply. 

NPA warned the industry that all 
defense orders n sched 
ule. A good on-time record will help 
a plant obtain its materials, offcials 
said. 

NPA requested that manufacturers 
turn back any superfluous stocks of 
nickel stainless, to aid the 
effort. 

John F. 
Components 
recent 
sentatives. 


must be met 


defense 
String, of NPA’s General 
Div., presided at the 
meeting with industry repre 
The following members 
of the industry committee were pres 
ent: John H. Davis, Jr. (Alloy Steel 
Products), James A. Dwyer (Carane), 
W. F. Crawford (Edward Valves), 
Stanley J. Roush (Kerotest), Charles 
\’. Burrage (Lunkenheimer), Chester 
H. Butterfield (Manning, Maxwell & 
Moore), David M. Forker (William 
Powell), Alfred J. Eichler (Walworth), 
and J. S. Downs (W-K-M 


Seamless Steel Tubing 
Seen in Short Supply 


The use of welded steel tubings in 
place of seamless stecl tubings in the 
production of certain military items 
wherever possible was recommended 
recently by a committee of technical 
experts of the tubing industry 
Seamless tubing is in very short sup 
ply, the industry informed by 
NPA. 

Ihe committee pointed out that in 
many military specifications seamless 
tubing is required, where welded 
would prove as satisfactory. NPA will 
submit the proposal to the various 
services. 


steel 


Was 





BILLING CLERK Eleanor Smith at 
Matthews-Morse Sales Co., Charlotte, 
N. C., relaxes between letters with 
Bobbie Lou Yarbrough, bookkeeper 








Vertical and inclined Bucket Ele- 
vators with spaced or continvous 
buckets mounted on chain or belt. 
A complete line of standards. 


Spiral Conveyors will handle many kinds of 
material with clean, dustiess operation. No 
return strand. Standard types— also many 
special designs and applications, interchange- 
able with other makes — built to industrial 
standards. 





A complete line of Crushers, Pul- 
verizers and Shredders for reduc- 
ing most any kind of material to 
desired fineness. 


Rotary Bin Check Vaives 


—insure a constant, un- 
aes 

flooding m 

brating F 
WAYTROLS. 

Level indicators. 


Car Pullers for spot- 
ting from one to six 
cars. Two sizes. 


Rotary-type Feeder for 
feeding finely pulver- 
ized material. Also 
Spiral, Apron, Belt, Plate 
and electric-vibrating 
type Feeders. 
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for handling a wide variety of loose, bulk 
ler or ball bearing troughing (or flat) and 
belt widths from 14" te 60 . Large capaci- 


Electric Vibrating Feeders vide 
absolute control over 
erations. Open or closed 
tubular decks. Capacities 
few ounces up to many 





low Head Barrel Packer 
for economy in packing 
operations. Reduces size 
of containers, increases 
capacity and cuts ship- 
ping costs. Also supplied 

to provide con- 
veying action during 





PALMETTO, DISTRIBUTORS 
IN UNIQUE POSITION 
TO SWELL PROFITS— 

WIN INCREASED 
CUSTOMER FAVOR 


The demand for compressed asbestos sheet 
packing is growing greater... shipments 
from many large producers are poor! That's 
a cue to Palmetto Distributors to move in— 
alleviate, enjoy attractive packing business, 
further sales on other lines. 


Three shifts, working around the clock, are 
making enough sheet to protect you... to 
enable you to get delivery to your cus- 
tomers fast! Don't miss this golden chance 
to feed PALMETTO to those busy new and 
old plants in your area. Delay too long and 
they'll find an inferior substitute and stick 
with it 


OFFER a @hLeapeRrs! 


PALMETTO SUPERSHEAT +2900—Top quality 
all service flange and joint sheet packing 
for super-heated and saturated steam at 
all pressures and temperatures 
PALMETTO Hi-4 =2910—Wherever an oil 
proof, alkali-proof, petroleum solvent 
proof, extremely heat resistant sheet is 
required 

PALMETTO AERONAUTICAL +2915 —Expressly 
designed for aircraft engine fuel, lubri- 
cant and coolant systems applications. 
PALMETTO NEOPRENE £2935 —Specially 
suitable for freon and other refrigerant 
services, also suitable for oil, gasoline 
and petroleum solvents 


72, SURE WAYS TO ACTION 


1, Send new promotional literature to 
your customer list...Write us your 
requirements today 


+ Ask your sales force to mention the 
availability of Palmetto Compressed 
Asbestos Sheet—leave a copy of 
Bulletin SP-21 on every call. 


GREENE, TWEED ¢ Co. 


NORTH WALES PENNSYLVANIA 


Parker Appliance Meets Distributors 


D. W. Holmes, v.p. in charge of sales, Parker Appliance Co., Cleveland, points out 
tube connector to D. A. Cameron, fittings sales manager, Clayton Grover (White- 
head Metal Products), and Carl S. Abbott (J. N. Fauver 


FAIRBANKS MORSE BUILDS PLANT 


New pump plant planned by Fairbanks, Morse & Co., in Kansas Citv, will have a 
machine shop containing 190,000 sq. ft. of floor spa 


i | 00-ft. foundry; and a 
sq. ft office 


building 


Chelsea Fan & Blower Holds Sales Meeting 


Brushing up on new products and 1952 sales program, sales representatives of Plain- 
field, N. J., manufacturer, meet at home office 
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Rotocure eliminates this cause of conveyor belt failure 


CONTINUOUS 
UNIFORM CURE 


CURED BELT 


DIAGRAMMATIC SKETCH OF 
EXCLUSIVE ROTOCURE PROCESS 


CONTINUOUS 
UNIFORM STRETCH 








Lb 


When you buy a conveyor belt, your 
money entitles you to a belt uniformly 
cured throughout. But you don’t get 
it, you can’t get it with belts made by 
conventional flat press methods! 
Here's what happens in flat press 
curing: belt segments every 30 to 40 
feet are overcured because of press 
overlaps — sections cured earlier ad- 
vance /ess than a full press length. The 
“double treatment” results in a series 
of weakened structures about 2” to 4” 


wide. They're “breakdown breeders.” 


You won't find these Achilles heels 
in BWH ROTOCURED CONVEYOR 
BELTS! They're made by continuous, 
constant-motion curing. Every inch 
of the belt receives a uniform, single 
curing. Every inch of the belt is wni- 
formly strong. 


BWH Rotocured Belts cut the cost 
per ton of material conveyed because 
they pay off with the following: 


* Overcured Sections — present every 30° 


te 40° in all belts made by the flat press 
method. 


1. Increased belt life (up to 40%) 


2. Elimination of mechanical distortion 
at the press ends 





3. Constant, uniform stretch 
4. Uniform, abrasion-resistant covers 


If you're handling BWH Rotocured 
Conveyor and Transmission Belts 
now — more power to you. If not. put 
them to work for you. 





nn 


Another Quality Product of 


Boston Woven Hose & russer COMPANY 


Warehouse Stock: 111 N. Canal St., Chicago, Illinois 


3 
¢ 
3 
1 
i 
3 
g 


eer Lr 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. + P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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Visit the Dixon factory, as many of our other 
customers have done. Learn at first-hand 
the tremendous energy . . . physical, mental, 
mechanical... expended in your interests. 


Yes... pay us a visit, now, and you will see 


A PLANT 7W/CE ITS FORMER SIZE! 


A recently acquired building, right next door, has 
virtually doubled the space formerly occupied, with 


improved facilities in every department... 


The barged 


Meet the men who believe that the only log- 
ical way to sell Dixon products is through 
you, the Distributor ...a policy established 
here over 36 years ago. 


A LARGER SALES OFFICE and FORCE 


A main office section occupied exclusively with the 
handling of orders... receiving, acknowledging, 
scheduling, forwarding to the production depart- 
ment. You will be amazed at the size and activity 
of this part of the office... 


YOUR Qedtocs caved luguiried! 


NEWLY CONTROLLED SOURCES OF RAW MATERIALS... 


You will be surprised to learn of the recent integra- 
tion of Dixon suppliers ... Precision Drawn Steel 
Company, a Dixon subsidiary ... for cold drawn 
steel bars; the Buck Iron Company, another asso- 
ciate ... for malleable iron castings; and another 
nearby Dixon-controlled plant for semi-finished 


coupling parts... all cooperating toward one 
objective ... 


70 Kesure Continuous Prodlucd- 
tone of tee Peoducla YOU Regucre / 
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INCREASED STOCK STORAGE... 
In fact, three times as much as previously available. 
You will see row-after-row of labeled stock bins, 


holding every variety of complete products or parts 


comprising the entire Dixon line... 


IF IT’S A PRODUCT 


IT’S DEPENDABLE 


STREAMLINED SHIPPING FACILITIES... 


Here you will see a broad extension of the stock storage 
area, ramped to a truck-level platform with accommoda- 
tions for loading or unloading three trucks at once. . .« 


70 Spoced ws Delivery of OUR Onators / 


Your visit with us, we are sure, will leave you with one concrete 
conviction .. . that now, as never before, we are all set to give you 
the kind of service that will extable you to give better service to your 
customers. You will be certain, as never before, that it will pay you to 


Go WITH DIXON... Geow WITH DIXON 
Wherever tudwuslrial those tt Used / 


Sell the finest and most complete line of Industrial Hose Fittings . . . 
with your interests protected by our established Distributor Policy. 
Catalog No. 250 fully describes the Dixon Quality Line ...do you 
have your copy? 


Profit by the consistent demand for Dixon products, which reputation 
and regular schedules in leading trade publications insure. 


DIXON Valve eet 


GENERAL OFFICES & FACTORY PHILADELPHIA 22 


NGELES - H TON + DIXON VALVE & CC 
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YOU SHOULD KNOW ABOUT 


MARSHALL STE 


*WE SPECIALIZE ONLY IN GROUND 
Your requirements for this product are not 
the “Life-blood” of our business. That i 
trate all our energies to give you the 
GROUND TOOL STEEL. 
WATERerat: A fine grained electric fu 
nw steel to be hardened in bring} 
OlLerat: An equally fine grained e 
—— for OIL Hardening. 
Alferat: A 5% chrome type ele which 
hardens at room tempera safety 
in hardening than either 


EACH of these three brands are che proper 
hardening in their respective fields, an 


THE ARISTOCRATS OF GROG BrEEL! 
MARSHALL buys whole heats of electrieg %o their own 
hly “ AND EACH 
TESTED” before acceptance. Equi i wi annealing and 
straightening departments—thereby viding neck” at the 
mills SAVING weeks of delay in sec MARSHALL 
Tool Steel is ready for layout bench, “a 


CIAL ORDERS. 
YPES 


» far the WIDEST 
sizes of ground flat 


Since its inception in , Me , Pgrown to FIRST PLACE 
in the production _ velve , IND TOOL STEEL. Here 
are a : ns : 


FIRST 


F —114" Thicknesses. 
ths from stock, 


ed ground form. 


VOW LONG LENGTHS; omy) 113 OlLerat standard sizes 
available from Meek Mm 36" lengths. 


PROTECTION against rust through 
careful prepared anti-rust Oil and 
sealed in a strong craft envelope lined 
with aluminum foil. MARSHALL Steel 
FREE of decarbonization. 


WRITE for NEW CATALOG of PRICES 
WE SELL THROUGH DISTRIBUTORS 


MARSHALL STEEL co. 


> | MrCOOK, ILLINOIS 
P.0O.BOX 108D LA GRANGE, ILLINOIS 
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ASTE Industrial Exposition 
Interests Distributors 


The recent week-long industrial ex 
position of the American Society of 
Tool Engineers held in the Inter- 
national Amphitheatre, Chicago, re 
cently, drew a record attendance. 
Industrial distributors from all over 
the country were among the many 
thousands who heard discussions of 
which the following are samples: 


Metal Cutting Practice 


The possibility that further studies 
of methods of changing the energy of 
atoms in metals may revolutionize 
present methods of machining was 
forecast here tonight at a meeting of 
the American Society of Tool Engi- 
neers at the Palmer House. 

K. R. Blake, Vice-President and 
Consulting Metallurgist, Metalloid 
Corporation, Huntington, Indiana, 
told the assembled production experts 
that the use of cutting fluids capable 
of yielding atomic elements could 
permit major increases in cutting 
speeds, increases in tool life of from 
400 to 800 per cent; and greatly in- 
creased wuntiineshiliee of “hard to 
machine” metals. Principal require- 
ment would be that the atomic ele- 
ment liberated from the cutting fluid 
should be useable to increase the 
atomic energy of metals at the point 
of rupture. 

Any increase in such atomic energy 
within the metal would greatly im- 
prove its machineability, Blake told 
the tool engineers. 

According to Blake, the theory 
which he calls “Dynatomics” also ex- 
plains many of the formerly little 
understood phenomena in metal cut- 
ting. 


Ultra Hard Carbide 


Higher-speed machining of metals 
—at speeds of 1000 and 2000 feet per 
minute—will require the development 
of new specialized machine tools, pro- 
duction experts here for the American 
Society of Tool Engineers’ meeting 
were told tonight. 

, oe at the Conrad Hilton, 

Gillespie and I. L. Wallace, 
Garboloy Department of General 
Electric Company, Detroit, said that 
in the case of steel parts, forgings 
would probably have to be especially 
heat-treated. New grades of carbide 
cutting tools will also have to be de 
veloped. 

Among new uses for ultra-hard 
carbides, Gillespie and Wallace men 
tioned titanium carbides now being 
developed for jet engine _ blades; 
chrome carbides used for high tem 
peratures and wear-resisting applica 
tions, tantalum carbides and others. 





fastenings by HARPER of 
4M noh-comosive metals 


Harper fastenings of non-ferrous metals and all stain- 
less steel are made for— 


—your customers who are having corrosion problems with 
their present fastenings. 


—your customers who want non-ferrous and stainless steel 
fastenings of the highest quality. 


Fastenings of brass— Naval brass—silicon bronze. Fastenings 
of Monel—n l—all stainless steels—aluminum. Any type of 
fastening — bolts — nuts — screws — rivets — studs — washers — 
cotter pins. The H. M. Harper Company produces them all— 
one source of supply— largest manufacturer specializing in 
the production of fastenings of non-corrosive metals. sa egg aa 
bronze. Diemeter 
Back of this company are 29 years of experience in meeting age oh eee 
and solving tough problems of corrosion and abrasion, heat eran tpt 


and stress. H A R ) E R 


THE H. M. HARPER COMPANY 


8219 Lehigh Ave., Morton Grove, III. EVERLASTING FASTENINGS 


Specialists in All Non-Corrosive Metals 


cor 





‘ 
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COMMANDER 
Profit-Building Tools 


Advertised to over 1,000,000 readers every 


month . . . to back 


your sales effort. 


Commander TAPPER 


Write for Catalog No. 851, 

goles Lane Commander 
. . 

T uction ools 4 2 i 7 


Products of Gommander...Builder of Production Tools 


THE MOST COMPLETE SOURCE 


"a 
IN ALL METALS 


‘BOLTS;- 
\ nuts 2 


SCREWS 


THREADED 
PRODUCTS 


STAINLESS STEEL ‘an! 
- BRASS 
EVERDUR 
NICKEL ALLOY STEEL 


NAVAL BRONZE - STEEL 
ALUMINUM - MONEL 


Kaha ATE 


NaAie) I: 


BOLT & NUT CORP 


135 CHURCH ST., N.Y. 7, N. Y. 


WOrth 4-4600 


© 


Adjustable full range torque 
control instantly stops ony top 
when it's dull, loaded, strikes 
@ hord spot, or bottoms in 
blind hole topping. Assures 
maximum production, cuts re- 
jects, even with inexperienced 
operators 


© Wider Renge .. . | Tepper 
Hendies #010 %" Tops. 


@ Automatic Tap Protection. 


@ Furnished to Fit Any Drill 
Press. 


DRILLING COOLANT TABLE 


Drilling Coolant Table is com- 
plete with pump, motor, reser- 
voir ond nozzles .. . provides 
plenty of coolant where and 
when you wont it. Leveling 
device assures squoreness with 
spindie 


© Drill SHALLOW or DEEP 
Holes up te 400% Faster. 
@ Drill 10 diameters or more 
Seer Seas eae 


* i Smoother, More 
Accurate Holes. 


W. KINZIE ST 


Complete Coolant System 
Contained in Precision 
Ground Drill Press Table. 


@ 1 te 8 nozzles . . . easily 
positioned. 


@ Table always square with 
Spindle 


Commander mrs. co. 


CHICAGO 24, ttl 
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@ FEATHER 


KEYS 





No-Head 
Tapered 











No-Taper 








2 


One End 
Round 


Both Ends 
Round 


Straight 





Tapered 











yale is a good ae for Ceeetetere. Let us discuss 





we are equip Ty 
as to supply the 


standard types shown. 


catalog and price list. 


CARLSO 


© oa? © 


N- SKEA ome 


RATIO 





No-Head . . . 


| Inc., 


‘cor in your territory. 
to make up special types as well 
Send for 


| 
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New applications of carbide tools 
in defense work were also illustrated 
and discussed by the speakers. 


Work Holding Fixtures 


Work holding fixtures which can 
be used to cut the number of machine 
tools needed, increase accuracy and 
also reduce tooling costs in military 
programs were described today in a 
paper presented at the International 
Amphitheatre before a meeting of the 
American Society of Tool Engineers. 

The fixtures are so made that a 
number of operations can be _per- 
formed on production parts without 
removing the parts from the fixture, 
according to the speaker, Joseph I. 


Karash, Process Engineer for Reliance 


| Electric and Engineering Company of 


Cleveland, Ohio. 

Karash described five different types 
of typical drill press fixture designs 
which permit drilling, reaming, tap- 
ping and other operations to be per- 
‘ormed on each production part while 
held in the single holding fixture. 
Parts handling is thus greatly reduced. 

Fixtures of this type are particu- 
larly adaptable to military production 
——— with low production rates, 
ne said. They reduce cost because 
they permit one machine tool to per- 
form many operations. Also they 
supplant several fixtures of special de- 
sign that would be required if one 
machine were provided for each opera- 
tion. 


“Aging” of Metal Parts 

Even if a precision machine doesn’t 
‘wear out’ it can be rendered useless 
for making modern tools because the 


| metal parts of which it is made change 
| their shape with age. 


This fact was brought to the atten- 


| tion of industry production experts 
| attending a technical meeting, today, 


sponsored by the American Society 
of Tool Engineers in the Interna- 


| tional Amphitheatre. 


F. C. Victory, Chief Engineer of 
the Moore Special Tool Company, 
Bridgeport, Connecticut, said 
that metal parts can grow, shrink or 
distort with age, thus decreasing the 
accuracy built into the machine. He 
said that the cause of these aging fac- 
tors is relaxation of internal locked-in 


| stresses and gradual change in the 
crystalline structure. 


As a case in point, Victory de- 
scribed a high quality gage block that 
grew 50 miullionths of an inch in a 
few months at the National Bureau 
of Standards. He also told of a lead 
screw 16 in. long which grew 14 
thousandths of an inch in a year and 
shortly afterward shrunk by half that 
amount. 

Victory said that the only cure is 





Nearly every industry, today, is looking for hose that will stay on the job longer . . . that 
will be proof against early and costly failure with resultant production losses. 

Mutconroy Special Hose Constructions assure the more reliable service that is now so 
essential, for virtually every hose application. Typical items are shown below, with advan- 


tages that open doors to Distributor sales everywhere. 


“DYNAMITE” STEAM HOSE 


Stryte 801. Armored and insulated. Tube is compounded to 
resist charring effect of high temperatures and swelling action of 
hot water, and is insulated and protected by a lining of closely 
woven asbestos. To prevent interior collapsing or buckling, a 
full-length hard steel reinforcing wire is embedded in the asbestos 
lining. Carcass consists of plies of selected cotton duck bonded 
together by highly efficient adhesive. Cover is two-layer armor 
of braided wire, protected by full-length outer spiral of half-round 
galvanized steel wire. For pressures to 150 lbs. Sizes, 14” to 3”. 
“Imperial Dynamite”, Styce 803. For working pressures up to 
200 Ibs. and super-heat steam temperatures to 400°F. Sizes, 


16” to 2”, inclusive. 


“FULLPAK” FLEXIBLE ALL-METAL HOSE 


For steam at pressures up to 250 Ibs. and temperatures up to 


500°F. Also, air, water, gases, creosote, asphalt, tar, etc. For 
suction or discharge. Full-interlocked, four-wall, asbestos packed 
joints. Sizes, 4" to 3”. Available in three constructions—Plain, 


Style 828; Laced, Style 829; Laced and Wire Wound, Style 
830, illustrated. 


With “Press-Lock” Couplings attached, Mulconroy Hose Assems 
blies provide a new measure of safety, efficiency and economy fot 
all operating or contro} lines on every type of hydraulic equipy 
ment. Available in constructions to meet any required working 
pressure; in a full range of sizes; and in lengths up to 50 feet} 
Quickly and easily installed. 


“PRESS-L' ” 
HYDRAULIC HOSE COUPLING 


Cut-away view shows unique construction of the “Press-Lock” 
Coupling. Three-way gripping efficiency is provided as follows: 
Inner section of hose wall pressed into corrugations on stem; 
outer hose wall, with reinforcing wire, displaced under pressure 
into openings in coupling sleeve; sleeve anchored to collar on 
stem. Because entire hose structure is employed in attaching the 
“Press-Lock”, hose will withstand shock loads and continuous 


flexing far beyond limits permitted by conventional pressed-on 
couplings. 


Write for Catalogs and Other Literature Describing the Products Mentioned 
Here and Other Items in the Complete Line of Mulconroy Hose Specialties. 


"MULCONROY Sark... 


WHERE OTHERS Sion!” 
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Attract 


ve d 
play stand toke 
vp only !'/, sq. 't 


of floor spoce 


helps you make more money 


on small-quantity sales of electrodes 


Gives you the advantages of 
up-to-date self service! 


Makes an attractive display! 
Provides visible inventory! 
Gives you better margins! 
Saves customer's time! 

Stops many losses! 

Helps sell welders! 


Yours = with this 


special deal on new, fast-moving 


P:H Maintenance Pack! 


A group of selected electrodes for maintenance welding 


Dealerships Open! 
Packaged-Electrode Deal No. 3 
for dealers who act now: 


Approximately 325 Ibs. of 
electrodes in smoll, con- | 


packages. { $125.62 


Sturdy plywood display stand 


venient 


S You retail for $167.50 


] You Make $41.88 Profit! 

beeen we 

L** worth of P&H 
pac kaged electrodes were sold in one 

territory alone. With the new P&H Main- 


tenance Pack, your potential may be as 
great or even greater! 


year, $50,000.00 


Here's why: 

First of all, you offer your customers 
one handy package that contains an as- 
sortment of five different kinds of clear- 
ly identified rods for repair and main- 
tenance welding 


/P<H| WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 WEST NATIONAL AVENUE 
MILWAUKEE 14, WISCONSIN 


POWER SHOVELS @ CRAWLER AND TRUCK 
CRANES @ OVERHEAD CRANES @ HOISTS @ ARC 
WELDERS AND ELECTRODES e@ SO!L STABILIZERS 
@ DIESEL ENGINES @ PRE-FABRICATED HOMES 


402 


AC-3, 1/8", 5/32", 3/16” —For all position 
welding of mild steels and sheet metal. 
AC or DC. 

AC-1 5/32” — For mild steels, AC or DC. 

70 LA2, 5.32" — For high-carbon, alloy, 

high-sulfur, free-machining, cold-rolled, and 
other hard-to-weld steels. Ideal for steel 
casting repairs. AC or DC. 

Horstain, 1.8” — For spring steels and 
stainless steels of all kinds. AC or DC. 
Nicast, 1/8” — For machinable welds on 
cast iron. Nicast welds are strong and 
non-porous. 

With the P&H Maintenance 
customer no longer has to buy seldom-used 
rods in quantities larger than he needs. In- 
stead, he can keep some of each type on hand 
economically — and get replacement packages 
from you as he needs them 


Pack, your 


These P&H packaged electrodes are easy to 

in your delivery trucks for on-the-spot 

And displayed on your floor in the 

Silent Salesman, they boost your 
over-the-counter business. 


Cash in on this new, golden opportunity 
to do a bigger volume on small-quantity sales 
of electrodes. Order P&H Maintenance Pack 
Deal No. 3 from your nearby P&H welding 
distributor — and get set for real turnover. 
If you don’t know who your P&H distributor 
is, send coupon below for his name 


g MARNISCHFEGER CORPORATION 


@ TEAR OUT COUPON AND MAIL TODAY! 4 


4 4683 W. National Ave., Milwaukee 14, Wis. ! 


@The new P&H 
Ba money-maker! 
Pan 
: Name 
8 Position 


Pack sounds like 
name of my nearby 


Maintenance 
Send me 
welding distribucor 


8 Company . 
g Address ............. 
ae —e 


beeweeeceeesceescecesesssesad 
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| the application of heat treatment 


techniques that will relieve stresses in 
the parts before they are machined. 
Consistent accuracy required of to 
day’s precision machines has led to 
the heating of some components to a 
constant temperature to avoid change 
in dimensions resulting from changes 
in room or operating temperature. 


New Hard Materials 


Despite improvements in machines 
and tools, production rates at which 
many military parts can be produced 
have been sharply cut by the advent 
of new and harder materials, figures 
given by Carl J. Oxford, Chief Engi- 
neer, National ‘Twist Drill and Tool 
Company, Rochester, Michigan, dis- 
closed here today. 

Speaking before a gathering of pro- 
duction experts at the annual meeting 
of the American Society of ‘Tool Engi- 
neers at the International Amphi- 
theatre, Oxford pointed out that most 
parts require the drilling of one to 
many holes. His figures showed that 
the new harder materials permit drill- 
ing the millions of holes required at 
only one-third to one-half as fast as 
do parts made of aluminum, steel or 
iron. 

He said it was necessary to adhere 
to these lower rates in order to keep 
down tool breakage and tool costs and 
time required to change tools on the 
machines 

Oxford said that best procedure 
was to use the highest rate of penetra- 
tion possible, combined with a reason- 
able drilling speed for the material 
in question. Depth of penetration 
per revolution of the drill should be 
adjusted first, he added, if it was 
found necessary to improve perform- 
ance. 


*“Unmachinable” Metals 


Metals so hard they cannot be 
machined by conventional methods 
including tungsten carbide—are be- 
ing shaped by a new electro- mechani- 
cal process, M. F. Judkins, Chief 
Engineer for Firth Sterling Steel & 
Carbide Corp., McKeesport, Penn- 
sylvania, revealed here today. 

Judkins discussed the process before 
a technical meeting of international 
production experts, sponsored by the 
American Society of Tool Engineers 
in the International Amphitheatre. 

In the process, Judkins said, metal 
particles are actually “torn” from the 
workpiece by powerful electrical for- 
Electrodes which never touch 
the work are used instead of cutting 
tools. 

The “cutting” action takes place 
in a liquid, he went on to say. Ac- 
curacy of within one thousandth of 
an inch was claimed for the process 


ces. 





jobs Ment 


KING OF THE MONTH 


J-M CENTRIPAC 
ROD PACKING 


STYLE NOS. 7, 
11, 18 AND 19 


A long-time favorite 
for centrifugal pumps 
and other equipment 
with rotating and 
oscillating shafts 


Where to sell it: You have a made-to-order service...and thoroughly approved by plant 
customer for Centripac, Style No. 7, wher- men everywhere! 

ever you find fluid transfer equipment 
handling water—fresh, salt, hot or cold— 
oil, ammonia, brine, gasoline and some 
weak acids and chemicals. (Recommend 
Style No. 11 for heavy duty service, Style 
No. 18 for gasoline service, Style No. 19 tor 
pulp and paper mill service.) 


How it is furnished: Centripac is sup- 
plied in both ring and coil forms, in sizes 
from 4is” to 1” square. Style No. 7 contains 
no wire, Style No. 11 1s wire-reinforced. 
Style No. 18 (no wire) contains a gasoline- 
resistant lubricant. Style No. 19 (no wire) 
is ungraphited. 


What its selling points are: Centripac Backed by National advertising: 
is plaited square (not pressed square) from Centripac and other fast-selling Johns- 
long-fiber asbestos yarn, thoroughly lubri- Manville Packings are advertised regularly 
cated and graphited. The square cross-sec- in publications read by packing users in 
tion provides maximum contact surface, every major industry. This advertising refers 
insuring a tight seal with minimum friction these readers to their local J-M Distributor 
and gland pressure. It is a time-tested pack- as the place to buy. Your selling job is easier 
ing, thoroughly proved in many years of when you push Johns- Manville Packings! 


Note to Salesmanagers: For copies of this advertisement for distribution to 
your sales organization, write Johns-Manville, Box 60, New York 16, N.Y. 
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WER VBL HD offers you 
4 Keys to More Flexible 
Metal Hose Sales 


When you sell Atlantic flex- 

ible metal hose, you know you can 
deliver — on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
...for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 


leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 


Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—4”-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 100. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


104 WEST G4TH ST., NEW VORK 23,N.Y. 
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by Judkins who added that accuracy 
of location of holes produced by the 
process was equal to that of many 
conventional machine tools. 

Threaded holes can be produced 
by the process, Judkins revealed. He 
said that a 4} in. diameter threaded 
hole can be produced in carbide for 
around $20.00, while a rough drilled 
and reamed 4 in. diameter hole 24 
in. deep can be produced in the same 
material in three hours for $30.00. 

Judkins said that “cutting” rates 
of several inches per minute are with- 
in the realm of possibility for the 
process. 


Broaching Machines 


Use of the broaching process to pro- 
duce teeth on internal gears instead 
of conventional gear generating meth- 
ods is already cutting industry ma- 
chine tool requirements and conserv- 
ing factory floor space badly needed 
for defense expansion programs, it 
was revealed here today by J. A. 
Psenka, Engineer for National Broach 
and Machine Company, Detroit. 

He also revealed that tremendous 
savings in capital outlay as well as 
savings in direct labor, maintenance 
and tool sharpening have resulted 
from using the broaching process to 
produce internal gears. 

Speaking before production engi- 
neers at a meeting sponsored by the 
American Society of ‘Tool Engineers 
in the International Amphitheatre, 
Psenka told about a plant which has 
been able to produce internal gears 
for 5000 transmission units a day with 
only five broaching machines. He 
said that conventional generating and 
finishing methods would have re- 
quired a total of 64 machine tools. 

According to Psenka, the savings in 
tool cost alone on this job amounted 
to $250,000 on a total yearly produc- 
tion of 2,500,000 gears. He said that 
the gears produced by the broaching 
process passed rigid inspection require- 
ments and gave excellent service in 


the field. 


Tool Engineers 


John Loxham, Managing Director 
of the English firm Sigma Instrument 
Company, Ltd., told engineers at a 
meeting here tonight that emphasis 
on higher productivity will achieve the 
higher standard of living and leisure 
time demanded by large numbers of 
people all over the world. 

Speaking at the Palmer House be- 
fore a technical meeting of the Amer- 
ican Society of Tool Engineers, Lox- 
ham said that a problem going with 
increasing productivity levels is that 
customers look upon mass-produced 
articles as products of inferior quality, 
and may not buy them. 





| Ingersoll Ingersoll 


has the edge! SPECIALISTS 
in special purpose steels 


Alloy Steels 

Armor Pilate 

Clutch Plate Steels 

Tillage Steels 

Soft Center Steel 

Shovel Steels 

Knife Steels 

Sew Steels, including High Speed 
Hack Saw Blade Steels 

TEM-CROSS Cross+Rolied Steel 

Stainless Steels 

INGACLAD Stainiess-Clad Stee! 











always specify Ingersoll 


Ingersoll s1:«. DIVISION 


BORG-WARNER CORPORATION « NEW CASTLE, INDIANA 





Gels... MM... 

Rivets .. . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills 

Drills not furnished 
Made of steel, hammer 
lin enameled. The con 
venience and attractive 
prices make them sell on 

sight. Remember 
“Huot rhymes with 

Do-it”’. 

Write for catalog pages 


551 No. Wheeler St 
a e eo &. Paul W4, Minn 


406 








SELL 


Arbor Spacers and Shims 


For milling 

saw setups 

relate Mm ol-1el diate Lear lo 
eters A) fom 
fohicte mial 

specials 
with keyways 


I olilelalelinameleh Z— 


papers 


332 Midland Ave. « Detroit 3, Mich. 
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Suitable control of product quality 


| is possible, he pointed out, if industry 
| institutes 


| check all the important dimensions on 


inspection methods that 
all production parts. 

These 100 per cent inspection 
methods cannot be reliably performed 
with human skill, he added, because 


| skilled workers who can do the job can 


get better positions; and unskilled 
workers do not obtain good results 
The solution to this problem is the 
use of fully automatic gaging equip 
ment, he said. A typical machine of 
this type, which he described, is a 


| fully automatic electronic hopper-fed 


model that checks six dimensions on 


| a valve part at the rate of 2500 parts 
per hour. 


| Low Cost Gages 


Low cost gages of standard types 
are now in tremendous demand for 
our current rearmament program, ac- 
cording to William H. Gourlie, Stand 
ards Engineer at ‘The Sheffield Cor 


| poration, Dayton, Ohio. 


Gourlie, who spoke today before a 


| technical meeting of the American 
| Society of Tool Engineers in the In 
| ternational Amphitheatre, said that 


the need for conventional manual 
gages has not been eliminated by the 
latest designs of automatic, mechani- 
cal, electrical and air gaging equip 


| ment which now make direct measure 
| ments and show when machine tools 


should be adjusted to produce accu- 


| rate parts. 


There are many parts still produced 
by industry that can only be success 
fully inspected by fixed gages, he 
pointed out. Particularly is this true 
of screw threads where so many vari- 
ables occur that old fashioned thread 


| ring and plug gages of the fixed type 


are still the best answer, he said. 
Gourlie added that for limited 


| quantity production where tolerances 


are fairly liberal, fixed gages are meet 
ing inspection needs adequately. 


Tighten Loose Nuts 


Although the thousands of produc 
tion experts from all over the United 
States, Canada and many European 
countries in session at the Interna 
tional Amphitheatre are primarily 
concerned with what is “new” in pro- 
duction methods, they nevertheless 
are still interested in some of the old 
and simple things—like bolts and nuts 

As a matter of fact, a major portion 
of one of the papers given before a 
session of the American Society of 
Tool Engineers, today, by John S. 


| Davey, Assistant General Manager, 


Russell, Birdsall & Ward Bolt & Nut 
Company, Port Chester, New York, 
dealt with how to tighten bolts and 
nuts and what happens if you don't 





Actual Size 


Try this REVOLUTIONARY screw driver and 
nut setter yourself and FEEL its AMAZING 


reverse action. Your ARO distributor will be 


glad to arrange an on-the-job demonstration. 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


I am interested in learning more about the new ARO Model 7500 
Screw Driver and Nut Setter with push-button reverse action... 


0D Please arrange an on-the-job d ation. No obli 
0 Please send literature. 





Name 


AIR TOOLS! <--.. 


Also... LUBRICATING |“ 
EQUIPMEMT... HYDRAULIC 
EQUIPMENT . . . AIRCRAFT PRODUCTS . . . GREASE FITTINGS 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains 


Proof Coil Chain | 


BBB Coil Chain 
Sling Chains and 
Log Chains. . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVE. 





Your Name 
Here 


... because we know 
how important 
our distributors are 


These packaged shim stock rocks 
ore provided with your firm name 
very neatly imprinted on them. The 
only requirement is a minimum quan- 
tity of 25. 


Here's the ideal way to keep your firm name be- 
fore the people who actually use your products. 


Sell pockages instead of inches! 
Rack holds four 6” X 100” cartons 
of brass or steel shim stock in gouges 
of the customer's choice. 


NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE 
ALL SALES THROUGH DISTRIBUTORS + HIGH QUALITY 


While) 411441 


LAMINATED SHIM COMPANY .. 
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| sufficiently 





| Standards 
| City. 





“A nut won't carry the load it is 
designed to carry if it isn’t tight,” 
Davey told the production experts. 

He cited an — of a truck 


| frame manufacturer who was bolting 


frames together with big # in. diam- 
eter bolts to be sure the frame was 
strong. A_ slight, 150 
pound, man with an 8-in. brace 
wrench was inspecting the nuts for 
tightness. Actually he had only 
enough strength to tighten a 4 in. 
bolt. Davey said the Company was 
thus wasting money buying ¢ in. bolts 
and the frames were weaker than if 4 
in. bolts had been used. 

Davey recommended the use of me- 
chanical or power wrenches that uni- 
formly tighten nuts on bolts to preset 
values. 

In his talk Davey pointed out that 
bolts with coarse threads are better 
than those with fine threads because 
they are stressed less, are less affected 
by corrosion and easier to assemble. 


Industry Standards 


Industry standards programs de- 
veloped through the cooperative ef- 


| forts of tool engineer manufacturing 


experts and product designers can 
speed production programs and elimi- 
nate scrap, it was pointed out here 
today by Dr. John Gaillard, American 
Association, New York 


Speaking before a meeting of pro- 


| duction executives sponsored by the 
American Society of Tool Engineers 


at the International Amphitheatre, 
Gaillard said that such programs also 
promote complete interchangeability 
of parts and avoid selective fitting. 
If established correctly, he said, 
they assure that parts designed by 
product designers can be put into pro- 
duction with positive knowledge that 
they can be mass produced with mini- 
mum initial production difficulties. 
Decentralization of job responsibili- 
ties in modern mass production indus- 
tries has pinpointed the need for such 
standards programs, Gaillard said. He 
orem out that standards programs 
ring together the knowledge of the 
partners in industrial production—the 
product designer and tool engineer. 


Machine Tool Productivity 


Automatic screw machine tools can 
be made to produce from ten to 
twenty times the pieces per hour they 
are now turning out if carbide tooling 
is utilized to its fullest extent. 

This startling claim was made today 
by C. R. Morgan, Consulting Engineer 


| for Cone Automatic Machine Com- 


pany of Windsor, Vermont, before a 


| technical meeting sponsored by the 


American Society of Tool Engineers in 
the International Ampitheatre. 





mendous increase in machine produc- 
tivity, with resultant decrease in need 
for scarce machine tools, can be 


accomplished by applying carbide BR 
tooling in a planned program that in- yy U ced a ie RA - 

volves the tool engineer, shop fore- cH 
man, tool grinder and the machine | 

operator. 


Necessary for this program are only 


minor improvements in machine tools, % 4 


According to Morgan, this tre- | 
| 


plus improved tool designs, tool hold- 
ers and machine accessories, Morgan 
said 

In an actual example cited by Mor- 
gan, production time was cut from 
90 to 15 seconds per piece on an auto 
matic screw machine by simply apply 
ing carbide tooling concepts. 

Morgan pointed out that auto- 
matic loading devices will become 
necessary when the productivity levels 
he envisions are reached. He said that 
with these high production rates, must 
come new developments in inspection 
equipment and methods to assure that 
the parts made—at such speeds—will 
also be accurate. 


Naugatuck Chemical Div. 


Appoints Branch Manages We want them fo buy from YOU 


Naugatuck Chemical Div., United 
States Rubber Co., has named Gerald 
L. Dennis as branch manager of West WRITE FOR DISTRIBUTOR PLAN 
Coast operations. 

He replaces J. Raymond Morath, 
who died earlier this year. His head 
quarters will be in the division’s newly 
completed plant and branch office in 
Los Angeles. 

Mr. Dennis, who joined Naugatuck 


@ Here’s a line that has trade acceptance 
... brings repeat sales and is profitable. 
Chemical in 1944, was recently tech The chuck is a quality product that you 
nical sales representative for rubber can be proud to sell . : Thad stands up 
latex and dispersions in the Philadel under hard usage . .. it is accurate 

phia area and dependable. 


Distributors are the main sales force 

. . working under a policy that is 
highly acceptable .. . it is a dis- 
tributor’s type policy. 





Tomorrow never comes . . . so why 
not write today regarding distribu- 
tor arrangement. 


py chuck bedy Outer shell is J Cruces gn yor 
is hardened. smooth and safe. interchangeable. 
- 


p/ Twente nut and key driv- Y Jaws are nickel chrome Each chuck individuelly 
en geor are in one piece. moly alloy steel. tested for accuracy. 


((Y SUPREME Ziiscxs 


p : "Rae 
A. L. JONES has been appointed man Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Iilinois 


ager of the Water Treating Division of 


Worthington Corp., Harrison, N. J THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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DEALERS - DISTRIBUTORS 
to handle 
ROCKWOOD 
POWER TRANSMISSION 


The time proven ROCKWOOD Products 


are now available to all dealers 
ROCKWOOD offers great volume poten 


tial with an attractive margin of profit 


ROCKWOO 


PULL 7 PULL 








P\PER MOTOR PULLEYS— 
Available in over 4000 sizes, from 1'2” 
ROCKWOOD Paper 

pull best 


to 14” in diameter 


Pulleys grip hardest 


VEE BELT DRIVES 


Sheaves available in both FHP and Multi 
ROCKWOOD Super Service 


all real profit makers 


Types 
Vee Belts 


Ask about our unusual Master Distribu 
tor Program 
Other items also available 


WRITE FOR 
OUR COMPLETE CATALOG 





ROCKWOOD 
Pulley Manufacturing Co. 


684 Broadway New York 12, N. Y. 
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Veelos Meets With R-J Bearings Corp. 


The Manheim Mfg. & Belting Co., 


with members of the R-J Bearings Corp., 


hose attending a recent sales meet- 
ing of Manheim Mfg. & Belting Co., 
ind R-J Bearings Corp., at the Hotel 
Melbourne, St. Louis, Mo., were Dick 
Henry, Ray Wild, and Charles A 
Pfisterer of Manheim. 

Distributor personnel present were 
fom McDermott, Ancel Robinson, 
Joseph A. Walsh, R. N. Dames (presi 
dent), Lou Crets, Ross Bristol, Harvey 
Wiccher, Niel Seemaver and Bob 
\icNamara 


“Hardship” Cases To Get 


Special Treatment by NPA 


Materials will be set aside to help 
ill small manufacturers of civilian type 
products who face failure or prolonged 
shutdown because of reduced allot 
ments, National Production Adminis 
trator Henry H. Fowler promised. 

He said part of the materials turned 
back by the military services recent, 
will be earmarked for the special re 
erve called the “Small Business Hard 


Manheim, Pa., held a sales meeting recently 
St. Louis distributor 





ship Account.” It will be supple- 
mented by contributions from NPA 
industry divisions and the general 
NPA reserve. 

About 140 firms had filed applica- 
tions for materials from the Hardship 
Account, it was reported. Applications 
must be submitted to NPA industry 
divisions in Washington or Dept. of 
Commerce—NPA field offices. 

lo qualify for a supplementary al- 
lotment from the account, the ap- 
plicant must meet the following 
criteria: (1) The firm must be classi- 
fied as small business; (2) it must be 
producing primarily civilian-type prod 
ucts; (3) it must be faced with hard 
ship (probable failure) or prolonged 
shutdown because it has received insuf 
ficient allotments of controlled mate 
rials for the callendar quarter for 
which the application is being sub 
mitted; (4) it is unable to continue 
normal production by using substitute 
materials; (5) the plant facilities are 
not suitable for conversion. 





Delta File Works Confers In Philadelphia 


Representatives of Delta File Works, Inc 


it the home office in Philadelphia, Pa 
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recently attended a sales conference held 









































HEWITT-ROBINS INDUSTRIAL HOSE 
Reputation Holder 


Bolsters Customer Confidence: When you sell 
Hewitt-Robins Industrial Hose, you not only 
keep— but build—customer confidence. That’s 
a fact that has been proved since 1855. 


Just Look At These Records: 


Fire HOSE—A large fire department bought 15,000 
ft. of 244" Maltese Cross® Fire Hose in 1904. 
Many lengths are still in fire service today! And 
there has never been a reported failure of Maltese 
Cross Fire Hose at any fire. 

TANK TRUCK HOSE— Monarch® Tank Truck Hose 
on the cooling engines of large sea-going vessels 
has stood up under several round trips between 
Seattle and the Orient . . . it flexed about 5-million 
times per trip. 

INSULATION BLOWING HOSE — Ajax’ Insulation 
Blowing Hose gave 18 months of hard usage be- 
fore being discarded. The most this user ever got 
from competitive hose was about 10 months. 


L-P GAS HOSE 


into trouble, we always have to turn to Hew 


i 
As one user reports, ““‘When we 7 
i 


Robins Propane Hose.’ 


ACID HOSE— Monarch Acid Hose has conducted 
269,870 gals. of sodium chlorate for one large salt 
company. 


WELDING HOSE — Twin-Weld® is the only double- 
line welding hose on the approved list of one of 
the largest users in the country. 

SAND BLAST HOSE— The same lengths of Monarch 


Sand Blast Hose have been in service continuously 
for 12 years. 


These are typical qualities of the entire line 
of Hewitt-Robins Industrial Hose—a line cov- 
ering some 1,000 items. That’s why, if you 
want to build sales—and hold your reputation 
—you ought to handle Hewitt-Robins Hose. 


For Welding . . . It’s Hewitt-Robins TwineWeld® Hose 


us 
t F 





HEWITT-ROBINS 5 
STAMFORD, * 


Hewitt Rubber Division + Robins Conveyors Division 


INCORPORATED 





= CONNECTICUT 


Robins Engineers Division 


Hewitt Restfoam” Division 
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A copy of the Harrisburg High- 


Pressure Cylinders Catalog will 
be mailed promptly on request. 





| Cummins Machinery Co. Holds Open House 


distributor's three-day event 


Company officials and salesmen 
joined factory representatives at a 
three-day open house recently at Cum- 
mins ~ wad Co., Atlanta, Ga. 
Many sections of Georgia and South 
Carolina were represented in the large 
attendance. 

Invitations had been sent to plant 
operators and contractors. Door prizes 
given during the three days included 
a belt sander, an electric drill, and 
a plating machine. The latest devel- 
opments in equipment and power 
tools were demonstrated. 


NPA Loosens Materials 
Aiding Tornado Victims 
Materials to aid tornado victims 


who had stores, factories or houses 
damaged in the Arkansas area storms 


1 


MIL TITEL TV) Ss 


Demonstration of machinery and equipment drew large attendance at Atlanta, Ga., 
Power tools were prizes. 


are being made available immediately 
by special action of NPA. 

An extra half million pounds of 
aluminum roofing and siding is now 
on the way to the distressed area or in 
process of delivery in Arkansas, Missis- 
sippi, Tennessee, and Kentucky. Frank 
R. Creedon, NPA administrator for 
Facilities and Construction, urged 
builders to avail themselves of the 
emergency provision in NPA regula- 
tions, known as amended Direction 
2 to CMP Reg. 6, Revised, which 
allows builders to _ self-authorize 
amounts of materials up to 25 tons 
of steel, 2,000 Ibs. of copper, and 
1,000 Ibs. of aluminum for damaged 
buildings in an area designated as a 
disaster area by the President. Arkan- 
sas storm damaged area has been so 
designated. 














H | 52-3 


99 Yeers in Pennsylvenio’s Capitol) 





Cambridge House Pauses for Family Portrait 


Ceasing work for a moment, office staff of Olmstead-Flint Corp. poses for the 
camera. From left to right: Miss Eileen Harkins; Frank M. Schiffmacher, president; 
Frank G. Burns, treasurer; John McGilvary, order clerk; Frank S. Crompton, pur 
hasing agent; Vincent Liguori, bookkeeper 


arrisburg Steel 


comnrporm aATIioOon MARRISEURG 18 


PENNS TiVaANTA ' 
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PYREX GAUGE GLASS 


BRAND 


SALES ARE UP... 


Never before has the demand for Pyrex Brand 
Gauge Glasses been so heavy. New factories . . . 
new power plants . . . new oil refineries... 

are springing up all over the industrial map 

to meet the growing needs of defense production. 
Plants and equipment are in round-the-clock 
operation. More than ever, many 

thousands of boilers need the protection 

Pyrex Brand Gauge Glasses afford. 


Wherever wheels turn, engineers are on 
the alert to prevent breakdown . . . PYREX 
Brand Oil Cup and Lubricator Glasses 

are ready for instant replacement. 


This demand means increased profits for you when 
you handle Corning’s Gauge Glasses, Sight 
Glasses, Lubricator and Oil Cup Glasses. 
Nationally advertised in all major fields, Corning’s 
famous name and national reputation for 

quality, are recognized by all your customers. 












































Help yourself to better 
business and bigger dollar 
profits... 

SELL THE CORNING LINE 
... Act Now... Write 
today for the facts. 


Corning industrial glassware 





is stocked and sold by lead- 
ing warehousing distributors. 









































oe he 








CORNING GLASS WORKS, CORNING, N.Y. 
Comming meant reseacch i Gltadd Visit the new Corning Glass Center ® 
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y SUBMERSIBLE | 


PUMPS 


3 MODELS TO 
MATCH YOUR 





meses: 





P-109 
SUBMERSIBLE 
SUMP PUMP 
Capacity vp to 

3300 GPH 


P-104 
SUBMERSIBLE 
GENERAL PUR 

OSE PUMP 
Capacity up to 
1000 GPH 


P-101 
SUBMERSIBLE 
BILGE PUMP 
Capacity up to 

850 GPH 


e Enclosed in waterproof, corrosion 
resistant case. @ Made completely 
automatic with Kenco NO-FLOAT 
switch. Switch has no exposed elec- 
trodes to foul or corrode. No floats. 
Designed to operate under water. 
e Burn-out proof motor. Hermet- 
ically sealed. e Engineered for long 
life. e Dealers’ inquiries invited. 


KENCO, INC., 

Dept. ID-552 

1125 North Ridge Road, Lorain, Ohio 
Name 

Address 

City 


Company 


AVAILABLE FOR EARLY DELIVERY 
Send me complete information 





Honored for 140 Years’ Combined Service 


Birthday party f 
marked 55 year ompany Pre 


McCombs als ceived pu for 4 


here was a dual celebration of an 
nformal kind at the W. M. Pattison 
Supply Co., Cleveland, recently, with 
the company treasurer, \ c. 
Vaughan, being a surprised guest of 
honor Mr. Vaughan’s colleagues 
tossed an informal party to mark hi 
75th birthday and to congratulat« 
him for still being on the job. 

In addition, Mr. Vaughan was pr 
ented with a service pin by the com 
pany for 55 years of association with 
the firm 

\t the same time a 40-year pin was 
iwarded to C. V. Pattison, compan 
president, and a 45-year pin to Ralph 
C. McCombs, secretary. The three 
ome had a record of 140 vears service 

Mr. McCombs, an amateur photog 
rapher, had the privilege of posing for 
the above picture instead of taking 

He is usually called on to photo 


yh ts at the office 


Synthetic Rubber Needs 
Free Competition Trial 


Svuthetic rubber is one of the out 
tanding il developments of 
the last decade but. its permanent 
value to America will never be fully 
ealized until it is given the chanc 
o stand trial by free competition, 
John P. Coe, vice president and gen 

| manager of the Naugatuck Chem 

il Division, United States Rubber 

told the annual open 
Commercial Chemical 
\ssociation recenth 

iccepting the Associ 
Honor Award for out 


ommercial chem 


che Tre 


t 
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ighan, treasurer, W. M. Pattison Supply Co., Cleveland, 
ident C. V 
and $5 


Pattison and secretary Ralph € 
years’ service, respectively. 





ical development, Coe pointed out 
that svnthetic rubber is ready now to 
be run by the people in the true spirit 
of tree private enterprise. 

It is a great chemical develop 
ment,” he said, “but it is not commer- 
cial. It has never had to pay income 
taxes or provide dividends for its 
capital. It is an athletic young man 
still walking around in a_ baby’s 
toddler. 

“I think it can walk alone and I 
would like to sce it tried. But you can 
not try it free-enterprise fashion 
against a government monopoly. I be 
lieve it is time now for the government 
to get out of the rubber business. 

“The chemical industry bought the 
styrene plants and expanded them to 
make plastics. ‘They established the 
best possible position from a defense 

tandpoint. The same can be done for 
nthetic rubber. 

Hlowever, we have government 
ownership of synthetic rubber not 
because of the obstinacy of govern 
ment officials but because too many 
\merican citizens have forgotten the 
importance of continuing and 
strengthening our American system of 
free private enterprise. This means 
we must carry our case not to govern- 
ment officials but directly to the 
\merican citizen.” 

Addressing a crowd of more than 
100 executives of the chemical and 
chemical process industries, Coe em- 
phasized the need for an increasing 
iwareness and greater study of people 
nvolved in commercial chemical de 
velopment work. 

“Commercial 


chemical develop 





ment,” he said, “is not all test-tubes 
ind market studies and cost analyses 
it ilso a problem of peopl the 
unseen ele: nent im Our ] gram Wi 
must add to ur ¢t hni 1 and pr 
fessional expertness and unselfish im 
terest and, above all, a svmpatheti 
understanding of peopl 
Ihese people fall into four main 

groups: 1. The people who make the 
chemical product. 2. The people who 
put up the capital. 3. The public 
4+. The people in government which 
includes all people as citizens 

“The development man must lead 
in organization in the field of new 
product development but he must 
have assistance from all parts of the 
rganization. More than that he must 
have inspired contribution,” Coe said, 
commenting on the people who make 
the chemical product 

He also urged a greater understand 
ing of investors “not as measurabk 
pools of dollars but as the unseen cle 
ment, people, who are influenced not 
only by reason but also by emotion.” 

Commenting on the public, he 
urged the chemical industry to con 
centrate more and more on a pro 
gram of public education on manu 
facturing processes, the nature of 
chemic: 1 products and the thousands 
of ways chemicals perform useful and 
beneficial services to mankind 


1951 Copper Program 
Set Production Record 


Production of copper controlled 
materials by the copper fabricating in 
dustry reached an all-time high for 
peace time production in 1951, ac 
cording to a recent report by NPA. 

As measured by deliveries to indus 
try, total production of copper prod 
ucts was 4,999 million lbs., compared 
with 4,887 million Ibs. in 1950 

However, the supply of raw copper 
ivailable still was considerably short 
of the heavy demand resulting from 
the defense program, and it was neces 
sary to make substantial withdrawals 
from the stockpile 

Consumption by brass mills, wire 
mills, foundries, and powder mills 
totalled 2,195,000 short tons of re 
fined copper and scrap. The supply 
available for CMP . distribution 
amounted to 2,170,000 short tons, of 
which .1,348,000 tons were refined 
copper, and the remainder scrap 

he gross supply of copper raw ma 
terials in 1951 before exports are de 
ducted was 2,491,000 short tons, or 
84,000 less than the estimated 1950 
supply The total refined copper 
supply dropped below that of 1950 
by 117,000 tons, but in spite of this 
decrease, the amount available to brass 


SAFE FLOORS FOR YOUR CUSTOMERS 
YEAR 'ROUND PROFITS FOR YOU! 


at: We Ds r 


ABSORBENTS 


the modern, economical oil and grease 
absorbent that keeps floors dry, clean 
and safe, and reduces maintenance costs. 


CHECK THESE ADVANTAGES 
Sold through wholesalers only 
Easy to sell—big profits 


Nationally advertised in leading trade publications 
Free attractive literature 


Field missionary men available to you at all times 
Every call a potential customer 


GET THE FACTS, WRITE TODAY! 


| Oil-Dri Corporation of America 


| 520 North Michigan Avenue Chicago 11, Illinois 
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STONE PRODUCTS POWER PLANT RussER GOODS 


WOODWORKING 


TOOAY... 
Were all in the steel business / 


ak mace alm ul wal ZS 


iM aka sth Sea. LM 


TANNERY INSTITUTION 
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FOOD PRODUCTS uTuiry 


FOR EACH OF US TO GET MORE STEEL... AND PRODUCTS MADE OF STEEL... 
WE'VE GOT TO PROVIDE MORE SCRAP TO MAKE THE STEEL. 


Half the melting stock used in the 
steel mill or iron foundry consists of 
iron and steel scrap. In normal times, 
enough scrap is produced by the mills, 
foundries, railroads, fabricators and 
scrap dealers to fill the need. 

But now the mills have stepped up 
capacity to meet the greatly increased 
eliery and civilian demands for steel. 
And that increased capacity has out- 
stepped the supply of scrap. 

That is why we are calling on plants 
in both metal-working and NON. 
METAL-WORKING industries to pro- 
vide the needed scrap NOW. 


You have the heavy scrap 
needed to make more steel 
Enough obsolete machinery, equip- 


ment and parts are being carried as 
useless inventory to give a big push to 


the production of steel. Surveys have 
proved this. 

The trick is to get that old steel into 
the hands of the steel producers. 

We’re putting that job up to you. 

To help maintain steel production... 
provide more steel for the equipment 
you want... turn in your idle iron 
and steel to your local scrap dealer. 


What you can do to help 
maintain steel production 


1. Appoint one top official in your plant 
to take full responsibility for surveying 
the plant and getting out the scrap. 


2. Consult with your local Scrap Mo- 
bilization Committee about its program 
to help out in the scrap crisis. For 
chairman’s name, check with your 
Chamber of Commerce, or the nearest 


This advertisement is a contribution, in the national interest, by 


office of the National Production Au- 
thority, Department of Commerce. 


3. Call in your local scrap dealer to 
help you work out a practical conning 
program. Non-ferrous scrap is needed, 
too. 


4. Write for free booklet, “Top Man- 
agement: Your Program For Emer- 
gency Scrap Recovery”, addressing Ad- 
vertising Council, 25 W. 45 St., New 
York 19, N. Y. 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET, NEW YORK 36, N.Y. 
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mills, wire mills, and foundries was j 
slightly more than that available in 
1950, due to a slackening in govern Vou can t 
ment purchases for stockpiling. 

Reduced supply of copper raw ma- 
terials because of strikes and new 


ceiling prices on scrap resulted in 
abnormally low shipments of copper n t a p 
controlled materials such as brass and 


wire mill products and foundry cast 

ings during the third quarter of 1951. * 

lhe fourth quarter brought a definite 

uptrend in brass and wire mill prod 

ucts, with foundaries still low. Most 

significant change in the distribution . : 

of available copper raw materials was a HERE’S WHY. ..1. Circle ® bolts are 

gradual shift toward increased output | made from high quality selected steel by 

of brass mill products at the expense | the most modern methods and machines. 

of wire mill and foundry products. 2. Circle ® bolts are packed in clearly- 
It was estimated by the NPA  Jabeled, sturdy corrugated board con- 

copper division, that if the stated re- | tainers that simplify your handling and 

quirements of all claimant agencies andine, % Circle ® holes are concisely 

for the fourth quarter 1951 had been a ~ 2 ce Serene yet te 

met in full, it would have required CORN gNS 58.8 Gees Seer t span 

94,000 tons more of refined copper specifying and ordering easier, faster and 

and 104,000 tons more of scrap than | more efficient. In addition, this complete 

the amounts made available. line of quality fasteners, with all the 

plus features, is no high- 

er than ordinary 

bolts alone. 

















Industrial Diamonds 
Should Be Salvaged 


BONE STE ON ONS OS aE 


Distributors’ customers who want 
the latest information on conserving 
and salvaging industrial diamonds can 
find it in a booklet prepared by the 
Commerce Department and available 
at the department's field offices 
throughout the country 

Prepared by representatives of the 
industrial diamond industry in con- 
sultation with NPA, the book outlines 
detailed steps by which users of tools 
can cooperate m the national salvage 
effort to conserve the diamond supply. 

Among suggestions listed are the 
following: (1) emergency inspection 
and inventory of any accumulation of 
worn out, broken and obsolete dia- 
mond grinding wheels and tools, to 
salvage their diamond content; (2) 
appointment of a representative to 
form an in-plant salvage committee 


and institute a salvage program; (3) BUFFA LO 
utilization of the services of suppliers’ 
representatives in instructing plant 
personnel in the best methods of re- 


covering diamonds in the plant; (4) a BOLT COMPANY 
continuing check of all salvageable 


materials; (5) strict control of the Division of Buffalo-Eclipse Corporation 


initial use of diamond wheels; (6) North Tonawanda, N.Y. 
training of personnel in the proper 


use of grinding wheels; (7) exercise Sales Offices in Principal Cities 
of rigid control over the use of dia- 
mond tipped tools. 

The book points out that about 50 
percent of all diamond bort incor- 
porated into new diamond grinding NUMBER 51 identifies the latest 
wheels can be salvaged for further use. ——— PP pth 8: 
It urges that wet grinding be prac- out epee seaiaien” f 
ticed whenever possible, using a gen- 
erous amount of coolant, and that the 


























PRODUCERS OF CIRCLE @ PRODUCTS 
BOLTS « NUTS « RIVETS AND SPECIAL FASTENERS 
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Double Barrel Advertising 


A avertising men agree — to do a complete 
advertising job you need the double effect 
of both Display Advertising and Direct 
Mail 


Display Advertising keeps your name 
before the public and builds prestige. 


Direct Mail supplements your display 
advertising. It pin-points your message 
right to the executive you want to reach — 
the person who buys or influences the 
purchases. 


More and more companies are constantly 
increasing their use of Direct Mail because 


Use 
Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


it does a job that no other form of adver- 
tising will do. 


McGraw-Hill has a special Direct Mail 
Service that permits the use of McGraw- 
Hill lists for mailings. Our names give com- 
plete coverage in all the industries served 
by McGraw-Hall publications — gives your 
message the undivided personal attention of 
the topnotch executives in the industrial 
firms. They put you in direct touch with the 
men who make policy decisions. 


Some people have a wrong conception of 
Direct Mail. There’s no hocus-pocus to it— 
there's no secret formula—nor is there need 
for an extensive department to plan and 
execute your mailing program. You don’t 
even need your own mailing lists. 


Probably no other organization is as well 
equipped as McGraw-Hill to solve the com- 
plicated problem of list maintenance in in- 
dustrial personnel. Our lists are compiled 
from exclusive sources, based on hundreds 
of thousands of mail questionnaires and the 
reports of a nationwide field staff, and are 
maintained on a twenty-four hour basis. 


In view of present day difficulties in 
maintaining your own mailing lists, this ef- 
ficient personalized service is particularly 
important in securing the comprehensive 
market coverage you need and want. 


Ask for more detailed information today. 
You'll be surprised at the low over-all cost 
and the tested effectiveness of these hand- 
picked selections. 


McGRAW-HILL 
PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 


NEW YORK 18, N. Y 
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WORLD-FAMOUS SWEDISH 
PRECISION IS YOURS IN 
MEASURING TOOLS rrom 
HOMESTRAND 


AVAILABLE IMMEDIATELY 
FROM STOCK! 


Dial Gauges range plus or minus 
015. Graduated to .001 

List price $26.50—less customary 
distributor discounts. 


* 


* Vernier Calipers 

Sizes: 6”, 12”, 2 
* Depth Gauges 

Sizes: 8”, 12” 
* Height Gauges 

Sizes: 12”, 18” 
All Tools Graduated in Inches in 
Accordance with Standard Ameri- 
can practice. 
*Available from 
short delivery. 


stock, or with 


For superior design and ever- 
dependable quality Swedish 
Precision Measuring Tools, 
available from one central 
source: 


LARCHMONT, N y 


N.Y. Phone: MU 4-1998 


HOMESTRAND, INC. 
LARCHMONT, N.Y. 


Please send me____ Dial Gauges 
@ $26.50 list, less usual distributor dis 
counts. 

( ) Please send complete illustrated, 
descriptive pamphiets on all Homestrand 
precision measuring tools. 


Firm: 
Name 
Address 


City Zone Stote 


aseeee eee eee eee eeeeaeaeaaeeee 
eee eee ee eee eee sees eeseeees 


Lessee eee eeeeeeeeesesaees 


stecl portions of carbide tipped tool 
on aluminum oxide grinding wheels 
be backed off to avoid grinding steel 
Diamonds wheels should be mounted 
with extreme care, and users should 
idhere strictly to the manufacturer's 
peed recommendations 

Salvage of industrial diamonds is 
considered vital to the mobilization 
program. Charles EF. Wilson, former 
Mobilization Director, stated in con 
nection with the salvage effort, \ 
deficiency of industrial diamonds 
would cause a breakdown in our vast 
metalworking industn 
vastate mass 


ind would de 
production For only 
with diamond bort to sharpen carbide 
tipped cutting tools can volume and 
quality be maintained 

Consumption of industrial dia 
inother peak, 

hance of an 
United 
dependent 


ipproaching 


while there seems littl 


monds is 


increase in supply The 
States is almost entirely 
on foreign 
Furthermore, there is n 
stitute for industrial diamonds 
Milton B. Higigns, president 
Norton Co., Worce ter, Mass IS | 
manent chairman of the 
Diamond Salvage Committe« 
the Commerce Department's book 
let can be obtained from the Salvage 
Division, NPA, at the department's 
headquarters or from the field offices 


"@ K y 


, 


&2? WING NUTS 


Fv A TUBULAR 
6 SS, anes 


© RUSTPROOF © DURABLE © DEPENDABLE 
Die cast zinc alloy; free of tool marks 
and cut-off burrs. Gries fastenings can 
be used without protective finishes in 


diamonds 


iequate sub 


source for 


7 } ! 
Industrial 


CAP NUTS 


SMALL 


most applications for greater economy 


All commercial finishes available 
Prompt delivery on standard sizes 


specials to order 
WRITE TODAY FOR SAMPLES 
] AND PRICES AND COMPARE 


E GRIES REPRODUCER CORP. 


is 44 110 Willow Ave., New York 54 * Phone: MO 5.7400 
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FOR HYDRAULIC POWER 


Motor driven unit for general use. . . 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes &4 to 300 g.p.m. 


Pressures up to 300 P.S.I. 


USED BY OIL INDUSTRY 


For transferring gasoline and oils at 
refineries, bulk stations, tank ter- 
minals, and industrial plants. 


Sizes 40 to 300 G.P.M., 
pressures up to 60 P.S.I. 


FOR WIDE 
RANGE OF 
JOBS 


Pump Head 

with mechani- 

cal seal. Sizes 

4 to 50 G.P.M., pressures up to 150 
Ibs. P.S.I.; 1800 R.PM Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


USED AS 

INTEGRAL 
PART 

Flange mount 

ing pump head 

with mechani- 

cal seal. For installation as integral 

part of original equipment. 
Sizes 1 to 300 G.P.M. 

pressures up to 300 P.S.1. 


Send for Catalog Today. 


Complete information on 
the entire line of Roper 
Rotary Pumps 


Ask about Roper direct 
field sales assistance. 


GEO. D. ROPER CORP. 
335 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 
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"AND WE THOUGHT WE DIDNT HAVE ANY SCRAPS 


“We don’t make anything of steel 


. so we didn’t think we were con- 
cerned in the national scrap program. 

“Then we came to realize how badly 
we would be affected if steel products 
we use were shut off by the shortage of 
scrap. 

“When we learned a photographic 
film manufacturer was able to collect 
88 carloads of iron and steel scrap in 
his own plant—we began looking. 


“We found plenty of idle metal that 
had rust on it and dust on it. Obsolete 
machinery. Outmoded equipment, 
jigs and fixtures. Broken parts—like 
wheels, chain, springs. Abandoned 
structures made of steel. 

“We found plenty. And, knowing 
our best chance of getting steel products 
was by furnishing the raw materials 
for steel-making, we promptly called 
in our local scrap dealer. 


This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 





NEW YORK 36, N.Y. 
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“I'd urge any business to look over 
its premises with an eye out for scrap. 
Non-ferrous scrap is needed, too! 
Why don’t you appoint one man— 
with authority—to act as your Scrap 
Salvage Director?” 





sELL BURA JACKS.... 


Complete 
Profitable 
ELE ETAd Pr ea 


BALL BEARING JOURNAL JACKS “Hi-Speed” HYDRAULIC JACKS 


7 Models—Cap. to 50 Tons 4 Models—Cap. to 12 Tons 





“Two-Speed” HYDRAULIC JACKS 
High and Low Types SCREW JACKS RATCHET LOWERING JACKS 
6 Models—Cap. to 50 Tons 23 Models—Cap. to 24 Tons 6 Models—Cap. to 15 Tons 
Buda Jacks are profitable and easy to sell. service organization and a varied line of 
Their solid reputation, created by years of _ Distributor Sales Helps . . . the Buda Jack 


satisfactory service, safe operation and low _ ine can be one of your most profitable items. 
maintenance gives them instant acceptance 


in every industry. Write for General Catalog No. 1515 and in- 
Backed by more than 40 years of jack-build- formation on handling Buda Jacks in your ter- 
ing experience . . . acompetent sales and ritory. The Buda Company, Harvey, Illinois. 


BUILDING A DEPENDABLE 
PROFITABLE JACK LINE 
SINCE 1908 


B).14 
Manufacturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drills and Diesel and Gasoline Engines 
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CONVENTION YEAR IN RETROSPECT 


A NOTHER annual convention is just around the corner. We are 
£% approaching another milestone in the history of INpusrriAL Dts 
rriBUTION. It has been a year of great progress in our industry. A year 
in which we have made great strides in the cooperative approach to 
our many problems. The desire and the willingness of distributor and 
supplier to compare and examine the problems of economical distribution 
objectively and basically from the standpoint of the buver is the real high 
spot of this year’s accomplishments. 

There is so much to the feeling that we are on the mainline of the 
answer to the kind of service that is demanded of distribution, industrial 
distribution, in our industrial economy. That feeling can only spring from 
a feeling of accomplishment. 

While there will always be some clashes in ideas of procedure and 
responsibility between distributor and supplier, it is only when both fully 
realize the greater importance of their dual responsibility to the industrial 
buyer, and set their sights accordingly, that our problems can be taken in 
stride. 

Maybe we have just taken the first step forward in a better appreciation 
of the “greater importance of the dual responsibility to the buyer” over any 
other problem, but that first step has had an impact that is very noticeable 
and healthy. 

The avenue that leads to the service demanded of distribution, as its 
part in our industrial economy, must be kept clear of traffic arguments and 
roadblocks. Problems, (and there will always be problems), between dis 
tributor and supplier, should be treated as nothing more than minor repairs 
that are always necessary in keeping a great artery of trafic open for 
maximum efficiency. The point is that if such problems are allowed 
to grow into chuck holes, while we stand around and argue about whose 
turn it is at the shovel, unnecessary detours are made and everybody 
suffers 

There is but one real problem between distributor and supplier in the 
davs ahead! Doing a better job for the industrial user. The job cannot 
be done alone by one, or, by the other. It can be done by both working 
together. Both have equal responsibility and an equal stock in the results. 

We owe a debt of gratitude to the out-going officers and the excellent 
committees of the three associations. ‘Thev leave behind them a record 
of accomplishment that should become increasingly clear in the days 
ahead. ‘They have clarified the dimensions of the target of cooperative 
efforts. The course of the industry's efforts, in the days ahead, is much 
clearer than it has ever been before. It is up to succeeding administrators 
to keep dead aim on this target. 


ARCH MORRIS 
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your MEN KNOW any TRUST 


 @ Starrett 


SHOP EQUIPMENT 


coe PRECISION TOOLS Says It 


SO Million Cimes 


More than 80 million Starrett advertising messages ... well over 61 

million per month during the next 12 months...and every Starrett ad 

tells every reader, “Buy Through Your Distributor.” This new, expanded 

Starrett advertising program in 35 key publications* reaching consumers, 

industrial buyers and specialized trades — including the top ranking INDUSTRIAL ARTS 
Saturday Evening Post—is designed to build even greater acceptance VOCATIONAL 
for Starrett Tools and to help establish your house as headquarters for me gS EDUCATION 
the complete line of widely advertised Starrett products. This powerful 

program pre-sells for you now, saves your time, boosts your sales and 

profit. It is also a valuable investment in customer preference, loyalty 

and good will for the future. 


ERD 2 RRS 


*These Publications Carry Starrett Advertising Regularly: The Saturday Evening 
Post, Popular Science, Popular Mechanics, American Machinist, Machinery, Mill & 
Factory, Tool Engineer, Modern Machine Shop, Purchasing, Industry, Industrial 
Equipment News, Industrial Distribution, Hardware Age, School Shop, Industrial 
Arts & Vocational Education, Motor Service, The American Automobile, El Auto- 
movil Americano, Ingenieria Internacional, American Exporter, Canadian I. E. N., 
New Equipment "News, Oil & Gas Journal, Construction Equipment, Industrial 
Woodworking, Meat ( Meat Kutter Band Saws ), Meat Merchandising, Meat Packers 
Guide, Bakers’ Helper. 





HERE’S HOW YOU CAN CASH IN ON 
THIS POWERFUL SALES PROMOTION 


The Starrett Distributor Sales Promotion Plan pro- 

vides complete material for an 8-point program 

that will completely identify you as a Starrett dis- 

tributor. It includes a complete advertising mat and 

electro service plus many sales-tested display, direct 

mail and sales promotion items. Cash in on this valuable free service. 
Get the whole story from the Starrett salesman or write 
Bulletin No. 1300. 


stetugaaae OOS 


THE L.S. STARRETT COMPANY: atwot, MASS., U.S.A 


for 





EF 1880 STOCK AND SELL THE COMPLETE LINE 
WORLD'S GREATEST TOOLMAKERS EESTI gS 
HACKSAWS SAND. SAWS ond BAND KNIVES 








EASIER TO SELL 


because... 


(7 OUTWEARS 
ORDINARY VALVES 


@ High test bronze body and bonnet; nickel-alloy 
disc and seat ring; high tensile, high torque rolled 
bronze stem—plus large, deep stuffing box easily 
repacked under pressure—these are the features 
which make R-P&C Bronze semi-plug and full-plug 
Globe and Angle Valves outwear ordinary valves. 
They’re fine for frequent or continuous throttling of 
steam, gas, oil, water. This type valve can be fur- 
nished in 200, 300 and 350 lb. pressures. 

You should carry a stock of R-P&C Bronze Globe 
Valves to give your customers quick service. Write 
the nearest R-Pa&C district office for information. 


R-P&C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





